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From the Editor 


ave you heard the story about Warren Buffett, 

the 215 millionaires, and the coin-flipping 

orangutans: It takes some telling and you will 
have to buy a biography of the Sage of Omaha to read it. 
The point the world's canniest investor made (in 1984) 
was that markets are not efficient, stocks are not all 
priced correctly, and the people who consistently beat 
the market cannot simply be lucky. We all wish we had 
a stock-trading algorithm that would guarantee rich dividends, or that 
we had bought into that Po which multiplied a thousand-fold. The truth 
is that the в$Е Sensitive Index is up only three per cent this year. Only 
37 per cent of 7,882 listed scrips were traded on the sse in 2009-10. A 
McKinsey-Ficc study a few months ago said there is huge space for retail 
equity trading expansion in smaller cities and towns: the top 10 cities 
account for 90 per cent of total stock trading volume and 78 per cent 
of mutual fund ownership. And retail investors own only about 10 per £ 
cent of the stock of India's top 25 corporations. The best estimates say 





only 25 million Indians are invested in mutual funds. 
Perhaps caution is in order. Another McKinsey study this month à 
says equity analysts globally have on average been over-optimistic — + 


their earnings growth estimates over the past quarter century were 
about twice the actual results. So, is the only true guide your finger in 
the air? That might be the case in India, where day traders account for 
about 90 per cent of transactions, meaning they cash out every day 
and shy away from portfolios. 

Does that faze our most intrepid fund managers? Not at all, if you 
read about them in this edition's cover package. They are good because 
make yg money, and they make you money because they know 
how to read the tea leaves. We know them by name but not by face as 
they wave their wands over the witches’ brew. 

Don t forget that the BSE is 
Asia's oldest stock exchange. 
That is why another smart 
investor, George Soros, wants to 
buy a stake in the bourse from =- 
Dubai Holdings. Dubai may want — 
to bail out, but Singapore's 
Temasek Holdings bought a five 
per cent stake in the National 
Stock Exchange in May. So Mumbai has its ambitions about being a 
major financial centre, too. When Standard Chartered Bank raises J 
funds in Mumbai, or Britain's finance minister flies there on the first 
leg of a "Woo India" trip, there is a drawing in of breath, a surge of 
Bombay Dreams. Our special report on Mumbai could have been 
headlined "If Only". We prefer "Slowly, But Surely". 

Like everybody else, we love getting the inside dope on somebody 
who's ambitious, aggressive, and successful. The Sandeep Goyal/ 

Dentsu profile packs in a lot on the coruscated world of Indian | 
advertising. One of Dentsu's campaigns is the Dilli Ki Beti civility effort. 
Good luck to them — we needed a new twist on the capital's motto: ' 


"How may I be of disservice?" | 
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Fortune in Farms 

Betting on Farms (Br cover, August 8) points to the shift 
in agriculture. Greater diversity of products, large investments 
and creation of infrastructure like cold storage and refrig- 
erated transportation, etc. are bringing about structural 
changes in the sector, which is now set to make an even 
bigger leap with the help of rr and biotech. vineet Madhukar, Delhi. 


Towards Greener Pastures Husinessttods 


Supply-demand mismatch of agri products is [0 92» 


9 


pushing prices northward. As your story LJ 
points out, price increases will enhance the 
profitability of agriculture and spur money to 
flow into the sector. But arable land is limited 
in supply. So it makes good business sense for 
Indian companies to buy land overseas — 
around Oromia and Addis Ababa in 
Ethiopia, Port Sudan, Khartoum and 
Suwakin in Sudan, and Nairobi in Kenya 
— where land is still cheap. Alok Rai, Chennai 





Farm Fallacy 

The views Betting on Farms offers cut too 
close to the thinking of the government and 
corporates. As a result, the views are skewed 
because you have intentionally or unwittingly 
mixed up what is good for business and what 
is good for India (not the same thing necessar- 
ily). For instance, cold storage is not the only 
answer to prevent food wastage. But it is a 
sure way to create business opportunity, 
increase costs of produce and spike consump- 
tion of fossil fuels. Agriculture offers great 
business opportunities but we should ensure 
those opportunities help our small and 
marginal farmers. Karan Manral 


Tax Travails 

E-filing of tax returns is undoubtedly a blessing (The Easy Way to File Tax 
Returns, вт, July 25). But one comes across certain difficulties when trying 
to take print-outs of online forms for paper filing. The number of printed pages 
are much in excess of the actual number of pages online. For example, Form 
IV, which shows 20 pages online, adds up to 36 pages when printed. The rr 
department should fix this software design glitch. Mahesh Kapasi, Delhi 


Corrections & Clarifications 
We are grateful for your story Getting a 
Handle on Poverty (Br, July 25), which 
highlights the model developed by 
"Hand in Hand". The story mentions 
Percy Barnevik as the founder of Hand 
in Hand. However, the organisation was 
started by three locals in 2002 and not 
by Barnevik as reported. Hand in Hand 
appreciates the great support Mr 
Barnevik is lending it as a major donor 
and but for his strategic guidance and 
support, we would not have reached the 
scale of operation we have achieved in 
this short span of five years. 

Kalpana Sankar, ceo, Hand in Hand 


In the вт-М№аѕѕсот Roundtable (July 25), 
the designation of Raman Roy should have 
been Chairman and Managing Director, 
Quattro вро Solutions. 
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Branches Opening Shortly - 30 
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Sadar Bazaar, Vasant Kunj, Vasant Vihar 
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P Meerut, Modinagar 
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Indulging the Big Fish 


SEBI's proposed new takeover code could skew the regulatory 


framework in favour of big companies, argues Uday Kotak. 


he Securities and Exchange 
Board of India's new takeo- 
ver code for mergers and 
acquisitions has suggested 
some welcome changes. and 
in many ways aligns our regulatory 
framework with global best practices. 


I don't see the proposals favouring 
any one particular set of players in 
the game, whether acquirer, acquiree 
or investor. Yet, frankly there are 
some glaring shortcomings — and 
unless the policy makers realise this, 
the proposals will be seen only as half 


measures. Here I will focus on the two 
most radical suggestions of SEBI'S 
C. Achuthan panel. 

First and foremost, we need to 
make sure that the code necessarily 
aligns with the policy of financing 
takeovers in India. This is a big con- 
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FOCUS 


cern because global companies today 
have access to offshore financing 
whereas the Indian acquirers are 
handicapped because of the Reserve 
Bank of India's caps on bank fund- 
ing of takeovers. As things stand 
today, Indian acquirers will find it 
tougher to raise finances for a takeo- 
ver bid, which is a concern. While 
you could say that this would only 
encourage the serious players, it 
could also mean that only the big 
Indian companies would be able to 
play the game now. Therefore, I feel 
we must make sure that our norms 
on takeover financing are eased in 
line with the global trends. This 
would give the Indian banks some 
headroom to support mergers and 
acquisitions (M&As) in the country. 
Secondly, increasing the trigger 
limit for an open offer to 25 per cent 
from the earlier 15 per cent and also 
raising the statutory open offer to 
100 per cent in the target company 
are no doubt steps in the right direc- 
tion. It is pretty much in line with 
global regulations and would allow 
investors and shareholders to exit 
fully if there is a takeover bid. Let me 
illustrate this with the example of the 
Ranbaxy-Daiichi Sankyo open offer 
two years ago. Here, the promoter 
family sold their entire 34.82 per cent 
stake at Rs 737 per share to the 
Japanese company, which needed to 
garner another 20 per cent from the 
remaining 65 per cent shareholding 
in the company based on the takeover 
norms. So, a small investor with 100 
shares ended up tendering around a 
proportionate 33 shares at a price of 
Rs 737 in the open offer. The balance 


WORDSMITH 
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WELL BEGUN, HALF DONE 


SEBI needs to do more to encourage M&As. 





Open offer trigger increased to 2596 from 
the current 159 









67 shares remain with the investor as 
he's not allowed to tender more. So, 
today the investor would probably still 
be left with those 67 shares of 
Ranbaxy with the market price falling 
to between Rs 450 and Rs 500. This 
is two years later! If the new code was 
in place at the time of Ranbaxy- 
Daiichi Sankyo deal, a shareholder 
would have tendered all his 100 
shares at Rs 737 per share. 

And finally, there is another pro- 
posal that is a bit skewed in favour of 


the investors rather than the acq- 
uirer. The takeover code says if the 
acquirer ends up with between 75 
and 90 per cent, it has to take neces- 
sary steps to sell down the stake in 
the open market to remain at 75 per 
cent. The acquirer may book sub- 
stantial losses as it would have paid 
a huge premium in the open offer. 
Uday Kotak is Executive Vice 
Chairman & Managing Director of 
Kotak Mahindra Bank 
(As told to BT's Anand Adhikari) 


What it means: A website that has not 
been updated for such a long time that it 
has grown cobwebs, figuratively speaking. 


Origin: The word became popular in the late 
nineties and even made an appearance in the 


Rebooting Inflation 


To better capture the price swings in the economy, the government 
will soon migrate to a new index to measure inflation. 





Currently, a basket of 435 commodities ranging from food items such as 
rice and wheat to petroleum products and medicines, is used in the 
Wholesale Price Index (wPr) to determine inflation. To make the index more 
relevant, over 250 new items, such as mineral water, cellphones, 
perfumes, digital cameras, computer stationery, LCD Tvs, among others, 

will figure in the new index. Most of these would fall in the manufacturing 
and transportation basket. The new inflation series will do away with close 
to 25 obsolete items like typewriters and video cassette recorders. Also, the 
base year of the new index would be shifted from 1993-94 to 2004-05. 


The new inflation series will better reflect the prevailing price trends and will 
be more useful for policymakers, including mandarins in the Reserve Bank 
and Finance Ministry. "We have sent our recommendations to the Central 
Statistical Organisation, which is evaluating the series. It will reflect the true 
picture of the price movement in the economy,” says M.C. Singhi, Economic 
Adviser at the Ministry of Commerce and Industry. 


Experts think that switching the base year would result in inflation going up 
by about one percentage point but the Consumer Price Index (cr!) may be 
more relevant for consumers. "The new wr! will not include the services 
sector. The upgraded cpt inflation data series will give а more realistic 
picture," says D.K. Joshi, Chief Economist at CRISIL rating agency. 

MANU KAUSHIK 


hacker slang dictionary, Jargon File, in 1999. The word has become 
more widely used over the past year. 


: It's easy to start a website. But unless 
you keep working on it, chances are that it would soon 
become a cobweb. 
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what if you got rewarded for using your Visa Debit card‘ 


TBWA INDIA\VISA\370610 





ALL VISA CARDS ARE ISSUED BY BANKS ONLY. 


мам MACRO AWA RAIS 4896» — N m mol. 





now get up to 1096 cash back with your Bank's Visa Debit card. use your Visa 
Debit card at least 12 times or spend a total of Rs.20,000 or more during the offer 
period. go shop, dine, fill fuel, pay your bills, book tickets online or make any 
other purchases to get rewarded. 2,000 top Visa Debit card users will get up to 
1096 cash back (maximum Rs.2,000) and the next 60,000 Visa Debit card users 
will get Rs.100 in cash back. offer valid from 1st July to 30th September 2010. 


XYZ Bank 
‚ Debit Card 
more people go with Visa. | | 
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FOCUS-FINANCE 


MUCH ADO 
ABOUT NOTHING? 


Recently, when the govern- 
ment unveiled the new symbol 
for the rupee, it was greeted 
with cheers all around. 
Finance Minister Pranab 
Mukherjee had explained the 
rationale for the symbol in his 
last Budget speech: "... the 
Indian rupee will join the 
select club of currencies... 
that have a clear, distinguish- 
ing identity." Really? Consider 
this: apart from the most- 
traded currencies such as the 
US dollar, euro, 
British pound and 
Japanese yen, 
currencies from a 
host of small 
countries — 
Costa Rica (colón), 
Cuba (pesos), Ghana 

(cedi), South Korea 
(won), Laos (kips), Mongolia 
(tugriks), Nigeria (nairas), 
Thailand (baht), Ukraine 
(hryvnia), among others, 
already have their own sym- 
bols.Experts, though, say with 
India's growing integration 
with the global economy and 
surging capital inflows it 
makes sense to have a 
currency symbol. Explains 
Sachchidanand Shukla, Chief 
Economist, Enam Securities: 
"India has emerged as a 
global economic power and a 
currency symbol will surely 
reflect India's strength on 
the global map." 

- MK 
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The spat between public sector insurers and big hospital chains 
has serious implications for over 30 million policyholders. 


What's cashless 

health insurance 

Each person covered under such a 
policy is issued a health/identity card. 
In the cashless system, a policyholder 
can walk into a hospital listed with 
the insurer, give the card number and 
get the treatment without having to 
stand at the cash counter. For treat- 
ment in non-listed hospitals, a third- 
party administrator's (TPA's) authori- 
sation is required. A TPA verifies your 
policy details on behalf of the insurer 
and approves the cashless services. A 
health insurance policy can be taken 
by an individual for himself and his 
family. A company can also take a 
group policy for its employees and 
their families. 


What has changed now 


Recently, four public sector health 
insurance players — Oriental 
Insurance, National Insurance, United 
India Insurance and New India 
Assurance — decided to withdraw 
cashless service to 1 50-odd hospitals, 
including big names across New Delhi, 
Mumbai, Chennai and Bangalore, 
such as Apollo Hospitals, Max 
Hospitals, Fortis, Breach Candy and 
Lilavati. The insurance companies 
argue that leading corporate hospitals 
overbill, knowing that the patient is 


insured. They claim to have shelled out 
Rs 6,991 crore towards claim settle- 
ment while the total premium col- 
lected in the last two financial years 
was only Rs 6,734 crore. The public 
health insurance firms have over 60 
per cent share of the total market in 
this segment. 


What it means for you 
Customers with policies from public 
insurers must find out the list of deli- 
sted hospitals. This information is also 
available on the websites of the insur- 
ance companies. For the deli-sted 
hospitals, you will have to hark back 
to the earlier practice of paying the 
hospital first and claiming reimburse- 
ment later from the insurance com- 
pany against proper documentation. 
Even then you may not be reimbursed 
the entire amount. 


What lies ahead 


Talks are on between the insurance 
firms and de-listed hospitals to resolve 
the impasse. So far, PSU insurers main- 
tain that they will discontinue the 
cashless facility to several hospitals. 
Experts believe that the likely solution 
will have hospitals re-negotiating 
charges for various treatment proce- 
dures with insurers. 
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FOCUS-REVIEW 


Website 
A site which gives 
you exercise 
tips for free 


Too lazy to join a gym? 
Don't maintain regular 
enough hours to call a yoga 
instructor? Would rather 
die than watch a Bollywood 
starlet's workout video? If 
you answered yes to all 
these and have a fast- 
enough Internet connection 
at home, do take a look at 
this website. It is free to 
use and gives you access to 
a whole host of exercise 
videos, from hardcore 
bodybuilding workouts to 
light aerobic training and 
yoga positions. It helps that 
the rather confounding 
exercise names such as 
"Reverse Leg Kicks with 
0-loop Resistance" and 
"Crab Walk" are matched 
with the target area and 
difficulty level. Best of all, it 
costs nothing, though they 
do try to push their resist- 
ance bands on you. —KM 





An ultra-light laptop with heavy-duty performance and an iPad competitor 


Small, Light and Pricey 








+ incredibly light for the level of performance 
it delivers 


Battery life could be better. The look and feel 
do not justify the price tag 


Price: Rs 102,000 (plus taxes) 


Nice, But Not Quite There... — 





M=: no mistake, this is not an iPad, 
and frankly it does not do the ‘clone’ 
thing very well either. Still, this is a rather 
nice piece of hardware. A seven-inch 800 
by 480 pixel resolution touch screen, evi- 
dently not multi-touch, that runs Android 
version 1.6. It has connectivity to the 
mobile phone network through a siM card 
slot and is ready for 3G networks. It allows 
you to make calls even though this feels 
like a very large phone, and also supports 
Wi-Fi. But it does not have much internal 
storage. It works well on India's relatively 
data-clogged 2.5G networks. It is surpris- 
ingly heavy — perhaps a result of its de- 
cent battery life. But we do have a couple 


+ Tablet form factor is cool, allows you to 
make calls, is 3G-ready 


© Heavy, not multi-touch, runs older 
version of Android 
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f you must have an ultra-light Windows 

laptop that does not compromise on 
performance, and if price is not an issue, 
look no further than this machine from 
Fujitsu. The Lifebook $760 is one of six 
laptops the Japanese company recently 
launched in India, all with in-built 3G, 
though by the time 3G data services be- 
come available either late this year or early 
next year, this machine would be out of 


date. The scroll wheel to the right of the 


touchpad is a nice touch, but a larger 
touchpad would have been better, possibly 
with multi-touch. The $760 is a perfect 
laptop to work with, but battery life is 
limited thanks to its ultra-low weight (one- 
and-a-half kg). It's the smallest laptop we 
have seen with Intel's beefy new i5 proces- 
sor. But the problem is that the machine 
just does not look the price. 

KUSHAN MITRA 


OlivePad VT100 


of quibbles. The first is the lack of a multi- 
touch screen. Then, it’s running an older 
build of Android. That said, the most 
critical aspect of the device will be its 
price, which has not been announced, 
though it is likely to be around Rs 25,000. 
KM 
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Committed to a changing India. 


Just the right mix of perfection апа perfection. 


The best Audi A6 we have ever made. 


In its newest avatar the Audi A6 exceeds the highest possible standards. Our own. After all, when the car in question has been the world's 
best-selling sedan in the business segment for years, excellence is a foregone conclusion. Equipped with the permanent all-wheel drive; 
quattro*, to enhance agility and directional stability and the stunning clarity of a BOSE sound system, every innovative feature ensures a 
driving experience like no other. Truly, from its manufacturing accuracy to its flawless design and from its superior suspension to its efficient 


engine, everything about the Audi A6 spells perfection. We would not have it any other way 


Authorised Dealers: Audi Ahmedabad 0-9998720002 Audi Bangalore 0-9632298453 Audi Chandigarh 0-9876429103 Audi Chennai 0-9600095024 
Audi Delhi 0-9999917415 Audi Gurgaon 0-9650555111 Audi Hyderabad 0-9959700007 Audi Jaipur 0-8875020001 Audi Kochi 0-9249412345 








FOCUS-PERSONA 


In the Spotlight 


S.D. SHIBULAL 


The Chosen One 


Infosys co-founder and chief software architect N.R. Narayana Murthy has 
given his backing to the ascension of S.D. Shibulal, the current Chief Operating 
Officer and a co-founder, to the ceo's job sometime in the middle of next year. 
This promotion will be a stern test for the 54-year-old. While current СЕО 
S. Gopalakrishnan guided Infosys through its toughest period, he also moulded 
it into a $5-billion entity. But, with the linear rr services model maturing quickly 
and rapid growth based on cost alone becoming harder to achieve, Shibulal will 
have to fashion a new growth plan for Infosys. It's a big ask, but the Infosys 
family, including Murthy himself, feels he is the man for the job. 


RAHUL SACHITANAND 
66 wei Said 





If one can't meet the 
fund requirements, 
then one should not 
acquire companies in 
the first place. 


C Achuthan 

Chairman, SEBI Takeover Code 
Committee, responding to criticism that 
the new code would favour foreign 
acquirers and big companies 


= = In our estimate, there will not be a 
double-dip recession... we are now 
seeing reasonably sound indications 
that discretionary spending is back. 


Azim Premji 





e ° Chairman, Wipro, while speaking on the business climate 
All great or ganisations for IT services firms after declaring his 
have to develop the company's first quarter results, to Agencies 
"and-and" skills. You 
have to defend and 


attack; you have to CLASSIC BUSINESS QUOTE) 
grow share and grow The true entrepreneur is 


market development. a doer, not a dreamer. 


Harish Manwani 
Chairman, Hindustan Unilever Ltd, Nolan Bushnell, founder of Atari, the interactive 
in Mint entertainment software pioneer 





20 BUSINESS TODAY August 22 2010 





IV 


HVANNV 





FOCUS-BT POLL 


Will rate hikes 
by the RBI cool 
inflation? 


Can't Say 


8.4. 





No 
46.3». 


Results of BT online poll; 
No. of respondents: 195 


For most of us, rising interest rates 
are never a welcome proposition. 
It means our housing and car loans 
become costlier. Inflation, too, is 
equally undesirable and we'd 
welcome any initiative to curtail it. 
It's what psychologists call the 
approach-avoidance conflict. This 
ambivalence is perhaps reflected 
in our poll, with respondents 
split equally. 
Demand side pressures are 
noticeable now but any steep 
increase in rates may well be 
avoidable. Finance Minister Pranab 
Mukherjee is already talking about 
the imperative to sustain high growth 
to fight poverty. Inflation is expected 
to taper off by year-end, largely due 
to the base effect coming into play. 
But it will be a tightrope walk for 
the central bank all the same. 


Will the proposed new 
takeover code adversely 


impact M&As in India? 


Log on to 
www.businesstoday.in 
to cast your vote 
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GLOBAL CEOs 





BT-CARMA 


CEO Watch 


INDIA'S AND THE WORLD'S MOST TALKED-ABOUT CEOs IN JULY 





Mukesh Ambani 


Yet again, the Ambani brothers have retained 
the top two slots. Mukesh Ambani pipped his 
younger sibling Anil largely due to the cover- 
age of the annual general meeting of Reliance 
Industries Ltd (RIL). The senior Ambani's 
statement on RIL's business expansion strategy 
overseas grabbed media attention in particular. 
Ratan Tata, too, was in the news — once 
again over succession plans at the Tata 
Group. His statement in a pink daily that he 
"wants to move on and give others a chance 
to take his place" received widespread 
coverage. He is at the third spot on our list. 





P3240 



















INDIAN CEOS 1 Mukesh Ambani | RIL Т7 А 
Ratan Tata | Tata Group 35 dh. 
$. Gopalakrishnan | infosys 16 Ак 
Sanjay Aggarwal | ex-SpiceJet NEW 


М. Chandrasekaran | TCS NEW 


Tony Hayward" | вр 
Steve Jobs | Apple inc. 
Mukesh Атбапі RIL 
Jeff Immelt | се 


9 David Thodey | Telstra 


* At the time of going to press, Tony Hayward had stepped down from the post 
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What exactly does a benchmark mean? For the last five years, ІВМ DB2* on Powel oystems" has ranked 
lirst on three of the industry's leading performance benchmarks. longer than Oracle апа Microsoft combined! 
But is that the best way to think about the possibilities of technology? What really matters isn't some 
abstract measure of performance, it's what companies actually do with that performance. For instance. 
Globe Telecom is using a service delivery platform from IBM to increase their sales by 112%. EuResist is 
using an integrated analytics solution to predict the most effective drug combinations for individuals with 
HIV, with 78% accuracy. And CAIXA Econômica Federal. one of the largest banks in Latin America, is using 
a service oriented architecture to slash infrastructure acquisition costs by over $330 million. On a smarter 
planet, these are the benchmarks that matter. 


A smarter business is built on smarter software. systems and services. 
Lets build a smarter planet. ibm.com/questions/in 
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FOCUS-GRAPHITI 


Couch Potatoes, Enjoy 








TV viewers never had it so good with some 460 channels on air across genres in India. The Hindi market 
commands the largest share of the pie, even though South Indians spend more time before the idiot box. 
Entertainment and news dominate the new channels launched, says a recent study by media researcher TAM. 
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The TAM survey released in June 2010 compared data of Figures in brackets are number of corresponding channels in 2008; 


end -2009 with a year earlier GEC: General Entertainment Channel 










Jan 7, 2009 April 14, 2009 
Satyam founder B. Mahindra & Mahindra 
— — — Ramalinga Raju acquires Satyam for 
UNTANGHNGTHES — unen — 
SATYAM MESS arrested with brother Satyam 






Rama Raju two days later 
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Hindi channels dominate TV viewing 
closely followed by regional channels (2009) 


HINDI = 9 HERS 
| % 
43% No. of channels: 219 


No. of channels: 63 {10% in 2008) 
{40% in 2008} 


ENGLISH 


REGIONAL 1% 


31», No. of channels: 44 


No. of channels: 135 {11% in 2008} 
{38% in 2008) 


Hindi markets have more viewers; South 
viewers spend more time on TV 


Average time spent/day ~ 171 min 
ih aM 
3496 of 4196 of TV 


TY homes viewing 





SNAPSHOTS 

* Fragmented viewership in South India with more channels 

* Soaps or dramas form the staple diet for housewives 

* English news sees a higher focus on political and sports news 


e Hindi news sees a higher share allotted to astrology 
and entertainment 









June 9, 2009 September 2009 
The Economic Offences Ramalinga Raju suffers a heart 
Court begins hearing attack, is moved to hospital 
the Satyam case where he has been lodged ever 


since, reportedly undergoing 
treatment for Hepatitis C 
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Backdoor Raiders 


THEN: Could the newest corporate raider on 
the block be a foreign institutional investor 
(Fu)? After all, sizeable chunks of India Inc. are 
held abroad in the form of global depositary 
receipts (GDRs). For instance, a 25 per cent 
stake in the Industrial Credit & Investment 
Corporation of India was up for sale in its 
recent $200-million GDR offering. 

If a GDR is extinguished and converted into 
the underlying shares, voting rights vest with 
the кп. But, can this translate into backdoor 
takeovers? Says PS, Jayaraman, 45, Executive 
Director (finance), Chemplast Sanmar: "The 
door has always been open. Any management 
launching a GDR issue will take into account 
the conversion calculation." 

The extent of conversion, however, is 
limited by the 24 per cent cap on aggregate 
portfolio investment by riis in any single 
company. Moreover, conversion entails in- 
volvement in a messy paper trail and long- 
term capital gains tax. So, the conversion 
that does take place occurs largely to exploit 
arbitrage opportunities. Says Anil Singhvi, 
35, treasurer, Gujarat Ambuja Cements: “Fis 
are in the business of making money, and 
not in the business of running companies.” 
The backdoor may be open, but not many 
FIIs are in the queue. 


NOW: There's been a surge in FII inflows but 
investors have shown little interest in backdoor 
takeovers. SEBI has since revised the takeover 
norms for a level playing field. Anybody buying 
15 per cent of the ADRs/GDRs would have to 
make an open offer if underlying securities 
have voting rights. 


July 20, 2010 
The Andhra Pradesh High Court 
grants bail to five accused, including 
Ramalinga Raju and former CFO 
Srinivas Vadlamani. Nine out of 10 
accused are out on bail 

T. V.MAHALINGAM 
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FOCUS-INTERVIEW 


NUMBERS 


OF NOTE 


SOCIAL NETWORKING 





The number of users on Facebook, 
a popular social networking site. 
Facebook crossed the milestone 
last fortnight. 


The number of 
Facebook users 
in India. Indian 
users upload 53 
million photos each month. 


The price of the tablet PC | 
launched by the Indian govern- 
ment. The iPad-like touchscreen 
device, among other things, 
allows users to access 

social networking 
sites like Facebook 
and Twitter. 





The valuation of Facebook. About 
1796 of all Europeans are on the 
networking site. 


26 BUSINESS TODAY August 22 2010 





"We Want to Focus on 
User Experience" 


RABHAKAR RAGHAVAN, Senior 
Vice President, Chief Scientist 
and Head of Yahoo! Labs, was in 
Bangalore in late July. BT'S RAHUL 
SACHITANAND caught up with the Ph.D 


from the University of California, 


Berkeley, who is also a consultant pro- 


fessor at Stanford, on the road ahead. 


Edited excerpts. 


We see a break from the backend 
data centre work — which is a battle 
fought between different, larger and 
faster data centres — with the primary 
intent of grabbing and serving 
Internet content. We don't think this 
battleground serves our shareholders 
best. Instead, we want to focus our 
attention on user experience. Stuff 
around crawling web pages can be 
done by a talented student I teach. 


Users have an underlying intent 
and desire they want to fulfil. Users 
don't really want to search. Today we 
force them to express their desire 
through an Internet search. We 
believe in search with massive 
amounts of human intervention. For 
example, if you want to go out for 
dinner and plan a movie, you have to 
run a whole bunch of searches on 
restaurants serving pasta in 
Bangalore. We want to say Bangalore 
is our location, and pasta is food. We 
want to serve up a list of restaurants 


and not web pages which serve pasta. 
We want to filter restaurant sites from 
airport web sites and shopping sites 
also offering pasta. We do some of 
these things already. 


College faculty and students need 
access to large amounts of processing 
power and large centres to crunch 
their data. We have some 1,000 uni- 
versity faculty working with Yahoo! 
around the world, including India. We 
can multiply the intellectual horse- 
power employed at Yahoo!, Google 
and Microsoft ten-fold by working 
with these institutes. It doesn't matter 
if we secure the intellectual property 
they build. Once it is out in the open, 
we can secure it and build upon it. 


The current wave on the Internet 
is about trying to figure out social 
networks — who connects to whom 
on Facebook, Twitter and MySpace. 
The next big question is who influ- 
ences whom. Besides computer sci- 
entists, we have economists and so- 
cial scientists to try to answer these 
questions. Advertisers would be very 
interested to see if you can manipu- 
late influence on the Internet. The 
mobile device is also becoming a 
second hub of the Internet, but to 
my mind there are yet certain classes 
of activities which will continue to 
be done on a computer. 
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FOCUS-ETCETERA 


How Things Work 
Blimps 


Blimps are the latest addition to sporting events in India. The IPL contests featured 


blimps; the Commonwealth Games is getting a similar showpiece equipped with 
cameras and lights. So, how do these fish objects fly? 


Very simply, the blimp is a large balloon filled with helium. Helium is lighter 
than air and therefore the blimp goes up. That's the easy part. But how 
does it manoeuvre in the air? And how does it come down? 

The helium fills the body of the airship, also referred to as the envelope. 


Huge pouches of air inside the envelope, called ballonets, help maintain internal 
pressure. Wings and propellers are installed which help the balloon navigate in 


a particular direction. Gradually valving off the helium lets the blimp come 
down as it gets heavier. 

How safe are blimps? Earlier, airships (a different kind of blimp) were filled 
with hydrogen, which is combustible. The famous Hindenburg tragedy of 1937 
underlined just how unsafe hydrogen is. 


The most famous blimp in the world, the Goodyear, flies at an average altitude 


of 1,000-1,500 feet, even though a blimp can go as high as 5,000 feet. 
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Just Wondering 
Private Reservations 


"The UPA government is very sensitive to the issue of affirmative action, 
including reservations in the private sector. It will immediately initiate a 
national dialogue." Thus spake the freshly-elected UPA government in its 
manifesto listing the common minimum programme of its first innings, in May 
2004. Six years later, the 'national dialogue' it promised is still on and tends to 
get shriller, whenever elections are round the corner. Back in 2004, much of 
India Inc. ignored this declaration as yet another attempt at rabble rousing. 
Two years later, when Prime Minister Manmohan Singh called for a voluntary 
caste quota to be put in place by Indian businesses, bodies like Cll and FICCI 
were quick to put out papers and suggestions on better ways of 

implementing affirmative action. There was even talk of companies across the 
board outlining their affirmative action in their annual reports and balance 
sheets. Last heard, the government is in the process of setting up an 
inter-ministerial group to look into the matter. Guess the dialogue is set 

to get louder and shriller. 
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Quirky 


A Tale of Two 
Publicities 


Last fortnight, beach- 
goers along the coast of 
the Sea of Azov in 
Russia were appalled to 
see a donkey 

flying on the horizon. 
This was no vodka- 
induced hallucination 
but the promotional 
strategy of a paragliding 
business owner, who thought of this as a 
nice ruse to get some attention for the 
thrills he peddled. And attention he got. 
As the hapless beast of burden (strapped 
to a paraglider) brayed, children on the 
beach squealed in horror and almost 
everybody with a handycam hit the 
record button. The resulting bizarre 
visuals were flashed on TV channels 
across the world. Last heard, the donkey 
and its owner were absconding, with 
Russian authorities slapping charges of 
animal cruelty. Meanwhile, in India, 
condom maker Durex released an online 
game last fortnight to commemorate the 
World Population Day. On this sombre 
occasion, the company released a game 
called 'put a cap on it' that allows players 
to click on waves of smiling, virtual 
spermatozoa and 'cap' them with 
multicoloured condoms. One just hopes 
that the players of the game don 
protection in the real world as well. 


Snoot Corner 
Costliest Coffee 


Those who have seen the Jack Nicholson- 
Morgan Freeman flick The Bucket List do 
not bother to read on. For the rest, here's 
a quick intro to the world's most expensive 
coffee — Kopi Luwak. Sold at $300-$700 
or around Rs 13,800-Rs 32,200 a pound, 
the coffee bean is processed rather 
unusually. The coffee beans for Kopi Luwak 
are native to the islands of Sumatra, Java, 
Bali and Indonesia. The coffee berries are 
eaten by an Asian Palm Civet, a cat-sized 
furry mammal. Beans defecated by the 
civet are then collected, washed, sun- 
dried, roasted and processed into an 
aromatic, less bitter brew. Kopi is the 
Indonesian word for coffee. Luwak is the 
name for the civet. Incidentally, the animal 
is also found in Kerala, where it's called 
Mara-patti. Another brew f 
fast gaining popularity is 
Kopi Muncak, made from 
beans in the dung of barking 
beer found throughout 
Southeast Asia. 
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ECONOMY-INFLATION 
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High Food Prices: 








Give Them Fridges 


Inflation has not yet taken the steam out of the purchasing class. 


BY PUJA MEHRA and SHAMNI PANDE 


f Marie Antoinette, the 18th 
century queen of France, were 
to be reborn in India today as, 
say, the Union Minister of Food 
& Public Distribution, she would not 
be too popular with the masses if 
she exhorted them to eat cake be- 


cause there is no bread — or. as the 
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case is now in India, there is bread 
but it is expensive. After all, if bread 
has become dear, so would have 
cake, what with sugar and milk 
prices shooting through the roof. 
Wholesale food prices have been 
rising at double-digit rates for over 
12 months at a stretch now, though 


it may be waning going by latest 
data. Sizeable stocks of food grains 
continue to rot in godowns. There's 
no end in sight to the structural 
problems like poor distribution 
mechanisms in the supply of pulses, 
milk, and vegetables. There's a huge 
spurt in prices of even non-food 








products. There have been seven 
revisions in the government- 
controlled prices of fuels in the past 
two years, including the latest hike 
in June. In the eight years before 
that, kerosene prices had remained 
untouched. Add to this the increase 
in borrowing costs and in the prices 
of inputs such as steel, copper and 
aluminium that are used by the 
automotive and the durables indus- 
try, and you have a dismal picture. 
Dismal enough to derail the mon- 
soon session of Parliament, with the 
Opposition getting together to rake 
the ruling UPA over the coals. 

Homemakers may be fretting 
about the havoc being wrecked on 
their monthly budgets. But the irony 
is that the monster of inflation 
hasn't found its way into the shop- 
ping malls and durables showrooms. 
"It's not as if high prices, especially 
of food, are not hurting consumers, 
but they are able to absorb them as 
structural changes over the last few 
years have led to incomes rising 
across the board," says Rohini 
Malkani, Economist, Citigroup 
(India). In urban India, government 
employees have received hikes based 
on the Sixth Pay Commission rec- 
ommendation and the private sector 
has handed out increments of about 
10 per cent on an average over the 
last year or so. And, government 
social spending has been a big boost 
to rural incomes. 

Companies, therefore, have few 
qualms in passing on the rise in raw 
material costs to consumers. 
Samsung. for instance, has in- 
creased the prices of its white goods 
like refrigerators, washing machines 
and air-conditioners by 5-6 per cent 
to balance out input cost increases. 
And the company claims it hasn't 
lost share to competition since doing 
that. "Consumer demand is buoy- 
ant, so in spite of having to partly 
bear the brunt of the input cost 
hike, we are sustaining the business 
growth well," says R. Zutshi, Deputy 


Managing Director, Samsung India. 
Carmakers like market leader 
Maruti Suzuki have adopted a twin 
strategy of hiking prices (it did so in 
April) and reducing costs to counter 
inflation in raw material. 

Unsurprisingly, then, business 
confidence is keeping pace with 
consumer adventurism. More than 
half of the member ceos of the 
Confederation of Indian Industry 
polled at the meeting of its national 
council on July 25 expect GDP to 
grow in the range of 8.5 per cent to 
nine per cent this year. 

Two days after the thumbs-up, 
the Reserve Bank of India (RBI) 
seemed to share India Inc.'s confi- 


INFLATION IS 


A WORRY... 


e In double-digits for five 
consecutive months and 
more generalised 


e WPI inflation in non-food 
items a near zero in November 
2009, at 10.6% in June 2010 


e WPI inflation in primary food 
articles up 16.3% in June 2010 


... BUT THERE COULD 
BE RELIEF AHEAD 


e Global commodity prices 
could soften due to uncertainty 
over the pace of recovery 


e A good kharif harvest could 
help contain short-term food 
price inflation 

e Robust in industrial 


production and an uptick in 


corporate earnings will help 
balance out high prices 


e If monsoons deliver, better 
farm prospects should boost 
rural demand 


CNHdd КККК ККК КК К С К КЫ 


VIII LALLA LLL LLL LL LLL LLL ALLL LLL LLL LLL LLL LL LLL LLL LL Ld 


А 


dence. In its first quarter (April-June 
2010) review of the monetary pol- 
icy, the central bank raised its pro- 
jection for the growth rate of GDP by 
half a percentage point over its April 
estimate to 8.5 per cent. It also ex- 
pressed worry over persistently high 
inflation, which, it projected, will 
grow at six per cent by March 2011 
— half a percentage point faster 
than its April estimate. 

To attack inflation, the RBI in- 
creased the rate at which banks 
borrow from it (the repo rate) by a 
quarter percentage point to 5.75 per 
cent. That was expected. More ag- 
gressive was the half a percentage 
point hike in the rate at which banks 
lend to it (the reverse repo rate), to 
4.5 per cent. With these increases, 
the RBI has signalled for higher lend- 
ing rates across the board. Since the 
RBI had banks switch to a new lend- 
ing system of base rates as of July 1, 
the monetary policy transmission is 
likely to be more efficient. "Since 
growth is taking a firm hold, the 
balance of policy stance has to shift 
decisively to containing inflation 
and anchoring inflationary expecta- 
tions," RBI Governor D. Subbarao 
said in his statement at the review. 

High inflation has now spread to 
non-food items — which contrib- 
uted to 70 per cent of the double- 
digit wholesale inflation in June. 
This prompted the RBI to sound the 
alarm on July 27, but companies are 
refusing to see red and going ahead 
with their expansion plans riding on 
relatively inexpensive debt. The last 
time non-food manufactured pro- 
duction crossed eight per cent in 
mid-2008, and at that time interest 
rates were three percentage points 
higher than current levels. 

Though normally pretty price- 
sensitive, Indian consumers are 
showing a stomach for higher 
prices. They're still buying cars and 
fridges, but the real recovery will be 
when those fridges are well stacked 
with lots of food, including cake. © 
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COVER STORY 


ome 25 million 
Indians trust their 
savings, or a part 
of it, with mutual 
funds that manage 
assets worth more 
than the GDP of 
an Algeria or a New Zealand. It 
is likely that as a Business Today 
reader, you are one among this 
2.5 per cent sliver of India's 
population. If so, the following 
question will resonate with 
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India’s 


you: who are the people manag- 
ing your money at these funds 
for you — often growing it by 
one-fifth or more a year? 

This question — carefully 
tracked by financial advisers 
who tell you which fund to put 
your money in — is best an- 
swered by carefully measuring 
the performance of India's top 
funds and for quant help we 
turned to Value Research, a 
New Delhi-based mutual funds 


tracker. The firm, founded and 
run by Dhirendra Kumar, has 
the most extensive database on 
mutual funds in India and is 
respected for its independence. 

Kumar and BT editors spot- 
ted early on that it would be 
perfect timing for such an exer- 
cise given that Indian markets 
had gone through a boom-and- 
bust cycle in the past three 
years. How did India’s mutual 


fund aces manage their funds 
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Value Investor 


oft spoken and calm. These are the two characteristics 

that best describe Apoorva Shah. These complement 

his two other qualities that make psp BlackRock Top 
100 Equity Fund outperform peers — invest conservatively 
and for the long term, and do not chase returns. 

A strong team and free flow of ideas and information 
help him to remain on top. His firm has deliberately 
chosen to avoid excessive risk at the cost of returns. “The 
risks today are more asymmetric, explains Shah. 

But did this conservatism cost Shah dear: 

Yes. it did. In March, last year, when the market 
turned bullish Shah's fund was caught on the wrong 
foot and could not take advantage of it. He is not has- 
sled by it, though. "We are doing justice to our investors 
by avoiding excessive risk in this environment.” 


re-emphasises Shah. 


winner: Apoorva Shah 


RUNNER-UP 1: 


RUNNER-UP 2: 


At work, Shah says he unwinds by meeting people. 
For him. they are both a learning as well as an enjoyable 
experience. Away from work, Shah loves to watch mov- 
ies. “Watching a movie is the best way to de-stress as it 
compulsorily turns your mind off.” he says, adding that 
in his profession the risk is that the mind is always work- 
ing. He never misses his 30 minutes of yoga in the 
morning apart from a walk on the beach “The morning 
walk could be postponed to evening. but voga is not 
negotiable,” says Shah 

Shah's personal investments mirror his funds’ con- 
servatism. Not more than 50 per cent of Shah's invest 
ments are in risky instruments. “While Indian markets 
look attractive. the environment for risk taking is 


uncertain," he points out. 








Keeping It Simple 


o each his own. Star fund man- 
agers, as you ll discover leafing 
through these pages, pull in 
different directions. They have their 
own distinctive investment philoso- 
phies but, hey, still end up winners. 

Meet Prashant Jain, the 42-year- 
old Chief Investment Officer with 
HDFC Mutual Fund. Jain keeps it sim- 
ple and adheres to the golden rules of 
investing. Stocks can be volatile over 
the short term, but over the long term 
reward investors in quality compa- 
nies. Do due diligence before your 
asset allocation and, yes, never try to 
time the market. 

Jain, who did not want to be inter- 
viewed for this profile, has been man- 
aging the нрес Top 200 Fund since 
January 2002, and along the way the 
fund has given an annualised return 
of 36.8 per cent which is far superior 
to the 22 per cent annualised return 
delivered by the BSE Sensex. His 
motto: Invest in good quality busi- 
nesses, remain diversified and keep 
away from richly-valued investments 
to the extent feasible. 





Jain, then, has targeted only the 
blue chips, kept a hawk's eye on valua- 
tions and, most importantly, has en- 
sured a well-diversified portfolio. 
Earlier, single sectors could account for 
nearly 40 per cent of the corpus, but in 
the last three years no sector has been 
allowed to cross the 25 per cent thresh- 
old. Individual stocks, too, never stack 
up to more than 10 per cent. 

Jain certainly has the right pedi- 
gree, with a B. Tech. from irr Kanpur 
and a PGDM from пм Bangalore and a 
total experience of 19 years in funds 
management. He started his career at 
SBI Mutual Fund, moved to Zurich 
Asset Management in 1993 and fi- 
nally ended up with Hprc Mutual in 
June 2003 (after нрес Mutual Fund 
acquired Zurich). 

Jain himself believes that disci- 
plined investing and learning from 
past mistakes has been a big con- 
tributor to his success. But his col- 
leagues swear by his innate talent for 
spotting good bargains in the market 
well before the herd. 

RAJIV BHUVA 
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WINNER: Prashant Jain 


FUND: HDFC Top 200 


FUND TYPE: Equity/ Large 
Cap and Mid Cap 


FUND MANAGER SINCE: 
January 2002 


3-YEAR ANNUALISED 
RETURNS: 17.38% 


INVESTING PHILOSOPHY: 
The quality of the 
business is critical, it 
should be sustainable, 
have growth and com- 
petitive advantages 


GURUS: Warren Buffett, 
John Bogle 


МАРЛОН 


RUNNER-UP 1 : 
Harsha Upadhyaya 
UTI Opportunities 


RUNNER-UP 2 : 
Nimesh Chandan 
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-Reliance Regular Savings (Equity) fund showed a 40.5 per b 
cent return in its best month in May-June 2009. The pure wes» 


Penny Wise 


e is fanatical about waking 


up at 5:30 a.m. and hitting N | 
either the gym or the NM. T 
jogging track. NC 
"The mornings are the happi- Wi у 
est part of the day. Му wife often T á 
says that if she asks me to do some- y ND 
thing in the morning. it gets done," * 
says Omprakash Kuckian, 41. And E y 
he brings the same fanaticism to چ‎ € 
some of the things he does while а ҸӰ" 
managing the Reliance Regular 


Savings (Equity): one is to never 
chase a price momentum. “F am 
ready to take a time risk but never a price risk,” explains - 
Kuckian. He would rather wait for a stock that he can buy at 
a lower price than go for it when there is a rally in its price. A 
cost accountant by training, Kuckian.has some impressive 
ntrmbers behind him. According to Value Research. the 


equity fund is a mix of large- and mid-cap stocks. "We always 


"try to pick up large caps when there is an aberration in their price. An 


external issue or a bad quarter can lead the markets to punish a large 
сар stock. I look at these as opportunities as you cannot write,of! these 
stocks on the basis of isolated events,” explains Kuckian. For instange, 
the fund took a bet on the information technology sector and benefited 
whenat stocks bounced back. This cricket buff loves travelling and takes 
his family ori two vacations overseas every year. "When your family is 
happy, there iscomforbin your mind," he adds. | 
SUMAN ТАХАК 
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WINNER: Отргакаѕ 
FUND: Reliance Regular 
Savings (Equity) 
FUND TYPE: 

Equity/ Multi Cap 
FUND MANAGER SINCE: 
November 2007 


3-YEAR ANNUALISED 
RETURNS: 19.56% 


INVESTING STRATEGY: 
Wait for a decline to 
buy large-cap stocks 
and stay with them 


Swati Kulkarni 
UTI Dividend Yield” 


Atul Kumar 
Quantum Long Term Equity 


OUR BEST SURROUND SOUND 
MEETS BREAKTHROUGH 
SIMPLICITY. 


The Bose® Lifestyle® V-class® Home Entertainment System delivers dynamic surround sound for 
movies, music, sports and gaming. And now, it’s designed to let you enjoy the 


experience more easily than ever before. 


Engineered with exclusive Bose Unify™ technology, this system uses easy-to-follow 
on screen messages to guide you through the setup process. It even verifies when 
you’ve made the correct connections. 


Enjoy up to 6 HD video and audio sources ~ such as your 
Blu-ray Disc™ player, cable box and gaming system. The system also includes a built-in 
AM/FM tuner and a dock for your iPod” or iPhone”. 


This combination of home theatre performance and simplicity available only from Bose. 


Come find out what makes it so easy to enjoy. 


Unity 


1080p over HDMI 


For more information or to place an order 


Call free at 1-800-11-BOSE (2673). SMS ‘QUERY* at 989 970 2673 
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WINNER: Ramanathan K. 
FUND: 

ING Dividend Yield 
FUND TYPE: Equity/ Mid 
Cap and Small Cap 
3-YEAR ANNUALISED 
RETURNS: 20.29% 


INVESTING STRATEGY: 

Look for high dividend 
yielding stocks; don't 
ignore growth stocks 


GURU: Bharat Shah, 
ex-Cl0 of Birla Sun Life 
Mutual Fund 
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RUNNER-UP 1 : 
Ankit Sancheti 
Birla Sun Life Dividend Yield Plus 


RUNNER-UP 2 : 
Kenneth Andrade 
IDFC Premier Equity Plan A 





utual fund investing is always 
about value strategy," says 
Ramanathan K., ING Investment 
Management's Chief Investment Officer. It 
is this investment philosophy that compels 
Ramanathan, 37, to always keep an eye 
out on the growth prospects of various 
stocks, even though his fund's focus is on 
dividend yield. When the financial crisis 
struck, he saw opportunity. "The post- 
crisis correction saw prices beaten down 
for many stocks to such an extent that they 
became dividend yielding stocks," says 
Ramanathan. And with the recovery, 
these were the stocks that gave the best 
returns. ING Dividend Yield Fund invests in 
stocks whose dividend yield exceeds those 
of the Nifty. The current à 











2.3 per cent, which i 
than twice the di 


The Contrarian 


cent. The fund has about 60 per cent expo- 
sure to mid caps. 

With his wife working for a leading 
foreign bank, Ramanathan's weekend 
plans swing with the moods of his sons — 
Rahul and Rohit. Badminton and swim- 
ming help him to unwind over the week- 
end. Annual vacations are sacrosanct and 
Ramanathan usually takes his family to the 
beaches. Ramanathan looks at mutual 
funds as the lowest cost investment vehicles 
with tax benefits. He prefers to decide when 
to invest and has no regular systematic in- 
vestment plans. But he would soon be look- 
ing at them. "At the current level, I would 
opt for siPs to average out volatility," he says. 

ING Dividend Yield Fund has a new 
manager in Ankur Arora, who took over 
as the fund manager in December 2009, 
but the fund house felt he wouldn't be the 
right man to profile in this survey. 

RAJIV BHUVA 
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KYOCERA MITA India Pvt Ltd 
First Floor, Orchid Centre, Sector-53, 
Golf Course Road, Gurgaon (Haryana). 
Nel: +91-124-4671000 Fax: +91-124-4671001 
--mail: dilip.kanth@kyoceramita.co.in 
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Kyocera - The revolution in 
Multi-Functional Products 


The initial investment in a MFP 
is just the beginning. Limited reliability 
and productivity invariably increase 
indirect costs. 


The Kyocera MFPs are affordable and 
designed with durable, long-life 
components. They require minimal 
maintenance as well - just what a 
growing business might appreciate on 
its way to greater things. 


КУОСЕКа 
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e loves squash. Half an hour of 
the strenuous game every day 
relaxes the 35-year-old 
Anand Shah, Canara Robeco Asset 
Management Company's Head of 
Equities, and fund manager for 
Canara Robeco Infrastructure Fund. 

Ask him if his job as a fund 
manager is stressful and the answer 
is a quick "no". "The stocks in my 





portfolio don't give me sleepless 
nights," says Shah, who strictly 
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follows a five-day week. A nature 
lover, his holidays generally take 
him to the mountains. 

"To look up at the mountain from 
its base is awesome and reaching the 
top gives a unique sense of achieve- 
ment," he says. Shah drives down to 
Lonavala, a hill station 120 km north 
of Mumbai, at least once a month. 

A team player, Shah does not 
hesitate to admit that the success of 
his fund's superlative performance 





is because of a team effort. The 
general investment focus at Canara 
Robeco is to get best-in-class busi- 
nesses run by efficient manage- 
ments in its portfolio. "We don't 
spend too much time on volatility in 
the market," says Shah. Instead, 
the endeavour is to look at the peo- 
ple who run those businesses, their 
record of delivering performance 
and generating returns for their 
business. As for sectors, he is pretty 
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bullish on the energy (power, oil and 
gas) sector. 

For his personal investments, 
Shah bets on systematic investment 
plans (sips), which account for 70 
per cent of his financial investments. 
An avid follower of Warren Buffett, 
he firmly believes that equity must 
be used to generate wealth and not 
income. "And the secret is buying 
best businesses, not stocks," he says. 

RAJIV BHUVA 
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The Pragmatist 





e is a Bollywood buff and loves to 
watch films. He brings the same 
keenness to his job as a fund man- 
ager. Sadanand Shetty, 38, Vice President 
and Senior Fund Manager, Equity, Taurus 
Mutual Fund, has 16 years of experience 
working with reputed financial institu- 
tions across India. With Taurus since May 
2010, he has been instrumental in beat- 
ing all the performance benchmarks. In 
the past three years, Taurus Tax Shield has 
generated returns of 18 per cent and 12 
per cent primarily under the stewardship 
of Nitish Ojha and Prasanna Pathak in 
between April 2007 and December 2009. 
Shetty's investment strategy has been 
growth oriented. "Strategy is a reflection 
of the market... India is a growth market," 
he says. He does not believe in taking un- 
necessary risks either. "While we talk of 
long-term performance, we also know 
that performance is being evaluated on a 
regular basis by the markets. The assets 
that I manage are equity assets and are 
benchmarked against the indices." He 
couldn't be more candid. 
ANUSHA SUBRAMANIAN 
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WINNER: S and Shetty 
FUND: Taurus Tax Shield 


FUND TYPE: 
Equity/ Tax Planning 


FUND MANAGER SINCE: 
May 2010 


3-YEAR ANNUALISED 
RETURNS: 18.51% 


INVESTING STRATEGY: 
Growth-oriented 


INVESTING PHILOSOPHY: 
Look for companies 
with good management 
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A N Sridhar 

Sahara Tax Gain 
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rpit Malaviya has been a 
sportsman — he represented 
Rajasthan in sub-junior hockey 
— and is not daunted by a punishing 





schedule that begins well before 
daybreak. 

"I want to compete in the Mumbai 
Marathon,” he grins. And, in tandem 
with co-fund manager Omprakash 
Kuckian (who manages the equity por- 
tion), Malaviva has made the long 
hours in the office count too. The 
scheme the duo manages, Reliance 
Regular Savings — Balanced, is perched 
at the top of the charts for hybrid equity 
oriented funds, with a three-year return 
of over 20 per cent. 

Malaviya, who manages the debt 
component, stays on top of his game 
even when he is not at his desk. For 
instance, in the days before the latest 
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The Formidable Duo 


revision of repo rates by the RBI, 
Malaviva was in Singapore on a holi- 
day but stayed in touch with his col- 
leagues and parked away a little cash 
before the policy was announced. 
When interest rates go up, the prices of 
bonds fall. With the Reserve Bank 
policy raising repo rates, Malaviya now 
has the cash to invest in new instru- 
ments that will fetch higher returns. 

Managing volatility is the top pri- 
ority for the duo. Malaviya prefers high 
rated corporate bonds while Kuckian 
is “focused on large cap stocks". 

As we know, it's not all work and 
no play. Malaviya, who is enrolled with 
a club called Striders in Ghatkopar, 
finds time for swimming, cycling and 
running. Clearly, he believes in balance 
in his life, too. 

SUMAN LAYAK 
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WINNERS: Arpit Malaviya 
& Omprakash Kuckian* 


FUND: Reliance Regular 
Savings - Balanced 
FUND TYPE: Hybrid/ 
equity-oriented 

3-YEAR ANNUALISED 
RETURNS: 20.29% 


INVESTING STRATEGY: Stable 
returns through money 
market instruments 
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RUNNER-UP 1 : 
Chirag Setalvad 
HDFC Balanced 


RUNNER-UP 2 : 
Prashant Jain 


HDFC Prudence 
* Featured on page 36 
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а hey are very different people. Amit Tripathi, 35, had a passion 
WO у for music as a young man and is still ready to sing if there is 
a someone to listen. Ashwani Kumar, 41, on the other hand, likes 


0 t * a to travel abroad and harbours a secret desire to explore every nook 





and corner of the world. Tripathi and Kumar manage the Reliance 
Monthly Income Plan, which aims to provide returns that are supe- 
rior to fully debt-oriented funds. But their different personalities have 
not come in the way of delivering value to the investors. 

Tripathi, who handles 80 per cent of the cash in the fund, has a sim- 
ple funda — once you get the asset allocation right, the major job is done. 
І He follows а few basic principles. First, investments are either liquid or 





ÀA 


a 
A * illiquid, there is nothing in between. Second, interest rate strategies work 
| А ы : best with liquid instruments like government securities. Third, a medium- 
T ] term strategy always works better than short-term trading. 
Mo Kumar, on the other hand, sees value in investing in companies with 
| i3 a sustainable competitive advantage. He says: "My biggest learning is 
wd 1 that non-fundamental reasons can often have a significant impact on 
| 9 the performance of а stock and, therefore, we have to be aware of that.” 
Ma Tripathi grew up in Bhubaneswar and Rishikesh while Kumar spent 


2 his early years in Khetry, Rajasthan. They both landed in Mumbai after 
finishing their management education in Delhi. Most of their free 
time is devoted to family and family vacations seem to be their 
favourite pastimes — but unlike Kumar, Tripathi has preferred 

to visit more places within India. 





NISHIKANT GAMRI 
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| WINNERS: mit Tripathi (Debt) AS wani Kumar (Equity) 
FUND: Reliance MIP 


| FUND TYPE: Hybrid MIP 


P FUND MANAGER SINCE: 
October 2008 November 2004 


| 3YEAR ANNUALISED RETURNS: 14. T1% 





F INVESTING STRATEGY: Fund Investing i in companies 
“can be on auto- with a sustainable 

T pilot once you have the ^ competitive advantage 
[К positioning right 

1 { INVESTING PHILOSOPHY: Changes i In perception 
7 Matching assets with can provide significant 
1 investors risk profile opportunities 


GURU: Four or five people Gurus have their 
in the industry who place; | depend 
~ | would not like to name оп my own erae: 


THAT 


: Nishit Dholakia ia (Equity) and 
ssa Mohanty (Debt) Birla Sun Life MIP It 


2: Anant Deep Katare (Equity) and Bekxy 
Bloriakose L&T MIP 
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sustainability is more than a single technology. It's the philosophy 
behind everything Siemens is doing around the world. 


In 1884, our founder made a simple vow: “1 will not sell the future for temporary gain.” That's the philosophy we still live 
by today. In Ontario, our wind turbines generate clean, renewable power. Our smart building technologies dot the skyline 
in New York and Dubai. Our commuter trains reshape cities like Paris and Kuala Lumpur. And our affordable healthcare 
solutions help hospitals cut costs in Cairo and Colombia. We're building answers to today's toughest questions — and we're 
building them to last. 


www.siemens.com 
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Ahead of the Curve 


itesh faitis an avid half-marathoner. But 
the 35-vear-old Head of Pixed Income 
and fund manager with Canara 
Robeco seems to prefer the 100-metre 
dash as a touchstone for his ihyestment philosophy, “I 
\have learnt the hard way. After the Lehman Brothers 
. debacle. the markets have chartged drastically and the 
 Npuv-and-hold strategy is out,” says Jain. 

This will not please purists, like;Warren Buffett, 
but Jain is unruffled. “I have been able to cut the risk 
for my investors. Simply, if there ismoney to be made 
take it off the table.” he says. Jain mostly parks his 
funds in highly liquid government bonds and public 
sector securities for easy éxit opportunities. And it's 
paid off for him and his investors so far. Under his 
stewardship, Canara Robeco's Debt-Income Fund has 
outperformed in the last one year (April 2008-April 
2009) witha whopping return of 35 per cent. 

Already, inthe last three years, Jain has been 
Гефа by «ће industryjand the media alike for his un- 
canny ability fo stay ahead of the curve. So, what 
make a goot fund manager? Jaim sums it up suc- 
cinctly? "Don't have an ego and Keep revising your 
strategy in Sync with the investment Climate as you 
go alongs A€cepting your mistakes helps уои make 
the righttlecisions." 

ANUSHA SUBRAMANIAN 
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THE KEY TO LIFE IS NO KEY. 


Find the true meaning of ease. . 3 
With the I-Key in your pocket, 
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Sitting Pretty 


f you thought fund managers were 

stodgy, obsessed with number 

crunching and poring through bal- 
ance sheets, think again! Sunaina da 
Cunha, the 28-year-old fund manager 
with Birla Mutual Fund, packs in a lot 
more in her daily routine — listening 
to music, playing the piano, reading 
and watching movies. 

Ditto for her co-fund manager 
Prasad Dhonde, 38, who enjoys his 
weekend excursions out of Mumbai. 
And before we forget, they are also 
ace fund managers. The duo has 
emerged joint winners in the 
Business Today study in the ultra 
short-term debt category. 

Dhonde recalls the teething trou- 
bles — the size of the fund was small 
and availability of floating rate instru- 
ments was limited with poor returns. 
At the same time Birla Sun Life is a 
conservative fund house with empha- 
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sis on high quality. "Risk needed to be 
closely monitored while striving for 
higher returns," says Sunaina. 

The duo then invested in high qual- 
ity corporate deposits and commercial 
paper to take advantage of the term 
spreads. The average maturity of the 
scheme was also brought down to re- 
duce volatility. "The idea was to offer 
the benefit of the steep yield curve of 
money market instruments to inves- 
tors," says Dhonde. 

The strategy has paid rich divi- 
dends. The scheme has delivered re- 
turns of almost 7.22 per cent in the 
last one year, which is much superior 
to 3.28 per cent offered by the bench- 
mark cRisiL Liquid Fund Index. The 
duo is confident they'll continue to set 
benchmarks for the industry. Can 
they walk the talk? We'll wait and see 
but they have the right credentials. 

ANAND ADHIKARI 


RACHIT GOSWAMI/www.indiatodayimages.com 
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WINNERS: Sunaina da Lunna 


and Desc ard Nhandec 
and Prasad vnonde 


FUND: Birla Sun Life 
Floating Rate Long Term 


FUND TYPE: Hybrid: 
Debt - Ultra Short Term 


3-YEAR ANNUALISED RETURNS: 
822006 — _ 


INVESTING PHILOSOPHY: 
Portfolios should with- 
stand market upheavals 


GURU: No one special 
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Amandeep Singh Chopra 
and Manish Joshi 
UTI Floating Rate Short Term 


RUNNER-UP 2: 
Abhishek Bisen and 
Deepak Agrawal 


Kotak Floater Long Term 


FRICTION 


IS NOW PART OF 


FICTION 


Across industries, machines are running smoother leading to reduced energy 
costs, reduced wear and tear, improved energy efficiency, increased longevity of 
machines, reduced downtime, reduced cost of repairs and increased profits. 
sounds impossible... MAK * makes it possible. 
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n adventure sports enthusiast, 

speed thrills Devesh Thacker. 

Supersonic jets, fê say% Jdsci- 
nate him. Well, in his professton, too, 
Thacker has lived life in the fast lane. In 
a matter of nine months at Sahara 
Mutual Fund, Thacker vaulted from the 
dealer's desk to the fund manager's 
chair. And he has delivered the goods 
for his company. His fund, The Sahara 
Liquid Fixed Pricing, has trumped close 
to four dozen mutual funds to bag the 
No, I.slotin our poll. 

Thacker has had to work hard to 
earn his spurs. Born and brought up 
in the small town of Dhanbad in 
Jharkhand, Thacker shifted to Nashik to 
complete his graduation and post gradu- 
ation and later did his management from 
Pune. Then, after five years with firms 
like Ask Financial Services, Indiabulls 
Financial Services and Dolat Capital 
Markets, he got a call from ica Bank іп 
December 2004. There he spent three- 
and-half vears in treasury "learning 
every aspect of the trading game". 

Thacker's big break came in 2009 
when Sahara Mutual Fund made him 
the helmsman of a star-rated scheme 
~ Sahara Liquid Fixed Pricing. "We spot- 
ted his ability to go bevond trading or 
price discovery in debt market," says 
N.K. Garg, ceo, Sahara Mutual Fund. The 
pitfall : the gloom and doom in the debt 
market due to the credit crisis. Smiles 


Thacker, "It appeared a mountain to 


climb given the uncertainty in the mar- 
ket ". But the keen trekker dexterously 
navigated the tricky terrain. 

\NAND ADHIKARI 
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Po 
WINNER: 
FUND: Sahara Liquid 


Fixed Pricing 
FUND TYPE: Debt-Liquid 


FUND MANAGER SINCE: 
February 2009 


3-YEAR ANNUALISED RETURNS: 
1.22% 


INVESTING PHILOSOPHY: 
Always follow a 


disciplined investment 
approach 


GURU: No one in 
particular, but likes 
Robin Sharma's work 
(of The Monk Who Sold 
His Ferrarifame) 


Akhil Mittal 


Canara Robeco Floating Rate 


Ashish Kumar 
LICMF Liquid 
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Untapped Funds 


Mutual funds have existed for more than two decades and are considered a safe way to invest in the 





stock markets. Yet, most people are reluctant to opt for them. 


о Staying Away 
Of the 9,050 respondents, less than 10% invest 
in mutual funds, while the majority is averse to 


such investment = 


9.7% 


Respondents 
who invest 
in mutual 
funds 





More than 1596 10-1596 of 
of annual income annual income 


BUS = 





less than 1% of | 
12% annual income — 


© Risky Choice 


Most of the mutual fund investors prefer 
growth schemes, which are usually high in risk 


54.7% ШШШ 








GROWTH SCHEMES 
INCOME SCHEMES 

Percentage 
9.6% B 5 
BALANCED SCHEMES to 100 


o High Expectations 


Of the 11.896 respondents who invest more than 10% of 
their savings in mutual funds, the majority expect the 
funds to generate returns in excess of 1096... 


who put more 
than 1096 of 
savings in 
mutual funds 


Respondents 


who put less 
than 10% of 
Savings in 

mutual funds 





15-25% 


25% and 
more 






9.7% 10-15% 


Less than 10% 


„and investors cite professional management, diversification and 
convenience as reasons for buying funds 
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WIDER VARIETY 
OF SCHEMES 





BETTER RISK- 
ADJUSTED RETURN 





Source: Boston Analytics March 2010 survey of over 9,000 respondents across 15 Indian cities 
Courtesy: Money Today 
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t's a classic Hegelian thesis- 
antithesis dialectic. The swelling 
ranks of retail investors should 
make India a happy hunting 
ground for mutual funds (MES), 
which explains the exponential jump 
in the number of players. From just 
20 in 1999, today we have 39 play- 
ers. The antithesis: going against the 
global drift, retail investors still shy 
away from Mrs, preferring risk-free, 
government-backed, fixed-return and 
low-yielding instruments instead. 
Retail contribution to the assets under 
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management (AUMS) of the industry is 
just a quarter, with companies hold- 
ing sway — contrast this with a dom- 
inant 84 per cent in the United States. 

That's clearly a big missed oppor- 
tunity for both — India's teeming 
middle class and the Mr industry. 
Globally, and in India, MFS outperform 
most other asset classes, making 
them an attractive investment option 
for the middle class. For Mrs, too, 
retail flows are desirable. "Retail 
offers diversity and stability, unlike 
the chunky institutional flows," says 


Can You Spot the 





Tarun Bhatia, Director of Capital 
Markets at CRISL Research. 
So, what keeps Indian retail 


investors away from Mrs? "Until 
there is substantial improvement 
in financial literacy levels, MF penetra- 
tion in India will remain abysmally 
low," says Saurabh Nanavati, CEO of 
Religare Asset Management Company 
(AMC). Which perhaps explains why 
the industry's total AUM is less than 
the funds managed by Life Insurance 
Corporation of India alone. A well- 
informed investor population would, 








logically, buy better financial products 
and make more productive use of 
its savings. 

To beef up penetration levels, say 
experts, Mrs in India would have 
to actively spread financial literacy 
through workshops and awareness 
campaigns. "Any measures and 
initiatives for spreading awareness 
should be structured with a long-term 
horizon in mind," says Jairaj 
Purandare, Executive Director and 
Leader of Financial Services at 
PricewaterhouseCoopers. 
India's most financially literate 
investors have traditionally been con- 
centrated in Gujarat, Maharashtra, 
Rajasthan and the larger cities in the 
south. "Our sense is that there are 
approximately 25 million individual 
investors around the 47.9 million 
folios, or investment accounts, regis- 
tered with the Mrs, and this number 
mostly comes from 28 major cities and 
towns," says Purandare. Even this is 
just a fraction of the 190 million peo- 
ple who have some form of savings 
such as post office and bank deposits 
and life insurance policies. So, there's 
still a large and relatively untapped 
market for MFS. 

Low financial awareness levels 
also explain the surge in popularity of 
Unit Linked Insurance Plans 
(ULIPS) among the small investors. 
ULIPS have traditionally been seen as a 
proxy for Mrs with insurance thrown 
in for good measure. According to the 
Insurance Regulatory and 
Development Authority (IRDA), during 
2009-10 the share of unit-linked 
insurance business continued to 
climb, from 51 per cent to 55 per cent 
of the total life insurance business. 

Industry insiders also stress 
that the policy framework is skewed 
in favour of ULIPS — a major reason 
why the industry hasn't been able 
to evolve a distribution network as 
yet. Most distributors have preferred 
to peddle bups largely because of 
the lucrative commission structure. 
Insurers passed on a big chunk of the 
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SPLITTING THE PIE 


Retail investors rush into equity 
oriented funds... 





а well as the sizeable category Jor 
of balanced funds... 


13.21 
Corporate 


0.4 
Banks/Fis 
0.0 

Fils 
29.55 
HNIs 
56.83 
Retail 





.. but corporates dominate debt 
schemes, the largest category... 





.. as well as money market funds, 
another huge segment 


79.9 
Corporate 


Sais 


3.39 
Fils 


6.5 





HNIS 
Ne 1.78 
Retail 
Figures in per cent till March 2010 Source: AMFI 


fee — as high as 40 per cent — on 
first-year premiums to advisors. MFS, 
in contrast, paid distributors through 
an entry load on investors, which 
was capped at about two per cent. 
The ban on entry load imposed 
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by the Securities and Exchange Board 
of India (SEBI) in August last year has 
only added to the woes of the industry. 
It forced Mr distributors to make 
money by advising investors. As à 
result, distributors simply stopped sell- 
ing funds and concentrated on ULIPs 
and company fixed deposits. And Mrs 
have still to recover from the blow. 
About 5,000 investor folios were 
redeemed daily from equity funds over 
the last month alone. "Our mutual 
fund team is practically selling uus 
for the last few months," says a senior 
official of a leading distribution house, 
requesting anonymity. 

New norms for ULIPS by IRDA, then, 
are seen as a belated course correc- 
tion to reposition them as insurance 
products and address these anoma- 
lies. The lock-in period for uur inves- 
tors has been increased from three 
years to five years, making it a long- 
term investment vehicle. That apart, 
agent commissions on ULIP sales have 
also been capped at three per cent. 

A poor distribution network 
remains the Achilles heel for the 
industry. MF investors are serviced 
by 60,000-odd independent financial 
advisers, or iFAs, who function 
as agents. Life insurance firms, in 
contrast, have about two million 
agents. And given the low margins 
in the business, due to high man- 
power and infrastructure costs, 
majority of IFAs also sell other finan- 
cial products such as life insurance 
and postal savings and broking and 
portfolio management services, thus 
diluting their focus. 

The recent IRDA measures are 
likely to improve matters, say experts. 
"With the cap on commission, selling 
ULuPs is no more a lucrative proposi- 
tion. This will bring some amount of 
level-playing field and distributors are 
likely to show greater commitment to 
mutual funds," says Dhirendra 
Kumar, CEO of Value Research India. 

But the industry insists that 
unless SEBI revokes the ban on entry 
loads, iRDA's initiatives will only 
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NIMESH SHAH, MD and CEO, ICICI Prudential AMC 


“Our business models, even today, are not tuned to 
reach out to the customer directly” 


be seen as half measures. "Since 
the retail reach and AuM size has 
not reached the desired inflection 
point, distributors may not be able to 
survive only on advisory fee," says 
K. Venkitesh, National Head of 
Distribution at Geojit BNP Paribas. 
This is a serious problem for an 
industry where distributors are 
indispensable because only a small 
fraction of investors go to fund 
houses directly. "Dur business mod- 
els, even today, are not tuned to 
reach out to the customer directly,” 
says Nimesh Shah, Managing 
Director and сео of icici Prudential 


Asset Management Company. 





H.N. SINOR, Chief Executive, AMFI 
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The industry, though, is optimis- 
tic that most of these regulatory 
hurdles would be sorted out soon. 
sEBI, most analysts feel, is gradually 
creating a solid regulatory framework 
to build a vibrant MF industry. A slew 
of decisions by the markets regulator 
over the last couple of years has made 
MFs more accountable and transpar- 
ent. For example, fund houses have 
been asked to disclose all complaints 
received by them on their respective 
websites and in their annual reports. 
Also, funds now have to disclose their 
portfolios every month — in the us 
it's six months — and break-up of 
expenses every six months. Says 
Kumar of Value Research: "Our 
mutual fund industry is actually 
much better regulated than the us 
and, for a change, they could learn 
from us." Adds Nitin Rakesh, Mb and 
Motilal 
Management Company: “This is the 
new normal and we all have to 
accept it.” He says that even more 
scrutiny on costs and selling prac- 


CEO of Oswal Asset 


tices is under way. 

SEBI, meanwhile, is keen to high- 
light the efficacy of Mrs as a long-term 
investment avenue. Most investors still 
see MFS as a quasi stock market prod- 
uct and prefer to invest in growth 
schemes, unlike corporate houses. 
which take refuge in the safety of debt 
schemes. And with closed ended 
schemes on their last legs, investors 
churn their portfolios regularly. 
According to the Association of 
Mutual Funds in India (АМЕ), histori- 
cally, an equity fund remains locked in 


“Our market is still maturing. The US has also gone 
through this and had a similar situation" 
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lor an average of 18 months; around 
40 per cent of retail investors exit from 
equity funds before they complete two 
years; and even among high networth 
individuals (HNIs), only 48 per cent 
remain invested in equity funds for 
more than two years. 

H.N. Sinor, Chief Executive of 
AMFI, sees retail investors gradually 
comprehending the value of Mrs 
as an additional asset class. "The 
US MF industry has also gone through 
this and they also had a similar situ- 
ation. We are still maturing.” he says. 
More than 25 per cent retail owner- 
ship in an industry that’s still evolv- 
ing, Sinor feels, is a positive develop- 
ment. Players, too, believe that the 
opportunity is large over the longer 
period. India currently has only 40 
AMCS, while many of its Asian peers 
like China, Korea, and Taiwan have 
over 60-70 players. The us has a 
mammoth 600. "There is an oppor- 
tunity for more players to enter, but 
the payback will be over a longer 
period of time, perhaps over 10 years 
for the newer plavers," avers 
Nanavati, the Religare AMC CEO. 

Spreading financial literacy and 
a supportive policy environment could 
make Mrs a preferred investment 
option. In time. (9 
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or 18 years, Malay 
Mukherjee worked with 
L.N. Mittal's ArcelorMittal, 
before leaving the world's 
largest steelmaker in 
September 2009. For many of 
those years, the 62-year-old spe- 
cialist in mining and steel technol- 
ogy worked out of ArcelorMittal's 
seventh floor uk headquarters 
in Berkeley Square House in 
London. The view from his office 
was impressive — of the towering 
London Plane trees with their 
broad trunks, pale grey-green 
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bark and maple-like leaves. But 
that pales in comparison to the 
view today from his 16th floor 
office at Essar House in central 
Mumbai — the sprawling 
Mahalaxmi Race Course, the 
adjoining golfing greens of the 
Willingdon Club and, of course, a 
panoramic vista of the Arabian Sea. 

Now, Mukherjee didn't join 
the Essar Group for the view. The 
cEO of the Ruia flagship. Essar 
Steel, had also worked in Mexico, 
Kazakhstan, Germany and 
Luxembourg. When he joined the 


Ruias six months ago, it wasn't 
just a chance to head back to his 
homeland (Mukherjee was born 
in Asansol, West Bengal). As he 
takes in the landscape from his 
glass window, Mukherjee lets on: 
"The future of the developed 
world is not as great as that of the 
developing one... And Mumbai 
keeps you busy." 

At around the same time that 
Mukherjee moved to Mumbai, 
Michael Geoghegan, CEO of HSBC, 
shifted the bank's base from 
London to Hong Kong. If that 
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... But the primary 
markets lack the depth 
to take in large-sized 
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seems like an isolated setback for the 
British capital, let's not forget the 
way banks fell like dominoes in 
Europe and the United States soon 
after the carnage on Wall Street in 
the second half of 2008. 

New York and London aren't 
going to lose their prominence as glo- 
bal financial centres in a hurry, but 
they do give emerging hubs like 
Mumbai, Sao Paulo and Beijing a 
chance to get a foot in the door of high 
finance. At a recent Reuters Emerging 
Markets Summit in Sao Paulo, a prev- 
alent view was that as such fast- 
growing economies begin raising 
capital in each other's markets and 
buying each other's assets, they stand 
a chance of developing into interna- 
tional financial centres in their own 
right. Back home, when the London- 
headquartered Standard Chartered 
Plc in May raised half a billion dollars 
via an issue of Indian depository 
receipts, or iDRs — the first ever such 
issue by a foreign entity — it was a 
reminder of the poten- 
tial that exists on Dalal 
Street and around it. 

"There is definitely 
a shift happening 
towards the East," 
believes Uday Kotak, 
Executive Vice 
Chairman and мр of 
Kotak Mahindra Bank. 
"India is today a desti- 
nation of choice as far 
as capital flows are con- 
cerned, both financial 
and strategic," adds 
Pramit Jhaveri, CEO of 
Citi India. And Manisha 
Girotra, CEO and 
Country Head of 1785 
India, fresh from a 
mobilisation of close to a billion dollars 
for the Gujarat-based Adani 
Enterprises, cites the successful 
$2.8-billion initial public offering. or 
IPO, of real estate major DLF in June 
2007 as a harbinger of things to come. 

Yet, one issue of IDRS isn't enough 








to make a Mumbai midsummer. For 
one, the Indian capital markets are 
fuelled largely by flows from foreign 
institutional investors, or riis, who are 
estimated to own 16 per cent in pub- 
licly-listed Indian stocks. "ips will get 
absorbed only if domestic investors 
are big buyers," points out Kotak. The 
share of retail investors in listed 
stocks currently stands at just eight 
per cent. Investor appetite for IPOs, 
too, isn't that high. "The primary 
market numbers today are not large 
enough compared to other global or 
even regional financial centres," says 
Ajay Srinivasan, ceo of Financial 
Services at Aditya Birla Group. For 
instance, many big-ticket Chinese 
IPOs get absorbed in the Hong Kong 
markets. Recently, the Agricultural 
Bank of China raised $19 billion via 
Hong Kong. In contrast, the Indian 
primary markets (IPOs, rights issues, 
private placements and preferential 
allotments) collectively raised 
$18 billion in 2009-10. 


MUMBAI'S CHEERLEADERS... 


Chairman, Videocon Group 


"Mumbai is a global 
centre as one can virtu- 
ally control all the big 
markets due to our time 
zone advantages" 


MANISHA GIROTRA 
CEO and Country Head, UBS India 


"Today, a billion dollars 
can be raised in the 
Indian capital markets 

in just a matter 

of hours" 


The debt markets, which have 
been virtually asleep for decades, 
are gradually being opened to foreign 
investors, albeit with trading limits 
($15 billion in corporate debt and 
$5 billion in government securities). 
But foreign issuers are not allowed to 
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SOPHISTICATED FINANCIAL 
PRODUCTS HAVE ARRIVED... 


... BUT THERE ARE SOME 
GLARING GAPS 


Equity Derivatives: Options and futures contracts where 
the underlying assets are individual stocks or indices 


Commodity Derivatives: Done on commodities like steel, 


copper, aluminium through options and future contracts 


Currency Futures: Derivative products where one enters 
into a contract with another for exchange of currency 


Interest Rate Futures: Hedges the interest rate risk as 
buyer takes an opposite position by entering an interest rate 


futures contract 


Volatility Index: Captures the volatility in a index over a 


period of time 


Algorithmic Trading: Uses computer programmes to enter 
best result in terms of pricing to a 


trading order to give 
buyer or a seller 


raise debt in the country — and that 
may be just what's needed. So: an 
international railway project could 
issue bonds in the primary market in 
Mumbai. Global investors could then 
buy these bonds and trade them in the 
secondary market in 

Mumbai. Even Indian 


ө Absence of an independent debt management 
office: The RBI is reluctant to issue rupee-denominated Indian 
public debt in global debt markets, which restricts growth of 
domestic debt markets 


ө Lack of integration in financial markets: Multiple 
regulators like the RBI, SEBI, IRDA and Forward Markets 
Commission make the task of regulation and supervision unwieldy 


e No capital account convertibility: The argument for 
opening the capital account is that India is a capital-deficient 


country that needs large amounts of external capital to finance 


its development 


€ Inadequate tax and legal reform: Not enough is being 


done to rationalise taxation of financial services and transactions 
Source: Based on the recommendations of the Percy Mistry-chaired high-powered 


expert committee on making Mumbai an international finance centre 


commercial capital is that the time is 
ripe for capital account convertibility, 
which will allow for easy exchange of 
local currency with foreign currencies 
at market-determined rates. It is ar- 
gued that India is a capital- 


corporates could raise eee AND THE SCEPTICS 


huge amounts of debt 
for mega-projects in in- 
frastructure and 
related sectors. 

The Indian equity 
market has doubtless 
evolved over the past 
decade, but then 
experts say the biggest 
chunk of trading in 
international finance 
centres is not built 
around equities. "The 
stakes are higher in 
products like currency 
and interest rate 
derivatives," says 
Srinivasan, who has 
spent five years in Hong Kong. 
Derivatives have just made a begin- 
ning in India, but for them to reach 
the sophistication — and not neces- 
sarily exoticism — of such products 
in the West will take some time. 

A view prevalent in the country's 
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global financial centres" 


deficient country, and needs dollops of 
external capital to finance its 
development. Similarly, experts point 
out that if India has to become an in- 
ternational finance centre, its multiple 
regulators (the Reserve Bank of India, 
the Securities and Exchange Board of 


India, the Insurance Regulatory and 
Development Authority, the Forward 
Markets Commission) have to be more 
integrated; or better still, a single regu- 
lator should take on the task of regu- 
lation and supervision. 

For industrialists who have built 
their fortunes in the city, such hur- 
dles aren't enough to dampen their 
enthusiasm. Says Venugopal Dhoot, 


UDAY KOTAK А 
MD, Kotak Mahindra Bank Chairman of Videocon Group: 
$ ! i “Mumbai is a global centre in the 
t Шы dei але. true sense as опе can virtually con- 
ома " trol all the big markets of the world 
We have the software, : i 2 
ERR due to our time zone advantage. 
what's missing is the Thats arent but aier Wf 
hardware of governance" at's great, but even if you 
assume that all the financial, legal 
and tax reforms are in place, Mumbai 
AJAY SRINIVASAN still lacks something that most finan- 
CEO iin Services, cial centres — even regional ones— 
dui have: a quality of life. Srinivasan 
"The primary market points out that in Hong Kong he could 
numbers are not large actually take time out for a jog during 
enough compared to the a lunch break, have a shower and get 


back into the office. "That's some- 
thing we cannot think of doing here," 
says Srinivasan, with a shrug, as he 
looks down at the gridlock on the road 
below him from the 18th floor of the 
One Indiabulls Centre in central 
Mumbai. The solution doesn't call for 
rocket science. As Kotak says: "We 
have the software, what's missing is 
the hardware of governance." © 
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Welcome to the decade of smart. 


A year ago, we began a conversation about how our planet 
can become smarter. A year into this new era, the signs of a 
smarter planet are all around us. Smarter systems are creating 
value in every major industry across the world. 


Intelligence is being infused into systems and processes that 
make the world work — cars, appliances, traffic systems, power 
grids, even natural systems such as agriculture and waterways. 


Trillions of digital devices, connected through the internet, 
are producing an ocean of data. And that information can now 
be turned into knowledge because we have the computational 
power and advanced analytics to make sense of it all. 


In a study of 439 cities, those with transportation congestion 
systems reduced average travel delays by more than 700,000 
hours annually. Leading retailers reduced supply chain costs 
by up to 3096 and increased sales by up to 1096. 


It's happening in India as well. Grameen Koota, a 
micro-finance organisation, employed a real-time data 
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transmission system that drastically reduced loan approval 
processing time and increased their served customer base 
of 70,000 to over 400,000 in less than three years. Indian 
Railways implemented an automated Crew Management 
System to manage its workforce of over 100,000 employees, 
resulting in new efficiencies in daily operations. 


We've learned a lot over the past year about what it takes to 
build a smarter planet. We've also learned about the issues 
it raises in India and elsewhere — like protecting personal 
information and securing critical infrastructures. 


Business leaders, policymakers and government officials 
around the world are currently stepping up to these challenges. 
The time to act is now, and the way to act is together. 

The decade of smart is under way. 


Let's build a smarter planet. Join us and see what others 
are doing at ibm.com/smarterplanet/in 
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SPECIAL-MUMBAI 


You can buy into quality stocks and work for quality corporations in Mumbai, 
but what you can't get for love or money is quality of life. sy tv.MaHALINGAM 


here are things that Pranab Dutta likes and dislikes 
about Mumbai. "No other place in India has a better 
work culture than Mumbai. It's still among the safer 
cities for women to work in," says the 60-year-old 
Vice Chairman and Managing Director of Knight 
Frank India, a property consultancy. Having lived in Mumbai 





мог 40 years, Dutta has seen the city change a lot; yet some 
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much, too." he says, adding that even in terms of infrastruc- 
ture creation, Mumbai has been rather reactive. 

Even reactive might be an understatement. Take the case 
of the infamous floods of July 2006. Soon after, the govern- 
ment promised to repair the city's drainage system on a “war 
footing.” Five years later, the project is yet to gather steam. 
(see Five Vital Infrastructure Projects for Mumbai's Growth). To 
be fair, this is not an easy task. After all, Mumbai's existing 
water drainage system is over a century old with 2,000 km 





of open drains and 440 km of closed drains. Together, that's 
the length that the Ganges runs across India. 

Delays and cost increases plague virtually every infra- 
structure project that's under way. Perhaps the problem in 
implementing such projects is their scale — but then 
Mumbai can't do with anything less. Mumbai's population 
of 13 million people is greater than those of the United Arab 
Emirates, Kuwait and Oman put together. And all these 
people are crammed on a strip of islets strung together by 
bridges and reclaimed land to create the world's most popu- 
lous city with 29,650 people living per sq. km, according to 
the United Nations' State of World Population 2007 report. 

With that kind of density, large infrastructure projects, 
which involve relocation of people, take time to happen. One 


THE BOTTLENECKS 





Lack of Accountability Lack of Central Planning 
Mayor has limited powers, Thanks to the multiple 

and some 17 civic bodies agencies, there are often 
(MSRDC, MMRDA, BMC, turf wars and procrastination. 
BEST) leave ample room The BMC and MMDRA have 

for passing the buck clashed in public on many issues 






reason for the slow progress of the Santa Cruz-Chembur Link 
Road, which will connect the western and eastern suburbs 
of the city, has been that over two dozen residential buildings 
came in the way of the proposed flyover. 

This growing density of population is putting pressure on 
the city's infrastructure on two main fronts — urban transpor- 
tation and housing. Celebrated architect Charles Correa be- 
lieves that the city is shooting itself in the foot by not focusing 
on urban transportation. "More than anything else, we need 
public transport. This is what Bombay has always had — and 
everybody enjoyed a great deal of mobility,” says Correa. 
“Sadly, for the last several decades, the city has not grown 
around public transport arteries — but in haphazard direc- 
tions, usually determined by the kick-back available,” he adds. 


Complex Demographics Landlocked 

Mumbai has more people per Mumbai is a set of small islands 
square kilometre than any that have been connected to 
other city in the world making each other. Unlike Delhi or 

any relocation of people a Hyderabad, Mumbai cannot 
nightmarish proposition grow horizontally 


Transportation woes: 
Pressure on Mumbai's 
public transport has 
grown over the years 
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The state of Mumbai's suburban trains is adding to the 
city's transportation woes. Every day, close to 6.5 million pas- 
sengers — roughly equivalent to Ireland's population — use 
Mumbai's suburban railway network. About 4,500 passen- 
gers cram into a nine-car train meant for 1,700 people. mak- 
ing it a truly cattle-class experience. That works out to about 
16 people per square metre of the train. As any major track 
expansion on the ground is virtually impossible, the govern- 
ment is getting an elevated Metro Railway network and a 
monorail network going on a priority basis. The first phase 
of the Metro is likely to be operational by the year end. 

Slums are the other big problem. Today, more than half 
the city resides in slums; in 1970 one in six Mumbai residents 
lived in slums. "Problems like housing and congestion are 
worsened by an over-concentration of jobs in the core of the 
city. Home to roughly 
one in three Mumbai 
residents, it still ac- 
counts for 72 per cent 
of the jobs. This makes 
road congestion almost 
unbearable for much of 
the day,” reads a recent 
report by Legatum 
International, a 
London-based think 
tank. The report adds 
that two-thirds of the 
city's population lives 
on just five per cent of 
the city's land. 

So what's ailing 
Mumbai: It's a song 
that's been sung many 
times. "There's a lack of accountability," explains 
Narinder Nayar, Chairman, Bombay First, a citizen's 
forum, which has prominent businessmen like Noel Tata 
and Nasser Munjee on its governing board. "The city's 
infrastructure is run by 17 agencies. We have an orches- 
tra but no conductor," adds Nayar. 

The lack of a central planning agency for the city's 
growth is also causing problems. "High rises are coming up 
all over the city. But there's little thought about how traffic 
management, waste management and infrastructure for 
these buildings will be managed," says Nayar. 

But not all hope is lost. The state government has set up 
a "war room" which reviews infrastructure projects for the 
city on a regular basis. Moreover, the city has appointed a 
Singapore-based firm, Surbana Consultants, which will 
come up with a 40-year concept plan. "The report will be 
the first step towards the planned development of the 
Mumbai Metropolitan region," says Nayar. Or is it just 
another case of high hopes? © 
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Five Vital Infrastructure 
Projects for Mumbai's Growth 
Now, if only somebody could jumpstart them 


BRIMSTOWAD (Brihan Mumbai Storm Water Drain) 
GENESIS: In 1993, a proposal to build a gigantic storm water 
drainage system cutting across the city was mooted. The three- 
phased project was estimated to cost Rs 600 crore back then. 
STATUS: As of March 31, 2010, of the 20 odd works in Phase |, 
only 11 have been completed. Unofficial estimates peg the 
project cost at well over Rs 3,000 crore by now. 


Navi Mumbai Airport 

GENESIS: First feasibility study done in 1990 

STATUS:Despite 70 per cent of the land acquisition having been 

completed, construction of any sort has not begun. The 

Ministry of Environment and Forests (MoEF) has raised some 
'serious environmental concerns' 
about the project. 


Mumbai Trans Harbour Link 
GENESIS: On paper for nearly two 
decades, the proposed bridge of 22 
km will have six lanes (four roads, 
two metros) connecting Navi 
Mumbai on the outskirts to Sewri in 
central Mumbai. 

STATUS:Originally, the Maharashtra 
State Road Development 
Corporation (MSRDC) was sup- 
posed to execute the project. Now, 
the Mumbai Metropolitan Region 
Development Authority (MMRDA) 
has taken over the project, 
although there's little clarity on 
when work will start. The project 
cost has doubled in the last three 
years to over Rs 8,000 crore. 


Metro 

GENESIS: Two lines expected to carry over 18 lakh people 
were proposed in 2003 and are 

expected to be ready by 2014. 

STATUS: By the end of the year, phase ! of Mumbai's Metro 
project (connecting Versova and Ghatkopar) is likely to be 
operational. And construction on a second line (connecting 
Charkop and Mankhurd), which was held up due to pending en- 
vironmental clearance, is likely to start soon. 


Santacruz-Chembur Link Road 

GENESIS: This 6.5 km, six-lane elevated road, to connect the 
eastern and western suburbs of Mumbai, has been in the works 
for nearly a decade. Construction started in 2003, and was expected 
to be completed by 2006. When it is completed, a drive that takes 
well over an hour-and-a-half will be reduced to 20 minutes. 
STATUS: After inordinate delays and a strongly worded rebuke 
from the World Bank, the project seems to be on track and the 
MMRDA, which is overseeing the project, expects to complete 
it by December 2011. 
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Absorption Class A 
Absorption Class B 
Absorption Class C 
Absorption Class D 


Absorption Class E 


Unclassified 


Noise in a modern day office is inevitable - whether it is phones 
ringing, loud conversation, people talking on the phone or loud 
footsteps. It is proven that noise has a negative impact on 
employee health and productivity. Designing your walls and 
ceilings with Class A sound absorbing materials helps reduce 


noise levels and improves productivity significantly. 


Ecophort from Saint-Gobain Gyproc is a breakthrough sound 
absorbing system for walls and ceilings. Ecophorr is a Class A 
sound absorption product with superior Sound Absorption 
Coefficient (equivalent to NRC) ranging from 0.80 to 1.00. 
This enables it to absorb unwanted sound thus providing 


overall Room Acoustic Comfort" at your workplace. 
To know more about Ecophorr, call us at +91 22 40212121 


or email us at rocindia(tDsaint-qobain.com or visit us at 
gy 


www.saint-gobaingyproc.in/ecophon.html 


Ecophon SAINT GOBAIN i 








A SOUND EFFECT ON PEOPLE | GYPROC 


SPECIAL-GLOBAL CITIES 


CITIES OF 


GOLD 


There's nothing wrong in aspiring 
to be a London or a New York, but 
Mumbai should first try to get 


close to a Dubai or a Beijing. 
BY SUMAN LAYAK 





umbai has as much a chance of becoming an 
international finance centre as does Mexico 
City. Achieving the stature of a London or a 
New York. or even a Hong Kong or a Singapore, 
is fine as far as aspirations go, but the chances 
of achieving that standard are as remote as those of 
Mumbai's second airport — proposed more than two 
decades ago — coming up in the foreseeable future. 

These are not the predictions of a doomsaying 
Mumbaikar, although you shouldn't have a problem 
lurching into such merchants of gloom in the city. 
Rather, these conclusions have been deduced from a 
biannual study that the Municipal Government of 
London has been commissioning on the top global finan- 
cial centres (Grcs) since March 2007. The study, unsur- 
prisingly, has always had London at No. 1, although the 
latest one for March 2010 has New York sharing the top 
slot (see The Top Financial Centres). 

If you're wondering where Mumbai figures, it's at 58 
amongst 75, down five places from the previous study, 
and rubbing shoulders with the likes of Mexico City (57). 
Rio de Janeiro (54, although Brazil does have Sao Paulo 
at 40) and Bangkok (61 ). 

Apart from competitive factors like quality of service and 
availability of people that determine the ratings, this study 
on СЕС looks at three other aspects — the speciality or 
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depth of services available in a city, the diversity or breadth 
of such services, and connectivity which, according to the 
study, is the key to a financial centre growing in stature. 
Respondents from across the globe are asked to assess finan- 
cial centres that they are personally familiar with. The 
number of inbound assessments — responses from people 
at other centres — is used to judge how global a centre is. 
The study divides the 75 financial centres into three 
parts as per their connectivity. Sixteen of them are Global, 
while another 29 have been grouped as Transnational. 
The remaining 30 are local financial centres. The cities 
are then grouped again as per the range of services they 
offer. Hong Kong. Singapore, Chicago, Frankfurt, Toronto 
and Zurich join London and New York as the top arcs, 
offering 'broad and deep' services. Amongst the 'emerg- 
ing’ GFCs, we have Beijing, Dubai, Moscow and Shanghai. 
Mumbai appears in the second rung — the 
Transnational Financial Centres (Trcs). Leading this pack is 





and m F 
E Ve at | ET 


=, "a " 
4 
^ D 
ki 
d 
ш ~ 
r~ 
[ 
J + 
^ 





Money towers: New. York joins 
London as the top_financjal ċëntre 





Tokyo, which has a rating higher than some crcs like Zurich 
or Toronto, but loses out on connectivity. It has cities like 
Boston, Stockholm and Melbourne as the top FCs. А lot of 
European cities are diversified тесѕ — Amsterdam, 
Copenhagen, Dublin, Madrid, Milan and Vienna along with 
South Korea's Seoul. Almost all the specialist TFCs are in is- 
land nations that can also be tax havens — the British Virgin 
Islands, the Cayman Islands, Taipei and the Isle of Man. 
Keeping Mumbai company among the emerging TFC con- 
tenders are Bangkok and Kuala Lumpur. 

The ideal route for Mumbai would be to move from be- 
ing an emerging TFC to a diversified тес and then get into 
either the emerging crc slot or that of an established ‘TFC 
with depth and breadth. Interestingly, there are some cities 
that have a higher rating than Mumbai but are not consid- 
ered Tres, only as Local Financial Centres, which form the 
third and lowest rung. Among them are Washington рс and 
Johannesburg — considered broad and deep Lrcs. 


THE TOP FINANCIAL CENTRES 


RATING 


POINTS 


PROFILE OF 





FINANCIAL CENTRE 


lum 7 
3 ww wor e": 739 
Д xo. Dese 733 
B tom ушш 6902 
6 бт" 678 
T" — sue OTT 
8 Geneva Global (Specialised) 671 
9 v^" quse) 670 
9 vem сы 610 
1! Shanghai Global (Emerging) 661 





Source: Study on Global Financial Centres commissioned by the City of London 


A Global FC denotes that 7596 of respondents in other centres have experience 
of working in it 


A Transnational FC denotes that 50% of respondents in other centres have 
experience of working in it 


The rating points and rankings were arrived at by considering 64 factors 
encompassing People, Business Environment, Infrastructure, Market Access 
and General Competitiveness 


The traditional arcs of Hong Kong and Singapore figure 
at No. 3 and No. 4, respectively, ahead of the emerging centres 
like Dubai, Shanghai and Beijing. Notwithstanding the rapid 
strides being made by the emerging economies, Hong Kong 
appears likely to cling on to its pride of place for some time to 
come. "Hong Kong has a huge hinterland advantage with 
access to a Chinese customer base, which is not the case with 
Singapore," says Ajay Srinivasan, Head of Financial Services 
at the Aditya Birla Group, who has spent four years in Hong 
Kong with Prudential Asia. "Many Chinese companies raise 
billions of dollars through the Hong Kong market. The lib- 
eral tax laws — both for individuals and companies — make 
Hong Kong and even Singapore attractive destinations for 
corporations and financial services companies," he adds. 

The hinterland is an advantage that Mumbai shares 
with Hong Kong. But that may be the only one, what with 
the capital account unlikely to be opened up in the short 
term, and tax and legal reform moving at a snail's pace. (9 
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SPECIAL-COLUMN 


BY NASSER MUNJEE, CHAIRMAN OF DEVELOPMENT CREDIT BANK AND FORMER MD OF IDFC 





umbai has had the potential to 
M emerge as a regional financial 

centre between Dubai and 
Singapore for over a decade. We still 
have that opportunity but it would ap- 
pear, by the theory of revealed prefer- 
ence, that we don't care for that op- 
portunity and, in all probability, will do 
nothing about it. 

Percy Mistry had headed a commit- 
tee on just this topic three years ago. It 
gave a comprehensive overview of the 
basic requirements for financial sector 
reform and regulation if we were seri- 
ous about emerging as such a centre a 
decade down the line. Of the 48 recom- 
mendations presented in the executive 
summary of the report, however, not 
one has been attempted so far. 

As that expert committee report 
pointed out, London, New York and 
Singapore are the only global interna- 
tional finance centres today. Many as- 
pire to achieve this status, namely, 
Shanghai and Dubai. Paris, Frankfurt 
and Tokyo connect their financial sys- 
tems to the world. Clearly, what these 
places have in common is that they are 
all world-class cities with open financial 
systems, reliable forms of governance, 
efficient legal systems that offer living 
environments with rich cultural and 
entertainment facilities. These are es- 
sential ingredients to attract the cate- 
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Mumbai as an IFC? 


Think Again! 


IIIIII 


gory of people required to operate the 
complex operations and markets that a 
robust financial system would require. 

Would Mumbai meet any of these 
requirements? Clearly not. Even if we 
were to aspire to be a regional financial 
centre, we would have to take on the 
infrastructure that Dubai, Singapore 
and Hong Kong offer today. Mumbai is 
in a state of extreme decay. Its infra- 
structure is broken. We cannot aspire 
towards 24 hours of clean and reliable 
water supply. We have woefully inade- 
quate sewerage and waste disposal, a 
creaking transport system and limited 
connectivity. Governance systems are 


could be a truly global city? The answer 
lies in the lack of three concepts: caring, 
leadership and governance. 

We need to care to do something 
first — set ourselves clear objectives, the 
means will follow. We have no such 
clarity. Caring is the first ingredient of 
leadership. Effective leaders care. Our 
governance systems are the relics of an 
era long abandoned — something I call 
"Sovietism". We are littered with "para- 
stratal" organisations, undemocratic 
city practices, development plans that 
mean nothing for the future of the city 
but rather are designed for rent seeking 
by those empowered by rules. Globally, 


Our governance systems are the relics of an era long abandoned — 
something | call "Sovietism"'. We are littered with 
'para-stratal' organisations, undemocratic city practices, 
development plans that mean nothing for the future of the city but 
rather are designed for rent seeking by those empowered by rules. 


conspicuous by their absence while 
anarchic political practices prevail. 
Why are we prepared to ignore 
both the competitive and comparative 
advantage we possess in terms of loca- 
tion, quality of human resources, and 
indeed leadership. in financial services 
throughout the world, and not least in 
the very financial centres that compete 
with us? Why, indeed, are we willing to 
consume financial services in competi- 
tive locations done by Indians for 
Indians in international destinations 
because these services are not available 
at home? And why do we persist in de- 
stroying the city that sustains us and 


major, successful cities are run by may- 
ors — either appointed or elected by 
their citizens. India does not seem to 
believe in this principle, for cities at least. 

Are we really likely to be able to of- 
fer both competitive and comparative 
advantage for Mumbai to emerge as à 
regional financial centre? I hardly think 
so. We have all the potential for this role 
if we care to achieve it. But do we care? 
Do we have the leadership this will re- 
quire? Above all do we believe in gov- 
ernance for the people by the people? 
Our starting point needs to be to govern 
Mumbai considerately for its citizens. 
The rest will follow. © 
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in the Crowd 


Start-ups now have a simpler route to tap funding for the early 
stages than venture capital. ву ANUSHA SUBRAMANIAN and RAJIV BHUVA 


nt 


VALANKAR 


eil Sequeira wants 
$40,000, or just under 
Rs 20 lakh. The 31-year- 
old entrepreneur, who 
founded BuzzFactory.net 
in Pune last year to provide social 
media marketing solutions, has a 
team of six, including one member 
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in New Zealand, which works mostly 
out of home. BuzzFactory's objective 
is to promote online visibility for 
clients and cut through the clutter to 
reach their target audiences. 

Since Sequeira is no stranger to 
start-ups — he's worked with a 
number of them since 2000, includ- 


tit TRI 





ing one headquartered in San Jose, 
California — the venture capital (vc) 
community isn't alien to him. But 
vcs may not be quite what the doctor 
ordered for BuzzFactory. "They were 
interested in the idea but were keen 
to invest amounts that were larger 
than my requirement," explains 


Sequeira. "I need funds for the next 
two or three years to increase our 
marketing capabilities," he adds. 

Three months ago, Sequeira 
found an unlikely solution to his 
funding needs — a social networking 
site called growvc.com, which helps 
start-ups secure initial funding of up 
to $1 million or Rs 4.6 crore. Initially 
conceived as a platform for just tech 
companies, Grow vc International's 
networking site is today open to 
start-ups from just about any sector. 
Ironically, Sequeira got in touch with 
Grow vc when it was looking to 
recruit software developers and con- 
tent managers for building its global 
portal. Today, BuzzFactory manages 
the online content for Grow vc, and 
is also registered as an expert service 
provider on Grow vc's global website. 
For his funding requirement, 
Sequeira will enlist himself as a 
start-up to seek funding from Grow 
vc's Indian network. 

Grow ус is based on the concept 
of crowdfunding — which enables 
entrepreneurs to tap into a stash cre- 
ated with contributions from virtual 
strangers. Thus, the Grow vc website 
brings start-ups, experts, investors 
and various other entities working in 
this domain together on a single 
platform. Along with funds, this 
platform offers tools and expert ad- 
vice to start-ups. Since its commer- 
cial launch in February 2010, Grow 
vc has attracted 3,358 registered 
members, with the 'funder-to-start- 
up ratio standing at 55:45. "We are 
adding 400 new members every 
month," says Jouko Ahvenainen, 
Chairman of the Hong Kong-based 
Grow vc International. "Right now, 
we have tapped just Internet-savvy 
people, but with more members and 
word of mouth, the increase would 
be exponential," 

For entrepreneurs who can make 
do with under a million dollars at the 
start, an online platform with a 
community-based approach to seed- 
funding may be a more practical 


he adds. 


alternative than either venture capi- 
tal or private equity. Both vc and PE 
financing are complex and expen- 
sive. "It (vc and PE funding) is not 
optimal for start-ups.... A combina- 
tion of social networking and a mar- 
ketplace helps in creating a positively 
disruptive platform,” 
International Chairman points out. 

Ahvenainen should know—he's 


the Grow vc 


seed funded seven companies over the 
past nine years. Then, in 2008, he got 
together with Valto Loikkanen, now 
Grow VC's сво, and began work on the 
social networking concept. The duo 
launched Grow vc's 
global portal in 
February after the 
successful launch of 

JUAL 


its beta version in September last year. 
Earlier, in August 2009, the Pune- 
headquartered IndiaCo Ventures, an 
investment management firm listed on 
the Bombay Stock Exchange, picked 
up a 4 per cent stake in Grow vc for an 
undisclosed amount. Recently, Grow 
vc announced a virtual vc co-invest- 
ment fund, which will work alongside 
Grow vc's community funding model. 
[IndiaCo has committed to invest 
$5 million or about Rs 2 3 crore in it. 
"We are not vc ourselves, but are 
facilitators to help match ends," says 


Loikkanen. "We believe this is a 


JOUKO AHVENAINEN, Chairman, Grow VC 
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UTTAM 


FINANCE-SEED FUNDING 


| Subcription fee ($20 to $140 per month) 


25% Admin 
Charge to Grow VC 


“Distributed in order of importance 


much more effective way of raising 
early-stage funding,” he adds. 
While you can register for free 
on the portal, you need to be a sub- 
scribed member to upload a start-up 
profile or to access such profiles. The 
subscription fee varies from $20 to 
$140 (Rs 920 to Rs 6,440) a month, 
depending on the amount of fund- 
ing the start-up is keen to raise or 
the quantum of investment the in- 
vestor is keen to make through the 
platform. Lawyers, accountants, and 
consultants can also hop on to the 
platform for business opportunities. 
The revenue model for Grow vc 
revolves around the subscription 
money that members pay. But, there is 
a slight twist here. Of the money that 
goes towards fees, 25 per cent is taken 


SATISH KATARIA, MD, 5 ringboa 


“The model c 
on an online platf 
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away by Grow vc to recover adminis- 
tration costs and the rest is earmarked 
for the members to allo- 

cate to the start-ups 
of their choice 
listed in the net- 
work. This portion 
is held separately in 
a community in- 
vestment pool, 
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which now totals $12.75 million or 
about Rs 60 crore. 

Investors in successful ventures 
will get a share of the gains at the 
time of exit. That share is decided 
based on the level of involvement. 
For instance, the member who spot- 
ted the start-up and invested first 
could get 10 times more than the 
investor who was the last to invest in 
the same start-up. Here again, Grow 
vc will take away 25 per cent of the 
gains before distributing the balance 
among eligible investor members. 

In a way, Grow vc has turned the 
vc/ РЕ model on its head. While vc/ 
PES look to have a smaller cut (2-3 
per cent) of a larger investment pie, 
Grow vc takes a larger share (25 per 
cent) of a smaller investment pie. 
And as Ahvenainen points out: "We 
make money only if our members 
make money." 

"This is a novel concept," says 
Jacob Mathew, Managing Director of 
MAPE Advisory Group, a Mumbai- 
based investment banking outfit 
which works closely with private eq- 
uity investors. Mathew points out that 
the social networking model works 
well for early-stage funding. which is 
an unviable area for an investment 
bank. "The efforts that go into getting 
a start-up funded are no different from 
those involved in making a growth 
investment. And the latter is more re- 
munerative because of its larger 


ticket size," explains 
Mathew. 
Offline Traction 


When the funding 
commitments to a 
particular start-up 
breach 110 per cent 

of its targeted fund- 

ing requirement, 
the model moves of- 
fline. "Offline traction 
is essential because 
companies function in 
the real world," says 
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Rahul Patwardhan, Vice Chairman 
and MD, IndiaCo Ventures. The 
founders of Grow vc realise the im- 
portance of an offline presence. 
They plan to have four or five local 
partners across Grow vc's global 
network. In India, Grow vc has al- 
ready roped in the Mumbai-based 
Springboard Ventures, a start-up 
incubating firm, as a local partner. 
Springboard Ventures offers men- 
toring services to start-ups, apart 
from investment management serv- 
ices for investors. "The model can- 
not sustain only on an online plat- 
form," says Satish Kataria, 
Springboard's Managing Director. 

"We have a lot to offer to both start- 
ups and investors," he adds. 

While Grow vc is a first of its kind 
platform to facilitate funding for start- 
ups, there are similar online models 
that have been started for entrepre- 
neurs. Launched in November 2005, 
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NEIL SEQUEIRA, Founder, BuzzFactory 


"Venture capitalists were keen to invest amounts 
that were larger than my requirement" 


Kiva is the world's first online micro- 
lending platform. As of November 
2009, Kiva had facilitated $100 mil- 
lion or Rs 460 crore in loans. The 
minimum amount loaned by Kiva is 
$25. More recently, Bain Capital 
opened a virtual centre in Boston for 
connecting entrepreneurs and indus- 
try experts to help entrepreneurs 
refine their business ideas. However, 
Grow vc's model of online crowdfund- 
ing for start-ups is one of a kind. Kiva 
does provide loans to entrepreneurs by 
partnering with microfinance institu- 
tions, but its larger objective 
is poverty alleviation. 

But how successful can this 
model be in creating sustainable 
businesses? "The main focus for 
social crowding is initiatives and 
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projects and not necessarily launch- 
ing new companies,” says Donie 
Lochan, Head, Asia-Pacific rr prac- 
tice, Bain & Company. “The worry 
with crowdfunding is that it could 
lead to herd mentality and therefore 
lack the analysis that goes with 
making an investment,” says 
Saurabh Srivastava, co-founder of 
the Indian Angel Network, and also 
Chairman, India, for cA Inc., a busi- 
ness software company. 

Also, start-ups by nature are 
high-risk, with nine out of 10 des- 
tined to fail. “The risk of being an 
entrepreneur and a business failure 
does not go away,” admits 
Ahvenainen. Another problem is 
the prospect of business plans being 
copied — start-ups have to be care- 





ful to reveal just enough to get in- 
vestors interested. Revealing too 
much can run the risk of their plan 
being hijacked. Yet another worry 
is that smart ideas will find other 
avenues for funding, with only the 
leftovers hitting such platforms. 

Yet, Grow vc's power lies in the 
platform. "The concept of socially 
validating a business idea will cer- 
tainly alter the way investments 
find their way into startups,” says 
IndiaCo's Patwardhan. "Social net- 
working has already changed the 
way people behave. We are here to 
fix the traditionally opaque and 
mysterious start-up funding system, 
as the next big thing is out there 
and shouldn't slip between the 
cracks," adds Ahvenainen. 
BuzzFactory's Sequeira will agree. 
"These $5-20 investments can help 
start-ups like ours looking for 
smaller funding to reach the next 
level," he says. © 
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EXPANDING GIRTH 


He's the man the ad world loves to hate but Sandeep Goyal knows 


how to grab attention. ву ѕнлмм PANDE 


n involuntary shudder goes down the spine of 

most advertising professionals at the mention of 

his name. Not because Sandeep Goyal, Chairman 

of Dentsu India, looks especially menacing at 5'8" 

and 20016-рІцѕ. Or because Dentsu India's size 

scares them (its billings are expected to be Rs 
1,200 crore this year). Or because Goyal's company, a 26:74 
venture with Japan's Dentsu Inc, the single-largest advertis- 
ing agency in the world by billings, has some of the bluest of 
blue chip clients. 
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People recoil because if Goyal believes in something. 
then "he can get very ugly, even with a client," says an in- 
dustry veteran who heads an agency. The latest instance was 
his decision to contest elections for the president's post at the 
3As of I, or the Advertising Agencies Association of India, 
held at its annual meeting on July 30. The industry body. 
which is dominated by international networks such as WPP, 
Interpublic, Publicis, Havas and Omnicom, represents busi- 
ness worth over Rs 21,000 crore. Goyal's bid for the post was 
sparked by a dispute between Dentsu and a client, in which 





he felt he had been let down by the ААА]. In the event. Goyal 
lost, by just two votes. Asked to comment, Goyal shrugged: 
"What can I say...46-48", referring to the number of votes. 

Earlier this year, he had rocked the boat as a member. 
complaining to the AAAI that his client Thomas Cook India 
had shifted its business to rival wr without clearing money 
that it owed to Dentsu as payments to media in which it had 
advertised. In the final settlement, it held back Rs 1.35 crore. 

Thomas Cook has a different story. “We found releases 
billed at different rates and wanted a resolution.” says 
Rakshit Desai, Executive Director. 

Advertisers usually work through agencies accredited by 
the Indian Newspaper Society or Ns. The advertising agency 


Goyal in his stretch limo: 
The champagne is for 
guests, he prefers soda 
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places the ad in say, a newspaper, after negotiating a rate with 
it. Sometimes, as in the Thomas Cook case, the advertiser and 
media group negotiate the rate directly. After the ad is pub- 
lished, the newspaper bills the agency. In this case, the bill was 
sent to the agency without the bonus/ discount that was 
discussed between Thomas Cook and the media group, The 
Times of India, in this instance. 

Goyal says he had gone ahead and cleared the media 
group's dues. But when Thomas Cook did not pay him, he 
approached the AAA! seeking arbitration and dialogue. "First 
they sat quiet and later just issued a communiqué stating 
the problem, without hinting at any action," Goyal says. 
Goyal and Desai have conflicting versions about the arbitra- 
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PROFILE-SANDEEP GOYAL 


TWO OLD FRIENDS MEET, AN AGENCY TAKES SHAPE 


entsu Inc. set up shop in India as ness at Dentsu Inc, and had remained in Digital, also has a friend link. Ralph 
ра touch.) Goyal had just quit Zee and was Marshall, now Deputy Chairman of 

2003, before which it had been in planning to turn entrepreneur. Oshima Malaysian media group Astro, and Goyal 
the market here as minority partner in a offered Goyal a 24 per cent stake. This had first met in the 90s. In 2008, they 
couple of ventures. One was with was when he met T. Takashima, who was met again when Dentsu was pitching for 
Rediffusion and another with the Publicis to become Dentsu Inc's president and a the Aircel account. Astro group firm 
Group, when Leo Burnett set up a second — very close friend. Maxis controls Aircel. 
agency called Orchard. Today, Dentsu has three full-service Mogae Digital has five companies 

In 2002, when Dentsu was thinking advertising agencies: Dentsu under it. There is Mogae Digital Momics, 

of forming its own agency, Fumio Communications, Dentsu Marcom and which provides comics for mobile 
Oshima, the No.2 at Dentsu Inc, Dentsu Creative Impact. It also has a de- phones, ScreenAgerz and Garden of 
happened to meet Sandeep Goyal again. sign unit called IKI, one for the internet Love for the social networking business, 
(The two first met in 1995, when Goyal called Dentsu Digital, a CRM unit called Indian Fantasy for mobile and online 
was Rediffusion's branch manager in ClozR, Dentsu Sports and Citizen Dentsu. gaming and Diginatives for direct-to- 
Delhi, and Oshima head of global busi- Another important venture, Mogae home TV and gaming content. 





tion option. Goyal then filed a petition in court seeking the 
winding up of Thomas Cook, and got a payment of Rs 90 
lakh. Thomas Cook's Desai says the decision to pay it was 
taken before the court order was served. Goyal claims 
Thomas Cook cleared the balance only after he approached 
the INS and it put an embargo on all advertisements by the 
company in member publications. 

мт chairman Colvyn Harris, who had stepped down 
from the AAAI president's post half-way into the usual two- 
year term, says the fracas could have been avoided. "Such 
disputes require careful, mature handling and there are no 
instant-coffee-like solutions. We suggested a discussion 
where all the parties could sit together and sort out the issue, 
but he (Goyal) did not agree," he says. 

Desai says he settled because he did not want the dispute 
to escalate ("it was unworthy of so much attention"), but 
he feels frustrated. "I am not saying this discrepancy was 
deliberate. But the advertising agency has an industry 
association to go to — what happens to clients like us who 
face such an issue?" 

Goyal is upset for being seen as a “troublemaker”. "I 
cannot sit quiet when someone tries to falsely accuse us to 
basically get out of their dues," he says. 

For Goyal, the dispute was the excuse he needed to shake 
up the AAAI. "It has just been working on auto-pilot.... The 
interest of the small agencies and regions are not considered 
and it has become a coterie of a few big agencies," he com- 
plained before the elections. Quite a few agency bosses had, 
in fact, bet on Goyal's chances. “The fact is, Goyal is a doer... 
people may not agree with his methods or his aggression. 
But, in my own guarded way, I support him," the head of an 
agency that is part of a large network had said. 

Goyal said: “...the important thing is that I have at least 
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managed to kick awake a sleeping body." Regardless of the 
outcome of the July 30 vote, he has clearly achieved that. 


Start-Up Hiccups 

If Goyal is rough, how has he managed to snap up the choic- 
est of clients? Well, Goyal seems to be great at making long- 
term friends and networking, even though he shuns late 
night parties and prefers a home-cooked dinner at 8 p.m. 
with wife Tanya and daughter Carol. He is also known to 
really pamper his clients. Every Diwali, for example, Goyal's 
clients look forward to his gifts of studio pottery, 40 pieces 
specially created and signed by an artist commissioned by 
Goyal. In Japan, studio pottery is a major art form, so the 
gifts are a natural fit with Dentsu's parentage. In recent 
years, Goyal's clients have got signed pieces from Darroze, Ange 
Peter, Manisha Bhattacharya, Madhur Sen and Abhay Pandit. 

"At the end of the day he's a great builder and he's just 
the kind of guy who I would want on my team," says Kamal 
Oberoi, Chairman, M&c Saatchi. Oberoi was Goyal's senior, 
first at Delhi University's Faculty of Management Studies, 
then at Goodlass Nerolac. Later, Oberoi hired Goyal at HTA 
(now JWT) in Delhi. 

Jagdip Bakshi, global business director for Unilever at JwT 
London, also has some praise. "Goyal is an acquired taste, 
but you cannot deny him his ability in getting things done 
and he's extremely good at client servicing. And he's very 
hard-working," says Bakshi, who was Goyal's senior at HTA, 
where Goyal started his innings in advertising. 

Goyal is also good at building teams and getting them to 
pitch non-stop for business. "We were pitching for business 
even before we formally rolled out in October 2003. I was 
his first employee and started working from home," says 
Ruchira Raina, Managing Director, Dentsu Communi- 
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cations, which was set up in Bangalore to handle the Toyota 
account. And accounts did not fall into Dentsu's lap just 
because of the Dentsu Inc. link, as rivals claim. 

"We had to convince them of our strat- 
egy, they had to be comfortable about 
a woman heading a business and, 
eventually the work had to have 
impact," says Raina. 

Here's where Goyal's loyalties 
and faith in friends paid off. "I 
remember Goyal being very 
friendly with Gullu, who was 
heading the creative side, and it 
was a great partnership between 
them." recalls jwr's Bakshi, referring 
to Sabyasachi Sen, now Dentsu India's 
Executive Vice-chairman and Chief 
Creative Officer. Gullu was behind the Aamir 
Khan commercials for Toyota Innova and HDFC 
Standard Life Insurance's Sar Utha Ke Jiyo 
campaign that set the 
tone not just for the 
brand, but defined the 
category. Another suc- 
cess story: Aircel's so- 
cial communication 
on tigers which got 
great media buzz. 

The Dentsu or- 
ganisation in India 
has a good collection 
of talent as well as ac- 
counts. At Dentsu 
Communications, 
there's Shivanand 
Mohanty as National 
Creative Director. Its 
accounts: Toyota, 
Yamaha, Panasonic, 
Aircel, Acer, Indian Oil, 
Delhi Government. 

At Dentsu Marcom is 
Mohanty's counterpart Adrian Mendonza, with Nitin 
Suri as the Executive Creative Director. Some accounts: 
Honda, Canon, Raymond's, IndiaBulls, Crabtree. Dentsu 
Creative Impact, where Kunal Gill heads the creative func- 
tion, has Maruti Suzuki, Unicharm, Jaypee Greens, FedEx. 

Dentsu's team has been able to get business outside its 
international affiliations. Dentsu won the нрес account just а 
vear after it set up shop. competing against Ambience Publicis, 
ут, Capital and incumbent Canco. “The pitch was done 
across two rounds of extensive strategy and creative presenta- 
tions by all the agencies involved,” affirms Sanjay Tripathy, 
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Executive Vice President for Marketing at ноєс Standard Life. 
He credits the agency for "a superb idea, which actually set 
the tone for the brand for years to come". 

If Dentsu has bagged many big clients. it also has lost 
some, HDFC Standard Life being a case in point. Rajesh 
Aggarwal, President of Dentsu India, says it has lost 
some clients because growth had stretched its 
resources. "Only now are we in a position to sit 

back and actually review," says Aggarwal. In 
the early days, "business just kept coming and 
we had to simultaneously sit and decide on 
recruitments, negotiate office space, and even roll 
up our sleeves to do them up." he recalls. 

Soit was that Dentsu lost the uprc Standard Life's business 
within a year of doing the landmark creative. HDFC 
Standard's Tripathi recalls that Dentsu was a very small 

entity when it won the business, and was still setting up the 
different functions re- 
quired for a 360-degree 
service agency. "The 
Mumbai office was non- 
existent...we had even 

given Dentsu our media 
duties, but keeping our 
needs in mind we parted 
ways later," says Tripathi. 

Dentsu's growth in the 
face of client losses 
prompts rivals to claim 
that it undercuts them to 


KEY CAMPAIGNS 
Delhi's civility campaign 


Insurance lets you live 
your retirement with your 
head held high, the ad 
seems to say 


Aircel and tigers grab business. Suggest this 

— to Goyal and he growls: 
A mobile telephony "Then why did we lose out 
brand campaigns to on the prestigious UID 
save tigers project initiated by 


Nandan Nilekani? It was a 
multi-agency process and, 
at the end, we were listed 
by an independent panel 
at the top position on tech- 
nical and strategy param- 
eters, but lost out because 
our commercial bid was the highest." Goyal says that when 
big agencies lose pitches to Dentsu repeatedly, they complain 
of undercutting, "What do they tell their bosses? The easiest 
excuse to offer is we undercut....The fact is, the biggest agen- 
cies are the first to cut prices,” he says. 

Accounts are not the only thing Dentsu has lost: a host 
of top professionals have quit the various Dentsu agencies. 
Some left because they had problems with Goyal's top team, 
not Goyal. “Goyal gave me the one big break in my career. | 
joined Dentsu because of him, but quit because of issues 
with his senior management,” says Shavon Barua, Director 





The irrepressible Aamir 
Khan plays multiple roles 
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of Euro 6506, Mumbai. Barua had joined to head Q-Pro, 
Dentsu Marcom's specialist division catering to HR-related 
and employee branding communications, in 2006, but left 
soon when the project could not be sustained. 

Some quit over career choices. “I felt I had nothing more 
that I could give Aircel, the account that I worked on. 1 
wanted to do something entirely different. I had no issues 
with the team and they are a very committed bunch," says 
Rajib Sinha, General Manager at LG Ads, who was earlier 
with Dentsu Communications. 


Challenges Ahead 

Dentsu's latest project: to create a digital-talent pool of nearly 
300 people to handle multiple initiatives. One of these is 
Mogae Digital Momics, a venture that Goyal has launched 
separately along with his wife Tanya, in equal partnership 





The ad mavens: Goyal with his senior team 


with Malaysia's Astro Group. The venture has begun retailing 
comics for mobiles and mobile greetings with telecom players. 

Another unit, Screenagerz, will work on social network- 
ing. Then there is the Indian Fantasy League, which explores 
the internet, mobile and gaming space. 

The most ambitious initiative is www.lastminuteinven- 
tory.com, India’s first and only online media trading platform. 
Rupert Murdoch's star Group, Subhash Chandra s Zee Group 
and Bennett, Coleman & Co's Times of India Group are equity 
investors in it alongside Dentsu Communications and Mogae. 
Asthe name implies, the site will auction the spare inventory 
— advertisement slots, in plainspeak — that media owners 
are often left with at the last minute. 

The response has been mixed. "It is a good concept and 
transparent process and we have used it often. Media owners 
do not fear their rates getting ruined as they give their spare 
inventory, the agencies are happy as the client has to go 
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through them,” says Mona Jain, coo of VivaKi Exchange, a 
media investment unit that leverages the combined scale of 
offline and online media for Publicis Group's Starcom 
MediaVest, ZenithOptimedia India and Solutions Digitas. 

But there are others who still do not buy into the argu- 
ment: "This is not fully compatible with the way media deals 
are done in the country ... the system mandates that the 
client has to go through a media agency to buy inventory. 
Why would we need this if we have our own resources,” 
questions R. Gowthaman, Leader of Mindshare, South Asia. 

The Dentsu team is not interested in the debate. “There 
are plans on many fronts and the opportunities in sports, 
social communications and digital are simply tremendous,” 
says Aggarwal, Dentsu India president. It has started an 
advocacy unit that caters to the Delhi Government and has 
created the Dilli Ki Beti campaign. This uses the character of 
a young girl to urge the Capital's citizens to be more civil. 

While Dentsu seems to be in the thick of the action, its 
Japanese rivals have also been active. Hakuhodo, the second- 
largest agency in Japan, already has a presence in India 
through an equal-stakes venture with Percept and also a 
separate entity, Hakuhodo India. In 2008, ADK, the third 
agency out of Japan, got into a 50:50 venture with Fortune, 
а JWT unit. ADK Fortune's brief is to tap the growing business 
of Japanese companies in India, and it already has bagged 
Nikon. Shiseido and Toshiba. "Dentsu and Hakuhodo are the 
Big Two in Japan... But that their presence is increasing is 
growing testimony to the opportunity in India," says Ajay 
Chandwani, Director, Percept India. For the record, while 
Dentsu Inc and Hakuhodo are way ahead of rivals, there's a 
huge gap between the top two as well. 

Now, Goyal needs to figure out if his organisation has 
the depth of leadership required to give shape to his dreams. 
What he knows for sure is that wife Tanya is there to keep 
him out of risky ventures. For example, Goyal and his 
Japanese partners were keen to bid for the Indian Premier 
League broadcast rights, but Tanya felt that the investment 
required would be too big for Mogae, the Goyals' company. 
Finally, Dentsu never bid for the rights. 

While Goyal banks on instinct and intuition, Tanya, also 
an MBA, is the meticulous one driven by systems and proc- 
esses, She is also the conservative face and deals with the 
banks apart from handling the back office. (Talk of being 
conservative: theirs was an arranged marriage.) 

As he grows, Goyal has to realise that Dentsu may not be 
able to avoid the pitfalls of the ‘Big Boys Club’ that he so hates. 
“He has to let go of his cowboy style... how long and how far 
can he keep rolling up his sleeves and jumping into the act?” 
says a former member of Goyal's senior team. Goyal seems to 
be easing off a bit, and over the past two months, the Goyals 
have been travelling a lot as a family: Russia, Israel. Dubai and 
South Africa. But this does not fool anyone. © 
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hot market for 
optional vaccines. 
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he paediatrician shrugged: "It's your choice, 
if you don't want the chicken pox vaccine for 
your daughter. But remember, one day she 
will get married and if she has the pox when 
she is carrying, the child could be born with 
brain damage." And what about the son, the 
father voiced his and his wife's concern? 
"Well, you know what competition is like 
today...what if he has pox before a major exam?” 

Choices, choices. The parents knew a bout of chicken 
pox built more immunity in a child than any vaccine. But, 
a damaged brain? They plumped for the optional vaccine. 

Multiply that decision 26 million times — that's the 
number of newborns in India every year — and it is easy to see 
why Big Pharma is making a beeline for India with new age 
vaccines. The latest has been the July launch of Prevnar 13 by 
Pfizer Inc's subsidiary Wyeth. It is a three-in-one optional vac- 
cine against bacteria that can cause pneumonia, meningitis 
and sepsis in infants and children. Prevnar 13 joined the 
20-odd-and-growing category of optional vaccines available 
in India. The good news for parents is that more diseases 
can be covered today, some with one jab. The bad news 
— at least for most of them — is that the new vaccines 
cost a bomb, are not part of the government's immuni- 
sation programme, and the optional label leaves most 
of them confused. 

For Pfizer-Wyeth, which wants a piece of the 
$120 million (Rs 560 crore) Indian market for vaccines 
made by the private sector, Prevnar 1 3 marks its entry 
into the domestic vaccines business. The vaccine's 
predecessor. Prevnar, was Wyeth Inc.'s bestseller 
— with global sales of some $2.4 billion in 2007, the 
latest year for which the vaccine's sales data has been 
made public — and one of its two big drugs that at- 
tracted Pfizer's us parent. Pneumonia-busting 
Prevnar 13 is a so-called pneumococcal conju- 
gate vaccine as, according to Kewal Handa, 
Managing Director of Pfizer and Wyeth in India, 
it covers 1 3 strains of the pneumococcal bacteria 
compared to the seven by Prevnar. The pneumo- 
coccal bacteria has a total of 90 strains, which 
makes it the most prevalent disease-causing 
agent in children. 

Some scary facts to put that in perspective: 
The mortality rate in India for children under 
five years of age is 69 per 1,000 births, and 
410,000 of them die of pneumonia alone each 
year. Then there is diarrhoea, which claims 
around 400,000 children typically under the 
age of five each year. In other words, just these 
two diseases claim 2,220 children a day. 





But the government hands out just six vaccines as part 
of its regular vaccine protocol. These are BCG (for tubercu- 
losis), pPT (for diphtheria, pertussis or whooping cough. 
and tetanus), polio, measles and, in some states hepatitis 
B and MMR (measles, mumps and rubella). Optional vac- 
cines are not on the must-have list of paediatricians and 
their costs make their use prohibitive. The Prevnar 13 
course of three shots plus a booster retails at Rs 16,000. 
Against this, the six vaccines in the government pro- 
gramme cost just Rs 200 in the open market. 

Take diarrhoea, next. A fourth, or 100,000, of the 
total deaths are caused by the wheel-shaped rotavirus 
(the norovirus and bacteria are responsible for the rest). 
There is a vaccine for this virus: Rotarix, made by 
GlaxoSmithKline or Gsk. But this is priced at Rs 1,000 per 
dose for the course of two doses. csk India says the vaccine 
costs $50 (Rs 2,500) per dose in its home market and it 
is subsidising the price in India. 

The optional vaccines are not restricted to infants: Gsk's 

Cervarix prevents cervical cancer, and is aimed at teenag- 
ers. It costs Rs 9,000 for the full course of three doses. 

GsK alone has launched four optional vaccines between 

2007 and 2009, including Cervarix and Rotarix. Next 
year, it plans to bring one for pneumonia. 

Andrew Witty, Gsk's global сво, has watched 
emerging markets closely and is keen on making 
medicines affordable. For him, the Indian market is 
crucial: vaccine sales account for close to 12 per cent 
of GsK's total business in the country, against six per cent 

four years ago, when it began the flurry of launches. 
GsK and Pfizer are not alone: multinationals 
Merck, Novartis and sanofi-aventis/ Shantha, 
and local companies Bharat Biotech, Serum 
Institute of India, Biological E and Panacea 
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Biotec have big stakes. Pfizer, like the other pharma ma- 
jors, relies on the government for its data on child deaths. 
And the government does not have ready and easily ac- 
cessible comprehensive data giving the break-up by socio- 
economic category. What is known is that the basic im- 
munisation programme covers only two-thirds of the 
population, and India has 9.4 million children who have 
never been immunised. 

With the paediatric segment accounting for 60 per cent 
of the market and a growing middle class that can afford 
vaccines in the private market, the potential is clear. Ask 
Sravanthi Reddy, Director of International Operations and 
Franchise at Shantha Biotechnics, a home-grown vaccines 
pioneer that was acquired by France's sanofi-aventis Group 
in July 2009. "The market was $665 million in 2007-08 
and is growing at over 20 per cent. It is primarily driven by 
exports, which were worth more than $360 million. The 
domestic market for vaccines is $ 300 million, with the pri- 
vate sector accounting for $ 1 20 million," she says. 

But, while optional vaccines offer protection against 
more and more diseases, the boom has thrown up two 
issues: price and an assurance on the efficacy and the 
need for the new breed. 


Pricing Ploys 
Some, like M.K. Bhan, Secretary to 
the Department of Biotechnology 





The Wrong Therapy? 


"We hope to be out with a 
rotavirus vaccine in two 
years at one-tenth of the 
market price today" 





Krishna M. Ella, 
CMD, Bharat Biotech 


He says at least three Indian companies are working on 
a rotavirus vaccine and should be able to provide an afford- 
able one in two to three years, and even export it. Indian 
companies, he says, tend to take a little longer than multi- 
nationals because they operate on shoe-string budgets. But 
a vaccine can be developed in India for $40-50 million, 
or Rs 184-230 crore, including the cost of trials, while 
multinationals abroad have to invest $600-700 million. 

Companies in India are pursuing new vaccines aggres- 
sively. Sanofi-aventis/ Shantha is working on Japanese 
encephalitis, dengue and rotavirus. In December 2009, 
Shantha launched Shanchol, India's first oral vaccine for 
cholera. Shantha's Reddy points out that the company's 
strategy in India has always been based on a low-cost 
platform, which allows it to provide low-price, big volume 
vaccines targeted at government-funded markets. 

"With sanofi's broad technology base we aim to 
provide resources for continued innovation and invest- 
ments. And thanks to sanofi's market reach we hope to 
make these quality vaccines accessible to more people 
who are least able to afford vaccines, in both low and 
middle-income countries," says Reddy, who is also the 
daughter of K.I. Varaprasad Reddy, the founder and 


The Right Course 
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current Managing Director 
of Shantha. 

Serum Institute, accord- 
ing to its Executive Director 
S.S. Jadhav, hopes to be out 
with its rotavirus vaccine by 
late 2012 or early 2013 at a 
"very competitive" price. It 
has a vaccine in the trial 
stage similar to the one 
launched by Wyeth, and is 
working on one for the sea- 
sonal flu and a meningococ- 
cal pentavalent vaccine for 
another strain of meningitis. 

Bharat Biotech is more spe- 
cific. Chairman and Managing 
Director Krishna M. Ella says: 
"We hope to be out with the 
rotavirus vaccine in the next 24 
months at one-tenth the exist- 
ing market price today." 

Apart from this, the com- 
pany is working on dengue, 
chikungunya, malaria, 
typhoid and the staphylococ- 
cus aureus bacteria, which is 
a prime cause of infections picked up in hospitals. "We 
are also looking at specialised vaccine segments like 
rabies and Japanese encephalitis," says Ella. 

"It has taken Bharat Biotech 10 years to reach its 
first billion doses. We hope to touch the second billion 
doses in less than five years," says Ella, who plans to 
invest Rs 250 crore over the next two years to take in- 
novative vaccines and therapeutics into clinical re- 
search. The Hyderabad-based company, which reported 
a turnover of Rs 260 crore in 2009-10, will also invest 
Rs 75 crore in new plants. 

Multinationals say the vaccines will be cheaper if 
these are included in the volume-led government pro- 
gramme. In Brazil, for example, Gsk supplies its rotavi- 
rus vaccine to the mass immunisation programme at 
prices much lower than those in the retail market. 


Whose Option? What Option? 


With optional vaccines, the issue is not just about prices. 
Is it all a marketing ploy to push overall sales? For 
Dr Rakesh Lodha, Assistant Professor at the Department 
of Paediatrics of the All India Institute of Medical 
Sciences in Delhi, watching the vaccine space is almost 
part of his job. “We are increasingly finding a new and 
disturbing form of entanglement being employed as a 
marketing strategy by vaccine manufacturers in India,” 


Kewal Handa 
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“Vaccines are an important area 
(for Pfizer)...and Prevnar is especially 
important in markets like India” 





MD, Pfizer and Wyeth in India 





he says in a study. “This 
strategy involves the promo- 
tion and sale to doctors of 
newer vaccines — including 
polyvalent vaccines that are 
not part of the national im- 
munisation programme — at 
a highly discounted price in 
relation to the MRP.” 

In the study, published in 
the Indian Journal of Medical 
Ethics in January this year, he 
says: “In addition to the private 
communications to physicians, 
companies have now started 
advertising the price of their 
vaccines to doctors in medi- 
cal journals. One company, 
for instance, placed adver- 
tisements in paediatrics jour- 
nals quoting the price of its 
pentavalent vaccine as 
Rs 275 to the doctor while 
the MRP is Rs 585." Also, 
Lodha points out that, unlike 
other goods, in the case of 
medicines, patients are una- 
ble to make an informed choice and have to rely on the 
judgement of the practitioner. 

One way to deal with this could be greater govern- 
ment involvement. Biotechnology secretary Bhan says 
India needs to focus on a couple of things if it wants to 
scale up vaccine delivery. One, it must lay out a predict- 
able policy. Two, he says, it will have to build the hu- 
man resource capacity. At present, only eight per cent 
of those who need typhoid vaccines actually get it. 

The good thing is that the government is acting on 
another important front: that of deciding the efficacy, 
applicability and usefulness of such optional vaccines in 
the Indian context. 

As this edition of Br was closing, the Department of 
Health Research created last year was to convene a 
meeting of the committee of four secretaries (including 
Bhan) to explore how the department and other min- 
istries can work together on everything related to 
technology in health, including policy on technology 
per se, and public-private partnership. Most impor- 
tantly, the meeting will also discuss public communica- 
tion on the existing evidence on the efficacy and 
applicability of vaccines in India by creating the 
evidence base for policy formulation on technology. It 
may all be worth it if the exercise helps choosing the 
right vaccine any easier. © 
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"We need to look for PC sales beyond the top 1,000 towns in India, so we need to expand our set-up" 
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or five years, Sunil Dutt steered the mete- 
oric rise of Samsung's mobile phone busi- 
ness in India as it snapped at industry 
leader and his former employer Nokia's 
heels. Nine months ago, the 60-year-old, 
who was part of the team that launched Barista's 
calés and re-invented Whirlpool's business in India, 
made his first move into the computer industry 
when he was headhunted to lead Hewlett 
Packard's personal computer (рс) business in India. 

Since then, little has gone right for him. 
Thanks to a choppy market and aggressive com- 
petitors, the hitherto smooth-sailing distribution 
and sales at нр, as the Palo Alto-headquartered 
vendor is commonly called, have hit a rough 
patch in India. As sales data for the latest quarter 
shows, HP, for the first time in five years, has been 
knocked off its No. 1 position in the pc industry, 
with an agressive Dell claiming that spot. 

Globally, uP continues to be the top seller of 
PCS, outpacing Acer and Dell. And, indeed, it says 
it isn't worried by recent market share fluctua- 
tions and that it is focused on building a sustain- 
able, long-term rc business in India. 

Still, HP is in the spot by its own doing and 
unless sales cycles smoothen out again, say in- 
dustry insiders and analysts, the company will 
be in a bind. At the heart of the problem is a 
recast of the way HP moves rcs through its dis- 
tribution channels. In the new set-up, engi- 
neered by Dutt and akin to the way mobile 
phones are sold in India, three big national 
distributors are helped by about nine zonal 
distributors. Earlier, six powerful regional dis- 
tributors had the country's market carved up 
geographically among themselves. 

The new structure aims to deepen HP's reach, 
even though almost overnight distributors like 
Ingram Micro and Redington have smaller mar- 
kets to run. "We need to look for РС sales beyond 
the top 1,000 towns in India, so we need to ex- 
pand our set-up," Dutt told Br in an interview. 
"We think it's possible to sell Pcs in every one of 
the 5,000 urban towns." Logical as that 
sounds, the change for now has unsettled the 
sales and distribution chain. 

The move angered several distributors — 
both national level ones and those who ran 
state-wide channels. For example, Savex 
Computers, which claims to be the No. 3 rr dis- 
tributor in India, has had its national presence 
whittled down to being an exclusive distributor 
for HP World, the rc vendor's exclusive branded 





stores, besides running sales in Madhya Pradesh, 
Chhattisgarh and Maharashtra. “HP's slow 
growth in the Indian pc market is a concern,” 
says Savex cEO Jayant Goradia. “We've lost a 
chunk of revenue due to ur's realignment.” Не 
declined to elaborate. 

Other distributors also gripe that many of the 
new inductees are from a mobile telecom back- 
ground, which has little in common with pcs. 
"Many of these distributors began with ЕМСС 
products and have graduated to high-value tech 
products after the second generation has taken 
over...they are amenable to change and are able 
to adopt new strategies quickly,” Dutt counters. 

The tightening of the cash flow down the 
sales chain has not helped either. Distributors say 
a lag of 45 to 60 days — compared to a month 
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across the industry — in payment of incentives 
for achieving sales targets by region, category or 
specific sub-brand has hobbled the tech giant's 
PC sales, too. "With wafer-thin margins of 3-4 per 
cent (as little as Rs 300-400 per sale), we can't 
raise working capital quickly enough for fresh 
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COMBUSTION 


HP's troubles have 
been brewing 


A new distribution structure 
has not been well received, 
especially by erstwhile large 
distributors who've had 
their wings clipped 
incentives delayed for up 

to 60 days, which reduces 
the working capital available 
to distributors to pick up 
fresh stock 


Strong churn in HP's PC unit, 
unsettles the sales channel 
Dell has outspent HP, a 
company known to spend 


heavily on branding and 
marketing 


MAHESH BHALLA 


Consumer Business Head, Dell India 
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inventory,” says one distributor, 
requesting anonymity. 

Within HP, too, a sense of dis- 
quiet reflects the uncertainty in the 
sales channel, with several manag- 
ers BT spoke to worrying about the 
loss in sales momentum and rapid 
gains made by rivals, led by Dell and 
increasingly, Acer. "This is our 
toughest test in years," says one 
executive in the pc business for НР. 
"We must have lost over 30,000 
units in sales to rivals over the last 
four quarters across desktops and 
notebooks." HP shipped 331,000 
computers — 45 per cent desktops 
and the remaining notebooks — in 
the April-June quarter, down from 
357,000 units in the previous 
quarter. PC vendors sell about two 
million units every quarter. 

HP India's current troubles ap- 
pear to have started with the loss of 
personnel over the past ten months. 
Starting with the September 2009 
exit of Ravi Swaminathan, Dutt's 








predecessor as President of нр India's 
Personal Systems Group, several 
more executives have quit, including 
Rajiev Grover, the consumer porta- 
bles (notebooks) country manager, 
and senior marketing whizz 
Shubodip Pal. The number of exits 
may seem as normal attrition but 
has shaken up the sales teams. 
Another top executive Ravi 
Aggarwal, President of the Imaging 
and Printing Group, though not re- 
sponsible for pc sales, is 
expected to leave the company in 
November this year. HP India MD 
Neelam Dhawan who's in her second 
stint at the company — she briefly 
quit to work at Microsoft India — did 
not respond to requests for com- 
ments for this story. 

To be sure, нр'ѕ new distribution 
strategy may well pay off after its 
initial troubles ease. Distribution ex- 
perts point out that with broadband 
penetration expected to explode over 
the next three years as wireless 
broadband and third generation 
mobile phone networks go live, the 
real growth for pcs and other forms 
of tech spending will be from India's 
smaller towns. "There is undoubt- 
edly a massive opportunity, but today 
barely 10-12 per cent of all rr spend- 
ing happens (in small cities and 
towns)," says Rajeev Karwal, 
Founder, Milagrow, a consultancy for 
small-and-medium enterprises. "In 
the long term this could rise to as 
much as 60 per cent of all tech 
spending (hardware, software and 
services) and that is the opportunity 
for companies like HP to chase.” 


Dell at Pole 

HP's woes have made for the spring in 
Dell's steps. According to Gartner 
data cited by industry insiders, Deil's 
market share across all Pc — desk- 
tops and notebooks — sales for the 
April-June quarter stood at 14.3 per 
cent compared to 13.4 per cent for 


Dell has crossed the St-billion mark in sales in India by doubling 
its service network and launching around 18 models. 


HP. There were signs of trouble for Hp 
earlier this year, when it was out- 
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paced as the top notebook seller, 
again by Dell, in the first quarter of 
the year. Dell has been stronger than 
HP on recession-proof segments such 
as government and education. 

In its pursuit of higher margins, 
say rivals, HP is shying away from 
bidding for several projects — espe- 
cially in the government and educa- 
tion segments — where it would 
have to be the lowest bidder to be 
chosen. Typically, Pc deals are at zero 
or even negative margins and large 
vendors tend to make up weight 
with the networking and infrastruc- 


RAVI SWAMINATHAN 


Former President, HP India's PSG 





Since his exit in September 2009, there has been a steady 
churn of several senior executives from HP. 


ture management services, where 
business is more lucrative. However, 
due to a global policy to focus on 
higher margins, HP has, according to 
rivals, missed the bus on contracts 
such as Census of India from the 
Ministry of Home Affairs and The 
Central Board of Direct Taxation, 
which were bagged by HCL 
Infosystems and IBM respectively. 
Rival Acer is on a roll of its own, re- 
portedly coming within touching 
distance of нр in desktops — ship- 
ping 150,000 units compared to HP'S 
152,000. "We want to focus on 
markets such as education and the 
public sector, which are largely im- 
mune from economic swings," says 
S. Rajendran, Sales and Marketing 
Head for Acer India. The same strat- 
egy is at play at HCL Infosystems, the 
only Indian vendor among the top 
five РС sellers in India. 

Competitors have been quick to 
swarm in on a struggling HP even in 
consumer segments, which account 
for as much as half of rc sales in the 
country and has been traditionally an 
HP forte. "Dell has spent more on ad- 
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vertising and branding than the other 
top vendors combined," says an ana- 
lyst, who did not want to be identified. 
Dell has gained a 10 per cent share in 
the consumer market, becoming per- 
haps the fastest tech ммс to cross the 
$1-billion mark in sales in India. It 
achieved this by doubling its service 
network and launching around 18 
models to target growing consumer 
demand, Mahesh Bhalla, who heads 
the firm's consumer business in India, 
told Br recently. 

Despite such gains by rivals, HP's 
Dutt isn't overly worried. "Market 
share is only the result of a com- 
pany's strategy, not the driver for 
growth," he insists. Rather than a 
long-term downtrend, he sees the 
slip to second position only as a 
temporary blip. As part of its over- 
haul in the pc business, he points 
out, HP in India has dedicated teams 
focused on corporate, channel part- 
ners and the massive consumer 
market. Then, Dutt is leaning on 
product innovations such as all-in- 
one PCs (with the cru and monitor 
in a single unit) to try to keep its 





customers and attract new buyers 
to its brands. "The desktop market 
is not decelerating in many areas, 
especially in the smallest towns 
we're targeting, where it is often an 
entry product for many homes and 
businesses," he says. 

Those like Karwal, who earlier in 
his career oversaw sales at the likes of 
Electrolux and Philips in India, agree, 
saying the main challenge for Pc ven- 
dors in small town India is to improve 
the user experience for a home or 
small business buyer. "While the tel- 
evision, which used to be an object of 
desire, is now commonplace in the 
hinterland, the computer yet has a 
sense of mystique and fear. Hardware 
giants must improve the reach and 
quality of service provided by their 
partners into these locations if they 
want to sell successfully," he says. 

HP may get its mojo back in the 
coming quarters, especially if de- 
mand from small town India takes 
off, but by the time that happens, all 
will depend on how much faster it 
can grow in those markets com- 
pared to its rivals. Until then, it will 
be tough to wipe off the grins from 
the faces of Dell, Acer and HCL 
Infosystems. © 
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fter a stock market 


A small set of hotel chains shows that сыры ш 
eco-friendly practices help boost profits, 1994, Kamat 
not just a caring image. ву ANuMEHA cHATURVEDI — 


and Managing 
Director Vithal Kamat was looking 
for the next big need to meet in the 
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hospitality business. A conversation 
with close friend and Technical 
Director Param Kannampilly at 
Mahabaleshwar, a hill station in 
Maharashtra, steered him towards 
building an environmentally respon- 
sible hotel that could fill a niche in 
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Multi-cuisine restaurant Cubbon 
Pavilion at ITC Royal Gardenia 


the hospitality industry. 

Three years later, Kamat and 
Kannampilly's plan came to life in 
the form of Asia’s first eco-friendly 
hotel — yes, it was the first such 
hotel in the region certified by HVS 
New York, a global consulting and 
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services organisation — branded The 
Orchid. This five-star property in 
Mumbai, targeting the business trav- 
eller, was located near the airport 
and competitively priced. The Orchid 
was an instant success. Recognition 
also came in the form of over 63 
international awards for its energy 
conservation efforts. 

Between 1997 and now, the 
go-green wave in the hotels business 
in India has gathered momentum. 
And how. HVS has certified seven ho- 
tels in the country and will add 
at least four more to that list this year. 
A second agency, LEED, short 
for Leadership in Energy & Envir- 
onmental Design, a Washington 
D.C.-based agency, has certified two 
with a third one set for opening in 
September. Their clients include 
names such as rrc- Welcomgroup, The 
Park Group and Club Mahindra. 

At The Orchid, meanwhile, the 
success was such that Kamat and 
Kannampilly set up a consultancy, 
Concept Hospitality, which got into a 
management contract for Hotel 
Rodas — owned by realty major 
Hiranandani Group — in the 
Mumbai suburb of Powai. In 2009, 
Kannampilly bought Kamat's stake 
in Concept Hospitality, and launched 
a new brand of hotels called The 
Fern, positioned as a chain offering 
hospitality with responsibility. The 
first Fern Hotel came up in Jaipur last 
year with plans to add half a dozen 
such green hotels to the group's 
catalogue this year. 

"The cost of an Ecotel is about 
5-10 per cent more than a regular 
hotel, but the long-term savings and 
benefits most certainly offset the 
investment," says Kannampilly, now 
Chairman and мр of Concept 
Hospitality. adding: "A proper imple- 
mentation of eco-friendly practices 
reduces wastage and the operating 
profits are optimised.” Ecotel is HVS'S 
rating and hotels badged by it are com- 
monly called Ecotels in the industry. 

He is speaking from experience of 
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Green Leg-Up 


Savings through new technologies and new 
energy and water-saving designs add up 
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running an Ecotel for a decade. Hotel 
Rodas, say environment specialists 
from the hotels business, is a fine 
example of sustenance — both envi- 
ronmentally and financially. Its 
arched facade, glazed windows and 
internal walls are not just visually 
arresting, but also play a critical role 
in reducing loss of energy from the 


100 BUSINESS TODAY August 22 2010 


sides of the building and maintain- 
ing lower temperatures within. 

The hotel uses excess heat gener- 
ated by its air conditioning units to 
heat water for its bathrooms and 
kitchen, doing away with boilers in 
the process. This heat recovery sys- 
tem alone saved Rodas upwards of 
Rs 14 lakh between January 2008 
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time from India," says Manav 
Thadani, mp of нуз Eco 
Services. 

Club Mahindra's Coorg 
and Goa properties, which 
recently received Ecotel certifi- 
cation, and two LEED-certifled 
properties — The Park in 
Hyderabad and irc Royal 
Gardenia in Bangalore — are 
recent examples of the grow- 
ing demand for green certifica- 
tion. rrc-Welcomgroup. in fact, 
comes from a stable that prides 
itself in offsetting the carbon 
footprint of its core cigarette 
and paper-making businesses. 
The group says it is water and 
carbon positive. Simply put, for 
every litre of water it uses, it 
produces two litres by reduc- 
ing water consumption, using 
recycled water, and operating 
about 2,500 check dams in 
areas where it promotes social 
forestry in India. 

It was the first to intro- 
duce the now ubiquitous 
water-saving sensors (taps 
that stop the flow of water 
once the user finishes using 
the tap or urinal) to India in 
1992. "If we're reducing our 
water consumption by 30-40 
per cent, aren't we laughing 
all the way to the bank," reasons 
Niranjan Khatri, General Manager 
of WelcomEnviron Initiatives, and 
the man credited with the chain's 
go-green moves. Some 31 per cent of 
the power the company used over 
the past one year came from renew- 
able sources like wind, sun and bio- 
mass, he adds. 

At rrc Royal Gardenia, which 
opened in November 2009, the lobby 
and the multi-cuisine restaurant 
Cubbon Pavilion were designed with 
four columns of vertical hanging 
gardens that eliminate the need for 
air conditioning. That, and си. and 
light emitting diode or LEp-based 
lighting together with large double 
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"... the long-term savings 
and benefits (of an Ecotel) 
offset the investment” 


Param Kannampilly 
Chairman and MD, Concept Hospitality 


insulated windows, which reduce the 
need for daytime lighting, have 
resulted in savings of Rs 1.5 crore on 
electricity annually. “Rainwater har- 
vesting that pipes water through toi- 
lets, drip irrigation systems and recy- 
cling black and grey water has 
reduced water consumption by half 
and spending by Rs 40 lakh a year,” 
says Anand Rao, General Manager of 
rrc Royal Gardenia. 

What about the costs of installing 
eco-efficient devices which deliver such 
savings: Recalling the first green- 
certified building in the group, Khatri 
says that rrc Green Centre, the com- 
pany's office in Gurgaon and India's 
second LEED-certified building, cost it 1 5 
per cent more than what a comparable 


non-green structure would 
"as most of the (building's 
fittings) were imported". But 
now, products like CFLS and 
certified wood are easily 
available in India at cheaper 
rates. Elsewhere, in 
Hyderabad, The Park pro- 
cured most of its materials 
from within a radius of some 
800 km to reduce transporta- 
tion costs. Steel and wood 
came from Visakhapatnam 
and Vijayawada in Andhra 
Pradesh, respectively. fly ash 
blocks from Pune in 
Maharashtra, and concrete 
locally. "Dur estimated energy 
savings, as compared to a 
baseline building, are 32.4 
per cent. We are spending Rs 
1.65 crore less on electricity," 
says Deepak Bali, Vice 
President of Apeejay 
Surrendra Park Hotels. 

While there is a clear cost 
incentive for hotels, espe- 
cially new ones, to go green, 
the jury is still out on whe- 
ther it attracts customers. 
"Reduce, reuse and recycle 
works for operating profits, 
but whether it gets you 
guests is a matter of debate," 
says Kulkarni of Cushman 
and Wakefield. A survey by research 
firm Market Search India had about 
47 per cent respondents saying they 
would opt for an eco-friendly hotel, 
if an option was available at the 
same price point. Ashu Paul, owner 
of an eponymous architecture firm, 
is one such green-conscious cus- 
tomer. "I might be a drop in the huge 
ocean, but by opting to stay in these 
hotels, I feel like I've done my bit for 
the ecosystem," says Paul. 

Paul, who designed The Fern in 
Jaipur and The Orchid in Delhi, 
insists he is not biased by his associa- 
tion with the hotels, and predicts 
custom will grow for green hotels in 
the years ahead. © 
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EMERGING MARKETS-MCKINSEY STUDY 
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Multinational companies need new ON 
"Scale at speed" approaches to 
penetrate the developing world's 


increasingly prosperous consumer 
Markets. BY DAVID COURT AND LAXMAN NARASIMHAN 









he rapidly growing ranks of middle-class consumers span a 
dozen emerging nations, not just the fast-growing BRIC 
countries — as Brazil, Russia, India and China are collec- 

tively referred to — and include almost two billion people, spending a 

total of $6.9 trillion annually. Our research suggests that this figure 
will rise to $20 trillion during the next decade — about twice the 

current consumption in the United States. 

These new spenders offer an opportunity for early winners to gain 
lasting advantages. just as companies in Europe and the us did at 
similar points in their development. In 17 product categories in the 
Us, for example, we found that the market leader in 1925 remained 
the number-one or number-two player for the rest of the century. 
These companies include Kraft Foods (Nabisco), which led in biscuits: 
Del Monte Foods, in canned fruit; and Wrigley, in chewing gum. 

Despite having strong global brands, multinational companies face 
challenging competition in emerging markets, as these economies already 








104 BUSINESS TODAY August 22 2010 


introducing | 


„STD © 99р 


Fe se O UEM VERE PAU ти 
کے‎ А 


— — —— 


ч, 


ғ 
| developing © 
ies, the 
emerging class ~ 
Ny nearly two billi hn 
| strong - sp 
a total Д 





August 22 2010 BUSINESS TODAY 105 


sasewiAepo yeipur mm W/VWHHSIN NVAIA AH SHdAV UD! 


она 


wood 


EMERGING MARKETS-MCKINSEY STUDY 


boast aggressive local players that have captured a 
significant portion of spending. Chinese beverage 
maker Hangzhou Wahaha, for example, has built a 
$5.2 billion business against global competitors 
such as Coca-Cola and PepsiCo by targeting rural 
areas, filling product gaps that meet local needs, 


capital investments to fuel growth. Another tack 
is to work at a more local level, gaining scale in 
specific regions and categories by teaming up 
with deeply knowledgeable on-the-ground part- 
ners. They can help not only in product develop- 
ment but also in distribution and market posi- 
tioning — the crucial final steps to reaching 
highly local consumer markets. 


In the next decade, the middle class in develop- 
ing countries is to spend $20 trillion annually because consumers in emerging markets are 

Income Distribution of consumption Annual household extremely diverse, In some vin. Se they resemble 
Segments and population , i — those in developed nations: they are aware of and 
x have a fondness for brands and want access to a 


All of this is easier said than done, of course, 
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keeping costs low, and appealing to patriotism. 
Further complicating matters is the fact that 
the multinationals' business models are based on 
practices established in the markets of the devel- 
oped world, where the game is won slowly by find- 
ing cost savings and making product improve- 
ments that capture single percentage points of 
market share over time. Among emerging markets, 
perhaps only China can provide enough short- 
term growth to justify that strategy. Meeting the 
needs of most consumers in emerging markets 
requires a different course, which often elicits an- 
guished cries in the corridors of the multinationals: 
"You want me to change my business model and 
go across the world for $50 million in revenue?" 
It's an understandable lament for executives who 
not only fear ending up with little to show for their 
efforts but also are wary of the battles already 
under way among emerging-market champions. 
While there are multiple approaches to cap- 
turing emerging-market consumers, the two 
critical factors are speed and scale. Our experi- 
ence suggests that one way multinationals can 
quickly gain the scale they need is to identify 
clusters of similar consumers across multiple 
markets. That approach allows these companies 
to build revenue and profit streams that are col- 
lectively material and justify significant, ongoing 
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$003,000 variety of products at different prices, including 
products they aspire to but can't currently afford. 

56,500-$113,000 i 
э > Yet their tastes are often localised, and while they 
$22,500-$56,499 are middle-class in regional terms, they are still 
not wealthy enough to replace products regu- 
$13,500-$22,499 larly, because their percentage of truly discretion- 


ary income is lower: in China and India, for ex- 
ample, about 40 per cent of average household 
income is spent on food and transportation, 
compared with 25 per cent in the United States. 
The best way to make sense of this picture is to 
take a granular view using product categories. For 
individual categories, multinationals should first 
identify whether consumer needs in emerging 
markets are fundamentally global or local. A good 
proxy for this issue is the similarity of product of- 
ferings across geographies, as shown on the hori- 
zontal axis of the exhibit on next page. Second, 
multinationals can assess the consumer's ability to 
afford a given product. Useful approximations incl- 
ude category penetration and product availability 
in key developing markets, as well as the willing- 
ness of consumers to "stretch" to buy less-afford- 
able products. By developing a perspective on 
whether and to what extent consumer tastes are 
global or local and combining that with a clear 
view on the affordability and accessibility of a 
given product, multinationals can go a long way 
toward determining the strategies and business 
models that will allow them to gain scale quickly. 


Consumers With Same Needs 

The first category, at the top right of the matrix, 
comprises products and services for which con- 
sumer needs are quite similar across geographies 
and affordability is not a constraint. There is little 
need to create marketing plans to roll out such 
products in different countries, one after another: 
we've found that it's most efficient to identify similar 
consumer segments across countries and to build 


scalable business models for each cluster. Examples 
of products in this category include personal bank- 
ing, mobile communications, consumer electronics, 
and pharmaceuticals, which have similar industry 
structures, rates of consumer adoption, and socio- 
religious factors across geographies. 

A leading multinational retail bank's mar- 
keting team, for example, used longitudinal 
consumer data to identify five clusters across 
multiple Asian countries. These segments in- 
cluded one of conservative users very loyal to 
their local banks (in India, Indonesia, the 
Philippines, and Taiwan) and another of re- 
mote-channel users who were highly price 
sensitive (in Hong Kong, Singapore, and South 
Korea). The bank successfully designed and 
implemented a specific product and channel 
strategy for each of these five segments across 
countries. 


Product Niches 
The category on the bottom right of the matrix 
comprises emerging-market consum- 
ers who have the means to buy prod- 
ucts and services that are widely 
available or even mass market in the 
developed world. (For the vast major- 
ity of the emerging middle class, how- 
ever, these products and services are 
neither affordable nor accessible — 
they are premium items.) While we 


ze 
forecast that less than three per cent 2 5 
of total emerging-market households E P 
will be in this bottom-right category in у Ё 
2025, their prosperity and the fact È g 
that their behaviour resembles that of 2 Е 
consumers іп the developed world has g 2 
historically made this category ap- DE 
pealing to multinationals. = 3 
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Capturing the loyalty of these 
consumers and, as they develop 
new needs, upgrading them is the 
key. Since emerging-market con- 
sumers want value — even in this 
category — companies should offer 
products at "mass premium" price 
points. Consumer electronics manufacturer LG 
has found that people in many developing 
markets are more willing to pay for better serv- 
ice than are their counterparts in the developed 
world. The company launched a premium of- 
fering that not only gives consumers a full-time 
contact person who acts as a go-between with 


and willingness to ‘stretch’) 
Accessibility (product distribution) 


Low 


LG and monitors the health of products but also 
guarantees maintenance visits within six 
hours (compared with the normal 24-hour 
commitment). 


Shaping the Market by Localising 

The third category, on the top left of the matrix, 
comprises affordable and accessible products, 
such as low-cost snacks and highly localised 
baby-care hygiene products. In this category, 
there's clear merit in evaluating how companies 
can scale up across markets, even if needs are 
local. One approach is to shape the market 
through minor product enhancements and 
sharper positioning that encourages consumers 
to shift toward more globally convergent offerings 
over time and allows companies to enjoy greater 
economies of scale and lower delivery costs. In 
India, for example, PepsiCo successfully shaped 
the snack market by creating a new platform, 
called Kurkure, for younger consumers. The 
product feels entirely local, though it is packaged 






Shape or localise 


Reinvent business model 


Local Middle-class consumers’ needs 
(expressed, not latent) 


*Spicy, wafer-thin Indian bread 


and distributed by Frito-Lay. 

Other strategies for penetrating this afforda- 
ble, accessible, and local market are to use celeb- 
rity endorsements and to leverage local knowl- 
edge, either selectively, in areas such as distribu- 
tion, or through more comprehensive alliances, 
The partnership between Norwegian telecom- 


Four category-specific strategies can help companies serve 
middle-class consumers in developing markets 
High 
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munications company Telenor and Bangladesh's 
Grameen Telecom, for example, resulted in the 
creation, in 1997, of Grameen Phone, now the 
country's largest mobile operator. 


Reinventing the Business Model 

The final category, on the bottom left of the 
matrix, represents products and services for 
which needs are (and will probably remain) very 
local and affordability is a challenge. In this seg- 
ment, the potential available market share is 
high, though the market looks small, since con- 
sumers often substitute cheaper products, from 
adjacent categories, that satisfy similar needs 
rather than buy a higher-priced global product. 
The first step for multinationals is to define the 


Traditional approaches in which companies enter markets 
one by one and focus on a handful of brand and market 
combinations will not meet the challenges of the 
developing world's large middle-class consumers. 








market by measuring current total consump- 
tion, examining product alternatives that satisfy 
similar needs, and studying potential spending 
likely to be unlocked once incomes grow. 
Companies then need to make their products 
more affordable and accessible, looking at eve- 
rything from capital expenditures to product 
features to distribution. There's real value in 
working with local players to drive product, 
distribution, and sales innovations in that "last 
mile" before reaching consumers. 

Beer manufacturer sABMiller, for example, 
decided it could not achieve price points that would 
spur demand in Africa without changing its busi- 
ness model. It retooled its factories for cheaper, lo- 
cally sourced ingredients (such as cassava and 
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sugar rather than barley and maize) and used local 
distributors to ensure the availability of its prod- 
ucts. The result: lower prices, growing demand, 
and significant increases in market share across 
several African countries. 

Traditional approaches in which companies 
enter markets one by one and focus on a handful 
of brand and market combinations will not meet 
the challenges of the developing world's large 
and growing body of middle-class consumers. 
Companies need to become adept at building and 
sharing customer information across markets 
and more willing to work with others to gain 
scale quickly. In some regions, such as Africa, 
multinationals may even need to work with the 
public and social sector to ensure that consum- 
ers have adequate income to generate demand. 

Structural changes might also be required. 
Because multinationals may have to adopt different 
business models by market, category, and brand, 
they need flexible and responsive organisations. 
Cisco, for example, has created a second world 
headquarters, in India, to spearhead its push into 
the country, while other companies are establishing 
centers of excellence to identify, recruit, and develop 
staff that can be deployed locally. Using local ven- 
dors is critical to running a lean operation: many 
multinationals have found, for example, that capital 
outlays in emerging markets are often only 30 per 
cent of those required for a factory in the West if 
they use local resources for plant and process engi- 
neering and to execute projects. 

Finally, companies need to be aware of perhaps 
the biggest bottleneck to seizing the emerging mid- 
dle-class opportunity: talent. Relying excessively on 
expatriates is likely to stifle an organisation's ability 
to scale up adequately across markets —there sim- 
ply won't be enough staff. We believe that building 
talent academies inside companies to accelerate 
leadership development is a good step. Yet the rapid 
growth in many emerging markets may make tra- 
ditional “grow your own” or “hire from within" 
approaches manifestly inadequate to meet staffing 
needs. By addressing these structural and opera- 
tional imperatives and identifying the best ap- 
proaches to achieve the scale needed to serve the 
growing middle class, multinationals can meet high 
expectations for their international growth. © 


This article was first published in July 2010 on The 
McKinsey Quarterly Web Site, www.mckinseyquarterly. 
com. Copyright © 2010 McKinsey & Company. All 
rights reserved. Reprinted by permission. 


Cementing India’s position as the 
4th fashion capital for Menswear in 
the world, Van Heusen and Fashion 
Design Council of India presents the 
second edition of the much 
appreciated Van Heusen India Mens 
Week 2010. 
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Dial Out for the 


Specialist 


Working from the outside is more fun, some HR veterans find. 





BY DHIMAN CHATTOPADHYAY 


hen a Mumbai-based 
retail giant acquired a 
smaller company ear- 
lier this year, it had to 
ensure that it did not 
lose any talent from the acquired firm 
and the merger did not create any 
problems in human resources. 

Easier said than done. 

"Even though we have 20 people 
on our HR team, we were not sure if 
we had the right people to handle 
the situation," recalls the cro of the 
retailer. So the company decided to 
call in Anand Andy' Rao, a former 
HR head at the Aditya Birla Group 
who had become an independent 
consultant. Rao, with nearly two 
decades across businesses, had not 
only done some work earlier for the 
retailer, but had handled such merg- 
ers elsewhere. He was quick to chalk 
out a strategy. 

Rao, 43, is not the only HR profes- 
sional to find himself in demand after 
quitting big jobs and setting up shop 
on their own. Over the past 12 
months, a dozen-odd HR bosses of 
various ages have given up secure 
jobs to become independent consult- 
ants — and found that going solo 
can be both more challenging and 





110 BUSINESS TODAY August 22 2010 


more rewarding. In these ranks are 
veterans like Visty Banaji, 56, who 
headed HR at Godrej Industries and 
was on its board, Sudhir V. Sohoni, 
53. of Thermax and Pradeep 
Mukerjee, 53, of Citibank. 

Almost all of them say that one of 
the main reasons for turning entre- 
preneur is the huge potential they see 
for independent consultants. 

Says Sohoni, who now runs 


WHY INDIA INC. LOVES THEM 
e Specialists for every task on call 
e Cheaper than large, in-house teams 
e Outsiders ideal for sensitive jobs 


e Family firms don't want in-house 
HR teams 


e Midwives to change 


WHAT THEY SAY 


e Almost all quit jobs while at 
the top 


e Earnings, more or less, don't matter 
e Not a dull moment, chasing variety 
e Years of goodwill paying off 





Purple HR Consulting, "Companies 
of all sizes — both family-run as 
well as those structured more pro- 
fessionally — sometimes do not 
have the expertise in their ranks. 
At other times, an owner or the 
board feels the need to get an out- 
sider to tackle a sensitive issue." 

The clincher, he says, is that a 
company can hire five consultants for 
five different problems, so it is a wise 
thing to do financially. 


Enough is Enough 

Mukerjee had risen to the top level 
management at Citibank having 
spent over two decades at the bank 
when he chucked the job to lead his 
own show. After stints in New York 
and West Asia, he became Vice 
President of HR for the bank in South 
Asia around 2004. Towards the end 
of 2008, when he realised that the 
downturn was making his employer 
a tighter, highly centralised organisa- 
tion, he quit to set up Confluence 
Coaching & Consulting, working out 
of his home. 

The downturn also prompted 
Swaran Sehgal, 35, HR head at 
Edelweiss Capital, to try something 
different. Some, like Yogesh 





YOGESH MARIWALLA (PicruRED wit Famity)/ 48 
THEN: Chief, HR and Corporate Affairs, Tata Capital 
Now: Co-founder and Director, Index Money Consulting 


The start of Index Money in 2008 coincided 
with the downturn. Instead of sacking 
people, Mariwalla pulled out seven HR 
managers, setting up Index Money's HR 
consultancy. Today it has 20 clients. 
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Mariwalla, 48, made the switch in 
their middle age, but for a different 
reason. Mariwalla stepped down as 
HR director at Tata Capital to set up a 
retail finance firm. 

Venturing out on their own came 
with its challenges as a few profes- 
sionals found. Neeta Mirchandani, 
who stepped down as нк head at 
Rabo Bank, and Citi's Mukerjee, had 
barely launched their new companies 
when the downturn enveloped the 
economy. Mariwalla, who had taken 
along four colleagues from Tata 
Capital to set up retail finance firm 
Index Money found a way out: he 
took seven HR people out from the 
set-up to form a consultancy. 

"We chose to manage the HR 
team's salary from our own invest- 
ments. That is how Index Money's HR 
consultancy arm was born, as we 
started looking out for consulting 
offers," he says. The firm has over 20 
clients today, while the retail finance 
firm, in which Mariwalla is no longer 
active, too, survives. 

Mangesh Kirtane, whose last job 
was as Cisco's HR head for India and 
South Asia, was among the trendset- 
ters: he became a consultant in 2004- 
05 at the age of 40. He quit because the 
seven-star life "had no appeal left" for 
him. Worse, he was weighed down by 
creative dissatisfaction. 

"I wanted to try out being an in- 
dependent consultant and I have 
been very lucky in having amazing 
family support as well as support 
from banks, financiers and friends,” 
says Kirtane. 

Rao had been heading нк at the 
AV Birla Group for seven years when, 
after much soul-searching, he put in 
his papers in late 2009. "The reces- 
sion had meant tough times for many 
of us and I decided finally that this 
was perhaps the best time to get out 
of the corporate structure. І am 
proud to say that І saw an opportu- 
nity in adversity,” says Rao, who now 
works as Principal Consultant at 
Infinite Possibilities, a firm set up by a 
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PRADEEP MUKERJEE/ 53 


THEN: Executive Director and Vice President, HR, India and South Asia, Citibank 
Now: Owns Confluence Coaching & Consulting 


"My focus was to see how I could help organisations become more 
effective by aligning talent and enhancing leadership skills" 
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group of HR professionals. 

Rao says his new existence has 
taught him more about different busi- 
nesses as well as the different areas of 
a business, as he consults for a wide 
range of companies. "The best part, 
of course, is that I earn a lot more 
than what I used to when I was in a 
corporate set-up," he laughs. 


On the Demand Curve 

Has there been a rise in demand for 
HR consultants in the past year or 
so? "Definitely, ves," Rao says. The 
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recession caused a lot of companies 
to retrench people, including HR 
professionals, as they are not 
'revenue-generating' personnel. 
And many such companies are now 
seeking the help of independent 
consultants. 

“Honestly, though, there are two 
key reasons why consultants are so 
much in demand: we charge only a 
fraction of the fee a firm would have 
to pay an employee and companies 
know they cannot hire five different 
HR personnel who specialise in M&A, 


talent management, executive coach- 
ing and other areas," says Rao. 

Banaji, perhaps the biggest name 
among them all, is the most recent 
entrant into the league of independ- 
ent HR consultants, having spent the 
past three decades heading HR at 
Telco — the earlier avatar of Tata 
Motors — then at the multinational 
Alstom in Europe and, most recently, 
at Godrej Industries, where 
Chairman Adi Godrej had given him 
the freedom to carry on consulting 
when he joined the company in 
2003-04 as head of HR, Legal Affairs 
and тт, fresh from Europe. 

"Now, at the ripe young age of 
56, [have taken the plunge into free- 
lance consulting. It's not because I 
was unhappy. It's just that I wanted to 
bring my knowledge and expertise 
into play at a much larger arena and 
on a variety of platforms," says 
Вапајі, now сво of his outfit, Banner 
Global Consultancy, which was set up 
in May this year. 

Banaji echoes the others when he 
points out that it makes sense for even 
big companies, Indian or foreign, to 
call in experienced independents 
when required as it is a cheaper and 
more efficient way to handle special- 
ised tasks. 

"We can use our knowledge and 
experience in the industry and pro- 
vide solutions and packages that 
sometimes a firm's own team can- 
not," says Banaji. 

Agrees Kirtane: “A lot of tradi- 
tional family-run businesses are today 
trying to modernise and put systems 
in place. Many of them do not want 
to hire the best HR personnel simply 
because of the cost factor. Also, they 
feel an external consultant will be 


more acceptable to the employees 
than an insider." 

Kirtane, who specialises in 
executive coaching, training and 
team-building, says owners feel 
consultants can be hired to provide 
case-specific solutions depending on 
their expertise, something one 
cannot do in the case of a full-time 
employee. 

Deepraditya Datta, Managing 
Director of Venetor Search Partners, 
says the rapid growth of mid-sized 
companies, many of which were or 
are family-run, is also driving the 
demand for professionalism, proc- 
esses and systems. 

"It is not possible to get the 
required expertise in all these areas 
from your own HR team... so not just 
mid-sized family firms but even 
larger ones are calling in consult- 
ants," he says. 


Free to Fly 

How hard was it, though, for these ex- 
ecutives to give up the trappings of the 
huge salaries, plush offices, expensive 
perks and free holidays? "Sure, it was 
tough initially, not knowing if I would 
succeed on my own. But the past two 
years finally made me understand the 
value of money. Till then we spoke of 
cost-cutting and inflation, but frankly 
fuel hikes and price hikes did not affect 
me. Now it suddenly mattered,” 
recalls Mariwalla. 

Mukerjee agrees that life wasn't 
easy in the beginning, though being 
very clear and focused on what he 
wanted to do, helped. "My focus 
was to see how I could help organi- 
sations become more effective by 





VISTY BANAJI (PicrURED WITH WiFE)/ 56 
THEN: President, Group Corporate Affairs (Legal, HR, IT), 


Godrej Industries 


NOW: CEO, Banner Global Consulting 


"It's not because I was unhappy....It's just 
that I wanted to bring my knowledge and 
expertise into play on a variety of platforms" 


aligning talent and enhancing lead- 
ership skills. While I do miss walk- 
ing into a large corporate office 
every day, I also see how much time 
[ now have with my family, some- 
thing I never had earlier, being a 
workaholic," he says. 

Sehgal, who gave up a promising 
career at Edelweiss to start his own 
firm, Logistics Consultants, affirms 
that he too sometimes misses the 
perks that came with his investment 
banking job, not to mention the 
steady assured income. But "there's 


nothing quite as thrilling as doing 
your own thing", he adds. 

Kirtane laughs when he savs he 
still doesn't get a fifth of what he 
used to at Cisco. "But then | was 
never too fond of a cushy, pampered 
life. I knew I could no longer walk 
into exclusive clubs or play golf on 
the weekends, but the thrill of 
working with multiple clients and 
designing strategies for them, com- 
pensates for any such shortcom- 
ings. My life has more meaning 
now," he says. © 
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Capgemini 

Program Manager 

Location: Hyderabad 

Job ID: 8509250 

Description: Knowledge Managemnet - 
Alliances Group Create, Structure and 
maintain the Alliances community in the 
knowledge repository to enable a self-service 
model. 


BrickRed Technologies 

Engineering Manager - Documentum 
Location: Noida 

Job ID: 7721582 

Description: Planning & Tracking, 
Requirements Management, Estimating 
Efforts, Creating, Maintaining & Tracking 
Project Plans, Risk Identification & Mitigation 
Planning. 


Patni Computer Systems Ltd 

Software Specialist - Java Portal 

Location: Bangalore, Chennai 

Job ID: 8491269 

Description: Person must have experience in 
Portal/Java technologies; hands-on 
knowledge/experience of [Boss Portal, Spring 
MVC portlets, java web services . 


Cognizant Technology Solutions India 
Private Limited 

R&D Railway Systems Engineer 

Location: Hyderabad 


| Job ID: 8177219 


Description: Delivery of requirements, 
Railway architecture and design artefacts for 
the end products of the R&D 
programs/ projects, 
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Deloitte 


HR Resource Management — Sr. Analy 
Location: Hyderabad 

Job ID: 8512391 

Description: Maximize, project, 
allocate & accurately forecast India serv 
utilization; Promote and monitor 
scheduling & time reporting. 
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Location: Bangalore 


| Job ID: 7752898 
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Description: Create end-to-end archi 
and technical designs for enterprise-sc: 
applications. Design & develop highly ce 
applications 


Juniper Networks Inc. 

Tech Publishing Engineering As 
Manager 

Location: Bangalore 

Job ID: 8496737 

Description: He/she must have experi 
technical writing and documentation 
leadership. Excellent people тапа; 
skills, 


Pegasystems Worldwide India 
Limited 

Senior Solutions Architect- Life Science 
Location: Hyderabad 

Job ID: 8148170 

Description: Owns design, devela 
delivery and support for solution frame 
Sets project delivery schedule and 
delivery; Knowledge of PRPC architects 
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\ Yahoo Software Development India Pvt Ltd á `) Quadlabs Technologies Private Limited 
Principal Service Engineer Project Manager / Project Leader 
Location: Bangalore Location: Delhi, Noida 
HOO! | job ID: 8281755 Quadlabs тр: 3391206 
| Description: Aspirant must have system Description: Exp. in software analysis, design 
| administration background; strong network- | and development, hands-on experience in 
— — — —— level troubleshooting ability; Strong progg skills Microsoft .NET technologies, MS 
in: C, Perl, Python, Ruby, shell scripting. Certifications would be a bonus. 
Professional Access, Limited Р ABB Limited 
Manual Testers Senior Software Engineer 
Location: Bangalore Location: Bangalore 
^ | Tob ID: 8505375 Job ID: 8420170 
| Description: Applicant must have worked in Description: Responsible for SDLC 
Technology and Data migration projects; good tools(third party tools) integration and 
in writing Test Cases, UAT, Defect workflow development in tools from 
management system etc. HP/IBM/ Rational/ Microsoft for diff R&D 
units. 
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ы р" - " Location: Bangalore 
ation: Hyderaba accentu Job ID: 7918120 
< 0+ . re 
ueliEEB Job ID: 8367381 | | Description: Accenture Technology Labs 
— — | Description: Experience in Oracle SQL, T | investigates how technology will shape the 


PL/SQL & T-SOL programming; Well versed 


with Datawarehouse concepts;Strong 


future of our clients and their customers as well 
as our own consulting and outsourcing 





knowledge of Database Design and businesses. 
development. 
Informatica Corporation Virtusa Software Services Pvt Ltd 
Senior Software Engineer DWH/BI Architect 

1 | Location: Bangalore A _ | Location: Chennai 

)RMATÍCA | Job ID: 8358371 | Virtusa | Job ID: 8412326 
Description: Strong knowledge of object- Description: Involved in full lifecycle 
| oriented design and design patterns; Excellent development and implementation enterprise 

Java programming skills, Java UI technologies, data warehouse, BI reporting and analytical 
Java unit testing tools. services. 
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McGraw-Hill companies 
Sales Executive 


Location: Noida 

Job ID: 8126987 

Description: Generate demand for the new 
products & sell the back list titles to the dealers 
and retailers under close supervision. 


Oracle 

International Business Dev Mgr 

Location: Bangalore 

Job ID: 8381588 

Description: The candidates should be a 
graduate and should have at least 2 to 6 years 
experience handling end to end sales cycle of 
Software products . 


ValueLabs 

AVP - Sales 

Location: Hyderabad 

Job ID: 7780505 

Description: Extensive direct, new business 
sales skills with consistent achievement of 
financial targets. Exceptional verbal and 
written communication skills. 


Patni Computer Systems Ltd 
SAPSD 
Location: Mumbai 


| Job ID: 8514571 


Description: Experience 3 years SAP SD 
Consultant , Additional knowledge of SAP 
MM / Any other Module will be added 
advantage. Sales Orders, Third party, 
consignment etc. 


1005 logon to www.monster.con 
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SIEMENS 


, Firstsource Solutions Limited 
Telesales Executive 


Location: Mumbai 
Job ID: 8484770 
Description: Candidate must have r 


, experience in the required field and 


communication skills in Hindi, E 
Gujarati. 


Sybase Inc 

Sales Manager 

Location: Delhi 

Job ID: 8318700 

Description: Deliver revenue as per qu 
targets. Work with minimal supervis 
deliver strategic objectives set forth by C 
Manager / Regional Director. 


Philips Electronics (India) Limited 
Executive/ Assistant Manager - Sales 
Location: Mumbai 

Job ID: 8517659 

Description: Responsible for sale of 
Consumer Lifestyle range of Produc 
DVD, Music Systems, DAP; candidate 
have exp. of managing distributors etc. 


SIEMENS 

Business Development Manager 
Location: Mumbai, Pune 

Job ID: 7120803 

Description: Incumbent must have re 
SAP Solution selling experien 
Manufacturing Domain. 
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Suzlon Energy Ltd 
Financial Controller 
Location: Mangalore 
Job ID: 8475262 


| Description: Preparation of Vertical Financial 
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| Performance levels and monitoring on regular 


basis; Analysis of performance - 
variance, Financial Performance Levels. 


Budget 


Synechron 

Financial Domain Specialists 

Location: Bangalore, Pune 

Job ID: 8372500 

Description: Person must have excellent 


exposure to domains like Investment Banking/ 


Insurance/Mortgage Banking/Trading/ 
Capital Markets. 


ACS, Inc. 

Chartered Accountants 

Location: Bangalore 

Job ID: 8427029 

Description: Person should be able to prepare 


| financials for statutory audit, schedules, notes 


& reconciliations; knowledge of accounting 
standards etc. 


. Capital IQ 





| Junior Research Associate 


Location: Hyderabad 
Job ID: 4404765 
Description: Candidate should posses the 


| skills to critically investigate Corporate 


Financial statements, with good 
communication, interpersonal & leadership 
skills 
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Sapient 

Sr Associate- Financial Planning and Analysis 
Location: Gurgaon 

Job ID: 8506977 

Description: Responsible for financial 
operations and analysis for a number of 
internal clients; extensive modeling to predict 
profitability etc. 


Syntel Inc 

Management Trainee 

Location: Mumbai 

Job ID: 7853323 

Description: Looking for B.COM / BBA / 
BMS graduates with AMFI / NCFM 
Certifications; Good Communication Skills; 
Knowledge of Capital markets / Mutual funds, 
MS Excel. 


GlobeOp Financial Services 

Chartered Accountant (CPA) 

Location: Mumbai 

Job ID: 8471884 

Description: CA with 2-4 years of audit 


| experience, preferably in the financial services 


industry.Proficiency with the Risk Based Audit 
approach. 


. Monster.com 


Regional Trainer - Telesales 


_ Location: Hyderabad 
| Job ID: 8530951 


Description: Develop & execute training 
strategy in partnership with global team for the 
region. Deliver training programs in the areas 
of Telesales. 
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MONEY-LENDING RATES 





WVNNVTV 


A NEW BENCHMARK FOR 


LENDING 








The new base rate will make lending more transparent, but it is unlikely to change the interest 
rates for borrowers immediately and will benefit them only in the long term. Bv RAKESH RAI 


rom July 1, banks have 

switched over to the base rate 

mechanism for pricing loans. 

This marks the end of the 
benchmark prime lending rate (BPLR) 
regime, which was particularly dis- 
advantageous to retail borrowers. 
While banks were quick to raise 
rates every time the Reserve Bank of 
India (RBI) hiked its rates, the reverse 
did not happen. The base rate, say 
experts, will give even the existing 
borrowers the option to shift to 
lower rates. 


Base rate is the minimum rate at 
which banks can lend (barring 
specified exemptions, such as to ex- 
port and agricultural sectors). Ac- 
cording to the RBI guidelines, it is 
calculated on the basis of the cost of 
deposits. This will also compensate 
the banks for the money they lose 
in maintaining the cash reserve ra- 
tio and the statutory liquidity ratio 
because this can now be included 
in the deposit costs. A premium 
will be added to the base rate to ac- 
count for the unallocated costs of 


running the bank and an estimated 
profit margin. This formula is more 
transparent than the BPLR, which 
was not linked to any parameter 
in particular. 


What Will Change 

'The first change is that all loans, in- 
cluding home, personal and educa- 
tion loans, will be pegged to a single 
rate. While, earlier, banks had sepa- 
rate BPLRs for retail and corporate 
loans, now all borrowers will consider 
only the base rate. Also, the transmis- 


. EVOLUTION OF THE LENDING RATE STRUCTURE 


Rates rationalised Тһе six slabs for Rates for loans Banks allowed to For term loans of Prime lending 
into six slabs. Banks ^ lending rates with credit limits prescribe separate three years and rates converted 
free to set rates on compressed, first of over Rs 2 lakh PLRs and spreads above, separate into a ceiling rate 
loans of over to four and then deregulated. Banks over PLRs, both prime term lending оп loans worth 

. Rs2lakh, with to three. The RBI required to declare for loans as well rates required to uptoRs2lakh - 
the RBI prescribing ^ continues to set their prime lending as cash credit be announced 
minimum rates ` minimum rates rates (PLRs). components by banks 
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sion of policy guidelines, such as 
lowering of rates, is expected to be 
much faster in the new regime. For 
instance, if a home loan is pegged at 
base rate plus four percentage points 
and the bank brings down its base 
rate, the benefit will pass on to the 
existing borrower. In fact, this was 
one of the main reasons for introduc- 
ing the base rate. An RBI panel recom- 
mended the new system in October 
2009 after it found that most private 
sector banks were not passing on the 
reduction in policy rates to custom- 
ers. This was especially evident in 
case of home loans. However, for the 
existing borrowers, whose loans are 
pegged to the BPLR, shifting to the 
base rate may not be easy. For one, 
most bankers feel that banks will not 
take the initiative to inform custom- 
ers about this option. The good news 
is that the RBI has asked banks not to 
charge the borrowers for the shift. 


What Will Not Change 
Whether it is the base rate or the BPLR, 
it won't help to compare interest rates 
of two banks. The reason is that the 
base rate is just a benchmark, not the 
rate at which you get the loan. The 
lending rate depends on the risk pre- 
mium based on the borrower's credit 
worthiness and the risk of the ven- 
ture being financed. The borrower 
will also continue to benefit from 
teaser rates under the new system. In 
fact, spi has already extended its 
teaser rates till September, and HDFC 
Bank has done so till March 2011. 
When the existing borrowers shift 


to the base rate system, the interest 
rate they pay is unlikely to change 
significantly as banks will add over- 
heads, such as risk premiums, to take 
it to the original level. "Banks have 
the flexibility to control other loan- 
pricing elements, including tenor and 
credit risk premiums, as well as prod- 
uct-specific operating costs. This will 
provide them with some cushion to 
protect their interest spreads," says 
Suman Chowdhury, Head, Crisil 
Ratings. The benefit of shifting will be 
evident if the base rate comes down. 

A low base rate is also not ex- 
pected to have borrowers flocking to 
the bank that quotes the lowest rate. 
This is because a bank's capacity to 
service loans is based, among other 
things. on its deposits. So, even if 
everyone wants to go to a particular 
bank, it may not be able to accom- 
modate them. 


What You Should Do 

If you are an existing borrower, shift 
to the base rate structure. However, if 
you are planning to take a loan, don't 
go by the base rate alone and consider 
other factors, such as customer serv- 
ice and branch proximity. Even the 
base rate differential for many banks 
may change soon as interest rates are 
expected to go up in the short term. 
"Interest rates have already started 
hardening. They are likely to rise by 
at least half a percentage point over 
the next six months considering the 
present liquidity scenario and the 
upward inflationary pressure," says 
HDFC Chairman Deepak Parekh. In 


The Base Rate Card 
Public sector banks have been cautious 
about protecting their margins 


1% 


Dhanlaxmi Bank, DBS Bank 





7.5% 


State Bank of India, 
ICICI Bank, Axis Bank 
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7.75% 


Corporation Bank, Federal Bank, 


— — hhh ⏑ ·j⸗ ЛТ eT eit TT eer Teer te 


Central Bank, Union Bank, PNB, 
IDBI Bank, Indian Bank, Bank of 
Baroda, Allahabad Bank, 
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Indian Overseas Bank, J&K Bank 


8.5% 


Karur Vysya Bank 
Base lending rates for banks effective July 1, 2010 


fact, wait till September 30, when 
banks will get a chance to revise their 
base rates. The new system is a step 
towards making lending transparent. 
One hopes, it will also translate into 
simpler loan documentation, © 
Courtesy: Money Today 
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MONEY-STOCKS 





High dividend stocks have also 
outperformed the Sensex, 


making them sound picks. 
BY SAMEER BHARDWAJ 


hen Hero Honda an- 
nounced a 5,500-per cent 
dividend per share earlier 
this year, it not only perked 
up its shareholders, but 
also heightened investor interest in 
companies that pay dividends. Hero 
Honda isn't an aberration. Several 
other firms have rewarded their share- 
holders with high dividends, and as the 
economy shows signs of improvement, 
more are expected to follow suit. 
Should dividend be considered a pa- 
rameter while investing in a stock? 
After all, some companies may an- 
nounce it to revive their battered share 
prices, while others may do it at the risk 
of taking on too much debt or losing 
out on expansion. 

To find an answer, we analysed 
446 companies that have declared 
dividends every year over the 
five years. We divided these into 
groups — companies that have 
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high dividends and those that have 
paid low dividends. In the case of the 
high-dividend payers, the average 
annual dividend growth in the past 
three years has been higher than 
their respective industries. The com- 
panies that have had a dividend 
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growth rate lower than their respec- 
tive industries are considered low 
payers. Of the 446 companies, 187 
made it to the high-dividend list, 
while 259 were low payers. We also 
analysed the performance of these 
firms with respect to the Sensex. 


Top Dividend Payers 


Annual dividends (in Rs crore) 
paid in 2009-10 across industries. 


3,891 


*And personal products 
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4330103 


Between 2006-07 and 2009-10, the 
Sensex generated an average return 
of 10 per cent a year, while the top 58 
companies that paid the highest divi- 
dends delivered a return of more than 
30 per cent a vear. In the high paying 
group. 7 2 per cent of the companies 
outperformed the Sensex, while 60 
per cent of the low payers underper- 
formed the index. This clearly shows 
that dividends influence the share 
prices of the companies. The outper- 
forming group also displayed sound 
fundamentals in 2009-10. This 
group's average operating profit 
growth was 48.8 per cent compared 
with 28.5 per cent for the underper- 
forming group. Similarly, on the rev- 
enue front, the outperformers re- 
ported a sales growth of 13.5 per 
cent, compared with the underper- 
former's 9.9 per cent. 

However, one must remember 
that some firms pay dividends even if 
they are not earning adequate profits 
as they want to attract investor inter- 
est. “The companies with high earn- 
ings and leverage ratios will be una- 
ble to afford large dividend payouts as 
the profits will be first used to pay the 
debt on the balance sheet. An inves- 
tor should buy the stock only if the 
firm has a sound business model and 
reasonable growth prospects, cou- 
pled with a high dividend yield,” says 
Pallav Sinha, Mp and сво, Fullerton 
Securities & Wealth Advisors. 

To zoom in on such stocks, we fil- 
tered 15 firms whose dividend pay- 
ments rose consistently between March 
2006 and March 2010. After compar- 
ing their price rise with the BSE 500 
Index, only nine companies made it to 
the final list: Asian Paints, Axis Bank, 
BHEL, Colgate-Palmolive, HDFC, HDFC 
Bank, L&T, NTPC and RIL. These have also 
earned higher returns than the BSE 500. 
Dividends can be a steady source of in- 
come and investors can consider mov- 
ing some money from fixed income op- 
tions to high dividend stocks. If the divi- 
dend yield is eight per cent, it means an 








Manappuram General Fin & Leasing 
Vinati Organics 

Hawkins Cookers 

LG Balakrishnan & Bros 

LIC Housing Finance 

Zydus Wellness 

Engineers India 

Coromandel International 
Rallis India 

Adani Enterprises 


Companies Paying Highest Dividend 


Companies Paying Lowest Dividend 








Emco 25 
Provogue (India) -7 1 -53 
Donear Industries -31 1 -49 
DS Kulkarni Developers -16 -2 -39 
Gujarat Fluorochemicals 10 17 -37 
Sobha Developers -15 -2 -30 
Lumax Industries -13 15 -30 
Sasken Communication Tech -2 31 -29 
Rajvir Industries -21 1 -27 
KLG Systel -38 31 -26 
Figures are average annual rise/loss. The Sensex has given an annual average 
return of 10% between 2006-07 and 2009-10. Data source: Accord Fintech 
Consistent Players 
The companies whose dividend payouts have risen on a regular basis have 
also delivered above-average returns. 

DIVIDEND PAYOUT (Rs crore) DIVIDEND PER SHARE (Rs) 






Bharat Heavy Electricals 355 
Colgate-Palmolive (India) 102 
HDFC 499 
Larsen & Toubro 302 


investment of Rs 1 lakh will earn Rs 
8,000 annual dividend, which is tax- 
free. Such stocks are useful in bearish 
markets as the dividend yield helps 
contain the losses. If the stock price falls, 





141 1141 


177 272 
710 1,034 
495 753 


the dividend yield goes up, making the 
stock attractive. “Conservative investors 
could invest more in such stocks,” 
advises Sinha. © 

Courtesy: Money Today 
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PERSONAL TECHNOLOGY 


End of the Pixel War 


Megapixels no longer count in a digital camera, image processors do. BY KUSHAN MITRA 


hen the first consumer digital 
cameras hit shop shelves about 
a dozen years ago, it was 
evident to market gurus that film pho- 
tography was on its way out. And, as 
digital cameras started delivering 
sharper images, professional photogra- 
phers made the shift to what are called 
digital SLRS, short for single-lens reflex 
cameras, and film truly became history, 

That mad rush to get sharper 
images soon became the War of the 
Megapixels. Weeks after one manufac- 
turer launched a 3.2-megapixel cam- 
era, rivals would launch a 4.1-meg- 
apixel one and, soon, someone else 
would hit back with a five-megapixel 
machine. And as camera makers jos- 
tled on other features such as zoom, 
wide-angle lens and light sensitivity, 
buying a camera became a tricky prop- 
osition. Over the past year or so, thank- 
fully, that appears to be coming to an 
end. Compact consumer digital cam- 
eras have topped out at between 10 
and 14 megapixels and most digital 
SLRs pack in between 12 and 16 meg- 
apixels, though top-end models have 
24 megapixels-plus. 

To understand the flattening out 
of the megapixels curve, a primer is 
in order. What is a pixel? Simply put, 
it is one dot or a single piece of colour 
information on an image. A million 
pixels form a megapixel, the more the 
megapixels, the more colour informa- 
tion a Camera can capture, However, 
basic colour information is not 





enough. Cameras from the top manufactur- 
ers have advanced optics and processing power that im- 
prove the quality of the image, the colour temperature, 


sharpness and contrast. 


The reason more megapixels do not make sense 
anymore is because at full resolution on a 14-megapixel im- 
age, you will need an array of 12 screens to see the image in 
full and you could take a billboard-sized printout. For images 
that get put up on online social networks or have small 4x 3 
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CLEAR PICTURE 


MEGAPIXELS: You need 
14-megapixel cameras if you 
want billboard-sized prints 


ZOOM: Digital zoom does not 
cut it; ‘optical zoom’ is what 
you are looking for 


150 SETTING: This denotes 
the sensitivity of the sensor: 
a setting of 16,000 is fine 


HD VIDEO: Most digital cam- 
eras, even the compact ones, 
have HD-video recording 


MULTI-POINT FOCUS: 
Multi-point autofocus, instead 
of central focus, make for 
brilliant pictures 


> 






вена 


inch prints taken, five-odd megapixels аге 
more than enough. In fact, even though 
memory is increasingly becoming a com- 
modity, many manufacturers recom- 
mend that you cut back the size of your 
image on some digital cameras to save 
space on the memory card. 

What then matters when you buy a 
camera today? Especially, when your 
purchase will be among what Hiroshi 
Takashina, the India Managing 
Director of Nikon, estimates at two mil- 
lion compact digital cameras sold in the 
country this year. Note that price is 
hardly a swing factor in such pur- 
chases, given that there are 10-meg- 
apixel cameras starting at Rs 4,000, 
and top-end digital compact cameras 

with 14 megapixels and a loaded fea- 
ture set at Rs 10,000 and upwards. 
The first thing to remember is that 
while megapixels do not matter much 
anymore, colours do — which is deci- 
ded by the quality of the sensor and the 
image processor. This is perhaps why 
companies like Canon, Nikon and Sony 
still command a slight price premium. 
So, this is the buying drill ВТ suggests: 
take a picture or two with the camera 
and view the image on a computer 
screen. Next, settle for a feature set that 
suits your needs even if it is less than all 
that's on offer. All digital cameras also 
come with a loaded feature set, includ- 
ing touchscreen displays and high 
light-sensitivity but these make them 
even more expensive. 
The next wave in digital cameras 
will be driven by high definition (Hp) 
video abilities. Currently, only the 


top digital SLR cameras such as the Canon 7p and Nikon 


D3S can take full up video, with compact digital cameras 


stuck at 720p resolution. With нр televisions being sold 
in large numbers — last year an estimated 1.5 million 
were sold in India — video recorded from cameras can be 
played back on these screens. That could lead to digital 
cameras killing camcorders. © 
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A Creative Mind on Social Issues 


Out of the four volumes that are now available, this is the one that will 
be of most interest to the non-economist, says BIBEK DEBROY. 


ogy. There is a fair bit of law in the essays. too. 
(Law figured conspicuously in Volumes I and 
Ш.) The 18 essays are divided into four parts 
— methodological foundations; culture, cus- 
tom, and consuetude; moral, philosophy and 
ethics; and economic theory in society and polity. 


uppose that there 
was a ritual in the 
world whereby in 
each city the may- 
or tosses a coin 20 times at 
the start of each millen- 


ROOKMARKS J 
SUUAMARRS 








of no interest whatsoever." 

That's Kaushik Basu for you, giving an exam- 
ple of how one can be led astray in the interpreta- 
tion of probabilities. Without disrespect to any of 
his illustrious predecessors in the post of Chief 
Economic Advisor to the Finance Ministry that 
he now occupies, I think Kaushik is different be- 
cause he is a theoretical economist with a Ph.D. 
thesis on revealed preference of government. 
There are those who will describe him as a devel- 
opment economist. Still others will have read his 


known song that goes, 'It's been raining since 
you left me.’ The popular Bengali singer, Anjan 
Dutta, on the other hand, has a song that says, 
‘The clouds bring no rain, when you are not 
around.'...It is meant to be understood that 
John Bon Jovi is referring to the gloom and 
depression associated with rain.... A person 
brought up in India knows that rain is associ- 
ated with beauty and romance, and its absence 
denotes gloom and bereavement.” 

This then takes off into a discussion on 


ác oobis PM nium....Let us suppose in A few are co-authored and the last essay is 

r-Disciplinary Washington a researcher a longish review of Stiglitz's "Globalization and 

——— Ке wanted to see if there was Its Discontents”. These are collected papers, so 
: reason to believe that there еу are not new and have been reprinted as 

ersity Press was a particular bias in coin they were originally published. Therefore, there Confidence Game 

ES: 302 tosses in Washington and he is some repetition across the essays. How a Hedge Fund 

ЕЁ: Rs 775 discovered that in fact all the Kaushik writes well, like his mentor porch da 

20 tosses had yielded heads. Amartya Sen. However, there is one technique By Christine S. Richard 

He would be tempted to publish a paper entitled, where he has out-done the mentor: of picking John Wiley & Sons 
'Heads Bias in Washington', and may have up an ordinary example, using that as an Pages: 334 
speculated if having too many senators or too illustration, and then building an elegant Price: Rs 1,316 
many lobbyists caused this.... It is indeed very theoretical model. A closed mouth 
surprising to get 20 heads in a row.... Given that The essays cover methodology. the nature gathers no foot. That 
this ritual is followed in thousands and thou- оѓ causality, social norms, group identity and blog ede e 
sands of cities, the probability is very high that so on. Despite game theory, mathematics and protagonist of this 
a sequence of 20 heads will occur somewhere. modelling, there is plenty for the so-called laity. петр чадор * 
So the fact that this has occurred somewhere is Kaushik writes: "John Bon Jovi has a well- myth ol a AA eraled 


bond insurance firm. 
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popular columns, a pastime not every self-re- social norms and cooperative behaviour. Out арин: —* Smart 
specting economist dabbles in. He straddles sev- of the four volumes that are now available, Imitation to Gain à 
eral spaces, including creating board games, this is the one that will be of most interest to Strategic Edge 
writing plays and hand-painting saris. the non-economist, with some competition By Oded Shenkar 
This volume, the fourth in a series, hasa — from Volume I. One should not look at it as a Harvard Business Press 
sub-title that states "Inter-Disciplinary compilation of an economist's output. It is Pages: 241 
Transgressions" and mentions political econ- more a compilation of a fertile and creative Price: Rs 1,410 
оту, moral philosophy and economic sociol- ind thinking about social problems. © Why innovate when you 
my p phy and economic socio mind thinking about social problem ыд 2 Not illegal 
imitation such as piracy 
and counterfeiting, the 
author stresses, but 
imitation of products, 
processes or business 
models. 
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Killer carbs and colas: 
Recipe for a health disaster 





MONEY SHARMA 


It's time to get a grip on when your workday begins and when it 
ends, especially if you keep erratic hOUrs. sy SAUMYA BHATTACHARYA 


or years, Kishen Paswan, 35, 

had, like most office-goers, 

kept to a routine of 9 a.m. to 

6 p.m, So six month ago, 
when he decided to join wns Global 
Services, a business process out- 
sourcing (BPO) firm, in Mumbai, he 
was well aware of the changed work 
timings — 6.30 p.m. to 3.30 in the 
morning but hardly about its 
effects on his health. After just a cou- 
ple of days into the new job, Paswan 
was confused, sleep-deprived and 
fatigued. “I felt horrible and my fam- 
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ily was very concerned,” he says. 

Rachna Khanna-Singh, lifestyle 
expert and psychologist at Artemis 
Health Institute in Gurgaon, ascribes 
Paswan's problems to his changed 
body clock. A body clock not in syne 
"can trigger a string of problems," 
she says. 

Outfits like wNs are abreast of 
such problems among the вро work- 
force. In fact, wNs periodically con- 
ducts chat sessions with medical 
experts, employee counselling, pre- 
shift and post-shift exercises, power 


yoga and dance workshops to help its 
employees overcome the ill-effects of 
erratic hours. "The overall growth 
and development of an employee is a 
significant part of our employee 
proposition," says Karthik Sarma. 
WNS's Chief People Officer. 

While health experts like 
Khanna-Singh endorse the benefits 
of such in-house measures, they say 
the prescription to deal with odd 
working hours extends beyond life 
at work. 

The initial ill-effects of working 


erratic hours are confusion and 
bouts of anger followed by insomnia. 
"When an erratic lifestyle prolongs, 
chronic pain and aches start to occur 
and mental symptoms, too, get exag- 
gerated,” says Khanna-Singh. High 
blood pressure, ulcers and cardiovas- 
cular diseases typically follow. 

Last year, Harvard researchers 
identified the potential cause of the 
increased risk for cardiovascular and 
metabolic disease in shift workers. 
Hormonal and metabolic changes 
arising from working irregular shifts 
"could explain the increased risk for 
obesity, high BP, diabetes, and cardio- 
vascular disease," the researchers 
had pointed out. 

But shift workers are not the only 
ones at risk. "Those who work odd, 
irregular hours are equally at risk," 
says Ajay Pal Singh. psychiatrist at 
Max Healthcare, New Delhi. Another 
category of professionals at great risk 
are those addicted to social media 
platforms such as Twitter and 
Facebook. Singh says he knows of 
professionals who constantly update 
their social network profiles late into 
the night "little realising the havoc it 
can play with their health. There's no 
alternative to a night's sound sleep." 

Even otherwise, the truth is that 











Stick to a routine. You 
may not like to go back to 
sleep immediately after 
working late in the night, 
but routine helps 


Avoid alcohol, cola drinks 
and cigarettes. Stay away 
from caffeine four hours 
before you sleep 


After working a late night, 
don't exercise vigorously 
before going to sleep 


Don't eat spicy, high- 
calorie food at night. A 
glass of warm milk will 
help induce sleep 


If you stay up late and 
sleep during the day, have 
your first meal consisting 
mostly of vegetables, 
salads and fruit 


Sleep and wake up at 
the same time every day. 
Also take adequate sleep 


Drink water to avoid 
dehydration. This will also 
help avoid headaches 


WNS's Kishen Paswan: Wiser after shifts took a toll of his health 


INYMSOD .LIHOVMH 


many professionals barely get five to 
six hours of sleep every day and 
wade through their typical work day 
with seven to eight cups of coffee. 
While this might help achieve profes- 
sional goals, these people are putting 
their health in serious jeopardy. Take 
the example of Rakesh Kumar, à 
senior manager in a leading telecom 
services company. While the 
40-something Kumar starts his day 
at 8 a.m., he does not know when it 
will end. "I cannot afford to work any 
less. I have targets to meet," he says. 
He makes do with just four to five 
hours of sleep on most days. 

Singh, the Max psychiatrist, has 
advice for the likes of Kumar. First, 
figure out a routine. "Sleeping and 
waking up at a fixed hour everyday 
helps." says Singh. Two, avoid caf- 
feine at least four hours before sleep 
(see 7 Steps to Lifestule Modification). 
"People like Kumar would do them- 
selves a favour by avoiding carbohy- 
drates while working late hours," 
adds Singh. 

Are organisations doing enough 
to deal with the issue of erratic work 
hours? Perhaps not. "Young manag- 
ers are burning out fast across 
organisations. Unfortunately, Indian 
organisations do not put enough 
emphasis on health," says Nina 
Chatrath, Senior Consultant at 
executive search firm Korn/Ferry 
International, who heads for an 
evening walk in the Lodhi Gardens 
in Delhi on all five working days. 
Organisations would do well to 
understand the gravity of the situa- 
tion, as business stakes are too 
high, especially at senior levels, 
she adds. 

Young managers could, perhaps. 
take a cue from how Paswan of WNS 
reclaimed his life. Three months into 
his вро job, he began to religiously 
adhere to advice from his employer: 
no TV after work and at least six 
hours of sleep. He now uses the two- 
day weekly break to fight off stress 
and recoup his energies. © 
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People Places Products 


GURURAJ DESHPANDE 


Innovation 
Accelerator 


He's best known as the founder 
of successful tech start-ups 
Sycamore and Cascade — the 
first had hit $50 billion in 
market cap during the Internet 
boom. But now, serial entrepre- 
neur GURURAJ “DESH” DESHPANDE, 
59, will soon don a new hat. His 
newest role is as the Co-Chair 

of the United States National 
Advisory Council on Innovation 
and Entrepreneurship. 
Deshpande, brother-in-law 

of Infosys Technologies 
Chairman N.R. Narayana 
Murthy, plans to focus on 
re-establishing the US's prime 
position in innovation and research. 


PAWAR 


“Innovation and the jobs and new 
businesses it creates are the drivers 
of renewed economic growth for 


DEEPAK G. 


the us," he says. 
RAHUL SACHITANAND 





A.C. MAHAJAN 


Mahajan's Quick Fix 


Too often, customers using Canara Bank Arms in Bangalore are likely to find 
them out of order. But if you are an investor in the bank's scrip, you will 
find the bank's finances are in fine fettle. Thanks in large part to the bank's 
Chairman and Managing Director A.C. MAHAJAN, who has scripted an impr- 
essive turnaround story. The bank has reported a stunning 82.5 per cent 
rise in its net profits in the April-June 2010 quarter. When Mahajan, 60, 
took over the bank's reins in July 2008, its business was just about Rs 
266,000 crore and net profit for the just ended quarter was Rs 1 23 crore. 
This year's first quarter numbers tell a different story: The annual business 
has touched Rs 412,000 crore and the quarter's net profit is Rs 1,013 
crore. Mahajan is even confident of "reaching the Rs 500,000 crore mark 
in turnover this fiscal". The challenge for Canara Bank will be to continue 
with its stellar performance from August 1 after his retirement. 
K.R.BALASUBRAMANYAM 
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AMRITA PURI 


Daughter in Tinseltown 


Her father is an ace banker, but AMRITA PURI has her eyes firmly set on Bollywood. 
The daughter of banker Aditya Puri, мр of HDFC Bank, is trying her luck 
in acting after stints in theatre and modelling. She is debuting in a 
romantic comedy, Aisha, starring Abhay Deol and Sonam Kapoor. 
Produced by Anil Kapoor, the movie is an adaptation of Jane Austen's 
popular novel Emma, and Amrita, 26, is playing the second lead. Puri 
senior did have apprehensions initially, but Amrita's keenness on à 
career in movies convinced him. "Bollywood is not an easy profession 
(to get into) and also not a practical one," she says. But she is ready 


to give it her best shot. 








ANAND ADHIKARI 


VIVHAN MEHRA 





MICROSOFT XBOX 360 WITH 
MOTION DETECTOR 


Full-motion 
Gaming 


Not a new product by any means, 
the Xbox 360 is already four years 
old, but boy, has Microsoft given 
the game console a makeover. It is 
smaller, sleeker and we're told that 
it is also a lot less noisier and has 
integrated Wi-Fi connectivity. 
The big news, though. is 'Kinect', 
Microsoft's answer to the Nintendo 
Wii. The Kinect system is a motion 
detector which does not need to 
wear wires or carry a remote. 
Instead, Kinect will detect your 
motion and transfer them into the 
game. Prices for the console start at 
Rs 16,990, though a model with 
similar specs costs just $199 in the 
United States (Rs 9,000 approx. ). 
We would advise buyers to wait for 
the Kinect-equipped consoles that 
start shipping by the year-end. 
KUSHAN MITRA 


ISTANBUL, TURKEY 


A Melting Pot 


September is the best time to visit Istanbul, the capital 
of Turkey and of four empires of history. The world's 
only city straddling two continents, Istanbul is a 
melting pot of architecture and cultures. So what 
was the largest cathedral in Europe for over a thou- 
sand years became a mosque when the Ottoman 
Turks captured the city in 1453. But it also has one 
of the most modern transport systems. Feast on the 
food, from kebabs to vegetables and pastry. Places to 
visit: the Hagia Sophia, the Grand Bazaar, Topkapi 
Palace (where you need to buy a separate ticket to 
visit the harem) and the Blue Mosque. © 

SOMNATH DASGUPTA 
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LEADERSPEAK 


N. SRINIVASAN 


Vice Chairman and MD 
India Cements 


My leadership style 
@ Delegative 


@ Participative 
@ Authoritative 
Ша All of the above 


The political leader 
| admire the most 


Sardar Vallabhbhai 
Patel. 


The business leader 
| admire the most 


Many. Difficult to 
single out one name. 


The leadership lesson 

| remember the best 
Always lead from the 
front during times of 
extreme adversity. 


A book/movie | would 
recommend on leadership 


The Bridge on the 
River Kwai. 


The difference between 

a manager and a leader 

A leader has a clear 
sense of direction and 
takes responsibility for 
the future. A manager 
executes in the present. 


All good managers аге 
good leaders 


No. 


Job alerts 
(@ Ң5.!0 


Anywhere 


As told to N.Madhavan 


SMS JOBS to 54321 


RAJASEKHAR/www.indiatodayimages.com 


Validity 10 days 
To Start/ stop Job Alerts, 
SMS JOBS to 54321 (toll free) 
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JOY CELEBRATES 








TRUE PERFECTION. 
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\ he benchmark in automotive leadershi ind luxury, the BMW / Series continues to define industry standards I 


omtort and design The BMW 760Li features the longest wheelbase in its class, an 8-speed automatic transmission witi 


t-in-class gearshift dynamics and a V1 winPower Turbo engine that pushes 544 horsepower of pure adrenaline fr 


)-100 km/l 1.6 seconds; a luxury limousine that is as powertul as those who chi 


THE BMW 7 SERIES. THE STATEMENT. 


BMW EfficientDynamics 


Less emissions. More driving pleasure. 








Sheer 
Driving Pleasure 


information visit www.bmw 


in or contact your Authorized BMW Dealer: 


handigarh: Krishna Automobiles «9 04 
elhi and NCR: Deutsche Motore! ith-East Dell 0 

| Automotive +9 M Jaipur 
ingalore: Navnit Mot (South Bangalore) +9 060. Navnit M 
oimbatore: KUN Exi ve +91 422 22 100 Hyderabad: KUN Exclusive 
Wkata: OSL Pre ( \ 2651 701 
hmedabad: Parsoli Motors «91 79 2684 1 Indore: Infinity Car 


ine: Bavaria M 


6565 Kochi: ! 


і Mumbai: Infinity 
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I over 60 years from its inception, now occupies a prominent 
position of pride and is recognized as a leader in large and special 
application pumps. Delivery, quality & customer service, are our greatest 
strengths. With proven technology, acquired from U.S., Flowmore has 
accumulated the most integrated capabilities in pump design and 
manufacturing facilities, & is currently building India's largest test bed with a 
capacity of 70000000 litres/hour. 


Flowmore offers the power generation industry an extensive range of 
innovative products and services with a capability to manufacture pumps 
for 800 mw units. Some of the prominent customers are NTPC, BHEL, EIL, 
BGR, Punj Lloyd, Essar, Reliance Energy, RIL, Jindal Power, Hindalco, Tata 
Power, Thermax, IOCL, HPCL, all State/Central Electricity Boards, etc. 
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END FIRE NON HORIZONTAL VERTICAL : 
SUCTION FIGHTING CLOG SPLIT CASE TURBINE Flow for life 





OFFICES: GURGAON MUMBAI PUNE CHENNAI KOLKATA AHMEDABAD BANGALORE BHUBANESWAR SECUNDERABAD 
INDORE JAIPUR JAMSHEDPUR NAGPUR PATNA RAIPUR KANPUR 


Website : www.flowmorepumps.com Phone :91-124-3010883 to 92 Fax :91-124-3010895, 3010896 
ISO 9001 / ISO 14001 / ISO 18001 


TURN ON TOMORROW 


“ World's First 
3D LED TV. 


Experience a new dimension in TV 


With Samsung's 3D LED TV, movies, sports and games come to life with dynamic depth and rich realism 
Our cutting edge 3D technology brings to you images with incredible natural accuracy and dramatic 


detall, stretching the limits of your imagination. Со ahead, experience ће next dimension of entertainment 


Internet (^ TV o})share 
Stay connected | Share movies, music and Samsung 


510! to the world photos through the TV wirelessly 


0) experience | video conver І | 1 
» 3D TV Technology available across the LED, LCD and Plasma range. | | — | | V 
' ا‎ 


Registered Address: 1° Floor, Copia Corporate Tower, Jasola District Centre, New Delhi - 110025 
Visit www.samsung.com/in Samsung Helpline: 30308282 or 1800110011. Screen images simulatec 
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From the Editor b а) 
HELLO 


had my epiphany on a Seoul subway in 2004. All 0 
around те, young теп and women rode to work TOMORR W! 


silently, mesmerised by television programmes 
streaming live into their handsets. Digital Multimedia 
Broadcasting was just starting off, but South Korea 
was already one of the most wired nations on earth 
— more than 70 per cent of its stock trading took 
place online, and the pioneering citizen-news site 
www.ohmynews.com boasted 36,000 "reporters". Mobile digital technology 
was moving at warp speed. Just seven years earlier, I had to struggle with a 
packet of sim cards for each Indian city I flew to. NTT had successfully launched 
the world's first 3G commercial mobile service in 2001. In 2005, I was look- 
ing enviously at the Nrr DoCoMo website, offering hundreds of services un- 
heard of in dirigiste India. By 2007, half of Japan's best-selling books were 
written in sMs installments on mobile phones. Close to 40 million Japanese 
now use мтт'ѕ Osaifu-Keitai “mobile wallet" platform for a host of transac- 
tions, including keeping tabs on partying teenagers or carousing husbands. 
"Telecoms is really all about the future," says Subhash Dhar, a senior 
Infosys official who's written a crisp column in this keepsake issue (page 56). 
"It's like building toll roads. You make huge investments, hope there will be 
enough users, and then move on to build the next highway. You can't stop." 
Please do not snigger when somebody says "Beam me up Scottie". Take 
a look at this futuristic "Mission 201X" video clip at http://bit.ly/bteditor. 
When I watch my three-year-old grandson using an iPad intuitively and 
effortlessly, or when I think of how voice costs are plummeting, or video- 
chat with family and friends, or stand outside Harrods and identify which 
floor carries the best neckties by clicking a few buttons on my phone, I feel 
a bit vertiginous. The future seems deliciously unpredictable. The only 
certainty is that we will explore strange new worlds and boldly go where no 
handset has gone before. 
And so we embarked with excitement on this fortnight's cover package. 
Digital natives Kushan Mitra, Manu Kaushik and Rahul Sachitanand, nannied 


by a few digital-immi- 
pe 
; ng 





grant editors, attempt to 
chart the new horizons. 
We're sure there are 
many points of shining 
light in the 3G/swa fìr- 
mament that we haven't 
travelled to, and we invite 
readers to write in with 
their thoughts and ideas. 
We don't know what lies 
in store in talkative India. We can tell that it will be ferociously competitive, 
with the iPhone and Android, and Google and Bing and more slugging it out. 
Are we really going to make 3G and 4G work in ways that will rewrite the 
business of connectivity, mobility and technology? Are we going to be able to 
pick and choose from bubblegum machines bursting with thousands of good- 
ies that will electrify our synapses? Or are we going to end up with seething 
armies of unsatisfied customers who have to content themselves with apps 
that are doled out by Jurassic operators? We will know very soon. 


Chaitanya. МБ 
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e Free property insurance cover 
e Competitive interest rates 
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Repayment period up to 25 years (under floating rate option) 
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READERS' FORUM 


Savvy Managers 
Indía's Best Fund Managers (Br cover, August 22) show- 
cased the real behind-the-scenes investing heroes. It is to 
the credit of those heroes that they kept their eye on re- 
turns through the roller-coaster boom and bust cycle of 
the past three years. Indeed, tenacity and a zen-like equa- 
nimity seem to be their watchwords. 


Abhay Suri, Delhi 


Words of Wisdom 

While the cover on India's Best Fund Managers 
was welcome, I have a minor grouse. Perhaps 
more column space needed to be given to the 
investing strategy of these mavens backed by " 
specific examples. It is otherwise difficult to sift 
the wheat from the chaff in a list of some- 
times well-worn lines. ^ Raj Guha, Chennai 


(business today, 


' Best 
Fund 


Aspiration Climbdown 
Ir Managers 


Living in a Pipe Dream (pr Special, August 22) 
was a familiar story of Mumbai's potential as 
a financial hub and the litany of bottlenecks 
created by a creaking infrastructure and gov- 
ernment mismanagement. The problem, as 
Nasser Munjee put so aptly in his column, is 
simple: We do not care about this opportunity 
to put a foot in the door of the corridors of high 
finance. A pity, really, because this apathy only 
hurts us. Ram Mahesh, Mumbai 


No Bed of Flowers 

What is true for roses (No Bed of Roses, Br, 

August 8) is equally, if not more, true for the 

„dry flower industry. Despite its potential, the 

government has not given this segment its due, 
Kishan Raj Singhwi, Kolkata 


It Happens Only in India 

Aviation: Low Cost Rules (Br Cover, July 11) displayed amply how Indian 
skypreneurs have handled unique challenges in an innovative way. It's 
their business acumen that has circumvented problems like limited airport 
facilities, soaring fuel prices, a high turnaround time, and created a busi- 
ness opportunity where none previously existed. Critics take note: Such 
tales, too, happen only in India. Ankit Shah, Baroda 


| WRITE TO: 
HOW TO The Editor, Business Today, Videocon Tower, 5th Floor, 
E-1, Jhandewalan Extension, New Delhi-110055. 
E-mail: letters.bt@intoday.com 
Website: www.businesstoday.in 
Unsolicited articles will not be returned or acknowledged. 
Business Today reserves the right to edit letters for brevity 
and clarity before publication. 
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Beyond the Inheritors 
Writing about the inheritors or the GenNext 
of established business houses no doubt 
piques general interest and makes for good 
copy. However, it would make the magazine 
more well-rounded if it looked beyond those 
who are well-entrenched by birth to ferret out 
the real grassroots entrepreneurs. 

Shamdas Brij Kumar, Hyderabad 


Image Problem 

HP Faces a Perfect Storm (Br, August 22) made 
for some sobering reading, as an example of 
a global leader mis-stepping in marketing. 
Has Hewlett Packard's crown slipped be- 
cause in the fast-growing laptop segment Dell 
is generally seen as being cheaper in India? It 
could also explain Acer gaining traction in 
desktops. Internal skirmishes aside, the real 
problem seems to be HP's somewhat pricey 


image. Guru Dutt, Bangalore 


BT Scrapbook 

> React to articles in BT 

[Suggest story ideas 

[Share your experience as consumer or SME 
>See what others have to say on our stories 
On scrapbook at www.businesstoday.in 
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Customer Care, India Today Group, A-61, Sector-57, | 
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Fax: (0120) 4078080 

E-mail: wecarebg@intoday.com 
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www.apollotyres.com 


Apollo Hawkz. Free your spirit. 


et up. Get out. Go where your heart desires with Apollo Hawkz. Breeze through 
e harshest weather. Brave the roughest terrain - whatever the outdoors or the 
ty throws at you. Free your spirit, and go where you will. 


Capital/apollo/210 


AAWKZRT/s Off-road HAWKZ A/T All terrain HAWKZH/L Highway 
erformance. performance. luxury performance. 
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atiala: National Tyres - 9814040313. Rohtak: Tyre Ghar - 9896212892. Trivandrum: Popular Tyres - 9447053838. 
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NOW AVAILABLE ONLINE. 
India's Best Fund Managers 


Who are India's top fund managers and which are the funds they manage? For our 
cover story, we collaborated with Delhi-based Value Research, which has the most 
extensive database on mutual funds in India, to bring you profiles of 13 whizzes, 
their investment strategies and their approach to market. Also, read about why. 
despite a growing understanding of mutual funds as a profitable asset class, retail 
investors still shy away from Mrs, preferring risk-free, government-backed, fixed 
return and low-yielding instruments instead? www.businesstoday.in/coverstory 









ANNUAL LISTINGS THE IMMUNITY BUG BITES ТЕ 
Business Today's India is a lucrative market for Big Pharma, who keep adding to the ES 
much-awaited annual category of optional vaccines - those that are not part of the 

specials are a collector's government's immunisation programme. But is the availability of i =] 
delight. To access these vaccines making it easier for parents to pick and choose the EE p 
these, log on to right one for their child? www.businesstoday.in/ immunity-bug-bites - 
www.businesstoday.in 

and go to archives. CASE STUDIES 


Read cases of corporate successes and failures analysed in detail and lessons drawn. Plus, commentaries 
from experts. Cases include Ashok Leyland, MRTS Chennai, Ponni Sugars and Maruti Suzuki. 
www.businesstoday.in/casestudy 


UTILITY TOOLS 

> Risk Calculator › Retirement Plan 

Analyse your risk tolerance and decide Find out how to maintain your current 
your investment approach. lifestyle after retirement. 

> Future Needs Calculator ? EMI Calculator 

What are your future needs. Click here Know how much equated monthly 
to calculate. installment you will pay on your loan. 
^ Tax Calculator › SIP Calculator 

Find out how much IT you need to pay Plan your investments intelligently to 
depending on your income and investments. meet your financial commitments. 

^ Education Plan > Business Tips 

Calculate to meet your child's expenses. Hot tips to keep you ahead of rivals in business. 





Now, get a hot new management tip for the day every day, and participate 
in opinion polls through SMS on your mobile phone 24 hours a day. 





TO RECEIVE BT'S TO ANSWER 
TIP OF THE DAY THE BT-ON-THE-MOVE QUESTION 
1. Go to “Write messages" on your Will the Commonwealth Games also help raise India's 
—* BTTIP” on the message |. 1Goto “Write messages" on your mobile phone. 
3. Send the message to the 2. Type "BTPOLL Y" for Yes. 
— бега es Type “BTPOLL Н" for No. 
. You will receive the ho 
management tip for the day 3. Send the message to the number "52424". 
in a return message. 
Today's enewsletter, log on NOTE: Available with all cellular operators. Readers can also participate in the poll at www.businesstoday.in 
to www.businesstoday.in Regular SMS charges apply. Powered by 2ergo India www.Zergo.com 
and register for free. 
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PM's Man Friday 

Primer on Options 
HSBC's Rising Star 
A Costly Taste 


Look Beyond the Family 


Asian family businesses have to separate governance and management 
responsibilities, argues Kavil Ramachandran. 





p 


atan Tata's decision to have 
a successor in place is sig- 
nificant in many ways. 
Unlike most other heads of 





business families who often 
eternally postpone their time for "rede- 
fining" their role in business ("retire- 
ment" is a wrong and unpleasant 
word for people with an active mind), 





he has set 2012 as the deadline for a 
change in leadership. Such a decision 
is tough, particularly when there is 
nobody waiting with a similar or bet- 
ter profile from within the family. 

In a society where genealogical 
seniority is still considered the meas- 
uring rod of wisdom, handing over 
the power and responsibility for se- 


lecting one's successor to a commit- 
tee is not easy. There is every chance 
that the powerful committee may 
come out with a name that is against 
the preference of the incumbent. It 
appears that Tata has been mulling 
over the options for quite some time, 
without any clear picture emerging. 


The current decision is still very good 
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even if it was in some ways forced upon 
him by destiny. 

This decision is remarkable for 
many reasons. One, he has publicly 
committed his responsibility to hand 
over the reins of this unique institution 
to someone worth holding the leader- 
ship position. Two, he did not want to 
be biased by his personal preferences. 
Three, nobody can blame him for se- 
lecting or not selecting a particular 
individual who fulfils some, and not 
all, the criteria. Four, he is setting 
new standards for other business fami- 
lies to emulate. 

It is high time that promoters real- 
ised that the mere fact of being born 
SO into a specific family does not auto- 


matically make them capable of manag- 
= | 





THE STORY 


ing their business successfully. There are 
instances where family businesses have 
chosen outsiders to lead and it has 
proved to be the right decision. The 
Murugappa Group and Dabur have 
chosen outsiders to lead. Interna- 
tionally, there are examples of Disney 
and Ford that have gone beyond the 
family and taken outside intervention in 
decisions relating to finding a successor. 

The choice of a leader for the Tatas 
is not going to be easy. It is an Indian 
global company that needs someone 
with strong Tata values nurtured in the 
Indian context, but with a sharp busi- 
ness mind to maintain competitiveness 
in the global context. While Noel Tata is 
a strong contender, it is for the selection 
committee to assess his capabilities to 
take the group into the next phase of its 
life. Given that both Ratan and укр, the 
two immediate leaders, have proven to 
be legendary, the new leader has to 
come with proven credentials. Naturally, 


ez 3 


- gp тете 


, 





Serr sass TA 

——  —M— a —- 

э” ы PAT ЖЕ) . = 

-ad в пе а - т ‚=ттщ: FT "x 
— — — — س‎ ——— 

e + фед = " 
mmm 


WORDSMITH 


(NEW WORDS IN BUSINESS) 


Xerox Subsidy 


6l) zir-aks sab-se-de 












the search has to be global and objec- 
tive. Here I'd like to give the example of 
Dr Reddy's Laboratories as a classic case 
of successful professionalisation, includ- 
ing at the board level, that enabled not 
only Anji Reddy to move out of opera- 
tions completely but also facilitated the 
building of a non-family team. 

The selection committee has to not 
only choose the ideal successor but 
also ensure that there is adequate time 
for the person to settle down before 
Ratan Tata moves out. The transition 
will take at least one year during 
which time the successor should have 
the time to chart out the next phase. 
The committee has to start defining 
the parameters and shortlisting names 
soon. Unlike the се experience, the 
process should not create competitive 
rivalry within the group. This is only 
possible if the process is transparent, 
and the shortlisted candidates have the 
future prosperity of the group as top- 
most priority in their minds. 

The message for Asian family busi- 
ness is very clear. While looking for 
business leadership. families have to 
separate governance and management 
responsibilities, concentrate their ener- 
gies on governance responsibilities, and 
look for best talents from within or 
outside for management responsibili- 
ties. They should not lose sight of the 
goal of institutionalising their families 
as well as businesses. This is one sure 
way of preventing the curse of failure 
of family businesses. 

(See The Reclusive Brand on page 140) 

The author is Thomas Schmidheiny 
Chair Professor of Family Business and 
Wealth Management at the Indian 
School of Business, Hyderabad 


What it means: The unethical practice 
of using the workplace photocopier for 
personal work. 


Origin: The word gained popularity during 
the dotcom bust of 2000-01, when Americal 


xis. Finolex 


Man in the Hot Seat 


In a rare interview, Cabinet Secretary к.м. CHANDRASEKHAR Spoke to 67's 
PUJA MEHRA On making ministries accountable, e-governance initiatives 
and the Commonwealth Games. Excerpts: 


We have just completed a three-month 

pilot on a monitoring and evaluation 

system of performance of ministries. 

The framework for making these 

assessments will settle over time and 

even be integrated with that used by 

the Planning Commission, The | 
ministries (and states such as 

Maharashtra and Punjab, too) are | 

working on measuring the changes | AAP KE GHAR M EIN 
in standards of living of the people 


for factoring into this exercise. | KAU NSI ROSH N | 
REHTI HAI? 





A concerned rM had summoned the minister after receiving complaints 
on 2G spectrum allocation. When a minister briefs the PM on a policy 


o 
decision, the latter's silence can't be interpreted as a go-ahead. Let's Finog LOW 


wait now for the outcome of the probes by various agencies. 
Discover 


TRUE COLOUR LIGHTING 


Broadband penetration is not progressing fast enough, and I feel we have 
not gone about e-governance on the war-footing it will take. The Cabinet 
Secretariat will be completely paperless by April 1, 2011, when 95 per cent 
of our files would have been moved on to e-filing. I recently reviewed the 
progress on various projects and targets for e-governance with Nandan 
Nilekani and Sam Pitroda, and asked them for help in evolving a strategy 
for creating a common platform for all ministries and state governments, 


My responsibility is to oversee the progress on getting the basic infrastruc- 
ture up and running in time for the Games. I have been touring the work- 
sites, and I am sure it will be. The engineers and construction contractors | 
are comfortable about meeting the deadline. | 





companies sacked employees by thousands. Employees would 


use the office photocopier to make copies of their resumé. Sa —— 
- Don't wait for the increments next year. : ea E 
' e : anutactured at our 
Just get your son's school projects to office and use your siis of-the-art plait 
in Pune. 
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Impeccable would come close to describing it 
But пої close enough. 


The best Audi A6 we have ever made. 


In its newest avatar the Audi A6 has bettered even the best standards. Our own. After all, when the car in question has been the world's 
best-selling sedan in the business segment for years, excellence is but natural. Equipped with the permanent all-wheel drive; quattro®, 
to enhance agility and directional stability and the stunning clarity of a BOSE sound system, every innovative feature ensures an enviable 
driving experience. Truly, from its manufacturing accuracy to its flawless design and from its superior suspension to its efficient engine, 


everything about the Audi A6 spells perfection. Experience it. You may find yourself at a loss for words. 


Authorised Dealers: Audi Ahmedabad 0-9998720002 Audi Bangalore 0-9632298453 Audi Chandigarh 0-9876429103 Audi Chennai 0-9600095024 
Audi Delhi 0-9540292929 Audi Gurgaon 0-9650555111 Audi Hyderabad 0-9959700007 Audi Jaipur 0-8875020001 Audi Kochi 0-9249412345 
Audi Kolkata 0-9163036666 Audi Ludhiana 0-9915488880 Audi Mumbai West 0-9004077777 Audi Pune 0-9922000637 
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FOCUS-FINANCE 


CHANGING 
VALUES 

Here's how an 
increase in various 
factors impacts the 
option premium* 


UNDERLYING PRICE 


VALUE OF 
CALL OPTION 


VALUE OF 
PUT OPTION 





*While analysing the increased effect 
of a factor on option value, other 
factors are assumed to be constant 
#For American options 


*"Assuming rate rises independently 


Price Triggers 


The factors that affect the price or premium of an option are crucial to a 
trader's success іп the futures and options market. sy SAMEER BHARDWAJ 


he prices of stocks and options are 

influenced by demand and supply 

pressures and fluctuate at each 
trading interval. As an option contract is 
derived from a stock (or index), all factors 
affecting the value of its underlying stock 
(or index) influence its value. Also, since 
the distinguishing features of options are 
dependent on their built-in right (call/put) 
and nature (American/European), one 
must understand the factors that affect an 
option's value. The estimate of a fair or 
true value of an option plays a vital role in 
exploiting arbitrage, hedging and specula- 
tive opportunities. Let's look at the factors 
directly affecting an option's value. 


Price or Value of 

Underlying Security: 
The price of a call option 
increases with the rise in the 
price of its underlying security. This is 
because the higher the underlying price 
relative to the strike price on the day of 
exercising it, the higher the pay-off. So a 
call option is more valuable as the price of 
its underlying stock or index rises, and 
vice versa. However, the price of a put 
option rises with the fall in the underlying 
security's price as the lower the security's 
price relative to the strike price on the 
exercise day, the higher the pay-off. So a 
put option becomes more valuable if the 
price of its underlying security falls, and 
its value erodes if this price rises. 


Time to Expiration: 
The longer the period before 
expiry, the higher the value 
of call and put options, and 
vice versa. This is because the option with 
more days left for expiry has a higher 
probability of finishing in the money 
(ттм). There is a greater chance for the 
underlying security's price move to be 
favourable. Such a relationship works for 
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American options, but is undefined or 
indeterminate for European options. 


Volatility: It implies uncer- 
tainty in the movement of the 
underlying security. Both put 
and call options demand 
higher premium when volatility is high. 
This is because uncertainty forces option 
sellers to ask for a higher risk premium to 
grant the exercise right to buyers. 
However, call and put option buyers are 
willing to pay more as the chances of 
prices moving in any direction are high. 
Asthe risk is limited to the amount of 
premium, buyers of both call and put 
expect the prices to move in their favour. 


Risk-free Rate: If one 
assumes the risk-free rate will 
rise independently of the 
underlying security's price, it 
will increase the value of a call option 
and decrease the value of a put option. 
This is because the increased risk-free 
rate reduces the present value of expected 
future benefits, which is beneficial for 
call option buyers, but not for put 
option buyers. Mostly, interest rates and 
stock prices do not move independently. 
and the rise in interest rates reduces 
stock prices, and vice versa. This reduces 
the value of a call and increases that of 
a put. The relationship reverses if the 
movement of interest Rates and stock 
prices is inter-related. 


Future Dividends: 
Dividends reduce the price of 
a stock on the payout date, 
which benefits put buyers 

and is detrimental to call buyers. If 
dividends are anticipated, the value of a 
call option is affected negatively, and that 
of a put option, positively. 

Courtesy: Money Today 





Mere in the business of treatment of 
he world's most valuable resource: 





Water. 


feet a global water treatment company with presence 
n 12 out of 15 largest growth markets" in the world. 


As a multinational player in the water * Project reference list of more than 2,250 
treatment industry, we have a presence in projects over the last 3 decades in more than 19 
the Middle East, North Africa, Central and countries 

Eastern Europe, China and South East * Owns 155 process and product patents through 
Asia, We otter complete life cycle its subsidiaries 


solutions in water treatment for clients in 
the various infrastructure sectors and have 
a track record of executing large and 
complex projects. In a world where the 
demand for improved water infrastructure 
is increasing, our goal is to maintain and 
expand our presence as a global player by 
leveraging our reputation and delivering 
excellence. 
e As on Dec 31, 2009, executed 103 projects VA TECH WABAG LTD 
| and currently executing 72 projects in India | * 
WASTE WATER TREATMENT PLANT * Proven capability of executing large ЕР‹ | Sustainable solutions for a better life 
TURKEY 


* Strategy to expand through BOOT & TOT 
models 


BAG 





contracts www.wabag.com 


s identified by Global Water Markets 2008 


Tech Wabag Limited is proposing, subject to market conditions and other considerations, an Initial Public Offering (IPO) of its equity shares and has filed the Draft Red Herring Prospectus (DRHP) 
he Securities and Exchange Board of India (SEBI). The DRHP is available on the website of SEBI at www.sebi.gov.in and at the websites of the Book Running Lead Managers at www.enam.com 
| www.idfccapital.com. Investors should note that investment in equity shares involves a high degree of risk and for details relating to the same, see section titled Risk Factors of the Draft Red 
ting Prospectus. The information contained herein is not for publication or distribution in or into the United States of America. These materials are not an offer of securities for sale in the 
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FOCUS-REVIEW 


We check out a tiny Android device from SonyEricsson and Samsung's mint-fresh camera 


Xperia X10 Mini Pro 


onyEricsson's first few Xperia mobile 

handset models were, for lack of another 
word, middling. Even the Xperia X10, 
launched with much fanfare and featuring a 
glorious screen, came up short simply because 
it did not support multi-touch and used the 
older 1.6 (Donut) build of Google's Android 
operating system. Surprisingly, SonyEricsson 
has retained the operating system in the new 
X10 Mini Pro (and its sibling, the X10 Mini, 
which is similar minus a keyboard). But, 
thanks to its small size as well as the slide-out 
keyboard, the X10 Mini Pro does win on the 
style front. The screen is tiny, at 2.55 inches 
diagonally, and using the touch screen other 





Web Site 





Money's Worth 





am » ge — j | than for basic scrolling is difficult. In fact, the 
> @ Small size easily fits in to your pocket, looks tiny screen does cripple some applications 
blog and a micro-blog. cute, slide-out keyboard makes it easy to use — i ; | 
While Twitter and other from the Android marketplace. The size also 
i ina ci Q Smali size means a smaller screen ang means a small battery. But the phone is nice 
social networking sites battery. Runs old version of Google Android. wa epee, a meia 
limit posts to 140 char- to hold, looks cute and the keyboard is rather 


Price: Rs 17,995 


-KUSHAN MITRA 


acters or less, Tumbir easy to use. 
gives you the flexibility 
to post updates of any 


length. It has built-in 





Packing a Punch 


formats for a variety of 

content types, which 

толы he Samsung мх10 is a new type of view straight from the sensor. This is th« 
micro-blogging camera altogether because it does best Samsung camera in the market today 
platforms. There are away with the mirror system of DSLR cam- Only Canon and Nikon make cheapei 
templates for text, eras while continuing to use the same . consumer-grade DSLR cameras. -KM 
photos, videos, audio, APS-C sensor as in consumer-grade DSLRS. 

quotes, links and chat By removing the mirror system, Samsung 


transcripts. The Tumbir 
application programming 
interface allows a host 
of third-party apps to 
connect with the site. 
About a dozen iPhone 
apps and as many Web 
services can be used 
with Tumbir. What's 
more, you can set up 
Tumbir to automatically 
post on your Twitter 

or Facebook 

account as well. 


has made the body of the camera incred- 
ibly thin and similar to cameras using the 
'Four-Thirds' sensor system such as the 
Panasonic Lumix G1. There are a huge 
number of settings and features that you 
can play with on the camera. And, if you 
even shoot in full-auto mode, the device 
takes great images. The lack of a mirror 
system means that you cannot see the 
image you are shooting on the viewfinder, 
but Samsung overcomes that with a live 
@ Very small body, great picture quality, several 
photo modes, 720p video recording 


Ә Expensive, small choice of lenses 
Price: Rs 42,990 (with 18-55mm lens) 
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IT'S TIME TO 
EXPECT MORE FROM 
HOME THEATRE 


IT LISTENS ~ IT ADAPTS ~ IT EXPANDS 


Enjoy music throughout your home with the Premium 
Lifestyle? 48 DVD Home Entertainment System. 





Listen to vivid 5.1 surround sound from the award-winning 


Jewel Cube* speakers for lifelike sound. Combined with an LT | p f g — — 


Acoustimassꝰ Module, they fill up your room with dramatically 





lifelike surround sound, that adds vitality and realism to your 
movies, music and sports. With the HDMI output, now watch 





hi-definition visuals upto 1080p on your television. 


Combined with unique Bose® proprietory technologies, the Lifestyle" 48 DVD 


А н Entertai t Syst 
system delivers a new level of performance. эте — Sen 


Bose® link whole-home audio technology lets 

you connect compatible Bose products to your 
Lifestyle” home entertainment system for listening 
in as many as 14 additional rooms - even outdoors. 


The uMusic"« intelligent playback system lets 
you store up to 340 hours of your music from 
CDs and MP3s and then easily finds and serves 


any song you wish for, to you. 





the performance to your space. It analyzes the way Yg delivers lifelike spaciousness from a natural 
your room's dimensions and other variables that balance of reflected and direct sound - similar to 


affect sound, then automatically adjusts the sound - à live performance. 
to the acoustics of your room giving you greater 
flexibility in speaker placement. 


5 / / fF i та For a Demonstration, visit us at, THE BOSE STORE 
- For more information or to place an order : Call free at 1-800-11-BOSE (2673). 


etter sound through researche MS ‘OUERY' at 9 
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FOCUS-PERSONA 


In the Spotlight 








66 wei Said 


A new economic 
plan is focused on 
(ensuring that) 
the jobs and 
industries of the 
future aren’t all 
going to China 
and India. 


Sarack Obama, President of the United States, 
on his new economic plan, to wire agencies 


NAINA LAL KIDWAI 


Calling the Shots 


HSBC'S Country Head and Padma Shri winner Naina Lal Kidwai, 53, joins the 
illustrious list of Indian professionals rising to the top in global corporations. Barely 
a month after icici Venture Funds Management Chairman Lalita D. Gupte was 
invited to join the board of French infrastructure giant Alstom. nsec has inducted 
Kidwai into its Asia-Pacific board. Kidwai, who had prior stints with Pwc, Morgan 
Stanley and ANz Grindlays, has been with the global bank for the last eight years. 
India is already the fastest-growing market for нѕвс, but rival Citibank 
remains the largest foreign bank in India. Says нѕвс Chief Executive Michael 
Geoghegan: "Naina's appointment is a reflection of the growing importance 

of India in our emerging markets strategy." 
ANAND ADHIKARI 


Inflation in India is notori- 
ously subject to supply 
shocks, which are normally 
beyond the pale of 
monetary policy, diluting 
our potential effectiveness 
as inflation targeters. 


D, Subbarao, RBI Governor, on the inherent 
constraints of monetary policy in combating 
inflation, to wire agencies 





Society has never had any grudges 
about paying people or having 
people become rich in the process 
of creating value for society. 


Nitin Nohria, Dean, Harvard Business School, on why 
executive salaries should not be regulated, in Mint 









The best executive picks good men to do 
what he wants done, and has self-restraint 
to keep from meddling while they do it. 


Theodore Roosevelt, 26th President of the United States 
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.nissan.in 


* — 
Vent Е ae 


HOTEL TEANA. 
ROOMS FOR TIRED FEET. 


| E A М А SHIFT the way you move 


rized Nissan Dealers - AHMEDABAD: Petal NISSAN Tel +91 79 6512 3311/22, +91 98250 08914 BANGALORE: Shahwar NISSAN 
-91 80 4123 5305. 2235 5407, +91 98800 19438, +91 90081 01909 BHOPAL: CI NISSAN Tel +91 755 2761 501-05, +91 99819 
0-85 BHUBANESWAR: Ananta NISSAN Tel +91 674 2463 219/29, +91 94393 69150, +91 94397 99550 CALICUT: EVM NISSAN 
‘91 495 301 4444, +91 80891 50553 CHANDIGARH: Bhagat NISSAN Tel +91 172 305 7700, +91 99150 42873 CHENNAI: Sherif 
IAN Tel +91 44 2230 1980/83, +91 99418 11120/30/50/60 COCHIN: EVM NISSAN Tel +91 99950 66666, +91 484 66 77777 
ABATORE: Ramani NISSAN Tel +91 422 266 8941, 266 8942, +91 95007 29777, 95007 19966 GURGAON: Sterling NISSAN 
‘91 124 495 3000, +91 96500 96329, +91 99588 91339 HYDERABAD: Lakshmi NISSAN Tel +91 80966 66383, +91 93943 65247, 
40 2338 4180, +91 40 3258 0657 JAIPUR: Royal NISSAN Tel +91 98290 63845, +91 94600 36866 +91 97851 01441 JALANDHAR: 
ı NISSAN Tel +91 181 660 0400, +91 98720 06000 LUDHIANA: Tri-Star NISSAN Tel +91 161 506 4444, +91 96464 00153/54/56 
IBAI: Ichibaan NISSAN (Flagship Showroom) Tel +91 22 2430 9616/20, +91 96194 97182 NEW DELHI: Nath NISSAN Tel +91 11 4329 
, *91 95825 98404/5/6/8/9/10/11 PUNE: Oxford NISSAN Tel «91! 20 6680 4848 SURAT: Silicon NISSAN Tel +91 261 255 6869, 
95581 10001 VIJAYAWADA: Lucky NISSAN Tel +91 866 6454 545, +91 866 6454 747, +91 866 6454 848 


sories shown are not part of standard fitment and subject to availability. Please consult your local dealer for details 





FOCUS-BT POLL 


BT-ERNST & YOUNG 


Deal Watch 


BIGGEST DEALS IN THE PAST 30 DAYS* 











Will the new 


JFE Steel Corp of Japan has acquired a 15 per cent stake in 


takeover code JSW Steel for approximately Rs 4,801 crore, making it the 
adversely impact largest foreign direct investment (FDI) in the metals sector 
M&As in the country? in India. This deal gives JSW Steel not only access to JFE 
Steel's technologically superior production processes but 
Can't Say also much-needed funds that it may use to reduce its debt 
p as well as meet its working capital and capex needs. 


Meanwhile, Dabur India has announced the acquisition 





| m ))) of Hobi Kozmetik Group (Hobi), а Turkey-based leading 
$айап Jindal of JSW personal care products company, for Rs 326 crore. Dabur's 
Steel: Gaining access to OVerseas subsidiary, Dabur International, has taken a 100 
Japanese technology рег cent stake in three Hobi Group firms. The acquisition 


is expected to help Dabur expand its presence in West Asia 
and North Africa and also add popular international brands to its portfolio. This is 
Dabur's first overseas acquisition. 





Results of BT Online poll; 
No. of respondents: 193 





The majority of respondents 























| 
feels that the radical changes JSW Steel JFE Steel (Japan) ` get "m Investment | 4,801 15 
mooted by the SEBI committee | 9 | | | ‚ 
in the draft takeover code will IDFC Khazanah Nasi- ^ Financial | Private 840 | 
slow down mergers and опа! (Malaysia) J services equity MA obe | 10.7 
acquisitions (M&A) activity. * | P4 пт R A emm Га 
It does appear that the Panchshil S | The Xander Real estate and Private 520 NA 
new code will work in favour hospitality divn. Group (US) | hospitality equity | 
of the big companies. Now, a Indo Asian | ` | Industrial — 
potential acquirer will have to Fusegear Legrand France products | Acquisition 495 | NA 
make an open offer for the | | | | 
entire stake once it gets hold of Hobi Kozmetik, Stall and с | 
a 25 per cent stake. This rule will Zeki Plastik, Dabur India Рад Acquisition | 326 100 
benefit the small investors, who Ra Pazarlama чие рок | 
will now be able to sell all their | | | 
shares rather than just some. REI Agro Û | аске Retail and con | Private 300 | 15 
If you have strong opinions Group (US) sumer products equity 
on the new draft code, you can Bhilwara FE Clean Ene Private 
e-mail your suggestions to the Energy (US) and IFC "9Y Infrastructure equity 230 10.8 
market regulator at trac@sebi. — | 
gov.in by August 31, 2010. The Everonn | — nvest 
entire report is available on the Education Infrastructure Education ment | 208. a 
SEBI web site and open for Muthoot Baring Private Financial Private 
public comments. 157 NA 
Finance Equity Partners ^ services equity 
| 
Haldia Coke & баја Capital , Private 
Chemicals Partners n Chemicals | equity 125 NA 
Has the Commonwealth i | 
Games become a NIL Electr CX Partners industrial Private | 120 NA 
onics India products equity | 


white elephant for 


taxpayers? 
www.businesstoday.in 
to cast your vote 


Ernst & Young is a leading M&A advisor in India. The data is based on media reports and company 
announcements. Any decision on the basis of this information should be taken only after 
professional advice. Business Today or E&Y do not undertake any responsibility with regard to 
any such decision. * As on August 2, 2010 Not a complete list. 
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SHEAFFER 


THE GIFT THAT MATTERS 
itured here, the Sheaffer Prelude int brushed chrome. with a A 22 gold plate wim A gift for all occasions. 


tC ЖР ЕГІ 
Mumbai: Grand Galleria, High Street Phoenix Ph: 022 40041251 | Inorbit Mall, Malad Ph: 022 2878: 5818 | Inorbit Mall, Vashi 
Ph: 022 40131495 | Terminal 1C, Chhatrapati $ Shiv aji International Airpo rt Ph: 029 66859704 € Bangalore: The Forum, Hosur Road 
Ph: 080 32721999 | Garuda Mall, Magrath Road Ph: 080 41127993 | 145, 1st Main, 5th Block, Koramangala Ph: 080 25537803 
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| se rura SEL ATARE CITYWALK, Saket Ph: 011 42658384 | Terminal 1D. Indira Gandhi International Airport Ph 011 4608287 | Terminal 3, Indira Gandhi 
v i "EN 3 
tional Airport Ph: 011 49633834 € Chennai: Express Avenue, Whites Road Ph: 044 98464018 € For corporate enquiries, call 
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Social Hub Music 


Email My files 


Calendar Samsung Apps Smart search 


Clock 


Contacts Messages 


Samsung 


Wave 


To locate your Samsung Smartphones 
SMS ‘SMART’ (Your Location) to 


Samsun 


g 


FUCUS 





smartphones 





Smartphoñes will never be the same again. Samsung Future Beyond Smartphones 
arehere to empower you with superior technology in networking, applications, 
E and multimedia. Driven by these innovations, Galaxy S and Wave are the 
^ A firstinaseries of ultra-advanced smartphones that enable you to keep in touch 
with the future and beyond, today. 


LAYAR REALITY 
BROWSER" 


Find anything, anywhere 
with the Layar augmented 
reality browser. 





ULTRA FAST 
1 GHz PROCESSOR 


3 times faster processing 


than average smartphones. 


AM. LED 


WORLD'S 1st SUPER 
AMOLED DISPLAY 


A brilliant screen 
that's sharper, brighter, 
clearer and slimmer. 


SOCIAL HUB 


Phonebook integrates 


all SNS and e-mail accounts. 


d the Android logo as well as Android Market and the Android Market logo are trademarks of Google, Inc. 


E ONLY IN GALAXY S 





E-BOOK READER* 


Carry thousands of books 
on your phone. 


ANDROID MARKET "* 


Explore, download 
and customize with 
over 50,000 applications. 
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TURN ON TOMORROW 


FOCUS-ADVERTISING 


BT-TAM 


Most-watched Ads in July 2010 


H 


industan Unilever Ltd has launched a hard-nosed promotional campaign for its water 
purifier brand, Pureit Marvella. No surprises, then, that the brand has muscled its way 
to the top 10 in our list. The FMCG giant is gunning for a significant share of the water 
purifier market, now dominated by Eureka Forbes. Selling consumer appliances is certainly not 
its core competency, but HUL hopes to break fresh ground with its high voltage campaign. 





The Top Five... .. And the Other Twenty 








6 Jaypee Cement B08 
T Complan 693 
8 Colgate Dental Cream 692 
9 Fair & Lovely Max Fairness 685 
10 Pureit Marvella 644 
11 Axe Deodorant 638 
12 Surf Excel 626 


13 Nokia 2690 617 
14 Clinic Plus Strong & Long 588 
15 Cadbury's Dairy Milk Chocolate 559 
16 Rin (New Flavour) 550 
W Comfort Fabric Conditioner 543 
18 Act Il Microwave Popcorn 529 








19 Colgate Max Fresh Gel 528 
20 Sunsilk Damage Repair System 521 
Cadbury's 5 star Parachute Advansed 2 "de Plus = 
GRPs: 923 GRPs: 872 22 Colgate Total Clean Mint 516 
Seconds on air: 405,100 Seconds on air: 300,010 23 Pureit Water Purifiers 509 
24 Fair & Lovely Multivitamin 506 
25 Huggies Care 505 





Dove Hair Fall 
Therapy System 
GRPs: 820 

Seconds on air: 324,285 


Source: TAM Peoplemeter System 
А All India CS 4+Yrs САР normalised to 30 secs 
Seconds on air: 303,445 To see ad duration, visit www.businesstoday.in 
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hrough the lenses of art, design, fashion and cuisine, Le Méridien creates 
\ Stimulating, interactive experience that allows quests to see their 
lestination from a new perspective. 


or more information or to make a reservation, please visit lemeridien.com 
r call India toll free ООО 800 650 1458 


E MERIDIEN AHMEDABAD LE MERIDIEN PUNE 


meridien.com/ahmedabad lemeridien.com/pun 


E MERIDIEN BANGALORE LE MERIDIEN NEW DELHI 
/„ MERIDIEN 


emeridien.com/bangalor: lemeridien.com/newdelli 


E MERIDIEN KOCHI LE MERIDIEN JAIPUR 


meridien.com/kocht lemeridien.com/jaiput 


E ROYAL MERIDIEN MUMBAI LE MERIDIEN CHENNAI 


meridien com/mumt al lemeridien. om/t hennal 


hmedabad Angkor Bangalore Bangkok Chennai Chiang Mai Chiana Rai Chongqing 
yberport Ile des Pins Khao Lak Kochi Kota Kinabalu Kuala Lumpur Mumbai 
ew Delhi Noumea Phuket Pune Qingdao Shanghai She Shan Shimei Bay Xiamen 


oming Soon: 


onavala Mahabaleshwar Pattaya Saigon Suvarnabhumi Taipei Xian 


MERIDIEN єс THE LUXURY COLLECTION WESTIN 
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The airwaves used by mobile phone operators are among the most crowded in the world. A look at 
the spread of spectrum across various users, where the logjam is and where the wireless 
frequency needs of mobile phone firms could be accommodated. 





India's National Frequency Allocation Plan 
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00-87.5 MHz  6087.5-108 ©174-230 MHz © 108-174 MHz; © 450-470 MHz 6470-585 MH 
Used for marine and MHz Could be considered 230-450 MHz Could be consid- Could be consideret 
aeronautical naviga- Used for FM radio ог next-generation Used for satellite communication; ered for Broadband for mobile telecom- 
tion; short and medium broadcasts radio services known paging services; aeronautical Wireless Access, munications 
wave radio; amateur as Digital Audio navigation; film and TV, including particularly for 
(ham) radio; cordless Broadcasting outdoor broadcast vans rural areas 
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> «ТОТО ОЦА 

~ À 
= 01710-1930 i) 960-1710 MHz © 806-960 MHz О 698-806 MHz ©585-698 MHz 
< 8 > MHz Aeronautical and space Currently used for GSM and Could be considered for Used primarily for TV 
= = Used for GSM communication CDMA mobile services; mobile mobile telephony and/ broadcast, could be 
= E mobile services trunking services; allocations or Broadband Wireless potentially used 
- un 2. could be made to mobile Access for mobile TV 
2. 2 7 GST satellite broadcasting broadcast as well 
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MHz 2110-2170 MHz 2170-2300 To be used for Broadband Unlicensed spectrum used 
Unspecified - To be used for 36 mobile Satellite and space com- Wireless Access, probably for Wi-Fi and Bluetooth 
probably miljtary 








services, auctioned munication; ся using LTE technology, short-range services 
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110000 MHz* % 5725-5875 а 3600-10000 ri) 3300- ip2700- ip2520-2670 MH 
Used for several MHz MHz (EXCEPT 5725 - 3600 MHz 3300 MHz Currently used for spac 
purposes, including Could be used 5875 MHz) Could be used Satellite com- communication 
satellite downlink for to set up short- Mainly used for space for Broadband | munication; 
broadcast and Direct- range radio local research and communi- Wireless Access in aeronautical; 

To-Home services area networks cation; radio navigation; the future military 


aeronautical navigation 








May 2005 July 2008 
w London-based Bhupendra Billionaire Wilbur 
— — — — Kansagra and Ajay Singh Ross invests 
' launch SpiceJet as a $80 million 
SPICEJET'S low cost airline. Starts 00. 


SPREADINGWINGS некоа | gape | 


the first 99 days fying for everyone А 
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In Delhi, nine operators 
have been allotted over 


86.1 MHz 


of mobile spectrum using 
both GSM and CDMA tech 


eaters ё 


вз езт жез sm т 


— eer 


June 2010 

The mobile telecom circle of 
Delhi (which includes the 
satellite cities of Gurgaon, 
Faridabad, Noida and Ghaziabad) 
had a mobile population of 


31.05 million 


In United Kingdom around 

250MHz #4 

of spectrum over 2G and Р 4 

36 systems has been Л, | 

given to operators | єк DOM 


The city of London has an estimated 


10-11 million 


mobile connections. The UK unlike 
India does not have ‘mobile circles 

















Can Dabur 
Digest Foods? 


THEN: Will foods serve up the growth that 
the Rs 578-crore Dabur is seeking? Having 
commissioned management consultants А.Е, 
Ferguson & Co. to restructure the 1 1 2-year- 
old family-owned business, and suggest new 
growth opportunities, Dabur is moving ag- 
gressively into foods business. The target: a 
growth rate of over 25 per cent per annum. 
Says G.C. Burman, 54, Managing Director, 
Dabur, whose family holds a 79.80 per cent 
stake in the company that went public only 
three years ago: "Our traditional businesses 
won't bring us that kind of growth." 

Now, Dabur is cooking up a series of joint 
ventures (у): In April 1994, the Burmans 
formed a 49:51 jv — General De Confiteria 
India (сост) — with the $1-billion Agrolimen 
of Spain to enter the Rs 100-crore chewing- 
and bubble-gum market. And, according to 
Dabur, sales of its Boomer gum topped 220 
million units in 1995- 96. 

Simultaneously, Dabur's second foods Jv 
— à Rs 10-crore 50:50 venture with the 
$2-billion Bongrain sa of France, which sells 
speciality cheeses branded Caprice des Dieux 
— will enter the 7,500-tonnes per annum 
cheese market to compete against market 













83.5 leaders like Amul. 
520 ї * 
iz == NOW: Dabur, like other FMCG giants PepsiCo and ITC, 
ce commu- . : A saw the potential in the food business early. Dabur Foods 
tion, radio- |n effect, nine Indian mobile phone consumers over the years has focused on the fruit juice market and it 
"mination make do with spectrum available to one UK phone . has paid off. its brands of juices, Real and Activ, make it 
lites user, explaining the poor call quality here > the market leader. Of its turnover of Rs 3,300 crore in 
" 2009-10, foods contributed about Rs 400 crore. 

May 2010 June 2010 July 2010 

SpiceJet reports its Media baron Kalanithi SpiceJet places order for 30 

first annual profit Maran buys 37.7 per Boeing aircraft worth $2.7 billion; 

of Rs 61 crore cent of SpiceJet for deliveries to take place between 

about Rs 750 crore 2014 and 2018. SpiceJet today 
has 21 Boeing aircraft 
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FOCUS-ETCETERA 


How Things Work 
3D Glasses 


Here's how the colour filter glasses that ushers hand out at movie halls 
create the 3D illusion for you. 


Binocular Vision 
We use what's called 'binocular vision' to perceive depth and see the 
world in three dimensions, or 3D. That's possible because our eyes are 
spaced roughly three inches apart, which makes each eye see things 
just a bit differently. The brain mashes these two views together and 
computes depth. 


Red and Blue 

The glasses have a differently coloured filter 
for each eye. The colour differentiation 
allows only one of the images to enter 

each eye, and the brain does the rest. 


The New Way 
The IMAX 3D theatres hand out polarizing 3D glasses which have 
two lenses with their directions adjusted at 90 degrees apart. 
The polarized glasses create a 
three-dimensional illusion by 
narrowing the margin of light 
that enters the eye and 
projecting two images at 

the same time into 

the same area. 


COMPILED BY T.V. MAHALINGAM 


Just Wondering 
Missing MROs 


Back in the heady days of 2006-07, India was supposed to be not just the 
low cost aviation capital of the world, thanks to throwaway airfares being 
offered by the likes of Deccan Aviation, but also a promising maintenance, 
repair and overhaul (MRO) hub. With new players such as SpiceJet and 
Kingfisher stacking up orders for new aircraft, market watchers believed 
that MRO outfits would mushroom across the country. After all, 15 per 
cent of an airline's operating cost goes towards maintenance. Both Airbus 
and Boeing had announced plans to set up MROs in the 
country. The recession that followed saw most airline 
companies cancelling orders or 
delaying taking deliveries. 
Last heard, the Boeing 
MRO won't be up and 
running before the end of 
the year and the Airbus 
MRO is still only on paper. 
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Even for a state where political parties 
dole out bicycles, colour televisions and 
dirt cheap rice to curry favour with the 
voting public, the latest controversy in 
Tamil Nadu is likely to raise more than a 
few bushy eyebrows. Former Chief 
Minister J. Jayalalithaa has alleged that 
at a medical camp held in her constitu- 
ency, Andipatti, attendees were served 
hot cups of Horlicks, which had been 
stolen from a warehouse in Madurai. And, 
not surprisingly, Amma, as Jayalalithaa 
is known in her state, pointed an 
unwavering finger at Union Minister 

M. Alagiri and his party, the DMK, for the 
pilferage. Wonder what the makers of 
Horlicks, GlaxoSmithKline Consumer 
Healthcare, which has been selling the 
drink in India for close to a century, have 
to say about the latest controversy. Any 
publicity is good publicity? Or, is it a case 
where they would rather do without 
Amma's touch? 


Snoot Corner 
A Costly Taste 


If you thought Evian was synonymous with 
premium bottled water, it's time to exert 
your grey cells again. American luxury 
bottled water company Bling H50's 
produce costs upwards of $25 

(Rs 1,150) a bottle. It promises 

'more than a pretty taste' and is 
bottled from the natural springs of 
Dandridge, Tennessee. There are no 
additional nutrients or vitamins, but 
Bling H20 claims that its water has 
gone through a nine-step purifica- 
tion process. And the bottle itself is 
studded with shimmering Swaro- 
vski crystals, which partly explains 
the hefty price tag. As if that was 
not enough, Bling H20 has intro- 
duced a limited edition series of 
bottled water called the 'Dubai 
collection' which has 10,000 
hand-applied crystals on the 
surface of the bottle. The price 
tag: $2,600 (Rs 119,600) for a 
bottle of water. Exousia Luxury 
Water, another luxury bottled 
water brand, claims to sell water 
with anti-ageing, anti-stress 
properties, infused with 

24- carat gold, for just $24,000 
(Rs 1,104,000) a bottle. 
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How can we help patients get more 
face time than their files do? 
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Siemens Integrated Healthcare solutions help hospitals improve 
reaction time and focus on patient care. 


Hospitals perform best when they can concentrate on what's important — their patients. Siemens health information systems 
provide access to electronic health records, helping hospitals eliminate paperwork, reduce human error, cut costs and support 


faster care overall. It's just one aspect of Siemens solutions for Integrated Healthcare. Because wherever there are tough 
healthcare questions, we're answering them. 


www.siemens.com SIEM ENS 


Commemorating The ITC Centenary 


100 [Inspiring Years: 


One Mission — India First 


Speech by Mr. Y. С. Deveshwar, Chairman, ITC Limited 
at the 99th Annual General Meeting, 23rd July 2010 





We meet today on the eve of a momentous landmark in the 
history of your Company. On the 24th of August this year, 
ITC will complete a 100 years. 


It is undoubtedly a moment of immense pride for all of us 
who have been part of this inspiring journey. Pride, most 
certainly, in the many achievements of your Company. But 
even more so, a sense of fulfillment that comes from the 
creation of an exemplary Indian private sector enterprise. It 
is indeed a matter of great satisfaction that together we 
have built a national asset that will continue to create 
growing value for all our shared tomorrows. 


As we commemorate this very special 
occasion, | would like to convey my 
deepest gratitude to you, our valued 
shareholders, for your faith and support 
through this inspiring journey. Your 
continued encouragement has indeed 
given shape to our shared aspiration of 
creating one of India's most admired and 
valuable corporations. 


This journey of excellence is undoubtedly 
a tribute to your Company's many 
stakeholders — consumers, customers, 
partners and associates — who have stood 
by your Company through this voyage of 
challenge and change, as we persevered 
to create a national institution. May |, on 
your behalf, take this opportunity to convey my grateful 
thanks to all of them. 


ITC's centennial journey is an acknowledgement of the 
untiring efforts of successive generations of employees who 
have dedicatedly served your Company over the last 100 
years. Their determination to forge ahead despite the many 
challenges, their loyalty to the organisation and commitment 
to its values together with the visionary leadership provided 
by many have shaped the ITC of today, leaving an inspiring 
example for tomorrow. On behalf of the Board of Directors 
and you, our valued shareholders, | would like to convey my 
sincere appreciation to the larger ITC family of employees 
who have contributed with all their might over the years. 


This deeply symbolic moment in the life of the organisation 
is certainly a time to celebrate. So, let me turn to celebrations 
with the shareholders first. In commemoration of this historic 
milestone, your Board of Directors have recommended a 
Centenary issue of Bonus shares in the ratio of 1:1. In 
addition, your Board has also proposed a Dividend, 
including a special Centenary Dividend, of Rs. 10/- per 
share for the year ending 31st March, 2010. These 
recommendations acknowledge your sustained support 
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100 Inspiring Years 
1910-2010 


and reaffirm the enterprise strength of your Company as it 
commences its journey into the next century with confidence. 
| am sure these resolutions will find your enthusiastic support 
when they are put to vote. 


Before | proceed further, | would like to first present to you, 
as is customary, the highlights of your Company's Triple 
Bottom Line performance during the year gone by. 





Ш FINANCIAL PERFORMANCE 


In its 100th year, your Company continues its impressive 
record of financial performance. Gross 
Turnover for the year grew by 13.596 to 
Rs. 26,259.60 crores. Net Turnover 
increased by 16.396 to Rs. 18,153.19 
crores. Pre-tax profits rose by 24.796 to 
Rs. 6,015.31 crores while Post-tax profits 
at Rs. 4,061 crores registered a growth 
of 24.496. Earnings Per Share for the year 
stands at Rs. 10.73. Cash flows from 
Operations stood at an all time high of 
Rs. 6,620 crores for the year. 


As in the past, and in keeping with the 
spirit of accountability, | also present to 
you the cumulative performance of your 
Company during my watch as Chairman 
since 1996. 


(Figures in Rs. Crores) 


ITC : Financial Highlights 1996-2010” 


March 31st, 1996| March 31st, 2010 


261 
28 


















1,886 


1,121 


5,571 
CAGR in Total Shareholder Returns in the period 1996-2010 : 24.3% 


"As at 19th July 2010 


In 1996, ITC had a Gross Income of Rs. 5,188 crores. In 
the last decade and a half, Gross Income has risen to 
Rs. 26,863 crores. Profit After Tax has increased from a 
level of Rs. 261 crores to Rs. 4,061 crores. In terms of 
Market Capitalisation, your Company was valued at 
Rs. 5,571 crores in 1996. This valuation now stands at 
Rs. 1,14,000 crores. Profitability, in terms of Return on 


Return on Net Assets (%) iY How 





Net Assets Employed - calculated as Profit Before Interest 
and Tax over Net Assets employed -- improved substantially 
from 28.496 to 4196 during this period. Total Shareholder 
Returns, measured in terms of increase in market 
capitalisation and dividends, grew at a compound rate of 
24.396 in this period. 


The strategic choices made over the years, the relentless 
effort of ITC's dedicated human capital, the support of its 
shareholders and the trust of millions of consumers and its 
partners have imparted to ITC this financial strength and 
placed it amongst the foremost in the country in terms of 
efficiency of servicing financial capital. 








ENVIRONMENTAL 
AND SOCIAL PERFORMANCE 


| have in the past drawn your attention to the outstanding 
performance of your Company in creating new benchmarks 
in the area of environmental and social responsibility. The 
accomplishments continue with your Company achieving 
the status of being ‘water positive’ for the 8th consecutive 
year, 'carbon positive' for the 5th year in succession and 
also 'solid waste recycling positive' for 3 years in a row. 
You will draw justifiable pride in the fact that your Company 
Is the only enterprise in the world of its size to have achieved 
and sustained these three global environmental distinctions. 








Adding yet another feather to the cap has been the Platinum 
LEED rating achieved by your Company's iconic hotel ITC 
Royal Gardenia in Bengaluru for its leadership in green energy 
& environmental design. This follows a similar rating achieved 
by the ITC Green Centre in Gurgaon. Your Company's 
endeavour to continuously enhance its positive carbon footprint 
has also powered a progressive shift to renewable energy 
sources. It is a matter of pride that nearly 3196 of energy 
consumed by your Company today is from clean and 
renewable sources such as wind power. This magnitude of 
renewable energy consumption is praiseworthy given the large 








manufacturing base of your Company. ITC's low carbon 
growth strategy also places it in the forefront of corporations 
that contribute to the goals of the National Action Plan on 
Climate Change. 


This stellar environmental performance is matched by your 
Company's initiatives to build social capital through extensive 
community engagement, specially in India's rural areas. These 
initiatives have led to the creation of sustainable livelihood 
opportunities for over 5 million people, many of whom 
represent the poorest sections of our society. ITC's deep 
commitment to pursue a Triple Bottom Line strategy has 
earned it global and national recognition for the leadership 
It provides in responsible and sustainable business practices. 


| would now like to take this opportunity of the Centenary 
year to reflect on the journey travelled so far, recall your 
Company's achievements, take stock of its readiness for the 
future and share with you a glimpse of the hopes and 
aspirations for the journey ahead into your Company's next 
century. 


ШШ THE JOURNEY so FAR NN 


ITC's travel through the decades has been an inspiring saga 
of challenge and change. The story began way back in 1910 
when the British owned Imperial Tobacco Company was 
registered in 'Calcutta' with a small office in Radhabazar 
Lane, with one expatriate manager and one acquired Cigarette 
manufacturing facility in Munger. Since then ITC has traversed 
through a long and rewarding journey of Indianisation and 
diversification towards a transformational change from a 
single product company to one of India's largest multi- 
business corporate enterprises. This spectacular 
transformation is manifest not only in the range, scale and 
Scope of its businesses but also in the large contribution it 
has made to the Indian society through multi-dimensional 
efforts in creating societal capital. 








Your Company is today the leading FMCG marketeer in 
India, the clear market leader in the Indian Paperboard 
and Packaging industry, the second largest Hotel chain 
and a leader in establishing new benchmarks in Responsible 
Luxury, as well as the country's foremost Agri-business 
player pioneering rural transformation through its path- 
breaking e-Choupal initiative. In addition, its wholly owned 
subsidiary is one of India's fastest growing Information 
Technology companies in the mid-tier segment constituting 
a growth driver of the future. Even more significantly, ITC 
is acknowledged as a global exemplar in sustainable 
business practices infusing your Company with a 
unique source of competitive advantage as it marches 
into the future. 
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Today, in its 100th year : 


* ITC is.present in a range of business sectors such as 
FMCG, Paper, Paperboards & Packaging, Hotels, and 
Agri-business. In the FMCG space, this includes segments 
Such as Cigarettes, Branded Foods with categories such 
as Biscuits, Atta (wheat flour), Spices, Snack Food, 
Confectionery, and Ready-to-Eat products; Personal 
Care Products that include a portfolio of shampoos, 
soaps, shower gels, fragrances and creams; Lifestyle 
Apparel and Accessories; Education & Stationery 
products; Incense Sticks and Safety Matches. This wide 
range will further stand expanded over time. 


* Your Company's portfolio of products and services is 
represented A over 50 energetic Brands in a range of 
more than 650 Stock Keeping Units (SKUs). 


* [TC's products are today available in over 6 million retail 
outlets in the country. Your Company's formidable 
Distribution organisation directly services more than 
2 million of these retail outlets. 


e ITC's factories, hotels, R & D facilities, lifestyle retail 
outlets, e-Choupals, integrated rural service hubs and 
offices, taken together, are present in over 6500 locations 
in the country. 


• Your Company's world-class manufacturing assets 
comprise 18 owned factories spread across the country. 
More than 195 outsourced factories also manufacture 
your Company's products. 


* Your Company's hotel chain comprises 4 brands, namely, 
ITC Hotels, WelcomHotels, Fortune Hotels and 
WelcomHeritage Hotels. Together these represent nearly 
a 100 hotels in over 80 locations spread across the 
country. 





* [TC's businesses export products to over 90 countries 
across the world. 


* The Company's wholly owned subsidiary, ITC Infotech, 
runs operations in the 4 continents of North America, 
Europe, Africa and Asia. 


* The ITC Group's dedicated human resource team is over 
26,000 strong. 


* Your Company's e-Choupals benefit over 4 million farmers 
in nearly 40,000 villages. 


e ITC's Social and Farm Forestry initiatives have greened 
more than 1,00,000 hectares and created over 46 million 
person days of employment potential. This helps in 
sequestering twice the amount of carbon emitted from 
the Company's operations, contributing to its ‘carbon 
positive' status. 


• Your Company's watershed programmes irrigate over 
50,000 hectares. Nearly 3000 water structures have 
been established across several States. The water 
harvesting potential created is 3 times your Company's 
consumption of water, making it a 'water-positive' 
enterprise by far. 


* Your Company has helped create more than 20,000 rural 
women entrepreneurs. 








e ITC's supplementary education initiative has reached out 
to over 2,00,000 school children in rural areas. 


* ITC's Animal Husbandry services reach out to nearly 
4,00,000 milch animals. 


* Your Company's value chains support over 5 million 
livelihoods. 


This rich repertoire of businesses, brands and social 
investments has created assets in all sectors of the Indian 
economy, namely, agriculture, industry and services. In line 
with the larger national priorities, your Company has 
consciously invested in relatively backward areas and engaged 





deeply with rural India to create value for the underprivileged 
communities. 


ITC's transformation is also evident in the pace of its 
growth over the years. In the first 50 years of its existence, 
ITC's Gross Income had touched Rs. 37 crores with a 
Profit After Tax of less than Rs. 1.5 crores. At the time of 
your Company's Platinum Jubilee in 1985, Gross Income 
had risen to Rs. 812 crores with Profit After Tax at 
Rs. 8 crores. Since then, its Gross Income has multiplied 
to Rs. 26,863 crores, and Profit After Tax to Rs. 4,061 


crores. 


SHAPING THE 
ITC OF TOMORROW 


As your Company steps into its next century, the critical 
question to ask ourselves is : "Is ITC future-ready?" It is 
my belief that the answer to this question is an emphatic 
"yes". Over many years, your Company has assiduously 
architected a winning combination of organisational hardware 
and software to serve as a source of sustainable competitive 
advantage. ITC's portfolio of businesses based on proven 
core competencies, world-class human capital, strategic 








assets such as power brands, trade marketing & distribution 
infrastructure, deep linkages in rural India, its strong balance 
sheet, the R & D infrastructure, and the unique amalgam 
of its super-ordinate Vision, enduring Values and competitive 
Vitality constitute a robust and formidable foundation that 
lend abiding strength to deal effectively with the challenges 
and opportunities of tomorrow. 


Let me briefly elucidate some of the key features which 
together impart unique strengths to your Company. 


[| VISION, VALUES AND VITALITY Jf 


The most critical factor in the longevity of an organisation in 
my opinion is its internal vitality, namely the capacity to remain 
relevant and contemporary, its ability to anticipate and 
proactively manage change and its agility to continuously 
reinvent and reinvigorate itself. ITC's sustained ranking among 
India's top private sector corporations across decades is 
testimony to your Company's organisational vitality. This 
Vitality is manifest in ITC in many ways --- in its deepening 
consumer insight, its ability to rapidly absorb knowledge 
and harness technology, its breakthrough innovations in 
products and processes, the widening bandwidth of its 
distributed leadership and its resilient adaptiveness to 
continuously leverage market opportunities. Together these 
constitute an ever-strengthening competitive capability. 


It is also manifest in ITC's robust strategy of organisation, its 
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GOVERNANCE STRUCTURE 








ITC's strategic thrust is founded on its ability to continuously 
invest in existing and new capabilities. As a result, one of 
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ITC's most important assets today is its pool of diverse 
core competencies residing in its various businesses. 
Accordingly, its governance structure has been designed 
to manage diversity, enabling it to pursue new avenues of 
growth without diluting focus on its existing lines of 
business. The decentralised structure, with distributed 
leadership, enables the executive management of each of 
its businesses to relentlessly pursue the task of attaining 
international competitiveness by focusing on honing its unique 
skills, unencumbered by the other priorities of ITC. On the 
other hand, the senior team at the apex is engaged in the 
strategic supervision and management of the Company as 





climate of professionalism and its time-tested caring culture 
providing a unique framework to win in the market place and 
also simultaneously make a growing contribution beyond 
the market. It is my belief that ITC has successfully integrated 
Vision, Values and Vitality in a distinctive blend that has 
significantly enhanced its potential for wealth creation not 
only for the shareholders but also for the larger society. The 
compelling Vision of enlarging its contribution to the Indian 
society has been a source of inspiration for ITC in this long 
and fulfilling journey. ITC's core Values are embedded in its 
philosophy of trusteeship and the related belief that enterprises 
exist to serve society and that shareholder value creation is 
a reward for such larger societal value creation. An unwavering 
commitment to integrity, ethical conduct, meritocracy, team 
work and an abiding concern for stakeholders are at the 
heart of ITC's core Values. ITC's Vision provides the 
overarching inspiration; its Values serve to guide thought 
and action; and its Vitality enables excellence in strategy 
formulation and execution. Together, they form the core 
inner strength of the organisation from which 
future generations of employees will continue to draw 
strength and sustenance to create growing value for all 
its stakeholders. 


a whole, free from involvement in the day-to-day functioning 
of the business divisions. This structure enables the top 
management to assume the character of a holding company 
with the mindset of a venture capitalist, mentoring existing 
businesses and creating newer avenues for growth by 
blending skills and capabilities drawn from different parts of 
the ITC Group. Over time, these blended capabilities will, 
in turn, spawn newer competencies which will impart a 
force multiplier to your Company's future growth potential. 


ITC's defining internal strengths, on which | have spoken at 
length, will not only sustain the current momentum, but also 
propel the Company into a higher trajectory of growth in the 
future. The future value of some of these strengths, in my 
view, is much greater than what may be visible today. This 
Is so because they provide ITC the capability to address 
some of the emerging paradigms of competitiveness. | had 
spoken on some of these aspects in my address to you last 
year. | deem it important to highlight once again some of 
these features that will, in future, redefine the context of 
conducting business and in turn call for a paradigm shift in 
corporate thought and action. 
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GEARED FOR NEW PARADIGMS 
OF COMPETITIVENESS 


A century of rapid growth in the world economy has created 
material wealth of significant proportions. Unfortunately, it did 
SO with a huge cost to society. The economic model pursued 
by the world for decades could not ensure development with 
equity and paid scant attention to the replenishment of natural 
capital. As a result, the future progress of mankind is today 
severely threatened by the challenges posed by increasing 
income inequities, widespread poverty and the alarming 
degradation of the environment. This is aggravated further by 
the phenomenon of global warming and climate change, which 
impacts the poorer sections even more. On the one hand, wide 
income disparities have caused mass discontent, ing societies 
vulnerable to social unrest. On the other, the depletion of scarce 
environmental resources not only threaten the planet's living 
Systems but also impose limits on future economic growth. 
Business indeed cannot prosper when stability of the Society 
itself is threatened. 


Growing civil society awareness, consumer response and tougher 
regulations will compel organisations to adopt more sustainable 
business practices in the future. Businesses will no longer be 
able to confine themselves to the narrow goal of enhancing 
shareholder value with little or no attention to social and 
environmental challenges. It is my firm conviction that future 
competitiveness of firms and therefore their profitability will 
crucially depend on the ability of the enterprises to make 
Sustainability an integral part of their value proposition. The 
society will increasingly look to business to meet the challenges 
of global warming and poverty alleviation through the creation 
of sustainable livelihoods. 


You, our valued shareholders, can draw assurance from the 
fact that your Company is future-ready on this dimension as 
well. Over many years, your Company has progressively 
positioned itself to respond to these new paradigms of 
competitiveness. ITC's response has been uniquely fashioned 
by embedding larger societal goals in its various business 
models. Some of the most celebrated examples are: ITC's e- 
Choupal network which is contributing to increasing rural incomes 
by providing wide ranging support services to the farming 
community; ITC's Farm and Social Forestry Programmes which 
create sustainable livelihoods among marginal farmers and poor 
tribals; ITC's adoption of environment friendly technologies, 
increasing use of renewable sources of energy, recycling 
processes and creation of water harvesting structures, all of 
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which have combined to make ITC carbon positive, water positive 
and waste recycling positive. This conscious strategy adopted 
by your Company to attain a leadership position in sustainable 
business practices has prepared ITC to decisively meet the 
challenges that will arise from tomorrow's paradigms of 
competitiveness. 


ff BUSINESSES FOR TOMORROW 8 


This brings me to the third component of ITC’s future 
readiness which relates to the composition of its business 
portfolio. Your Company is today positioned in the frontline 
of some of the most promising businesses of tomorrow. 
With rising incomes, a favourable demographic dividend, 
reduction in poverty, and a transforming rural India, your 
Company is well poised to serve the growing aspirations of 
consumers with globally benchmarked products and services. 





The Fast Moving Consumer Goods sector in India, in which 
your Company is a major player, is expected to triple in size 
to over Rs. 3,55,000 crores by 2018. Foods, Personal Care, 
Education & Scholastic products, Apparel and Lifestyle 
products, Tobacco and others dominate this space. Your 
Company's investments in FMCG are targeted to serve these 
growing markets. | can sight an investment opportunity for 
ITC of upto Rs. 8,000 crores over the next 7 to 10 years to 
drive growth in this sector. 





India's consumption of Paper, Paperboards & Packaging 
is one of the lowest in the world. Per capita consumption is 
around 5 kilograms per person per year compared to nearly 
300 kgs in US, 200 kgs in UK, and 45 kgs in China. With 
the spread of education and economic growth, demand is 
expected to grow manifold. Your Company has invested 
significantly in enhancing its capacity in this business and 
today takes pride in not only being a leader in this category 
but an exemplar in environmental performance as well. In 
this sector also, | can sight an investment opportunity of 
upto Rs. 6,000 crores to secure growth for your Company. 


ITC's Hotels are at the vanguard of service excellence and 
are an embodiment of "Responsible Luxury". As is well 
known, India is grossly under-roomed. International arrivals 
in India are only 5 million a year, compared to around 80 
million in France, 58 million in the United States and 55 million 
in China. At conservative estimates, India needs 50,000 
rooms in the next 2 to 3 years. This sector too carries an 
investment opportunity for ITC of upto Rs. 9,000 crores in 
the next 7 to 10 years to fuel its growth. New properties are 
already being constructed in Chennai and Kolkata and plans 
are afoot in several other locations. ITC's hotels have redefined 
hospitality concepts of luxury, cuisine and service. It is your 
Company's aspiration to support India's tourism landscape 
by offering world-class hotels to both international and 
domestic guests. These hotels will also be exemplars in 
green design and environmental excellence. 








Your Company's Agri-business, with its deep rural linkages 
is well poised as a supply chain partner to create value for 
ITC's Foods and Tobacco businesses. Its large presence in 
rural India, with the unique e-Choupal infrastructure, will be 
progressively leveraged to widen your Company's FMCG 
distribution network. 


Your Company's fast growing Information Technology 
subsidiary is founded on a strong base of domain knowledge 
derived from ITC's multiple businesses. It has demonstrated 
its ability to hold its own in an extremely competitive global 
context on the strength of superior customer care it brings 
to its clients. It will continue to add significant value to ITC's 
businesses by enabling them to leverage Information 
Technology as a source of superior competitive advantage. 


R&D: 
GAME CHANGERS 
OF TOMORROW 


Innovation is the elixir of growth in a competitive global 
business environment. Your Company recognises that 
cutting edge R & D can foster breakthrough innovation 
and create powerful sources of sustainable competitive 
advantage. This vision has led to the establishment of a 
State-of-the-art R & D Centre at Bengaluru. Over 50 world-class 
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scientists are already working at the Centre. Recognising 
the unique construct of ITC in terms of its strong presence 
in agriculture, food and personal care businesses, a 
convergence of R & D capabilities is being leveraged to 
deliver future products aimed at nutrition, health and well- 
being. As ITC moves into the future, its R & D programme 
will create new game changing business opportunities. 


This brief recap of ITC's strengths and its preparedness for 
leveraging market opportunities should reaffirm your 
confidence that your Company is well poised for creating 
even greater value in the years to come. 


CONCLUSION : 
ITC – A NATIONAL ASSET 


ITC is deeply rooted in India's soil. All of us who have had 
the privilege of serving ITC are inspired by the worthy cause 
of nurturing ITC's Indian soul and its commitment to create 
ever-growing value for the Indian society. Your Company's 
professional employees are dedicated to this super-ordinate 
goal. It is also this vision that is manifest in the unique 
business models crafted by your Company to create livelihood 
opportunities for millions of people, many of whom represent 
the poorest sections of our society. 





Personally for me, it is an honour to be at the helm at this 
defining moment in ITC's history. | deem it a special privilege. 


On the occasion of ITC's centenary, let us collectively wish 
this valuable and admired institution of India many more 
decades of success and even greater achievements. May 
it continue to inspire future generations of dedicated 
professionals to create value for all its stakeholders, meet 
societal expectations and contribute to nation building. 


As | conclude, may | once again thank you, our valued 
shareholders, for your unstinted support in this shared journey. 
|, on behalf of the board and the employees of your Company, 
will look to you as always for your continued support and 
encouragement. 





This is the complete text of Chairman Y. C. Deveshwar's speech. The 'video on demand' of the speech can be viewed at 
www.itcportal.com. For a booklet of the speech, please write to the 
Corporate Communications Department, ITC Limited, Virginia House, 37 J. L. Nehru Road, Kolkata 700 071 or e-mail to ccdézitc.in 
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WOMTTOW SIHSVAIUS 


Education becomes the 
bridge to a higher class, 
as high-income 
households outnumber 
poor Ones. BY SHAMNI PANDE 


umit Patil barely has the 
time to think of any paral- 
lels as he shuttles long-dis- 
tance from his village, Tara 
in Maharashtra's Raigad 
district, to Nerul in Mumbai every day. 
He hardly minds the journey of 50 
km to his new office in the big city. 
where he has been recruited to sell SIM 
cards for Uninor, a new player in the 
telecom services market. 

But, in many ways, 20-year-old 
Patil reflects the changing face of 
the country as it shifts gears from 
being a largely agriculture-depend- 
ent nation that has more poor and 
aspiring classes than the rich. Not 
too long ago, Patil's grandparents 
worked as farm hands, but life took 
a slightly different turn when his 
father was recruited as a messenger 





in a local school. 

That opened the doors not just to 
a new source of income but offered 
the Patil family a peep into what could 
be — and how life could change with 
education. "I studied till class 12, but 
then I was fascinated with gadgets 
— especially computers and mobiles, " 





he says. It is almost as if the gods 
heard him, because the government 
sponsored a basic computer course for 
those living below the poverty line. 
As a result, Patil got to lay his 
hands on a computer for the first 
time around two years ago. “Then 1 
heard from my village friends that Nis 
was seeking to recruit local youth for 
jobs, and I volunteered and have 
been placed in a profession that deals 


ECONOMY-NUGGETS OF HOPE 
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Rural Dreams, 
Urban Reality 





he Indian economy has been on 

a roll for the past few years and 

what a party it has been! The 
nine per cent GDP growth rate has 
become a vital number flaunted by 
even those who are totally clueless 
about issues of the economy. So what 
does this growth mean for the Indian 
consumer economy? Let's take a look 
at some of these issues: 

The big differences between rural 
and urban India when it comes to 
household income patterns are a 
pointer to how things will unfold as 
urbanisation increases. Urban 
households earn around 85 per cent 
more than rural ones, spend 75 per 
cent more and save twice as much as 
rural households. Much of this can 
be the explained by the higher educa- 
tion levels of the chief earn- 
ers of urban households. 

Rural India accounts 
for 70 per cent of India's 
population, 56 per cent of 
national income, 64 per 
cent of total expenditure 
and a third of total savings. 
No longer are rural econo- 
mies purely agricultural: 
agriculture's share has 
dropped from 74 per cent in 
1970 and 41 per cent in 
1993 to 40 per cent in 
2007-08. And big chunks 
of salaried and non-agri- 


Urban residents are 
of households in the top 





cultural self-employed households 
are located in rural areas. 

As the disposable income of a 
household grows. the focus of its 
spending widens from basic needs and 
food to durables, health and education 
and investments. The urban-rural 
disparity is reflected in the ownership 
profile of most consumer durables. 

The gap between the highest and 
lowest-income households is huge. 
Nearly 70 per cent of the bottom 
quintile households reside in low- 
income states and 90 per cent of 
these households are in rural areas. 
On the other hand, half of all top 
quintile households also live in rural 
India. Nearly 60 per cent of the top 
quintile households are occupied in 
clerical, sales, service-oriented or 
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professional and administrative jobs. 
In contrast, nearly 70 per cent of the 
bottom quintile households are en- 
gaged in farming activities. 
Consumer product ownership is 
skewed heavily towards the top in- 
come quintile groups. 

Urban India will add 379 million 
people — or more than the current 
population of the United States — 
over the next 40 years, with over half 
of India living in towns and cities. 

Urban residents are the most 
educated. Around 51 per cent of 
households in the top 20 cities have 
at least one graduate in a household, 
against just 15 per cent in the vil- 
lages. So nearly half of those em- 
ployed in the top 20 cities tend to 
have salaried jobs against just 10 per 
cent in the villages. The 
government cannot simply 
ignore urban development. 

The evolving demo- 
graphic profile in favour of 
a younger population sug- 
gests that the growth pros- 
pects of the Indian econ- 
omy remain strong, pro- 
vided their potential is used 
effectively. With appropriate 
policy measures from the 
government and a fitting 
corporate response, there is 
no stopping the Indian 
growth story. © 


ost educated: around 5 / 75 
ities have at least one graduate 
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Estimated households by income class 


«mn. Low income= less than Rs 45,000 а year” 
«mn. Middle incomes Rs 45,000- Rs 1,80,000 a year* 
«ж» High income» more than Rs 1,80,000 a year* 
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with things that I am interested 
in," he says. 1993-94 

In India. market research ШШЕН 90.5 
often tends to miss out on such СНЕ 6? 9 
nuances by going for the basic 3.9 


data — data that is thinly 
stretched over a highly varied 
people and geography. This is 
where How India Earns, Spends 
and Saves: Unmasking the Real 
India, written by Rajesh Shukla, 
Director, NCAER-Centre for Macro 
Consumer Research (cMcR) be- 
comes relevant. 

Shukla's book is not an en- 
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tirely novel effort, as it draws 
inspiration from the similarly 
titled 2007 report by Max New 
York Life and NcAER. But it is 
unique in the way it captures 
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the nuances, exploring the fac- 2009-10 
tors that determine а house- ФИК 41 
hold'sincome and so its earn- SESS 140.7 
ing and spending patterns in emm. 46.7 
today's world. пасол 
The first big alert is the way "Income at 2001-02 prices. Figures in millions 


in which it nails how pure-play 
agriculture is no longer a heavy- 
weight in the Indian economy. 
Out of India's 205.6 million house- 
holds, 82.3 million are self-employed 
— in farming, fishing, hunting and 
allied activities. Then, 45.6 million 
households are involved in production 
related work or jobs pertaining to 
transportation. 

According to the book, these two 
household segments have an average 
annual income of Rs 48,000 each 
while households engaged in sales- 


Source: NSHIE 2004-05: NCAER-CMCR analysis 


related work number 25.9 million 
and have an average annual income 
Rs 86,409. But the top earning seg- 
ment comprising 5.9 million house- 
holds is employed in administrative, 
executive and managerial jobs with 
an average annual income of Rs 
169,317. $^ 

Education and technicé: or voca- 
tional training are clearly the key to 
growth. Though the impact, as 
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Shukla points out, is felt only when 
this is combined with opportunity, as 
it is in Patil's case. Patil and his family 
don't know about data and nuances, 
but they are enjoying the results. "My 
father was so convinced about what 
education can do for progress that he 
too studied for his 12th exam and 
cleared it two years ago,” says Patil. 
His father had to leave school in class 
V to support his family. Now. Patil's 
younger brother wants to be a gradu- 
ate. "He is more academically in- 
clined," says Patil. 

The good news is that, for the first 
time, the number of high income 
households was projected to exceed 
the number of poor in 2009-10. At 
the same time, over five million mid- 
dle-income households will move into 
the high income bracket. 

So, all the growth cues are in 
place. But most of us think in terms of 
certainties, and the book works on an 
estimate of 8.7 per cent growth up to 
2015 at 2004-05 prices. 

"[n reality, most consumers are 
financially vulnerable. A quarter of 
them have loans outstanding. In case 
of a major drop in income, there is 
lack of sufficient savings to sustain 
them for a year," points out Rama 
Bijapurkar, Chairperson, NCAER-CMCR. 

Yet, the book points out that 
more than half the Indian house- 
holds (54 per cent) are confident 
about their current and future sta- 
bility. "Inflation? Yes, but now I am 
working hard and wish to own a 
car soon," says Patil.© 
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BY KUSHAN MITRA, MANU KAUSHIK and RAHUL SACHITANAND 


eerut is not a city used to attention from large businesses. 
Sure, it is home to a little over a million people and has 
grown by being host to one of the largest Army canton- 
ments in India. But the Uttar Pradesh conurbation has 
never had any of the gold-dust that glosses Noida or even 

Ghaziabad — both neighbouring rich New Delhi. 
Until yesterday, that is. Today, for India’s barrelling 
telecom companies, the intersect of 29° 01' north of the 
equator and 77° 45' east of Greenwich is ground zero. If Meerut represents 
the big cusp of change ahead for them, city resident Himanshu Puri is the lace 
of that coming revolution. A senior manager at a local construction firm, 
Puri, 24, is on the road six or seven days a month and stays in touch with his 
friends through Facebook updating his status once an hour, or more olten, 
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| P Sathiaraj (in red vest), 22 


Fisherman'Sathiaraj;checks;his;mobile phone for; cozordinates ofa fish 
shoal.five km into;the Bay;of; Bengal? Information alerts could'save 
Indian farmers:and fisherfolk:Rs/600;/crore in'20157And; boost income 





"I have over 100 friends on Facebook 
and almost 60 of those friends interact 
only through their mobile phones, "says 
the MBA from Meerut's Choudhury 
Charan Singh University. Puri often runs 
through the popular Rs 98 monthly 
Internet surfing recharge with a 2 giga- 
bytes (GB, a measure of data used) cap 
from Bharti Airtel, India's biggest mobile 
services firm, and has to top up twice. At 
Rs 300 a month, his spending on data is 
30 per cent — or more than three times 
the national average — of his monthly 
Rs 1,000 mobile phone bill. 

Customers like Puri and places like 
Meerut — the city is among the top five 





Founder and CEO, Y2CF Digital Media 
uim Mula on social networks helps people 
discover deals, eat-outs, fell friends where they are 
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consuming locations in India of services 
like text or SMS messages, caller tunes and 
ring back tones and mobile Internet — 
present hope to companies such as Bharti 
Airtel, Vodafone Essar and Idea Cellular. 
They are among eleven firms that have 
spent an unprecedented Rs 1 trillion, 
about two times the national income of a 
country like Afghanistan, in buying spec- 
trum and licences for data-heavy third 
generation mobile phone services, better 
known as 3G, and broadband wireless 
access (BWA) offerings. 

On the face of it, that amount makes 
for a poor investment. To recover that 
money and another Rs 2.5 trillion needed 
to set up 3G and BwA networks — assum- 
ing Indian phone firms quickly get 200 
million customers signing up and have 
them spend an average of Rs 100 a 
month on data alone (both very ambi- 
tious targets) — the industry will have to 
wait for 14 years and six months, back- 
of-the-napkin calculations show. Profits 
come later, if any. To put that in perspec- 
tive, the average monthly mobile phone 
bill of an Indian today is Rs 1 20. 


A Billion Datum Needs 

Still, hey, this is India. A market that no- 
body a decade ago would have predicted 
to be home to more than 600 million 
mobile phone connections, second only 
to China. Just like cellphones were not 
about mobility in India but access to à 
phone service, 3G and BWA services prom- 
ise millions and millions of Indians their 
first high-speed Internet and data experi- 
ence. And, just as mobile phones fed into 
the huge latent demand for the meta- 
phorical dial tone, high-speed data capa- 
bility on the move could feed into a big 
unmet need for entertainment and infor- 
mation — all customised and personal- 


r 


H.K. RAJASHEKAR/Www.indiatodavimages.com 


ised on handhelds and other devices. 
India today has fewer than nine mil- 
lion wireline broadband connections 
measured by the government's defini- 
tion of 'anything above 256 kbps speed 
is broadband'. In the developed world, it 
is a 2 mbps throughput that is set as a 
threshold for such connections — by 
which yardstick India counts under 
200,000 truly broadband connections. 
That low number spells a big opportu- 
nity for 3G networks, which promise 
speeds of up to 14 mbps. "The weakness 
of wireline broadband will be the single 
biggest factor to the success of 3G and 
BWA," says Samaresh Parida, Head of 





works could deliver 100 mbps speeds 
— allowing downloads of a pvp quality 
movie in under a minute. 

A large swathe of Indians is already 
familiar with the ease of wireless access 
of data. The country's telecom regulator 
estimates some 177 million people access 
the Internet through mobile devices, of 
which some 30 million do so as often as 
at least a week. A small and fast-growing 
segment of more than 10 million sub- 
scribers use high-speed wireless connec- 
tions through uss dongles and mobile 
phones on networks of Reliance 
Communications, Tata Teleservices and 
MTS. Most of this demand, say company 
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least once a week 
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the last year, overtaking the seven million 
dial-up fixed-line Internet connections. 

Such access to the Internet is routine 
in the work lives of doctors in Kerala's 
Malabar region. Online medical reference 
material is often quickly accessed on 
mobiles and PDAs, says R. Satheesh, Chief 
Medical Officer at Al Shifa Hospital, 
Perinthalmanna. When treating new- 
borns, he says, as an example, "we check 
drug dosage schedules, indications for the 
drug and the contra-indications". 

A data scheme by phone operator 
Aircel in April 2009 had a huge impact 
on an unexpected quarter. Launched 
with an ad campaign with Indian 
cricket captain Mahendra Singh Dhoni 
showing how he used Facebook on the 
move, the scheme had local handset 
marketer Micromax quickly unveiling 
a handset with a 'single click' button to 
launch Facebook. The result was elec- 
tric: Facebook's user base in India dou- 
bled from under five million users to 
close to ten million and it became 
India's top online social network ahead 
of Google's Orkut. Today. over half of 
Facebook users from India access the 
site on mobile phones. 

In Chinnankudi village near 


Source: PwC Analysis 
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e Availability of low cost handsets 

€ Lack of availability of broadband services 
e 3G enabled handsets already in market 
€ Young demographic profile of users 

© Enterprises 
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Nagapattinam, one of the worst-hit areas 
in the December 2004 tsunami, fisher- 
men have a new tool: an application on 
their mobile phones that tells them wind 
speed, wave height, wind direction, tem- 
perature and the weather forecast. Also 
available are the co-ordinates of fishing 
zones that hold a potential good catch. 
The village's 500-odd households are 
beneficiaries of Fisher Friend Mobile 
Application, a pilot project the M.S. 
Swaminathan Research Foundation is 
implementing in partnership with Tata 
Teleservices and chipmaker Qualcomm. 
Fish catches are now 30 per cent higher 
and fishermen "save significantly on die- 
sel costs (up to Rs 3,000 a trip),” says 
K. Balachandran, an owner of two boats. 

Some three million people, mostly in 
rural India, have signed on to Nokia's Life 
Tools text-messaging information service 
that delivers commodity prices, weather 
data and even English education one word 
a time charging Rs 30 to Rs 60 a month. 

So, how will Indian consumers and 
companies harness the big wave of mo- 
bile data building up? That will depend on 
how many 3G phones India ends up hav- 
ing in the coming years. There is a range 
of projections — our columnist Pradip 





/ Sunita Sharma, 35 


The)Londoner,;monitors CCTV. camerasjat/her, 
mom-and-pop)shop backihome realtime 
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Baijal (page 58) believes India will have 
300 million phones in a year of nation- 
wide launch. But a study commissioned 
by international industry group GSM 
Association and conducted by consul- 
tancy PricewaterhouseCoopers (Pwc) is 
instructive. The study projects the 
number of 3G customers in India at 107 
million by 2015. "Initially, the rollout is 
expected to be more focused in urban 
areas. Therefore, the uptake of 3G serv- 
ices will be concentrated among urban 
subscribers,” рис predicts. "By 2015, 
rural subscribers are likely to comprise up 
to 24 per cent of the overall 3G subscriber 
base." And, just like average revenue per 
user (ARPU, or customer billing a month) 
rose in countries that introduced 3G 
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services — Telstra's 3G ARPU is 2.5 times 
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second generation network billings; in 
Japan, it is 58 per cent higher — Indian 
phone firms are also expected to benefit. 
ARPU for 3G users is expected to be Rs 712 
in 2011 and end at Rs 265 in 2015, 
notes the Pwc report, still much higher 
than 2G arrus of Rs 120. 

Even so, it is not clear that mobile 
data services will find custom in India. 
But, two or three trends can be extrapo- 
lated from the way cellphone users con- 
sume data today. Almost everyone inter- 
viewed for this story agrees that the big- 
gest use of data will be plain old Internet 
access through what venture capital 
manager Mohit Bhatnagar calls a "better, 
faster and bigger pipe through which 
more of audio, video, pictures, full songs... 
will be downloaded". 

Think of Puri, the Facebook addict 
from Meerut, and what he could do with 
a high-speed wireless data connection. 
рус predicts Internet access will make for 
35 per cent of mobile broadband services 
by 2015 and start-ups like Gurgaon- 
based v2cr Digital Media are coming out 
of the woodwork in dozens to capture 
latent demand. It is developing a social 
networking platform with an important 
ingredient that mobile devices provide: 
location-based information. "With 
where-you-are information, people can 
have networks around restaurants, dis- 
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cover places, tell friends where they are, 
etc. (Commercial) possibilities with that 
are interesting," says Mohammad 
Imthiaz, сво. In Pune, start-up Xtremum 
Solutions is ready with a proof of concept 
solution for doctors to navigate patient 
information on tablet PCs. 

Music, applications, gaming , govern- 
ment services, telemedicine, Internet te- 
lephony and education could make for 
other important slices of the mobile data 
pie and examples of application and con- 
tent developers around these abound. 
(See Game For Growth, pg 100.) 


Video, The Killer App? 

Services pandering to uniquely Indian 
appetites could be on the horizon too. 
Video calling may not have taken off 
in the other 3G markets but 
D. Shivakumar, Managing Director India 
for Nokia, the No. 1 phone brand, insists 
it will be a big hit in India. "The concept 
of privacy and openness is very different 
in India. In small towns, 80 per cent of 
boys and girls don't mingle. For them, 
SMS is a big way of communicating to- 
day. Tomorrow, it will be video calling." 
he says. A Nokia survey shows video 
calling will be the No. 1 service that 
Indians customers — nearly half of 
7,500 respondents said they would defi- 
nitely avail themselves of it — want 
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.. into what? 3G doesn't happen 
in thin air. A reality check. 


Is the pipe fat enough? Globally, 
3G mobile operators are given a 
band of 2x10 MHz to 2x15MHz. In 


on pg 28. Optimum data capacity 
of each 36 cell site for a 5MHz 
bandwidth is just 7.2mbps for 250 
data users, at 256kbps. 


Where are the goodies? The 
biggest market is rural India. 
But someone has to create apps 
for the masses. And in India's 


are plenty of 3G handsets in the 
works or in stores, but none for 
the common man. Handset prices 
have to fall below Rs 5000, the 
level for today's 2G handsets. 

Cut prices to get volumes? Or 

get volumes first? There go 
research costs and snob value. 
Source: Mobile Broadband Outlook 2015, PwC 
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when 3G becomes reality. 

Indeed, there are hints of video be- 
ing a big hit if the experience of govern- 
ment-owned Bharat Sanchar Nigam Ltd 
is a gauge: About 70 per cent of broad- 
band content consumed by its 1.3 mil- 
lion 3G customers is video including 
movies and, more interestingly, interac- 
tive video content. Already, Bollywood 
stars such as John Abraham have 
started video blogs. Shivakumar believes 
3G/BWA will change every — yes, every 
— business in India "especially those 
whose goods and services have strong 
sensory and visual aspects to it," he 
says. As an example, he sees shoppers 
making "how does this look" calls to 
friends and relatives. Phones priced at 
less than Rs 4,000 are already on the 
horizon. Many consider Mahanagar 
Telephone Nigam Ltd's 3G pricing of 1 
paise for 10 кв, or Rs 100 for a Gp of 
data, as an early benchmark. 

[International experiences augur 
Indian phone firms and the eco-system 
around 3G/BwA heading to a sweet 
spot. While Europe took two-and-a- 
half years to reach a seven per cent 3G 
penetration, newcomers have got re- 
sults quicker. Turkey reported that level 
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of customer conversion into 3G in just 
nine months, points out Stéphanie 
Baghdassarian, Research Director at 
Gartner in the UK. A similar pattern 
could hold out for India especially with 
applications around mobile banking, 
she predicts. 

To be sure, there are several hurdles 
that could trip India's waltz into the 
world of opportunities that 3G offers 
(see The Big Leap...) and the ability to 
make payments on mobiles — India 
has under 20 million credit cards — to 
conclude a transaction is one of them 
Hyderabad tech firm IMI Mobile may 
have the fix for that. It is readying a 
pan-operator platform that content 
and application developers can plug 
into without the hassle of signing com- 
mercial terms with multiple phone 
firms or making sure software code 
works on different operating systems. 
Embedded in the plan is a micro-pay- 
ments gateway that will allow users to 
bill as little as one paisa for a purchase. 

That could really make the Indian 
mobile network sing. (9 
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What will the mobile device of tomorrow look like? 
Actually, no one really knows. 8Y KUSHAN MITRA 


The Phone of Tomorrow 
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n January 9, 2007, when 
Apple Computer CEO Steve 
Jobs held up the iPhone, 
competitors and analysts 
scoffed. Apple was ven- 
turing into new territory by making 
a phone, and established players 
would have it for lunch, they said. 
Forrester Research analyst Charles 
Golvin was quoted as saying: “The 
iPhone will not substantially alter the 
fundamental structure and chal- 
lenges of the mobile industry.” Ouch! 

Even though the iPhone still re- 
mains ‘a niche product’, as Nokia CEO 
Olli-Pekka Kallasvuo termed it, what 
a niche it is! The iPhone has become 
the model smartphone, and the suc- 
cess of Apple's iTunes applications 
store is driving both device manufac- 
turers and telecom operators today. 
And Apple has not stopped on the 
device front: its iPad tablets have 





prompted others to rush into the 


market with a host of knock-offs. 
But nobody expects the iPhone to 
lead the 3G device revolution in 
India. Legal versions of the iPhone 
3GS sold by Airtel and Vodafone cost 
upwards of Rs 30,000. India, as 
Nokia India Managing Director D. 
Shivakumar points out, is a value- 
conscious market. But that does not 
mean that Indians cannot have ac- 


cess to affordable touch-screen de- 
vices. Nokia's South Korean rival 
Samsung recently launched one for 
Rs 4.500. 

“The interesting thing with ap- 
plications and software on a mobile 
phone is that your phone and my 
phone can have the same hardware 
but be completely different... the abil- 
ity to personalise will be the main 
driver for mobile devices,” says Asim 
Warsi. Chief Marketing Officer of 
Samsung India. 

Manu Nagar, ceo of Longcheer 
India Technology, the mobile devel- 
opment arm of a Chinese major, cites 
two critical aspects. “For most 
Indians a phone has to look good, say 
something about them. The reason 
qwerty-keypad devices became popu- 
lar was not so much because they are 
easy to type on but because they look 
expensive,” he says. 

But he also points out that Indian 
marketers (all ‘Indian’ mobile brands 
import devices from China and 
Taiwan) have a great sense of the 
mass market's pulse. “But the mass- 
market is not an innovative segment; 
innovation will still come from the 
top-end of the market,” says Nagar. 

Microsoft India’s Head of 
Consumer and Online Business 
Hemant Sachdev believes that inno- 
vation will be driven by faster and 
more affordable data, or the way 
mobile devices are used. “There will 
be uses in healthcare and education. 
There are 1.72 million educational 
institutions across India but only a 
handful have high-speed data con- 
nections. Cheap computing devices 
that can access the Internet through 
mobiles will liberate them,” he says. 

The big driver — and this is akin 
to what has happened in the West 
— will be entertainment, or movies, 
sports and video. Google India’s 
Product Head, Vinay Goel, says sev- 
eral Indian television companies are 
already on YouTube with legal con- 
tent. When mobile data speeds get 


wireless access (BWA), more people 
will access video on their phones. 

But phones will need to be 
smarter to handle all this video. Enter 
Qualcomm, the American technol- 
ogy company. Apart from winning 
the licences for BWA services in four 
circles, Qualcomm is one of the 
world's largest manufacturers of 
chipsets for mobiles. 

Kanwalinder Singh, Managing 
Director of the Indian arm, says the 
price-performance barrier is moving 
lower every day. “The Snapdragon 
processor we have gives high-end 
smartphones massive performance, 
but we also have our 7000 series that 
allows cheaper devices to run smart- 
phone platforms.” 

Google and Qualcomm both 
expect a smartphone running 
Android to be launched at around 
Rs 8,000 in India very soon. Chinese 
telecom company ZTE recently 
launched an Android-powered hand- 
set ‘Runner’ at this pricepoint in the 
United Kingdom. By 2011, Android 
handsets could be retailing for 
around Rs 5,000 in India. But the 
big thing in India, according to 
Singh, will be “real-time switching” 
between networks of various tech- 
nologies and standards. 

But what about tablets and the 
cloud? Proliferation of video will lead to 
greater peer-to-peer video sharing of 
events such as family occasions, argues 
Sanjay Kapoor, сво of Bharti Airtel. 

So tomorrow’s mass-market device 
in India will be cheap versions of the 
iPhone and iPad. They will have large 
touch-screens and be able to work on 
several standards simultaneously. They 
may not be as smart as Apple’s, but 
could have a replaceable battery, slots 
for high-capacity smart-cards and 
front and rear cameras for video calls 
(see The Phone of Tomorrow). 

Thanks to fast and cheap proces- 
sors, such a device could have a 
smartphone operating system, pos- 
sibly Android since it is freeware. All 
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here's a gold mine waiting to 

be unearthed in 3G for 
operators across the globe. 
According to analysts, global 
subscriptions for 3G will 

cross the one billion mark in 2010. 
However, there's still plenty of head- 
room for growth — until last year, 3G 
subscriptions stood only at 15 per cent 
of all connections. While there has 
been plenty of talk about the rollout of 
3G services worldwide, the fact remains 
that Japan and South Korea are the 
only two markets where the vast major- 
ity of all mobile subscriptions are 3G (or 
4G) subscriptions. In Korea and Japan, 
the key has been application-centric 
products that incorporate connectivity. 
Operators have focused on creat- 
ing packages of applications and 
services for customer segments. 
Photo sharing. dynamic video serv- 
ices, and mobile wallet are some ex- 
amples. Connectivity has been bun- 
dled in these application packages. 
This approach has paid off hand- 
somely, with operators recouping 
their 3G investments in around five 
vears. [n contrast, operators that 
have focused on connectivity-ori- 
ented services are years away from 
recouping their large spectrum and 
infrastructure investments in 3G. The 
value of a 3G network is in its ability 
to unleash mobile applications and 
services. Monetisation of 3G net- 
works flows from applications and 
services that are provided over the 
network. Devices with 3G capabilities 
are the other important piece. This 
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Apps, Services 
Key to Jo SUCCESS 


piece is getting addressed as more 
affordable devices are scheduled to hit 
the market. So, success and competi- 
tiveness in 3G comes down to applica- 
tions and services. 

In India, the challenge facing op- 
erators is a little different. We have to 
keep in mind that the Internet here is 
largely experienced on mobile devices, 
not on pcs. Given the constraints of 
bandwidth and affordable devices, this 
experience has been rather stymied 
until now. 3G networks will address 
the bandwidth part of this problem. 
As affordable 3G handsets become 
available, we will see a sharp growth 
in data consumption 
among Indians. 

Infrastructure does 
help but mobile net- 
works have an opportu- 
nity to make up for oth- 
erwise poor infrastruc- 
ture as they have done 
for voice communica- 
tion. It is conceivable 
that 3G networks will 
make e-governance: e- 
banking and electronic 
versions of many such 
basic services possible 
— services that have 
been hampered by the 
poor state of physical in- 
frastructure in India. One other area 
of attention would be legal reforms to 
rationalise liabilities for operators for 
carrying third party content and serv- 
ices while improving enforcement. 

Indian operators should, however, 








be forewarned about the difficulties of 
profitably operating a 3G business. 
There are very few operators world- 
wide who have demonstrated unques- 
tionable success in 3G. The common 
lesson to learn from these very few 
successes is one of business models. 
Charging for network usage and ac- 
cess gets commoditised and loses 
premium very quickly. On the other 
hand, charging for services delivered 
on the network makes for lasting 
premiums, even if it is a slightly more 
complex business model to execute. 
We've imbibed many of these les- 
sons at Infosys. Recognising the value 
shift in this business from 
networks to applications, we 
have invested in building an 
] operator-centric application 
— store platform called FLYPP, 
where trusted applications 
from multiple sources can 
be rendered on-the-fly on a 
multitude of handsets. 
Besides opening up a new 
revenue model, this plat- 
form allows operators to 
differentiate through choice 
_ of applications and services 
~ these apps drive. It is also a 
[® rich platform for future in- 
—— novation which has the po- 
tential for sustained market 
differentiation and consequently pric- 
ing power as 3G and next generation 
networks are adopted. © 
Subhash Dhar is Senior Vice 
President and Member, Executive 
Council, Infosys Technologies 
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ndia has garnered about 

Rs 1 trillion, or a tenth of its an- 

nual expenditure budget, from 

the recent spectrum auctions to 

telecom operators. The industry 
will now spend more to upgrade net- 
works and pay for earlier spectrum 
— taking that spending to about 25 
per cent of the Union Budget. But the 
business can still survive owing to the 
network's biggest strength, the 600 
million-plus subscribers on the mobile 
network, amongst the highest number 
in the world and still growing at a 
feverish pitch. 

In the United Kingdom and some 
other Western countries, operators 
bought spectrum for third generation, 
or 3G, services but could not pay for 
the upgradation of networks for a long 
time, leading to a huge crisis. 
Fortunately, 3G equipment is much 
cheaper now, and the number of po- 
tential subscribers huge. There are 
also many new services on the hori- 
zon besides mobile Internet, like video, 
mobile banking, education, e-exten- 
sion, etc. Other developments such as 
cloud computing vest the power of a 
computer in your palm. 

Internet telephony, or voir, as it 
is called, has been allowed in most 
countries and partially in India, too, 
where computer to computer calls 
are allowed. There is a recommenda- 
tion from the Indian telecom regula- 
tor that voice be totally unfettered 
(between Internet-enabled phones 
too), and the government will find it 
extremely difficult to stop this. I re- 
member the American regulator 
resisted such a demand for years and 
called уор a disruptive technology. 
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Since it could not be stopped, ulti- 
mately it gave in. Since broadband 
leads to death of distance, one can 
install a phone run on a New York 
network in India and people do. 

But whether these services will 
lead to an increase in revenues is the 
question, because that would be de- 
pendent on per capita GDP, the ca- 
pacity/inclination of the user to 
spend as a percentage of his income, 
and content. Cable and direct-to- 
home ту have become very popular 
for the information-and entertain- 
ment-starved Indian. The indication 
at present is that thousands of com- 
panies are developing very useful 
content and applications for the Net. 

Still, the government will have to 
play a very big role in 
developing useful pro- 
grammes on education, 
healthcare, banking, 
etc. The Universal 
Service Obligation 
Fund, set up to fund 
the expansion of the 
rural telephone 
network, has a huge 
unspent amount. This 
money can be used for 
development of broad- 
band and content. I 
understand that the 
government has 
appointed Sam Pitroda 
to do this job, and I am 
sure he will do it very well. 

We have so far spent about 
Rs 2.5 trillion on second generation 
networks, which today serve 600 
million customers, and the sector 
now has a turnover of Rs 1.6 trillion. 
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But average revenue per user is very 
low, many times lower than in other 
countries, from the same equipment. 
Will the network be able to earn 
enough to survive the additional 
spend of about Rs 2.5 trillion in the 
next three to five years or will it go 
broke? After all, we did have such a 
situation in 1999 and again in 2003, 
and many companies had almost 
become sick, ready to exit. 

With intelligent handling by the 
government and the regulator, I am 
sure we can overcome all problems 
by huge subscriber numbers. We 
should have 300 million 3G/WiMAX/ 
LTE-TDD subscribers in India within 
one year of the total launch without 
hiccups. After all, about 150 million 
people access data on 2G 
handsets today. I also 
hope that an intense fight 
ensues between technolo- 
_ gies and operators so that 

it will convert India into a 
` leading and totally con- 
nected nation as in 2G but 
now at 3G/4G and 5G 
_ speeds. If that happens, 
_ you will not have to go to 
office, college, school, hos- 
pital, bank, etc. and every- 
thing would be delivered 
at home — almost with 
physical presence quality 
— in about three to five 
years. (9 
Pradip Baijal is former chairman 

of the Telecom Regulatory 
Authority of India and current 
chairman of Noesis Strategic 
Consulting Services, which advises 
clients that include telecom firms 
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How the founders of Emami are ensuring a smooth 
transition to the next generation across two families. 





The inheritors: (From L to R) Priti Sureka, 
Manish Goenka, Aditya Agarwal & Harsh Agarwal 
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Learns to Dance 


BY T.V. MAHALINGAM 





n the surface, the founders of the Emami 
Group — Radhe Shyam Agarwal and Radhe 
Shyam Goenka — are like chalk and chutney. 
Goenka, 63, is quiet, soft spoken with the easy 
air of a ghazal singer and ducks out of media 
interactions. Agarwal, 65, is chatty, animated 
and loves to deliver monologues on Hindu 
philosophy, compose pithy poems about the 
vagaries of life and peppers shop-talk with long contemplative 
pauses that would make former Prime Minister Atal Bihari 
ајрауее sound as breathless as a first-time rapper. Goenka is the 
numbers and details man, Agarwal the savvy marketer. 

But there's a lot the duo have in common other than their 
first names. They met in school, in second grade, where they 
shared a passion for sports. After school, they continued to hang 
out together. Both hold Master's degrees in Commerce and 
Bachelor's degrees in Law. Both worked for the Birlas — 
Agarwal for the Aditya Birla Group and Goenka for K.K. Birla. 
“We loved each other's company and we were thinking of how 
we could continue to meet each other every day,” recalls 
Agarwal. That camaraderie and the "fire in the belly that we 
should not be in service", as Agarwal puts it, led to both of them 
quitting their cushy jobs and striking out on their own in 1974. 

The duo have built up Emami from a small-time manufac- 
turer of ayurvedic medicine and cosmetics, founded in the 
claustrophobic lanes of Burrabazar in Kolkata, into a pan-India 
group with Rs 3,000 crore in revenues that has taken on the 
likes of Hindustan Unilever and Procter & Gamble. Today. 
Emami sells everything from pain relief balms to hair oils that 
‘cool’ your head, from edible oil to ballpoint pen tips. It sells 
newsprint to some of the country's largest newspapers and 
hopes to be the largest hospital chain in eastern India. A cement 
plant, a realty foray and a mining play are all on the anvil. But 
that's just one part of the Emami story. 

The Emami story is also about two families — unrelated by 
blood — which continue to run the empire amicably. Even 
though Agarwal and Goenka come into work regularly, it's the 
next generation who are handling the businesses on a day-to- 
day basis. Agarwal has three children; Goenka has two. They 
handle various parts of Emami (see We Are Family). 
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ТЕ W AKE FAMILY 





R.S. Agarwal, 65 R.S. Goenka, 63 
Founder & Chairman Founder & Joint Chairman 
p o —————T 





Priti Sureka, 39 Harsh Vardhan Agarwal, 34 Aditya Vardhan Agarwal, 35 Manish Goenka, 36 Mohan Goenka,38 Prashant Goenka, 37 
Director Director Director Director Director (R.S. Goenka's nephew) 


Heads new Richa Agarwal (wife) 


brands in FMCG Aditya's wife heads 
and innovations the art division 


Goenka and one Agarwal handle a line of business 
together. For example, Aditya Vardhan, the elder son of 
Agarwal, and Manish, the younger son of Goenka, 
together run the hospital, edible oil, biodiesel and paper busi- 
nesses. Similarly, Mohan, Goenka's elder son, and Harsh 
Vardhan, Agarwal's youngest, are spearheading 
the company's forays into new areas like cement, 
power and coal. Prashant, Goenka's nephew, 


drives the group's international 
push. Most of the next gen mem- 
bers are also given a basket of 
brands to handle individually. 

So, how easy or tough is it for 
the next gen — all of them are in 
their 30s — to work with each 
other? "It's very easy because we 
have all grown up together," says 
Manish. "Take Aditya and I — 
both of us studied in the same 
school since Class V. When we 
started working together, we 
shared the same cabin till we 
moved to the new corporate cen- 
tre," he adds. 

At Emami's swanky corporate 
centre in east Kolkata, the cabins 
on the eighth floor (where the 
promoters sit) have glass walls. 
"All of us have lunch together 
everyday and hop a ride back 
home together," says Aditya. The 
Goenkas and Agarwals stay in 
multi-storied houses in the same 
lane. All the Goenkas and 
Agarwals, about 40 in head- 
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a few FMCG brands 





They are not allowed to make 


investments in the stock markets 


in a personal capacity 
or indulge in any kind of 
speculative activity 


"КҮҮ ҮҮҮҮҮҮҮҮҮҮҮҮҮҮҮҮҮҮҮҮҮҮҮ: 


All of them have individual 
monthly expenditure limits 
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They are not allowed to start 
any business without 
the approval of 
other family members 


They are not allowed to enter 

businesses that have anything 

to do with the sale of tobacco, 
meat and alcohol 
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The value of cars bought by 
them cannot go above 
Rs 10-12 lakh 


Aditya and Manish Director 
together handle the Heads Emami 
hospital, paper, biodiesel, international business 
edible otl businesses and along with power 
a few FMCG brands 
Harsh and Mohan together handle cement, power 


and coal, media, sales, retail, real estate and 


count, make it for an annual vacation, during the Puja 
holidays in October. 
There is no dearth of stories of Indian family busi- 
nesses being torn apart because of familial tensions and 
conflicting business ambitions as the next gen gets into 
the picture. So, what's the House of Emami doing 
to prevent that? "At a very basic level, we realise 
that the family is where most of the conflicts 


The Mami Way 


The founders' code of conduct for gen next 


begin. Hence we are striving to 
make things transparent and in- 
crease communication within 
the family," explains Aditya. 

For the past eight months, the 
extended families of the Goenkas 
and Agarwals have been coming 
together to form a family forum. 
"Basically, about 30 of us, in 
groups of 8-10 people. get 
together to talk about everything 
from business to personal mat- 
ters. The only condition is that 
siblings and spouses are not 
allowed to be a part of a group. 
That way everybody knows eve- 
rything," explains Manish. 

The founders have also listed 
a set of rules and guidelines for 
the next gen to adhere to. Take, 
for instance, the guideline that 
they cannot invest in stocks or 
shares in a personal capacity. "We 
don't want our children to 
indulge in speculation. We don't 
want them to get used to making 
easy money,” says Goenka Senior. 





4 4 


BETTER PROTECTED 





With its unique Active Cleansing Technology, Shell Helix Ultra cleans your 
engine as you drive, removing up to five times more dirt and sludge than 
conventional АР! SG/CD mineral oils. Protecting your engine from harmful 
deposits. Choose Shell Helix Ultra — the benefit is clear to see. 


For further information log on to www.shell.com/india 


DESIGNED TO MEET CHALLENGES 


t 
N 





DEBASHISH PAUL 


1110 ULLICI IOLLELIGCI, U LIC LU Clic ALLL, 1S a tUL ылыш ис. ULLE 
somebody gets into the stock market, his eyes are likely to 
be glued to the stock ticker and he is likely to lose focus of 
his own business." 

Similarly, they may not invest in businesses outside the 
Emami fold in a personal capacity. "If somebody wants to 
start a new business, he can approach the family and 
convince us all about the merits of the business and we 
will gladly invest," says Agarwal Senior. Neither are the 
inheritors allowed to lend or borrow significant sums of 
money. "All business projects that need significant capital 
for expansion should be cleared by other family members. 
That way we all know what's happening," he adds. 

Perhaps, the most interesting guideline of all is the 
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Keeping it all together: The co-founders R.S. Agarwal (L) & R.S. Goenka 


spending cap that has been put on the next gen. Their 
salaries go into bank accounts that are monitored closely 
by the founders, who in turn give out a monthly allowance 
for daily expenditure. Like Mohan says jokingly: "My 
monthly 'pocket money' is about Rs 7,000. Perhaps. my 
wife's allowance is a bit more." 

If the thought of the Emami inheritors living off just 
Rs 7,000 a month sounds too good to be true, remember 
that the Goenkas and Agarwals live in a joint family set-up. 
Most of the common household expenses are taken care 
of through the joint family account. “It is not as if we have 
to live exactly within our set monthly limits. If I asked my 
father for more, he would not refuse but I would have to 
give a reason," says Mohan. His cousin, Prashant, says that 
he actually manages to save some money every month in 
spite of family outings to movies, and shopping for clothes. 

Mumbai-based financier Anand Rathi has known 
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for the Aditya Birla Group. "The code of conduct has been 
put in place to avoid competition between family members 
and increase transparency," says Rathi, who has been an 
advisor to the family on matters ranging from education 
of the younger members to strategic business decisions. 

The Emami way is also steeped in the Marwari ethos 
of frugality. The Goenkas and Agarwals always fly econ- 
omy class. Only the founders go about town in luxury cars 
(a Mercedes and a BMW). The next gen members are 
allowed to buy cars priced below Rs 12 lakh. depending 
on their years of work experience. Family members, again 
in true Marwari style, are inducted early into business. 
Most of the Goenkas and Agarwals speak of attending 
college in the morning and com- 
ing into office after that. Priti 
Sureka, R.S. Agarwal's daughter, 
recalls coming back from school 
to Emami's cramped offices and 
manually entering media and 
research data into forms. "When 
I was 10, my father would hand 
me copies of international maga- 
zines like Cosmopolitan and ask 
me to go through the ads and give 
out assignments based on that. 
Dinner table talk was invariably 
about work," recalls Harsh. 

Such efforts seem to be pay- 
ing off. Some of the fast-growing 
brands like Fair & Handsome 
(a male fairness cream, a first 
in India), Sona Chandi chyawan- 
prash and Fast Relief pain 
reliever have been conceived, 
launched and managed by the 
next gen. "The difference between Emami and most 
other Indian family groups I have worked with is that 
they are not hidebound and straitjacketed in their think- 
ing," says ad guru Alyque Padamsee, who has been 
working with the group for over a decade now on its 
advertising and marketing strategy. 

There's a catch, though. R.S. Agarwal says that the 
present model, by its very structure, necessitates one or 
two clear leaders. Currently, all businesses are jointly and 
equally owned by both the Goenkas and the Agarwals. 
And the proverbial buck stops with the founders. "At some 
point of time, the group will have to choose one or two 
leaders and the other family members would have to 
accept them. That would be the biggest challenge for 
Emami," says a senior wealth management executive with 
a Mumbai-based private bank. And that would be the real 
test of the bond that binds Emami. © 
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The spellbinding tale of how the former head of India's largest private 
equity firm quit and started out on her own, against all odds. sy rasiv snuva 


onday, April 20, 2009: 
Renuka Ramnath 
leaves her office in 
Central Mumbai at 9 
p.m., her usual time of departure. By 
9:10 she reaches her apartment in 
Prabhadevi, where her parents are 
waiting to be taken out for a cham- 
pagne dinner. It's clearly a special mo- 
ment — her parents will have popped 
the bubbly for the first time in their 
lives. But what exactly is it that 
Ramnath is celebrating? "I am celebrat- 
ing my 23 years of hard work, and 
where the job has left me at this point,” 
Ramnath tells her mother at the dinner. 

That Monday Ramnath hadn't 
just checked out of the headquarters of 
ICICI Venture for the day. After heading 
India's largest domestic private equity 
firm for seven years — and working 
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with the icici Group for over two 
decades — she was leaving it for good. 

Speculation on the reasons for her 
resignation has ranged from her un- 
happiness at Chanda Kochhar being 
chosen to succeed K.V. Kamath as MD 
and сво of icici Bank, to a partial sale of 
ICICI Venture's stake in distressed retailer 
Subhiksha to a company owned by 
Wipro promoter Azim Premji. Yet, those 
who have worked closely with 
Ramnath reckon that the biggest rea- 
son for her calling it a day at the private 


equity firm was that "Renuka had hit 
the glass ceiling at act Venture". What 
that means is that after managing funds 
of a little over $2 billion or around 
Rs 9,200 crore, there was little scope to 
scale up — particularly when interna- 
tional investors too are reluctant to pour 
big money into funds like ICICI Venture 
because their objectives may not be in 
sync with those of shareholders. 

On her first day without a job, 
Ramnath weighed her options. She 
remembered the words of Kamath, 


“Building an institution and then coming 
out of it alone made me feel like a bird 


whose wings had been chopped off” 
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after putting in her papers. "Don't bein 
a hurry to make a decision on the next 
day itself as to what you will want to do. 
Take a good six weeks off and then take 
a call on what will motivate you most,” 
the Non-Executive Chairman of ICICI 
Bank had told her. Another option was 
suggested by her mother. "Sit back and 
ask yourself: Do you need to be doing 
anything (more) at all?” 

In the meantime, feelers from large 
family businesses were coming in thick 
and fast — most wanted her to play a 
role similar to the one she had at icici 
Venture. The memories of the conflict 
in the expectations of shareholders and 
investors were still fresh in Ramnath's 
mind, and convinced her that she 
didn't want to go down that road again. 

At the same time, Ramnath also 
couldn't forget the sheer depth and 
breadth of her entrepreneurial experi- 
ence at ICICI Venture. "Every aspect of 
decision-making — right from strategy 
to fund size to winning and nurturing 
deals to exiting investments — was an 
entrepreneurial journey for me," she 
says. "It was not as if somebody was 
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banking division of ICICI 
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4 1997: Moved back 
to ICICI to set up 


finance business 
4 1993: Headed the corporate 
finance business at ICICI 


Securities, an investment 
banking JV with JP Morgan 


986: Began career in merchant 


you were just an executing сво,” adds 
Ramnath, who has an antique chair in 
her new office in Poonam Chambers in 
Central Mumbai as a tangible reminder 
of her tenure at ICICI Venture. 

Starting a PE fund was clearly an 
option. But Ramnath knew that she 
would be without three major comfort 
factors: an established brand; a regular 
salary in the bank: and a fund house 
with assets of over $2 billion. That she 
now had to start from scratch contrib- 
uted to an overpowering combination 
of fear and isolation. "The feeling of 
building an institution and then com- 
ing out of it alone made me feel like a 
bird whose wings had been chopped off. 
I was desperate to fly but couldn't be- 
cause I didn't have my wings." 


The Wind Beneath 

Her Wings 

Ramnath knew she had to step out and 
reach out to people — and to god. 
Deepak Parekh, Chairman, HDFC Ltd, 
and Vallabh Bhansali, Co-founder of 
Enam Securities, were just two of the 
finance mavens she sought advice 


2001: Appointed MD & 
CEO of ICICI Venture 


The Roller 





Coaster Ride 


pitfalls: Like cut-throat competition in 
ре, the worldwide liquidity crunch, and 
the need to attract talented people. 
Bhansali, who even took her for a meet- 
ing with Infosys Co-founder N.R. 
Narayana Murthy, feels Ramnath has 
what it takes, and more. “She is a path- 
breaker not just in riding but also in 
creating growth,” he says. 

In those uncertain days, Ramnath 
also took solace in spirituality, and 
sought the blessings of her guru in 
Chennai, Sri Sri Muralidhara 
Swamigal. And, no, it wasn't a brand 
guru who thought of the name 
Multiples for her venture — it was the 
guru himself. “That was my aha mo- 
ment. Here was a man who knows 
nothing about the PE business suggest- 
ing a name so apt. That was the sign I 
needed to go out and build my com- 
pany,” says Ramnath. “That was the 
moment of truth.” 

Also providing moral support were 
promoters of companies in which 
Ramnath had spearheaded invest- 
ments as head of icict Venture. Like 
Kishore Biyani of Future Group, who 









< July 2010: CDC Group plc 
| 5 another $30 mn 


April 2010: Canada 
Pension Plan Investment 
Board commits $100 mn 
to Multiples 


~ F June 2009: Founded Multiples 
Alternate Asset Management 


April 2009: Quit as MD & CEO of 
ICICI Venture 






















has been an admirer of Ramnath's 
courage and meticulous involvement 
in the business. "She has always had 
strong views about business, which we 
respected," says Biyani. "I found her 
very clear and also quick with her deci- 
sions," recalls Prem Kishen Gupta, 
Deputy Chairman and mp, Gateway 
Distriparks. In April 2006, icict Venture 
had acquired a 5.18 per cent stake in 
Gateway, a provider of port-related 
logistics support services. 

By July 2009, after attending her 
son's graduation ceremony in the US, 
Ramnath had founded Multiples 
Alternate Asset Management. Keen to 
work on an independent platform, 
Sudhir Variyar, a senior director at ICICI 
Venture, came on board as Investment 
Director. Their first task: put a size to the 
fund. Variyar, who Ramnath calls con- 
servative, suggested $ 300 million. But 
the consultant advising them thought 
they should be more aggressive and, 
after some brainstorming, a fund size of 
$450 million was agreed upon. 

Crucially, investors from the past 
also stood by her. Those who made 
money because of her winning invest- 
ments in companies like Biocon, 
Shoppers' Stop and Ace Refractories 
didn't think twice before backing her. 
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ices like healthcare, education and 
finance. First-generation entrepreneurs 
will constitute most of Multiples' port- 
folio, but there will be a smattering of 
proven business models, too. The fund 
will look at acquiring controlling stakes 
by buying out existing shareholders. 
Ramnath has a proven record in that 
domain. icict Venture had acquired 
businesses like Ranbaxy Fine 
Chemicals and Infomedia, which paid 
off well. There also will be a lot of PE-to 
-PẸ deals. "I had done such deals in 
2004 and 2005." recalls Ramnath. For 
instance, she had sold Intas Pharma to 
ChrysCapital then. 


“Renuka has always had strong views 
about business, which we respect” 


Insurance Corporation, Andhra Bank 
and Indian Overseas Bank, pitched in 
between June and August 2009. But 
the big break came in April this year 
when Canada Pension Plan Investment 
Board committed $100 million to 
Multiples. And, in July, the vk-head- 
quartered coc Group came in with 
$30 million. "Renuka's past experience 
made it much easier for CDC to get going 
on our investing endeavour," says 
Anubha Shrivastava, Managing 
Director, Asia, CDC Group. 

Multiples today has raised $350 
million in just a year. And, although 
Ramnath terms the market for fund- 
raising “challenging.” she’s enjoying 
it nevertheless. There are those who 
believe that the Indian РЕ landscape 
lacks stability. "Despite so many play- 
ers (272, at last count). few seem to 
have a precise strategy on how to raise 
money and where to deploy it,” says 
Ramnath. “But if it was a perfect mar- 
ket, there would be no fun in playing 
here," she adds with a grin. 

Multiples will not have more than 
15 companies in its portfolio. Ramnath 
is not keen on core infrastructure sec- 
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Of the 15 companies in her port- 
folio, Ramnath expects about five to be 
controlling-stake transactions. The 
rest would be mostly unlisted compa- 
nies, in which Multiples would hold 20 
per cent to 30 per cent and, in excep- 
tional cases, up to 40 per cent. “We 
would like to be the second-largest 
shareholder in these companies after 
the promoters,” says Ramnath. 

She's been there, done that, clock- 
ing internal rates of return — the 
yardstick to gauge the performance 
returns of a PE investment — of over 70 
per cent when the industry norm was 
half that. Those backing her are doing 
so because they are aware of her 
record. That's half the battle won. Now 
comes the tougher part: Emulating 
successes of the past and vindicating 
the faith bestowed on her. The vision 
statement of Multiples talks of making 
distinctive investments with conviction. 
There's plenty of conviction on display 
— from investors, promoters, col- 
leagues, and Ramnath herself. That has 
to now translate into distinctive, win- 
ning investments. Ramnath is back. 
Now she's got to go forth and make 
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Rope Trick 








Less than two years after some of India Inc.'s biggest overseas acquisitions ran 
into the recession, the investments have expanded scale and scope at the 
country's top businesses like never before. BY MANU KAUSHIK and SUMAN LAYAK 


BIG SHOPPER INDIA 


A snapshot of India's acquisitions 
just before the > 
recession hit. f N 


Tata Steel Corus 





Hindalco Novelis 
ONGC Videsh 
Tata Motors 


imperial Energy 
Jaguar Land Rover 
Algoma Steel 
Suzlon REpower 

United Spirits Whyte & Mackay 
GMR Infra InterGen 

lata Chemicals General Chemicals 
Industrial Products 
Axon Group 


Essar Group 


HCL Tech 


Wipro 
Infocrossing 


CII Carbon 


Rain Commodities 


oushik Chatterjee remem- 
bers it like it was yesterday, 
Tata Steel was just coming 
to grips with its biggest 
overseas acquisition — and 


the country's largest — when the 





recession hit the West late in 2008. It 
was clear to the Indian steelmaker 
that it had to do more with less if it 
did not want its $12.9 billion, or 
Rs 52,000 crore then, buyout of 
Corus Group to be written off as a 
failure. It didn't help that it had paid 
one-third more than its first offer for 
the asset to stave off counter offers for 
Corus from Brazilian steelmaker CSN. 
It was also clear that a performance 
improvement plan that targeted 
savings of £150 million, or 
Rs 1,230 crore, a year would not save 
the day for Corus and Tata Steel, recalls 
Chatterjee, who then headed the fi- 
nance function for the Indian opera- 
tions and today is the Group cro for Tata 
Steel. "The (cost-cutting) targets were 
increasing on a week-to-week basis," he 
says. It takes many factors to reach a 
tipping point and Corus set to work on 
reducing energy costs and overheads 
such as travel and overtime. It brought 
back jobs in-house from contractors 
and worked on supply terms. By end- 
March 2009, the numbers were there 
for all to see: Corus had trimmed total 
costs by £700 million, or about a sixth. 
That was only the first step. 
Starting April 2009, Tata Steel started 
recasting Corus's steelmaking sched- 
ules, pushing production of different 
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pre ducts to factories where it cost less, 
trimming staff and realigning its sales 
people to be better attuned to customer 
needs (the salesforce was earlier organ- 
ised by product categories, not by cus- 
tomers). The work is paying off: Corus 
has returned to profitability in the last 
nine months and repaid debt of some 
$1 billion. And Tata Steel is no longer 
worrying over its own $3.5 billion ex- 
pansion in India. 
Tata Steel is not the contrarian 
among the ambitious acquirers of 
India Inc. Most of the big overseas buy- 
outs (see Big Shopper India) made by 
some of India's largest companies just 
before the Western world slipped into 
recession seem to have turned the cor- 
пег “Most of the large outbound acqui- 
siti ins made by Indian companies have 
given significant advantages in terms of 
size. scale. global reach leadership nosi- 





Corus had trimmed its total costs by £700 million, 
or about one-sixth, by March 2009 


says Sanjay Bansal, Managing Director. 
Ambit Corporate Finance, a Mumbai- 
based investment bank. "Most of them 
have moved up from a leading position 
in domestic markets to a leading posi- 
tion globally." 

Novelis, which the Aditya Birla 
Group bought in February 2007 for 
$6 billion, seems to have rebounded so 
well that the Atlanta, United States- 
based manufacturer of rolled alu- 
minium products plans to expand ca- 
pacity. Its performance today reflects 
on the stock of Hindalco Industries. 
the Indian group's aluminium com- 
рапу. From around Rs 38 each in late 


grown four times to around Rs 163 
— outpacing the BSE Sensex two times 
in the period. Hindalco reported rec d 
operating profits of $263 million in 
the quarter ended June 2010. and it 
has reserves of over $1 billion. 


Not Just Commodities 

If the turnaround of Hindalco-Novelis 
and Tata Steel-Corus can be attributed 
in part to the uptrend in commodity 
prices — aluminium prices are up over 
two-thirds since February 2009 and 
steel about 25 per cent since July 2009 
— there is the example of United Spirits 
[td or ust. controlled by Vijay Mallya. 


* 


& Mackay made it the second-largest 
liquor company in the world by volume 
sales, as it took ownership of brands 
such as The Dalmore, Isle of Jura, 
Whyte & Mackay blended scotch, 
Vladivar and Glayva liqueur. "We got a 
basket of scotch brands catering to 
markets such as the us, Europe and the 
Middle East," says Vijay Rekhi, ust.'s 
President and mp. The acquisition also 
brought it an inventory of bulk scotch 
— some 96 million litres aged between 

three and 60 years — valued at £4 1 1 
million today. 

Finances at the United Breweries 
Group. with group asset Kingfisher 
Airlines bleeding cash and carrying 
debt of $2 billion, may still be under a 
cloud. But Whyte & Mackay, experts 
agree, has been a rock-solid buy. "For 
United Spirits, it would have been im- 
possible to build such a huge inventory 
in such a short time span," says Harish 


ВЕКИ President and MD, United spirits 
terms with private 


"We 


H.V.. Partner, National Management, 
at consultancy Grant Thornton India. 
Tata Motors, which bought the 
Jaguar and Land Rover (JLR) assets 
from the Ford Motor Company six 
months before the recession hit the vs, 
has also reported promising numbers. 
Cost reduction measures begun in 
June 2008 and accelerated in 
September 2009, together with a 58 
per cent increase іп sales of JLR vehi- 
cles in the last three months has pow- 
ered the consolidated net profit in the 
April-June 2010 quarter to Rs 1,989 
crore, nearly double analysts’ 
estimates. The consolidated figure 
includes Tata Motors and па. The 
automaker's stock is at a 20-year high. 
Elsewhere, Imperial Energy has 
returned to the black after two years of 
cash losses, making the UK-listed oil 
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label brands 
like Tesco and Asda to get a better share of profits" 


explorer less of a heartburn for ac- 
quirer ONGC Videsh. the overseas arm 
of Oil and Natural Gas Corp. The initial 
months of the acquisition were jittery. 
Just four months into the acquisition, 
in December 2008, the entire eco- 
nomics of the $2.1-billion deal had 
changed, with crude oil prices falling 
below $50 a barrel from $ 1 20 in July 
that year when the bid was made. 
Returns on investment sank to 
between three and four per cent from 
1 2.6 per cent. 

"Although Imperial had proven and 
probable reserves of around 9 20 million 
barrels of oil equivalent, we cautiously 
decided to restudy all the 17 fields again 
and spread our investment over a longer 
period,” says R.S. Butola, ONGC Videsh's 
Managing Director. Imperial today 
produces around 16.500 barrels per 
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day (bpd), more than three times the 
5.000 bpd it produced at the time ol 
acquisition. The company. which had 
recorded cash losses of $40 million in 
2007 and $100 million in 2008. posted 
cash profits of $9 million for the year- 
ended March 2010. It is now targeting 
an output of 25,000 bpd — expected to 
generate profits of around $30 million 
bv March 201 1. Thisis small change for 
once, which reported net profits ol 
$3.63 billion in the fiscal year gone by. 
but is an important overseas milestone 
nevertheless. 

Then there is Wipro. the tech and 
back office outsourcer ranked third 
among its Indian peers by revenues. It 
had been managing information tech- 
nology. or IT. infrastructure services lor 
its clients in the us, Europe and Japan 
but hardly found itself on preferred- 
vendor lists when it came to IT managed 
services. "Customers were not very 
comfortable due to lack of end-to-end 
solutions." says К.К. Lakshminarayana. 
Wipro's Chief Strategy ( yficer. 
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Across industries, machines are running smoother leading to reduced energy 
costs, reduced wear and tear, improved energy efficiency, increased longevity of 
machines, reduced downtime, reduced cost of repairs and increased profits. 
Sounds impossible... MAK makes it possible. 


MAK simize your SUCCESS. Call 1800-22-4160 (between 9.30 am to 5 pm on weekdays) 
or SMS 'MAK' to +91-9004-39-4160 or visit www.maklubricants.com 
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"Steel demand has not shown major im 
yet due to uncertainty in the global markets" 


The solution was the $600 million 
purchase of Infocrossing, which has 
helped Wipro register a 9.3 per cent 
growth in the rr infrastructure business 
in 2009-10 at a time when its overall 
revenues grew just 1.6 per cent. 
Infocrossing has been contributing to 
big deal wins, such as the healthcare 
programme run by the state of 
Missouri in the us. The average contract 
value for Infocrossing deals — ranging 
from $30 million to $400 million — is 
more than three times its previous 
contract sizes, says Lakshminarayana. 


Odd One Out 


There is, to be sure, the instance of an 
Indian company that has not been able 
to turn around its overseas acquisition 
yet: Essar Steel-Algoma. When it 
bought Canada's Algoma for $1.63 
billion in April 2007 to add width to its 
flats-dominated product portfolio, steel 
demand was red hot, prompting Essar 
to raise production capacity to over 4 
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million tonnes from 2.4 million tonnes, 
all within a year. 

But the downturn soon struck. 
"The prices of steel went down 50 per 
cent from $1,000 a tonne in 2007- 
08 to $500 in 2008-09," says Malay 
Mukherjee, who took over as Essar 
Steel's CEO in September 2009. 
Starting fourth quarter of financial 
year 2008-2009, sales and profits of 
Essar Steel Algoma have been on a 
slippery slope. For 2009-10, sales 
were at $1.41 billion, down $1.14 
billion on the figure for the previous 
financial year, and net losses at 
$398.9 million attributed to lower 
shipments and weak selling prices. 

"In the past six months, steel prices 
have picked up slowly. They have now 
reached $650 per tonne levels. 


ПИТ 





UMESH GOSWAMI 


However, demand has not shown any 
major improvement yet mainly due to 
uncertainty in the global markets on 
account of the eurozone crisis," says 
Mukherjee. The Algoma acquisition 
was funded through $1.2 billion of 
debt, of which Essar Steel has repaid 
$400 million. 

While Essar may not have trouble 


С KR. LAKSHMINARAYANA Chief Strategy Officer, Wipro 
"The average contract value for Infocrossing deals is 
more than three times its previous contract sizes" 


repaying the remaining debt, the big 

worry, say industry experts, is going to 

be refinancing some of the loans taken 

to finance the acquisitions. "In 2007- 
08, financing was not a big issue for 
companies with a debt equity ratio as 
high as 10:1. Today, companies even 
with debt equity ratio of 2:1 need to 
back their financing with more col- 
lateral," says Harish, the Grant 
Thornton partner. 

With worries around a eurozone 
crisis and double-dip recession looming 
large, debt refinancing could be a hurdle 
for the Indian acquirers. But for now, 
the buyout brigade from India seems to 
have made it. In good shape. © 
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The nation values your contribution, 
Mr. Bose 





Mr. Subroto Bose is a Chartered 
Accountant in Kolkata. 

For the past | 0 years he has paid 
all his taxes honestly & on time. 


His contribution has helped the 
government build roads, construct 
bridges, open more schools, provide 
medical facilities & overall contribute to 
the welfare of the nation. 


| Nation building is not a one man show. Every one makes an 
Important contribution to it, including you. By paying Customs, 
Central Excise & Service Tax honestly & on time you can play 
an important role in building the future of our nation. 
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Jinual vs Jinual...or 


Sajjan and Naveen Jindal are making similar moves in steel 
and power and may end up competing. 


he Jindals of the O.P. 
Jindal Group aren't 
much different from 
most Indian business 
families. The patriarch, 
a farmer's son, began as 
a small-time bucket manufacturer 
in the Hisar district of Haryana. 
Today, the group is a $12-billion 
(Rs 55,200 crore) conglomerate, 
with steel as the flagship business. 
After Jindal Senior died in a heli- 
copter crash in March 2005, the 
four brothers, Prithvi, Sajjan, 





Ratan and Naveen, came to the 
fore, each with a strategy to grow 
his share of the ample pie. The 
60-year-old matriarch, Savitri 
Jindal, who is the Non-Executive 
Chairman of the group, binds the 


Naveen Jindal 


Executive Vice Chairman & MD, 
Jindal Steel & Power Ltd 


Businesses: Steel, Power, Petroleum 
& Cement 

Group Market Value: Rs 58,000 crore* 
Group Sales: Rs 11,158 crore” 

Group Net Profits: Rs 3,363 crore^ 
Existing Steel Capacity: 3 mtpa^ 
Expansion Plans: 20 mtpa by 2016 
Products: Long products, with some flats 


Backward Integration: Looking for iron 
ore and coal mines to have a control 
over raw materials 


Power Generation Capacity: 1,354 MW^ 


Focus: Merchant sales, captive and 
long term PPA 


Power Expansion: 11,500 MW by 2020 
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Jindal plus Jindal? 


BY K.R.BALASUBRAMANYAM and ANAND ADHIKARI 


family together. A sitting Congress 
MLA from Hisar who was the 
Minister of State for Revenue in the 
Haryana government until 
recently, Savitri is widely acknowl- 
edged as the wealthiest woman 
in India. 

Like most business families, the 
four sons and their five sisters meet 
whenever they get an opportunity. 
The brothers meet at least three 
times a year at the family house in 
Hisar and at least twice in a month 
in Delhi, where three of them live 
Sajjan lives in Mumbai. The most 
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==, | recent occasion when all the family 
| members — brothers and sisters 
along with their spouses and 
children — got together was at the 





Sajjan Jindal 


Vice Chairman, JSW Group 


Businesses: Steel, Power, Cement, 
Infrastructure, Aluminum & IT 


Group Market Value: Rs 42,000 crore* 
Group Sales: Rs 22,547 crore” 
Group Net Profits: Rs 2,343 crore” 
Existing Steel Capacity: 7.8 mtpa^ 
Expansion Plans: 32 mtpa by 2020 


Products: Flat products, and some 
long products 


Backward Integration: Hunting for 
iron ores and coal mines in India 
and abroad 


Power Generation Capacity: 995 MW^ 
Focus: Merchant sales & captive 
Power Expansion: 11,390 MW 
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wedding of Sajjan's daughter Tanvi 
in Florence, Italy, in early June. 

So, what's so special about the 
O.P. Jindal Group? They're clearly 
not headed for a split, what with 
each brother having the largest hold- 
ing in the part ofthe pie he manages, 
with the other three having smaller 
but proportionate stakes in the em- 
pires of the other brothers. As Sajjan 
Jindal, Vice Chairman, jsw Group, 
points out: "We are one family, we 
share a good equation and support 
each other. Each one is an owner in 
each other's industry." Example: If 
Sajjan has an 18 per cent 
stake (including nine per 
cent held by his mother, 
which Sajjan will eventu- 


make flat products even as Sajjan 
starts making longs. Both brothers 
have earmarked ambitious expan- 
sion plans. Sajjan wants to hit 32 
mtpa of steel by 2020, with roughly 
40 per cent of that being long steel. 
Ultimately, Naveen wants to get to 
34 mtpa with an intention of hav- 
ing more than one-third of the 
capacity as flat products. Alongside, 
both brothers are on the lookout for 
iron ore and coal mines, to gain 
control over raw material. 

The overlap doesn't end there. 
The two also have a presence in 


How the Four Brothers Stack Up 





power simply because India needs 
a lot of both. Another way to look 
at it is that both brothers would 
have strategically planned their 
expansions on the basis of geogra- 
phy, with the plan that each 
brother address the markets' needs, 
region-wise. But then, as far as 
locations for new projects are con- 
cerned, both brothers — as indeed 
virtually all other steel majors — 
are eyeing the mineral-rich states 
of Karnataka, Orissa, Chhattisgarh 
and Jharkhand. Naveen recently 
met Orissa Chief Minister Naveen 
Patnaik to discuss setting 
up steel and power 
projects in the state 
involving an investment 





ally inherit) in jsw Steel, PRITHVI JINDAL, SAJJAN JINDAL, of over Rs 1 trillion. “I 
А 59 Vice Chairman, 51 Vice Chairman, 

his brothers have nine per Jindal SAW Ltd JSW Group expect more than 90 per 

cent each in the company. Description: Considered the Description: Other than steel, cent of our investments 
А А group's flagship, Jindal SAW is опе of the group has interests in energy, 

Unlike, say, RPG the country's largest producers of SA iodide fees. Dedi (over the next 10 years) 
Enterprises, where the pipes, which are used for transporta- infrastructure & logistics, to flow into the expan- 
group is a single entity 1919/0 — * i: —* җан sion of steel and power 
with the Goenka brothers, capacities," says Sushil 

Rs 6,974 crore Rs 22,547 crore : 
Harsh and Sanjiv, spear- Maroo, Director of JSPL. 
heading its management, Sajjan has 90 per cent 
each of the Jindal broth- of his investments in 
ers has carved out his RATAN JINDAL, NAVEEN JINDAL, Karnataka — including a 
own space, largely in - 40 Executive Vice 6.8 million tonne inte- 
MD, Jindal Chairman & MD, 

steel-related businesses. Stainless Steel JindalStee& grated steel plant at 
Eldest brother Prithvi, for ^ Description: Powerltd Vijayanagar in Bellary 
‚ ` : The largest integrated stainless steel Description: A presence in steel, power, ictri 

instance, has sAW pipes, cuneo ia inde niis di teu айкын district, spread over a 
which are used to trans- Turnover in 2009-10: Turnover in 2009-10. —— 9,000-acre campus. But 
port oil and gas, as his RS 6,493 crore Rs 11,158 crore Һе will have to look 


flagship business. Ratan 
has stainless steel as his 
chosen area of expertise 
(see How the Four Brothers Stack Up). 
Now, take a glance at the 
activities of Sajjan and Naveen: 
Both have huge capacities in steel, 
Sajjan with 7.8 million tonnes per 
annum, or mtpa, and the youngest 
Jindal with 3 mtpa. Whilst so 
far Sajjan has been focused on flat 
steel (used to make automobiles, 
consumer durables, trains and 
ships), Naveen has been making 
largely long products (used to 
make railroads, bridges and wires). 
Now for the twist: Naveen plans to 
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power generation — Sajjan's Jsw 
Energy has a generation capacity of 
995 mw, which he plans to increase 
to 11,390 mw by 2016; and 
Naveen's flagship Jindal Steel & 
Power Ltd (JsPL) will be increasing its 
capacity from 1,354 mw to 11,500 
MW by 2020. Both brothers want to 
be integrated players in power, 
right from generation to transmis- 
sion & distribution to trading. 

So, what gives? Well, one way 
to look at it is that both brothers 
have aggressive plans for steel and 


beyond Karnakata to en- 
sure he gets more iron 
ore. M.V.S. Seshagiri Rao, 
Joint Managing Director & Group 
cro of jsw Steel, says the company 
today has 20 per cent of the iron ore 
requirement for its existing 7.8 
mtpa capacity. "The idea is to go as 
high as 100 per cent," says Rao. 
For the Jindals, it appears that 
family harmony is one thing, and 
the market place dynamics quite 
another. Sajjan isn't fazed by the 
prospect of competing with his 
younger brother. "There is no 
written rule that we cannot 
compete. If some of our products 


are competing in the marketplace. 
it does not matter. We compete 
openly. There is no restriction on 
each other," says Sajjan. 

Yet, competition may be a 
rather obvious fallout of two broth- 
ers spotting opportunities in two 
high-growth sectors. As N.K. Jain, 
Vice Chairman, jsw Energy. says. 
rather matter-of-factly: "We com- 
pete because we are in the same 
businesses." 

Now let's look at the two broth- 
ers plans from another angle: 
Combine the planned capacities of 
the two in power generation and 
you're looking at a total upwards of 
20,000 ww in five years. That 
would propel the O.P. Jindal Group 
amongst the top two private sector 
generators in the country, with 
only Anil Ambani's Reliance Power 
ahead of it (assuming all the pro- 
posed projects materialise). Similarly, 
in flat and long steel, the two broth- 
ers would have a combined capac- 
ity of over 60 mtpa in 10 years — 
substantial enough to take on the 
likes of Tata Steel, Steel Authority 
of India, ArcelorMittal (which is 
finalising its India game plan) and 
POSCO (assuming it finally manages 
to make progress in the country). 

The huge capacities that are 
required to be put up in these 
two sectors — about 130 cw for 
power and about 55 million tonnes 
for steel by 2020 — could also 
enable the brothers to divvy up 
the domestic market, region-wise. 
Jindal Power Ltd (ур), for instance, 
will be expanding its thermal power 

capacities in states such as 
Jharkhand, Orissa and 
Chhattisgarh with a hydro-electric 
unit slated to come up in Arunachal 
Pradesh. Sajjan's plants, via jsw 
Energy, will be located in 
Maharashtra, Rajasthan and 
Himachal Pradesh, besides the one 
already operational in Karnataka. 
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“We compete because we are in the same businesses” 


Vice Chairman, JSW Energy 


nobody epitomises that passion 
more than Sajjan, who commis- 
sioned his integrated steel plant in 
Vijayanagar way back in 1998. At 
least once a month he visits the 
complex, using the opportunity to 
fly his favourite four-seater CIRRUS 
sR22 aircraft. Last fortnight, the jsw 
Group chief took another step to 
strengthen his steel business when 
he inked a deal with Jre Steel of 
Japan, the world's fifth-largest steel 
producer. JFE will pick up a 14.99 
per cent stake in Jsw Steel for about 
Rs 5,700 crore. The money will 
help Sajjan bring down his debt 
from a level of Rs 16,000 crore. 
More importantly, he can now 
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for cars — which carmakers are 
importing— thereby opening up à 
totally new market for Jsw. 
Analysts suggest that whether 
the two brothers end up competing 
or combining forces could well be 
determined by market conditions. 
For instance, a glut of steel globally 
will, perhaps, compel the brothers 
to fight it out for market share. 
However, as Ashok Jainani, Head 
of Research at Khandwala 
Securities, says: "The two groups 
could align if the United States's 
spending fuels growth and, 
thereby, demand for steel." The 
world could then be a huge market 
for the Jindals — huge enough for 
each brother to reign in regions 
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Bull Charge 
or Bear Hüg? 


After being range-bound for the past 10 months, 
the markets seem poised for a big move—but could 
go either Way. Bv NITYA VARADARAJAN and RAJIV BHUVA 





"sucker rally" is 
how  A.K. 
Prabhakar bru- 
tally describes the 
current crawl in 
stock market 
indices. The Chennai-based 
independent advisor to local 
and overseas securities 
houses points to the charts to 
explain what he means — the 
National Stock Exchange's 
benchmark index, the Nifty 
50, has inched up by four per 
cent since the beginning of 
2010, from 5,201 to 5,420 points 
(as of August 10). The Bombay 
Stock Exchange's 30-share Sensex 
mirrors that pattern, gaining 
slightly less than four per cent 
over the past seven and a half 
months. 

Also known as a "bull trap" or 
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more colourfully a “dead cat bounce", 
a sucker rally isn't backed by funda- 
mentals and lasts just long enough for 
the "suckers" to clamber on board, 
before petering out. In fact, Prabhakar 
doesn't just feel that the current 
upward movement will peter out; he 
believes it marks the onset of a bear 
market. And the techno-fundamental- 
ist and economist pulls out some data 
from the past to back his claim. "Almost 
every two years since 2000, there has 
been a 20-25 per cent correction. 
This year, too, I expect one. I've 
noticed that when there has been 
excessive market growth in a year, 
^. the next year has been flat or even 
7 negative.” (See Time for a Fall?) In 
. 2009, the Indian markets rose by 
84 per cent. Now, if you go by 
rabhakar's pattern, there's a crush- 
! bear hug ahead. 
Cut to Sandip Sabharwal, Head of 
_ the Portfolio Management Services at 
. Mumbai-headquartered brokerage 
*rabhudas Lilladher. Sabharwal 
expects the Sensex to hit 20,500 by 
December, a 13 per cent jump from 
current levels, and 17 per cent higher 
than at the beginning of the year. He's 
bullish because he expects flows from 
foreign institutional investors, or Fils, 
to get even more robust. In 2010, the 
Fils have so far poured $11.5 billion 
(Rs 52,900 crore) into Indian equities, 
$3.55 billion (Rs 16,330 crore) of 
that coming in July. And 
he isn't fazed by 
the dip in 
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corporate profits in the April-June 
quarter. "When companies are recov- 
ering from a slowdown, they will 
focus on volume growth. Margins 
will stabilise as they go forward," 
says Sabharwal. 

This isn't an exercise to suggest that 
Mumbaikars are more optimistic than 
their southern brethren. Rather, these 
divergent views on the outlook for equi- 
ties are a reflection of the perplexity that 
exists on The Street today as stock mar- 
ket gurus, investors and punters wrestle 
with that billion-dollar imponderable: 
Which way will the indices go? 


Hello, Good Buys 

D. Subbarao has of late emerged as an 
unlikely poster boy on Dalal Street. And 
that's because of the bullish sound bytes 
of the Reserve Bank of India (RBi) 
Governor during the July preview of the 
monetary policy. "The recovery process 
has consolidated and become more 
broadbased since April 2010," he said. 
"The strength of the recovery is also 
reflected in the sales and profitability 
growth of the corporate sector, with 
more investment intentions being trans- 
lated into action across a range of sec- 
tors." Subbarao also believes that better 
farm prospects should lead to a pick-up 
in rural demand, thanks to a monsoon 
that appears better than the previous 
year's. Such slivers of good tidings cul- 
minated in the apex bank revising its 
projection for real GDP growth for 2010- 
11 to 8.5 per cent, up from its April 
projection of eight per cent. 

Even the RBI's moves to rein in infla- 
tion by hiking the repo rate (the rate at 
which banks borrow from it) and reverse 
repo rate (the rate at which banks park 
their surplus liquidity with it) augur well 
for the stock markets. "Rising real policy 
rates in India are almost always accom- 
panied by a rising stock market, unless 
global risk aversion increases dramati- 
cally," says Ritika Mankar, Economist 
with Execution Noble, a Mumbai-based 
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difference between the 
reverse repo rate and the 
annual wholesale price index 
(wPn inflation. Between April 
and October 2007, points out 
Mankar, the stock markets 
spurted by 51 per cent as the 
real policy interest rate rose 
from zero to three per cent. 
Similarly, between January 
and April 2006, they rose by 
26 per cent as the real policy 
rate rose from 0.8 to 1.6 per 
cent. And once again, 
between May and August 
2005, the markets headed 
northwards by 27 per cent as 
real policy rates rose from 
-0.5 to 1.3 per cent. The only 
notable exception was the 
33 per cent decline between 
September 2008 and March 
2009, despite rising real 
policy interest rates — an exceptional period of global 
turmoil on the back of the credit crisis and the ensuing 
risk aversion. 

What's keeping the bears awake at night are the 
forward price-earnings multiples (P/Es): 15.5 based on 


Time for a Fall? 


Indian markets tend to decline every two years 
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"The market is likely to reach higher 
levels before a sell-off happens" 


RIDHAM DESAI, India Strategist, Morgan Stanley 


2010-11 financial year 
and 13.1 for the subsequent 
year, according to a 
July report put out by 
Religare Securities. "(These 
multiples) ...would look 
meaningful if India can sus- 
tain a 20 per cent earnings 
growth," say the analysts in 
that report. In the first quar- 
ter of 2010-11, earnings of 
2,687 listed companies were 
8.9 per cent lower than a 
year ago; in the second 
quarter, the picture may be 
brighter, but 20 per cent 
growth may elude quite a 
few companies. The key to 
robust earnings will be how 
commodity prices pan out 
over the next nine months, 
say the Religare analysts. As 
of today, the scenario looks 
subdued, with prices of aluminium, zinc, steel and iron 
ore down by approximately 20 per cent from the highs 
they reached in January and March this year. 

Meantime, the projections keep pouring in — most 
of them coated with caution and doing few favours to 
either bear or bull. Says D.D. Sharma, Senior Vice 
President of Anand Rathi Securities: "A correction is 
a possibility, but I am not bearish." Adds Ajay Parmar, 
Institutional Head for Equities at Emkay Global 
Financial Services: "If there is a rally, it will be liquid- 
ity-based and based less on fundamentals...It is wise 
to book profits now." Pipes in Hemang Jani, Head of 
Equities at Sharekhan.com: “I expect consolidation to 
take place now but the next bull run will happen in 
2011-12." 

Clearly, the chances of a spectacular crash are 
remote, as are the chances of a gung-ho bull charge. 
Ridham Desai, Morgan Stanley's India Strategist and 
Head of India Research, summed it up best when he 
wrote in an August research note: "The market is 
likely to reach higher levels before a sell-off happens. 
History tells us that we may have to wait another 
year or for another 50 per cent rise in index levels before 
tail risks play out." Translation: Be a bull or a bear. 
but you don't need to be chicken either, driven more 
by fear than greed. Yet, the worst animal on the farm 
at such a time could well be the pig, or a high-risk 
greedy punter. For, as the adage goes: Bulls make money, 
bears make money, but pigs just get slaughtered. © 
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г. The incubating arm of IIT-Madras is a clear favourite among wannabe éntrepreneurs 
| despite the fact that the firms it has hand- held so far have not ue it big. 


BY NITYA VARADARAJAN 


T 
| 
| 


— ww 4 "HE C. 


E TN | 
мг. Ch 
я № 
м PX f a "x 


~~ 


— — 
th G ot Desc rw Solutions а җ 
оре i di — 


рулай улум ear лн 5 





bated a Google or, for that mat- 
ter. a MindTree Consulting 
closer home. But that has not 
diminished its popularity 
among wannabe entrepre- 
neurs. Instead, it finds itself in ever 
greater demand thanks to the suc- 
cess of its 2006 business incubation 
initiative, RTBi, or Rural Technology 
Business Incubation, which focuses 
on connecting rural India to buyers. 

It is TeNeT, short for Telecom- 
munications and Net-working 
Group, that we are talking about, a 
loosely-structured body that three 
professors of the Indian Institute 
of Technology, Madras — Ashok 
Jhunjhunwala, Bhaskar Rama- 
murthi and Timothy Gonsalves — 
set up in 1994 to help entrepre- 
neurs stand on their feet. It has so 
far incubated 27 outfits, including 
15 under ктві — the most by a busi- 
ness incubator of its kind. 

N.N. Sreejith, 33, is a typical 
TeNeT beneficiary. He was engaged 
in a microfinance initiative near 
Madurai when the entrepreneurial 
bug bit him. "I could see that the 
rural sector had specialised skill sets 
which could be marketed to the ur- 
ban areas, but I did not know how to 
go about it," he says. A meeting with 
Jhunjhunwala set out the path. 

In 2007, Jhunjhunwala and his 
TeNeT colleagues helped evolve a 
rural manufacturing business model. 
The result was ROPE, or Rural 
Outsourced Production Enterprise, 
which posted a turnover of 
Rs 1.5 crore in 2009-10 and is close 
to breaking even. “I would have 
eventually become an entrepreneur, 
but it would have taken years with- 
out TeNeT's help," Sreejith says. 

Sajina Rajesh, 29, began as an 
employee of ктві, but decided to be- 
come an entrepreneur herself in 
December 2008. She created a tailor- 
ing model in which bulk orders are 
taken from cities and sent to small 
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t can't boast of having incu- - 


turnover of Rs 2 lakh a month, she is 
able to earn a neat profit of 20 per 
cent after paying for all expenses. 

Along with the likes of Sreejith 
and Rajesh, RBI has also grown. “In 
the last three years we have incu- 
bated 15 companies." says 
Jhunjhunwala, adding that TeNeT 
has set up a technology park for the 
purpose. Others in the ктві portfolio 
include DesiCrew Solutions. a rural 
business process outsourcing outfit, 
AAUM, a provider of research and 
analytics on rural markets, Arogyam 
Organics, which markets organic 
rural foods, and eJeevika, a rural 
placement agency. 

While TeNeT has managed to 
impress entrepreneurs with its initial 
support and guidance, its record in 
helping scale up their businesses has 
been rather poor. TeNeT has been 
around for more than 16 years. but 
none of the dozen businesses it incu- 
bated earlier — outside the RrBi — 
has scaled up in a sizeable manner. 

The first company that TeNeT 
helped get off the ground, wireless 
and broadband telecom equipment 
maker Midas Communications, man- 


TeNeT's Successes... 

€ Has incubated "product" 
entrepreneurs with very good ideas 

& Provided world-class technical 
guidance | 

€ Has clear focus on technology 
products, building of IP 







© Becomes the crutch instead of 
giving the sorely-needed shove 

€ Poor guidance on business 
aspects vital to a start-up 

€ Entrepreneurs not scrutinised 
objectively before selection 

e Still lacks a hierarchical structure 
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aged to grow sales to Rs 500 crore in 
2005. But bad business decisions led 
to a revenue decline. Midas is unwill- 
ing to share its latest turnover fig- 
ures, but people in the know put it at 
well below Rs 100 crore. 

Also, even though no one wants 
to talk of the cumulative revenues of 


businesses incubated by TeNeT ear- 


lier, most entrepreneurs in the net- 
work agree to a figure of just 
Rs 100-110 crore. In effect, other 
than Midas. most companies in the 
TeNeT portfolio have not delivered. 

Where did TeNeT go wrong? 
"Technocrat entrepreneurs some- 
times have to be shoved into the pool 
to think business-like. Quite often, 
they focus too much on technology, 
which is their true passion," points 
out Midas cro Shirish Purohit, add- 
ing that TeNeT's professors never 
learnt to give that push. 

The go-to market approach of 
TeNeT companies, too, was long- 
winded. And even those that did get 
the first customers got stuck some- 
where. For instance, Midas took more 
than 11 years to scale. Some of the 
others that look very promising to- 
day, such as Vortex, which makes 
rural ATMs, took two years to even 
arrive at the pre-incubation advisory 
stage, and business models changed 
midway, pushing the product devel- 
opment further behind. 

Then, some of the products were 
far ahead of their time. Midas pro- 
duced the nearest equivalent of broad- 
band Wi-Max in 1996. Novatium was 
ready with an inexpensive computing 
solution in 2006, which had a remote 
server managing office and home 
computers — today's retail-oriented 
cloud solution. 

Equally critical is the capital 
back-up. It is estimated that TeNeT 
through funding agencies has put 
around Rs 3 crore as seed capital for 
the initial crop of 10 companies. “If 
the entrepreneur is continually wor- 
ried about funds, he won't be able to 
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good products," says Sudhir Sethi, 
Chairman and Managing Director of 
IDG Ventures. The funding, ideally, 
should be large enough to pay for 
the initial mistakes and getting the 
right team in place, he says. For 
example, Aujas Networks and 
ConnectM, two product design com- 
panies incubated Бу nc Ventures, got 
funding of $3 million and $10 mil- 
lion, respectively, which helped both 
in the marketplace. 

Amit Agarwala, ceo of Amdale 
Software, a successful product of 
TeNeT, feels that TeNeT's failing is 
that it does not have a structure for 
entrepreneurs to tap into. While the 
expertise is there for the asking, 
sometimes the entrepreneur doesn't 
even know what to ask. "There are 
no templated answers or frequently 
asked questions (or FAQs). This is im- 
portant for a start-up, so that the 
wheel does not have to be reinvented 
each time," he says. 

The lessons have not been lost on 
TeNeT's founders. Jhunjhunwala 
learnt that passion alone does not 
get you business success. And learnt 
this the hard way, when his pet 
project, n-Logue Communications, 
aimed at improving rural communi- 
cations and enterprises, went to 
pieces. “We started it without look- 
ing at market conditions and hoping 
that everything would work out. 
When the environment did not im- 
prove, we refused to pause, and in- 
stead over-expanded our rural kiosks 
network,” he recalls. 

The other learning was that 
products should provide value 
through innovation and not just 
lower costs. “Multinationals simply 
bring down costs (after we launch) 
while our own costs go up with ad- 
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ditional features," says Ramamurthi, 
who had witnessed the death of an 
excellent pulse oxymeter developed 
by a colleague because the MNc in the 
field lowered costs. 

R. Ramaraj, President of the 
Chennai chapter of The Indus 
Entrepreneurs, and Senior Advisor, 
Sequoia Capital, says: "Incubators 
should never...micromanage matters 
for entrepreneurs." This is something 
Jhunjhunwala admits to learning, 
when he says: "We don't interfere as 
much as we did in the past." 

Fortunately, many of the factors 
that had hampered entrepreneurial 
growth are starting to get addressed 
at ктві, the rural incubation initiative 
at TeNeT. Even there, much more 
needs to be done. RoPE's Sreejith, for 
example, would like the bond be- 


The Seven Habits... 
„Of a highly effective incubator 


Incubate new entrepreneurs 
ealong with mature ones 


Selection by entrepreneurs, 
einvestors and academics 





Incubator should arange 
eenough initial capital 








tween him and ктві to be more formal 
— and thus more committed — 
which would only happen if ктві 
raises its own funds and backs him 
when he needs further resources. 

Alok Singh, cgo of Novatium, is a 
die-hard TeNeT loyalist. "TeNeT has 
certain limitations, but I would still 
rate it among the best incubators in 
the country and recommend others 
to it," he says. Every entrepreneur, 
he says, has to understand that after 
the incubation he is entirely respon- 
sible for his company — it is his baby 
and not TeNeT's. 

The eco-system of TeNeT today 
is definitely in place through sheer 
toil and trial and error. What could 
see it through is the passion of 
Jhunjhunwala and his team. "(He) 
truly inspires youngsters, particu- 
larly in ктві. They get motivated 
when they realise that their entre- 
preneurship will also benefit a larger 
fabric of society," says Vijay Babu, 
сво of Vortex. Babu had set up the 
successful iSoftTech with TeNeT's 
help but opted to sell out in 2006. 

In the years ahead, that advan- 
tage and its lessons from past mis- 
takes could help TeNeT in its stated 
mission of creating a couple of bil- 
lion-dollar companies from ground 
up. India's most storied incubator 
would have delivered then. © 
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urban sprawl or a city of the future? Kushan Mitra and 
Money Sharma travel to the heart of India to take a look. 







alod's villagers are worried. 
The village is an example of 
rural India's success story: 
brick and concrete houses, 
rooftops flaunting television dish-an- 
tennas and new malls with multi- 


plexes a drive away along National 
Highway 6, India's east-west artery. 
No signs of the poverty or isolation 
that has enabled Maoists to gain a 
stranglehold on India's mineral-rich 
heartland, in which Palod lies. 


But the village is located just 20 
km outside Raipur, a district town 
that has been masquerading as a 
capital since Chhattisgarh was 
formed 10 years ago — and that's 
why the villagers are worried. The 





state is building a new capital almost 
touching Palod, and it could mean 
the end of farming and fishing. 

The first residents of Naya Raipur, 
or New Raipur, will move in by 2013, 
two years after the government shifts 
into India’s first “green” secretariat. 
And farmers ploughing the iron-rich 
red earth for paddy could find them- 
selves next to a special economic zone 
for information technology. 

"We don't know what will happen 


to us...the government has given us 
fair compensation for land but not 


before some arguments. But we are all 
paddy farmers, we don't know any- 
thing else," says Ram, a village elder. 

Back in Raipur, at the office of the 
Naya Raipur Development Authority, 
сво S.S. Bajaj is a relaxed man. Land 
acquisition problems had delayed the 
project by two years till the promised 
compensation was raised. 

"Our chief minister intervened to 
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Concrete forest: The first residential 
units coming up at Naya Raipur, right 





give the villagers a much higher com- 
pensation than the value of the 
land," says Bajaj. To get reluctant 
farmers to move, Chief Minister 
Raman Singh raised it to Rs 6 lakh an 
acre, six times the NRDA rate. 

Of the 20,000 acres needed for 
the project, only a fifth had to be ac- 
quired from private owners; the rest 
was already in government hands. 

"The villagers should not worry," 
says Bajaj, adding, “There will be 
paddy fields abutting the city in a green 
strip where we have banned commer- 
cial development. We will also build a 
dairy zone where we'll process milk." 

Unlike today's urban sprawls that 
eat up adjoining farmland and have 
to depend on ever-lengthening food 
supply chains, the new capital will 
get most of its food from its suburbs. 

P. Joy Oommen, the state's chief 
secretary and chairman of the NRDA, 
says: "Naya Raipur attempts to cre- 
ate a modern and livable city that 
will be economically, socially and 
environmentaly sustainable." 

Among the goodies: a gravity 
based water-supply system, with a 
ban on bore-wells, recycled sewage 
water for use in construction and 
watering the greens (a quarter of the 
city's area), a bus rapid transit sys- 
tem, and even a light rail system 

Naya Raipur will be built and 
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populated in three phases, with les- 
sons being learnt primarily from 
Chandigarh, built in the 1950s. The 
first phase will be ready in 2013; by 
the third phase, in 2031, the city will 
have 560,000 residents and a work- 
force of 200,000-plus. 

The City and Industrial 
Development Corp of Maharashtra, or 
тосо, which created Navi Mumbai on 
the outskirts of Mumbai in the 1970s, 
has done Naya Raipur's planning. The 
Chhattisgarh Housing Board will look 
after housing. “We want this city to 
reach out to all sections,” says Bajaj. 


€ Farm and dairy belt next to city 
© Ban on borewells from Day 1 

€ Recycled water for city greens 
© Extensive use of solar power 

© Bus rapid transit system 








© Faceless government 
architecture 


€ Concrete colonies and 
bungalows 


€ No dedicated cycle tracks 
ө Dreams of light rail system 
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"We do not want urban slums." 

The first phase is expected to 
cost Rs 3,000 crore, which the 
NRDA has borrowed from the state. 
It hopes to pay it back by selling 
development rights and with rev- 
enues from public-private part- 
nership (PPP) models for utilities, 
transport, an amusement area, à 
sports arena and an IT zone. 

"The right development model is 
to get the private sector involved," 
claims Bajaj. None of the PPP 
projects have been tendered yet; the 
water and sewage systems projects 
could be tendered next year. 

Naya Raipur will also be the loca- 
tion for several educational institu- 
tions offered by the Union govern- 
ment. An Indian Institute of 
Management will come up near the 
capital, while the Hidayatullah 
National Law College is already func- 
tioning. "The idea is that the children 
of villagers will have access to the 
same schools as the city's residents. 
says Bajaj. "We will give them the 
facilities that they have lacked for 
decades...we want development." 

That seems to be the only glimmer 
of light the villagers can see through 
the concrete sprawl rising up around 
them. “I hope my grandchildren have 
a better life in the new city," says Ram, 
the Palod village elder. 
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"Naya Raipur will be What Navi 
Mumbai is to Mumbai" 


he Chief Minister of Chhattisgarh, 

Raman Singh, has been in the news 

lately for all the wrong reasons 
thanks to the deadly Naxal attacks in 
Dantewada and elsewhere in the state. Yet, 
he believes that the new capital city 
planned for the state will boost the image 
of Chhattisgarh and its economy. Excerpts 
of an interview with Kushan Mitra. 


What do you feel Naya Raipur will 
do for Chhattisgarh? 

There was an obvious need for the 
new city when the state of 
Chhattisgarh was created in 2000. 
Various government departments are 
all over the city of Raipur, and we 
needed to centralise all those offices. 
People who come from other parts of 


(it) as Chhattisgarh is mainly an 
upstream manufacturing state? 

Recently I travelled to Hyderabad, 
Bangalore and Chennai and I met 
many people from the rr sector. They 
asked me several questions about the 
number of educational institutes and 
airport connectivity. We have several 
engineering colleges in and around 
Raipur and we are also promising the 
rr sector a dedicated area on the edge 
of Naya Raipur close to the airport. 
We will make sure that the city at- 
tracts companies in sectors that are 
needed for the state's development. 


Several villages come inside the 
construction area of the city. What 
about the displacement of people? 


RAMAN SINGH, Chief Minister, Chhattisgarh 


"Naya Raipur will allow the city to expand but also give 
people access to well-developed infrastructure..." 


the state to get work done have to drive 
all over the city wasting their time and 
money. But Naya Raipur is not totally 
a new city; it is more an extension of 
the present city, like Navi Mumbai is to 
Mumbai. It will allow the city to ex- 
pand but also give people access to 
well-developed infrastructure rather 
than the haphazard expansion that 
other cities have seen. There will be 
proper water, sewage, electricity, local 
transport and the city will be eco- 
friendly. We will have large-scale use 
of solar-power and the entire water- 
system will be driven by gravity. 


Do you think Naya Raipur will at- 


tract the services sector, particu- 
larly in information technology 
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We have ensured that all but one vil- 
lage stays in its place. For the village 
that was demolished, Rakhi, we have 
given the residents a proper rehabilita- 
tion plan inside the city itself. 


But some villagers are still 
unsure of what the city will do 
to their traditional agricultural 
way of living? 

I feel that once the capital comes up, 
the business opportunities for these 
villagers will increase. We are plan- 
ning areas where they can sell their 
produce as well as process it. A spe- 
cial zone for the dairy industry is also 
in the plan. We are also putting up 
schools for their children as well as a 
world-class hospital that they can go 


to. We are also providing them with 
the same facilities as other city resi- 
dents. As the city builds up, there will 
also be bus and rail connectivity, 
which will give the villagers opportu- 
nities to sell their goods outside the 
town. I feel that the city will improve 
the prospects of their children more 
than anything else. 


Do you think potential investors 
will be scared off by Left-wing 
extremist attacks in the state? 
What can you do to reassure 
investors? 

I do not think that investors have 
been scared off. In fact, I have been 
rejecting proposals for power, steel 
and aluminium and have over 250 
proposals pending with me. I have 
90 proposals for power plants, 60 
for steel and 74 for cement plants. 
І want investment in the тт and 
services sector and downstream 
manufacturing sectors such as 
automobiles and components. 
І am promising land and 
24-hour power. 

There are no major prob- 
lems in the state. People sit- 
ting in Delhi and Mumbai 
feel that there can be a blast 
anytime, but that is not the 
case. There are no problems in 
other major cities in the state 
either. Yes, there have been 
issues in some of the f 






more remote areas of 
the state but inves- 
tors should not 
worry about 
attacks. © 
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ver the past four 
decades, SAP 
established 
itself as the 
proverbial 
800-pound gorilla of the enterprise soft- 
ware market, despite competition from the 
likes of Microsoft and Oracle. However, its 
dominance has been undermined by new 
competitors such as salesforce.com, whose 
platforms are run off the Internet (or on 
the cloud as it's called) and are being | 
adopted rapidly by mid-tier and small 
enterprises. SAP's own doud-based platform 
has been delayed and the company's board 
reacted sharply, ending former CEO Leo 
Apotheker's contract and reverting to a 
joint CEO model with Bill McDermott and 
Jim Hagemann Snabe. 

SAP's rivals haven't been shy of baiting 
a stuttering giant, with Larry Ellison, 
Jounder of arch-rival Oracle, calling 
the company's latest in-memory technol- 
ogy (which seeks to lower costs by storing 
data on the latest memory chips) “wacko, 
ridiculous, complete nonsense". The board 
turned to India-born VISHAL SIKKA, SAP's 
Chief Technology Officer, to overhaul prod- 
uct lines and help revitalise the Walldorf, 
Germany-based company, which reported 
reveneus of $14.1 billion in 2009. Sikka 
talks to BT'S RAHUL SACHITANAND about 
his plans. Edited excerpts: 
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We are in th 


midst of a once-in-a 
generation transformation 
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Vishal Sikka, 43 


FAMILY: Wife, two daughters 


SAP has recently reverted to a 
joint CEO model and elevated 
you to the board. What is the 
new SAP about? 

I think the technology world is going 
through a once-in-a-generation trans- 
formation. For us, this transformation 
happened at the same time as the top 
leadership was changing. A generation 
of leaders had left the company and we 
have just begun to emerge from the 
economic slowdown. We had a new 
board, with new своѕ and two new 
board members. In many ways we are 
going back to our roots of innovation. 
There is now a lot of difference in speed 
and innovation; we are talking about 
delivering products in six month cycles, 
not years. We focus on agile and lean 
software development technologies. 
We are getting rid of the bureaucracy 
and power point culture across the 


SAP's TOUGH TIMES 






EDUCATION: Ph.D from Stanford 
PASSIONS: Reading and cooking - loves to bake breads from around the world 


to catch on? 

There was a delay in the mapped 
release of our platform called 
Business ByDesign. However, | 
would not say we were late in realis- 
ing the potential of the cloud. We 
have taken our time to understand 
what cloud transformation is all 
about. There is a major disruption 
towards mobility. This is backed by 
larger. more efficient, and easy to 
operate data centres and a massive 
improvement in hardware and 
processing capabilities. 


What does working on a cloud 
mean for your customers? 

We believe medium-size enterprises 
can run their entire business from 
the cloud not just small pieces like 
salesforce automation but entire 
critical business processes. Larger 


© In February 2010, the company reverted to its joint CEO structure, 
after deciding not to renew Chief Executive Leo Apotheker's contract 


© Co-founder and tech visionary Hasso Plattner moves away 
in early 2010 from day-to-day responsibilities, causing more 


changes in the top management 


© The company's cloud-based platform called 
ByDesign was two years behind schedule 


© Upstarts such as salesforce.com benefit 
from this delay, poaching customers 


pany. We've made aggressive ac- 
isitions of Sybase and Business 
Objects to double our addressable mar- 
ket from $110 billion to $220 billion. 


In terms of product innovation, 
especially in cloud computing, 
do vou think SAP was slower 


enter- 
prises, 
however, will 

continue to 
have on-premise 
software systems. 
There will be complemen- 
tary solutions. I think companies 
such as salesforce.com have been 
quite successful and that is admira- 
ble. Every once in a while when you 
cover a geography as large as ours 
— every business process across 1 20 
countries — there are some gaps for 


come comnanies fnr a fox vaare 










WORK EXPERIENCE: Bodha (his start-up), Peregrine Systems 


Where does this place SAP? 

We are the leader in enterprise ap- 
plications. However, we don't believe 
in owning a huge, inter-galactic 
stack of software applications. 
Customer landscapes are heterogene- 
ous. They never have a landscape of 
one company's products. We work 
with an ecosystem of companies. We 
don't believe in buying second grade 
hardware companies. 


Everyone else seems to be 
talking of consolidation... 
This happens every once in a while. 
I have never met a customer who 
standardised the stack. We don't 
believe this is the correct direction. 
There is a unique opportunity to 
provide value to customers. We are 
good partners with Oracle — we 
run Oracle databases and use Java, 
too, even though they 
are our biggest rivals. We 
are happy being the best at 
enterprise applications. 







Can you define the technology 
focus at SAP for us? 

If you are the world's largest provider 
of enterprise applications, the size of 
the platform to serve these applica- 
tions has unique dimensions. We 
have learned over the past 38 years 
that software needs to be interoper- 
able, often across generations. We 
believe that continuity and coher- 
ence is a fundamental need — our 
customers like to evolve, but without 
disruptions. You need the ability to 
serve applications without disrup- 
tions. Computing advances (across 
memory and processing power) al- 
low us to, for example, analyse a re- 


tail firm 'e data in real time noina nat 








real-time data. We have rewritten the 
data management software, unlike 
database vendors, whose technology 
is at least 20 years old. 


Where does India fit in? 
India is a fundamental part of SAP. 


— -e 
" Ww 
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Not only in the lab 
— which emplóys 
4,000 people # but 
as a market; Indian 
companies аге grow- 
ing into'global corpo- 
rations and we are 
helping them grow 
with our software. 
The lab in India (SAP 
Labs India) is an innovation centre. 
We do development for India and 
we are bringing in lessons we learn 
here for the global market. One of 
the big things the new board did 
was establish crack teams called 
game changers to deliver break- 
through innovations rapidly. 


How is an emerging market, 
like India — where you crossed 


98 BUSINESS TODAY September 5 2010 


— 


Vishal Sikka with V.R. Ferose (R), Managing Director, SAP Labs India 


from mature markets for SAP? 

We do a lot of localisation of our prod- 
ucts for the Indian market, not only in 
language support, but adapting laws 
and best practices for the local market. 
We are working on a project for India 
in India focused on small retailers and 


We are working on a project 
for India in India focused on 
small retailers and 
marginal farmers 





marginal 
farmers. We do 
a lot of things 
around Business 

ByDesign, the cloud 
platform, too, in India. 


Do companies such as SAP 
have a larger role in developing 
entrepreneurship and innova- 
tion here? 

The ability to develop products 
must come naturally for India...we 
must be able to undertake tasks 
that require more creativity. SAP 
can bring in the competency of 


we can play a fundamental role in 
helping the bottom billion break 
through. Two-thirds of the world's 
GDP goes through a SAP system 
somewhere. 


Do you see SAP's results —a 
1596 rise in quarterly profits — 
as a sign of global recovery? 

| would not say that; it is still early. 
We are seeing signs of things stabil- 
ising, but I would not identify it as a 
pattern of sustained growth. We 
saw the negative consequences of 
what happened in Europe. I would 
not say the worst is over and things 
have improved since the dark days 
of 2008. 


What happened to SAP's R&D 
budget in the slowdown? 

We left the R&D budget untouched. It 
has continued to grow despite the 
circumstances. 


Has the US lost its edge as a 
global hub of innovation? 
Innovation is becoming global, but 
the role of the United States as the 
leading innovator is not in question. 
There have been encouraging signs 
from India, China and Israel, but 
the sheer amount of innovation in 
Silicon Valley is actually accelerat- 
ing. It is easier for companies there 
to be set up and tinker with new 
ideas. India has a great shot at be- 
coming a leading global innovator 
given the sheer amount of intellec- 
tual horsepower. 


Now that you've been appointed 
to the SAP board, are we looking 
at the next CEO or joint CEO of 
the company? 

(Laughs.) I am looking at products 
and technology. I am responsible for 
innovation for sAP, which is a hell of 
a job. So you do get involved with 
issues of scale and business. But, as 
some people say, this is more than a 
full-time job. © 
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GAME 
GROWTH 





This mobile entertainment company and 


its young promoter want to keep 
doubling their score every year. 
BY SHALINI S.DAGAR 


ne thing which one can say for certain about 
Nitish Mittersain is that he has his head set 
firmly on his shoulders. Ask him whether he 
has arrived, and the 30-year-old founder and 





СЕО of Nazara Technologies pauses warily, try- 
ing to spot if there is a pitfall, and then counter questions: 
“Arrived in what way?” 

Only seconds ago, he was describing the blistering 
growth of the gaming company that he founded a decade 
ago while still in college. It has been growing at 100 per cent 
for the past two years and is poised to repeat that perform- 
ance over the next couple of years. “Anything less than 100 
per cent growth would be underperformance,” he says. 
Nazara is aiming for an operating profit of Rs 15-20 crore 
on revenues of Rs 50-60 crore in the current financial year. 

Mittersain is among the few from the first wave of dot- 
com entrepreneurs who survived the bust of 2000 and are 
doing well today, having adapted and stayed the course till 
their ventures turned profitable. Today, Nazara, along with 
competitor Indiagames.com, is the dominant player in 
games for mobile phones. It claims to have a 40 per cent 
market share with over 200,000 downloads of free and paid 
games daily. Validated numbers are hard to find, though. 

Prodded some more, Mittersain finally answers, “No, 1 
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Unwinding: Mittersai 
also plays at Not Just 
Jazz by the Bay, in 

Mumbai, once a month 
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Mitter Infotech incorporated as an online 
gaming portal 


with subsidiary Nazara Technologies 


TER Develops content, ties up with some operators 


2000 
ПЕЙ Changes focus to mobile gaming and content 


Any Gets its first round of funding of Rs 7 crore from 
Sequoia Capital. Signs an exclusive 
mobile content deal with Sachin Tendulkar 


Signs brand deals for mobile games and 
content, including with M.S. Dhoni, Virender 
Sehwag, Viswanathan Anand and Archie Comics 


2008 Gets additional investment of Rs 7 crore from 
Sequoia Capital. Ties up with all 
mobile carriers in India 


Strategic tie up with Electronic Arts, one of the 
largest publishers of video games in the world 


do not think I have arrived.” 

Mittersain had started Nazara as an online venture with 
family money. while still in college (Sydenham, Mumbai), but he 
changed course in 2003 to make games for mobile phones. Now, 
with 3G services scheduled for launch later this year, Nazara 
faces another change in its operating market. Technology con- 
sultant Frost & Sullivan expects the mobile games market to 
grow to Rs 1,500 crore by revenues by 2012, or roughly thrice 
its current size. Nazara is readying to ride this wave: it has struck 
a deal with EA Mobile, a unit of Electronic Arts, one of the 
world's largest video games companies. EA Mobile owns award- 
winning games such as Tetris and Bejeweled, and reported rev- 
enues of $212 million (Rs 975 crore) in 2009-10. Nazara now 
has exclusive rights to distribute the EA Mobile catalogue in 
India, Sri Lanka and Bangladesh. 

"With better devices and networks, there will be a spike in 
gaming and rich content," says Mittersain, an avid gamer him- 
self. He is also is eyeing opportunities in ad-driven mobile content 
and social gaming, and plans to raise around Rs 100 crore for 
acquisitions. "There are many innovative companies both in 
[India and Europe which could help us move into allied spaces 
such as mobile advertising," he says. He plans to tap investors 
other than Sequoia Capital, the venture capital fund that has 


MITTERSAIN THE MAN 
Friends and investors on what worked for the college kid. 


_ Balu Nayar, 
МО, Morpheus Media 
. Fund, and a friend 


"Nitish's focus on gaming 
and sports worked for 

. him. Moreover, he did 
not go for venture 
funding at a very 

early stage" 





Sequoia has invested in Nazara twice since 2005, and 
its India Managing Director Sandeep Singhal, who is also 
on Nazara's board, is more than happy with its prospects. 
"It is going to make a lot of money for us. It is one of the 
highly successful companies in our portfolio," Singhal 
says. It was Singhal who called up Mittersain in 2005 
after reading about Nazara. The company had survived 
its initial hiccups on the promoter's steam and it was an 
exciting business. But Mittersain was just 25 then. 
Sequoia's team debated whether that should be a red flag. 
"He used to carry two mobiles even then and was always 
playing some games on them. However, he was very 
mature and he had what it takes to create a company, 
whether it was hiring seniors, running the finances or 
writing deals," recounts Singhal. 

Mittersain believes the investment happened at just 
the right time. He was nervous about venture capital in- 
vestors wresting control, but Nazara gained in many 
ways. It could introduce new corporate governance 
benchmarks, and get operational ad- 
vice and share experiences through 
Sequoia's global network. 

"From Day One, we sat on the same 
side of the table. There was complete 
transparency and honesty. We did not 
hide our problems," says Mittersain. 

Balu Nayar, Managing Director of 
Morpheus Media Fund, says a big plus 
point for Nazara was the fact that it did 
not raise venture capital early in its life. 
Nayar had first got to know Mittersain 
as head of value-added services at 
Hutchison Max Telecom, an earlier 
avatar of Vodafone India. Nayar's job 
then had been to persuade start-ups to 
look at the mobile telephony market. 

Mittersain's business acumen 
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(both for March 2010) 
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Nazara's Shareholding 





Revenues: Rs 30 crore; EBITDA: Rs 8-10 crore 


Source: Company 





could be attributed to his Marwari roots. But it was not 
always easy. He remembers his toughest moment: The 
day he had to trim headcount from over 40 to six or so 
after the dotcom bubble burst. "The writing had been on 
the wall for six to 12 months, but I was not brave enough 
to take that call," he says. Eventually, he reconfigured the 
company for the mobile business. His early backers were 
some angel investors who put in around Rs 1 crore. 
Former banker Brian Brown, who was one of them, be- 
lieves that it was as much a bet on Mittersain as it was 
on the company. 

A commerce graduate who picked up an executive 
MBA from Warwick Business School later, in 2006, 
Mittersain is a curious mix of youth and maturity, with a 
knack for making friends with people many years senior 
to him. One of them is actor Shammi Kapoor, 78, whose 
zest for life Mittersain finds infectious. He first met Kapoor 
while in college, when he was among the students organ- 
ising an event to which Kapoor had been invited. (College 
was also where Mittersain picked up 
playing the saxophone.) This skill of 
making older friends shows at the 
workplace too. Nazara recently re- 
cruited Rakesh Shah, 38, as chief fi- 
nancial officer from Yahoo! India. "I 
respect them for their professional 
experience and they respect me for 
my entrepreneurial experience," says 
Mittersain. 

Mittersain's targets over the next 
five years are clear. Build a large and 
‘meaningful’ company. And cut a disc 
of Shammi Kapoor songs on the saxo- 
phone. As a budding gaming czar, he 
seriously has fun. After all, how many 
people can say that playing Monopoly 
on the iPad qualifies as work? © 
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"NMDC makes people happy and Nation Proud" 
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Shri Rana Som. Chairman cum 


Managing Director's Speech 
at the 52nd AGM held on 5th August, 2010. 


have great pleasure in welcoming you all to the 52” Annual General Meeting of t 
ind present to you the Annual Report of your Company for the ancial year 2009. 
he Directors’ Report and the Audited Balance sheet of your Company for the period 
larch, 2010 have already been provided to all the shareholders of the Company. | 
ission, | take them as read. | 











сономс SCENARIO WORLDWIDE 

year gone by in 2009-10 was a year of stabilization and recovery for the global economy post 
lobal economic meltdown and economic recession. After plunging into the steepest 
conomic contraction since the great depression, the global economy witnessed significant 
nprovement during the year. Although the process of recovery continues, the recent sovereign debt 
risis in a few European economies poses new obstacles towards sustained growth and stability on a 
ng term basis. According to the latest world economic outlook published by International Monetary 
r3 PED 2010, world economy is expected to grow by 4.2% in 2010 as against a decline of 
the heart of this recovery was the co-ordinated fiscal action by the world powers, including India, to 
timulate the economies. In a sign of shifting economic might, China and India were at the forefront of 
is recovery added by their relatively stable domestic demand. 

CONOMIC SCENARIO INDIAN 


idia was one of the first countries to recover from the global economic crisis on account of its strong 
—— In India, the economic growth exceeded expectations and grew by an impressive 
4% GDP growth rate during FY 2009-10. The financial year 2009-10 saw large volatility in inflation 
Jmbers with food prices witnessing the steepest increase. 

$ per estimates, the outlook for the 2010-11 looks encouraging backed by normal monsoon, higher 
YI grow a ту and buoyancy in industria output and exports. In the year 2010-11, the GDP is 
'ORLD IRON & STEEL SCENARIO 2009 


: production during 
mated to be 226 million tonnes registering an increase of about 5% over 2008-09 iron ore 


r NMDC, the year 2009-10 had been one of challenges 

Mon tonnes оту рой, laid by а major customer of the company, which around 7 

rests Wim ої materials are evacuated Bailadila sector, was reportedly by the 
. this, evacuation of about 30% of total material from Bailadila affected 


due to frequent bandhs compounded the . Further, as a 
of the global recession, international prices of iron ore dipped by 32.95 % for fines and 
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0-11. The has already marched ahead in recording the 
dream of MDC has been to crus regen ts cre ата d min ri бо bod 
shareholders but also for the nation, itis created мы 

PERFORMANCE ji 


Company's 
| Performance for the year under review are summarized as under: 


and endeavours to overcoming them. In - 


a Net worth increased to Rs.14250 crores as on 31.03.2010, 23% higher than Rs.11615 crores in 
the previous financial year 
a Interim Dividend @ 75% on the equity shares of Re.1/- each aggregating Rs.297.35 crores was 
paid. The Board has recommended subject to shareholder's approval, payment of final dividend 
@100% of Rs.396.47 crores. (Total dividend aggregating Rs.693.82 crores) 
« Supply of Iron Ore to domestic industries recorded 206.53 lakh tonnes. Total exports of Iron Ore 
during the year was 34.32 lakh tonnes. 
= Asan MOU signing PSE with the Government of India, your Company's performance during the 
year qualifies for Excellent rating 
IRON ORE SALES 
In respect of iron ore, the Company has achieved production of 238.03 lakh tonnes in the financial 
year 2009-10 against 285.15 lakh tonnes in the previous financial year 2008-09. On the side of sales, 
the performance in the year 2009-10 has been 240.85 lakh tonnes as against 264.72 lakh tonnes in 
the previous financial year. 
MERGER OF SPONGE IRON INDIA LIMITED 
| am happy to announce that consequent upon filing of the order of merger as issued by Ministry of 
Corporate Affairs, Govemment of India with the Registrar of Companies, Andhra Pradesh, Sponge 
iron India Ltd (SIIL) got merged with NMDC w.e.f. 01.07.2010 being the Effective Date as Sponge Iron 
Unit. Accordingly, SIIL stands dissolved without the process of winding up. The Company is taking ай 
possible steps to improve the performance of Sponge Iron Unit. It may be appreciated that with the 
merger of SIIL with NMDC, the Company has ventured into value added products utilizing the surplus 
land of 433.69 acres available there 
NEW PROJECTS & BUSINESS DIVERSIFICATION 
Apart from ramping up production capacity of its core activity of iron mining, your Company is also 
planning to diversify into value added projects. NMDC has chalked out projects worth over Rs.24000 
crores over the next five years. It is planning to expand its iron ore mining capacity to 50 million tonnes 
from the existing 30 million tonnes. Apart from setting up of 3 M. T. Integrated Steel Plant at Nagarnar, 
Chhattisgarh, the Company also plans to set up pellet plants, iron ore nugget plants and beneficiation 
facilities. Evacuation of iron ore is posing a major hurdle basically on account of damage to Essar's 
slurry pipe line and constraints in rail movement on account of Maoist activities. To offset the problem 
of evacuation of iron ore, the Company also plans to set up a new pipeline connecting Bailadila 
Complex with RINL 's Vizag Steel Plant site with an outlay of about Rs.3000 crores. This will also 
enable the Company to transport pellets as feed to Vizag for meeting the requirement of steel 
producers. The Company is also planning a proposal for setting up of a 2 Million Tonne steel plant at 
Karnataka in terms of an MOU signed with Government of Kamataka. 
The Company is making conscious efforts to increase its resource base of minerals, both in India and 
abroad. The Joint Venture Company NMDC-CMDC Ltd with CMDC Ltd is taking necessary steps to 
develop Bailadila Deposit-13 as a stand alone project of 10 MTPA. NMDC has entered into strategic 
alliances with Kopano Ke Matla Investment Company, South Africa and Tata Steel over exploration & 
exploitation of mineral resources, setting up of steel plants and other value added projects. 
The basic need of India today is basically three fold- securing energy requirement, infrastructure 
development and ensuring food security. To achieve the aforesaid goals, NMDC is focusing on 
exploration and exploitation of coal, lime stone, rock phosphate etc either on its own or with other 
Companies having related business activities. 
CORPORATE SOCIAL RESPONSIBILITY 
Your Company sincerely believes that CSR activities plays a pivotal role in achieving inclusive 
growth. NMDC is in the forefront in various CSR initiatives over the past many years before it 
importance dawned on corporate India. The focus of NMDC's CSR initiatives is integrated 
development of community in the villages surrounding our establishments which are among the most 
backward tribal villages of India. NMDC has initiated integrated development of villages to facilitate 
sustainable income generation through employment / self employment by targeting education and 
skill development. NMDC is also offering facilities in healthcare and infrastructure to enable the 
beneficiaries engage in income generation activities. CSR activities are mentioned in detail in the 
Director's Report. 
CORPORATE GOVERNANCE 
A separate section on Corporate Governance forms part of the Director's Report. Your Company has 
complied wih Corporsie Covernance norms as elipulated by fne Lis ng Agreemsn/OPE Guidelines 
ENVIRONMENT MANAGEMENT 


ion of environment and maintaining 


As a mining Company, ММОС is conscious of its role in 
ecological balance. The four major production projects, Bailadila Dep-14/11C, Dep-5, Donimalai and 
Diamond Project have been accredited with ISO 14001-2004 EMS by M/s DNV, Hyderabad. 
DISINVESTMENT OF SHARES BY GOVERNMENT OF INDIA 

During the year under review, Government of India disinvested 8.38% of its in the Company 
aggregating 332,243,200 equity shares of the face value of Re.1/- each through an for Sale. The 
Government of India received Rs. 9930.42 crores out of the said disinvestment process. Accordingly, 
the equity shareholding of President of India in NMDC stands at 90%. 

LOOKING AHEAD 


Outlook for iron & steel i aig nape Apc аиа росе 
during the first six months (Jan.'10 - June '10) of 2010 has increased by 29% to 708 tonnes 
bevel of $48 nion оол Рр би ды of (0710 ee, 


growth 
иже ор ne ANACNON HON ne леонид аа DEIN 
in 2010 and 5.3% in 2011. 

The year ahead holds much promise to NMDC. The commissioning of a new mine, ie, Bailadila-11/B, 





is expected by the end of this year. Despatches are likely to improve, bringing in better realization, 
higher turnover and better NMDC, it is hoped, will excel its performance and achieve all-time 
high records. 

To conclude, | all these achievements m" due to relentless 
and dedicated efforts, by the employees of the y. On of the shareholders and 
management of the Company, | thank the Govemment of Ministry of Steel for the confidence 
snd Tus оон upon you Company ИН DO onn ovi Or Б conan MUN И 
expansion. | sincerely assure you that the Company will continue to grow in the years ahead. 
Thank you and Jai hind. NW, 
Place : Hyderabad Rana Som 
Date : 05.08.2010 Chairman-cum-Managing Director 






Guest 


Star 


The challenge now for India's leading 
hotel chain is to surpass the exacting 
standards that it has set for itself. 

BY MANU KAUSHIK 





n November last year, Tapan Piplani, General 

Manager of The Oberoi Vanyavilas, got a call from a 

top Mumbai-based industrialist. The businessman 

wanted Piplani to put together a gala for 30 guests at 
the Ranthambhore hotel to celebrate his wife's birthday, 
which was barely two days away. Above all, he wanted the 
occasion to be a memorable one. 

The businessman was very particular about food and 
specifically asked for Thai cuisine. He told Piplani that he 
had liked the Thai food served at the Rim Naam restau- 
rant at The Oberoi, Bangalore, where he had stayed a 
couple of days ago, and expected a similar standard and 
quality of food for his wife's birthday bash. He also 
wanted Egyptian cuisine for some of his guests. 

"It was extremely difficult to make those arrangements 
at such short notice. In the normal course, it takes at least five 
days for food supplies to reach us. But given the urgency, we 
had to make special arrangements to get the ingredients from 
nearby Delhi and Jaipur hotels in a day,” says Piplani. As the 
industrialist was a long-time patron, The Oberoi Group's top 
brass was roped in to help put together the do. Over the next 
two days, several people were flown in, including a chef from 
Rim Naam, two chefs specialising in Egyptian and Chinese 
cuisine from Delhi, a jazz band from Mumbai and a pyrotech- 
nics expert from Bangalore. The hotel was bedecked in a 
theme of gold and black, and folk music performances were 
thrown in to welcome the guests. "I still remember how 
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THE ACHIEVEMENT | 

The world's best hotel and the top five hotel 
properties in Asia, according to /rave/+Leisure 
magazine, belong to The Oberoi Group 


overwhelmed the guests were when they checked out after a 
three-day stay with us," says Piplani. 

Many patrons of the 76-year-old hotel group were 
hardly surprised when Travel+ Leisure magazine ranked 
The Oberoi Vanyavilas as the best hotel in the world in its 
2010 survey. Three other group properties — Тһе ( — 
Amarvilas in Agra, The Oberoi Rajvilas in Jaipur and The 
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Unparalleled service levels that have yielded To stay at the top position by improving 
significant guest loyalty. One in five guests is a its service levels further and continuing to 
repeat customer impress its guests 
Oberoi Udaivilas in Udaipur — also figured amongst the the west and goes as far as Japan in the east, Ulan Bator 
1 5 best hotels in the world. These hotels were also ranked in the north, and right down to Jakarta. Some of the most 
as the four best hotels in Asia. This is no mean feat con- fabulous hotels are located in this region. It's difficult to 
sidering that over 80 per cent of customers at its leisure believe that we are the best hotel in the world.” says Liam 
hotels are foreigners who are exposed to the best hotels Lambert, President, Oberoi Hotels & Resorts. The Oberoi 


across the world. Group. which caters to almost a million customers in a 






| COMMENTARY-1 | 
A tough act to follow 


AKSHAY KULKARNI, Executive Director 
(Hospitality Services), Cushman & Wakefield 








ver the last 70 years, The Oberoi Group has 

been a pioneer in service delivery and 
continuously worked to enhance its service 
standards. From the old world charm of The 
Grand in Kolkata to the more modern structure 
of The Oberoi in Mumbai to reinventing luxury 
through their Vilas properties, the group has been 
instrumental in creating new standards of service 
and excellence for the Indian hospitality industry. 

Delivering quality service consistently is not 

easy. It takes not only passion to be the best but 
also military-like discipline to be able to recreate 
memorable guest experiences. The group has 
been successful in bringing that sort of discipline 
to its service quality. We have known P.R.S. Oberoi 
to be a perfectionist in this field, with an eye for 
detail that could identify and highlight the 
smallest of deviations. This has helped his 


Delivering quality service consistently 
takes not only passion but also military-like 
discipline to be able to recreate memorable 
guest experiences 


entire team to think in a certain way as far as 
quality is concerned. 

| am aware of the instances of how closely 
involved the Oberoi senior management has been 
in ensuring new standards of quality in terms of 
experience building for the guest. Some of their 
steps are not only unorthodox but also defy 
management themes. Today, quality and personal- 
ised service coupled with standardisation are the 
hallmarks of an Oberoi experience. There are, 
however, some areas that, from a pure business 
strategy point of view, may be worth exploring. For 
instance, all the hotels that have gained recognition 
are located in leisure destinations but they do not 
contribute the bulk of the revenue. The largest 
revenue generators are still the business travellers. 

The latest recognition has put Indian hospital- 
ity as a whole and the Oberoi's service in parti- 
cular in a different league and it will be a tough 
act to follow. Expectations will increase. These 
recognitions can further elevate the overall 
standard of the Indian hospitality industry. 
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4,741 guest rooms and suites in hotels, resorts an 
cruisers across five countries — India, Indonesia, 
Mauritius, Egypt and Saudi Arabia. 

So what really makes Oberoi hotels tick? “We have 
evolved our philosophy of customer service, which ex- 
emplifies care for the customer through anticipation of 
need, attention to detail, respect for privacy, along with 
warmth and concern. Speed of service doesn't translate 
into good service, which is about how the guests are 
treated. I always insist that staff members should wear 
a smile from their hearts," says PR.S. Oberoi, Chairman 
& CEO, The Oberoi Group. 

In fact, the seeds of the exemplary customer service 
were sowed by the ceo's father, M.S. Oberoi, way back 
in 1938, when he took over the management of 
Calcutta's famous Grand Hotel. Prior to the acquisition, 
the hotel had remained shut for several years due to a 
stigma — many guests staying in the hotel had died 
during the 1933 cholera epidemic in the city. As the 
story goes, the senior Oberoi once met the father of 
Bobby Kooka, the man who conceived Air-India's 
Maharajah mascot, and asked him to shift to the Grand 
from Great Eastern Hotel, where he used to stay during 
frequent visits to the city to oversee his business. Oberoi 
offered him a discounted rate. “I'll die of cholera,” said 
Kooka senior. Oberoi tried telling him how the hotel 
had been renovated, but when Kooka senior still looked 
unsure, Oberoi said he would give him soda (free) to use 
in place of water if he was so paranoid. "You can even 
use it to brush your teeth if you are that worried about 
typhoid on tap,” assured Oberoi. Kooka checked in and 
became a regular customer. 

Understandably, people are the group's key asset. 
"We teach our staff that anybody with money can 


P.R.S. Oberoi, Chairman & CEO, The Oberoi Group 


“...оиг philosophy of customer service exem- 
plifies care for the customer through anticipa- 
tion of need, attention to detail, respect for 
privacy, along with warmth and concern..." 


build a great hotel and can have any brand to run that 
hotel. The real difference is made by people. Soft, emo- 
tional gestures by staff members make people stay 
with you,” says Rattan Keswani, President, Trident 
Hotels. Piplani adds: “We train our staff to understand 
that when we address our guests by their names, it 
gives them a sense of assurance and identity. We page 
all our staff members whenever a guest checks in so 
that everyone knows the name of the guest plus the 
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person who's accompanying." 

Also, the Oberoi hotels have developed a unique 
way of becoming familiar with the tastes and prefer- 
ences of their guests. Each guest who stays at an Oberoi 
hotel comes in contact with a staff member almost 42 
times in a day. This gives staff members enough 
opportunities to gauge the preferences and tastes of 
guests. Butlers, house-keeping and room-service boys 
play an important role in this by giving inputs into a 
centralised guest-history system, which at present has 
profiles of over 11 lakh guests and includes minute 
details such as their preference for room numbers with 
certain digits or for certain floors, types of pillows and 


The centralised guest-history system...has 
profiles of over 11 lakh quests, which includes 
details such as preferences for certain room 
numbers, pillows, beds and flowers. 


beds and even flowers. Every evening at all the group 
hotels, general managers, sales managers and front 
desk managers sit together and go over the next day's 
arrival list. All inputs in the guest history of the arriv- 
ing guests are studied and the staff briefed accordingly. 
Ravinder Zutshi, Deputy Managing Director of 
Samsung India, who has stayed more than 100 times at 
various Oberoi properties over the last 20 years, says: "A 
few years ago. while staying at one of the Oberoi hotels, 
I got stranded in the lift for a few minutes during a power 
outage. I mentioned it casually to the house-keeping 
staff. Much to my surprise, the next day I received an 
apology letter personally signed by some of the group's 
top-level executives along with a bouquet of flowers." 
Adds us-based Rob Armstrong. who works for a large 
global pharma company and is an Oberoi loyalist: "What 
I like about Oberoi hotels is that they go out of the way 
to deliver customer service. Last November, I and my 
wife Laura came to Delhi to attend the wedding of a 
business associate. After two jet lags, Laura could not 
move out of her bed...The Oberoi hotel staff helped her 
and ensured faster recovery so that she could attend the 
wedding." Thanks to such efforts, the company boasts 
of one out of every five customers as a repeat guest. 
Having wowed customers from across the world, 
the challenge for the Oberoi management today is 
what they should do to retain and improve their cur- 
rent standing at the top of the hospitality world. 
Chairman Oberoi has the answer: "Continue to exceed 
our guests’ expectations." © 
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People are the key 


MANAV THADANI, Managing Director, HVS India, 
a hospitality tracking consultancy 






he world over, The Oberoi Group is 

synonymous with the right combination of 
luxury, warm service and quiet efficiency — 
always with a smile. During the past two decades, 
the group has transformed itself into a luxury 
brand. Today, it not only competes with the best, 
but is ahead of better known brands from the 
Western world and continues to improve as 
time goes by. 

It's rare for an individual who has stayed at an 
Oberoi hotel while on holiday or business and not 
been wholly delighted with the experience. Several 
of these individuals are well-heeled travellers who 
understand luxury and have high expectations of 
the places they stay in. What they like about 
Oberoi's luxury properties, it seems, is not just 
their perfect blend of superb design, interiors, 
service, food, scenery and location, but also their 
ability to make a guest feel unique, special, and 
above all, well looked after. Staff at Oberoi's resort 
hotels have gained a reputation for being able to 
fulfil every need — and every whim — of their guests 
in a manner that is completely non-intrusive. 


The group gets the bulk of its customers from 
Europe and the United States, yet it does not 
have any properties in these countries 


The group has various hotels, but is heavily 
dependent on its three properties in Mumbai and 
one in Delhi, which account for nearly 7O per cent 
of the group's revenues. This is perhaps the only 
major weakness in my opinion. Perhaps, l'm being 
a bit selfish, as | would have preferred to see 
Oberoi hotels in key gateway cities and resorts 
around the world. The group gets the bulk of its 
customers from Europe and the United States, 
yet it does not have any properties in these 
countries. The group also has amongst the 
world's best-trained staff and an excellent 
hotel management school. These two things 
provide the group with an excellent opportunity 
to be the best, but at the same time these also 
pose a challenge: it has a very esteemed list 
of alumni around the world who are no longer 
with the group. 














Privilege Matrimony 
Helping you find a suitable life partner 





e/o MA ET CTS Bao (st: 


Sindhi - Baibhand, 25 yrs / 182 cms, living іп 
Surat, B.B.A, industrialist, well-to-do family, 
seeks fair and good looking bride, age 20 - 23 
yrs, height 164-170 cms. Should be a graduate. 
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Contact Relationship Manager at +91 
9327027561 
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Handsome and tall Sikh, 25 yrs, living in — 
Mumbai, BBA, successful business, wealthy 
| family, seeks fair and good looking Sikh/Punjabi 


| bride. Should be a postgraduate.Contact 





Relationship Manager at +91 9320245921 
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Gujarati- Lohana, 28 yrs, B.Com from Mumbai 
University, working as Assistant Manager in ICICI, 
upper middle class family, seeks fair and good 
looking Lohana bride, age 23-27, professionally 
qualified, preferably from Mumbai. Contact 
relationship manager at 9320407211. 














| Yadav, 26 yrs, BE Engineer (Non IT) in Chennai, 
wealthy family, seeks good looking Yadav bride 
| from Tamil Nadu, Andhra Pradesh or Bangalore, 
age 20-24, with graduation. Contact relationship 
manager at +91 9345262349 








Muslim- Sunni, 28 yrs, M.S (general surgery), 

residing in Bangalore, wealthy family, seeks fair 

and good looking Muslim Sunni bride, age 23 - 

28, professionally well qualified, preferably 

M.B.B.S. Contact relationship manager at 
9381102918 








Wanted Grooms ®© 


| Jain Oswal Bhandari, 26 yrs, MBA from Symbiosis. 
Summer course from London School of Economics. 
Working with reputed company in Delhi, wealthy 
family. Seeks fair and good looking groom, age 27-30, 
professionally qualified. Contact relationship 
manager at9320407211. 





Gujarati -Luhar Panchal, 26 yrs, B.Com, diploma 
in fashion designing, fashion designer with reputed 
export firm. Good family background. Seeks good 
looking panchal groom, age 26 to 29, professionally 
qualified, preferably working in Mumbai. Contact 
relationship manager at 9320407211. 








27-year-old Bengali, Kayastha, living in 
Kolkata, MBA from Thunderbird University — — 
USA, wealthy family, seeks suitable groom, age 
28-30 yrs. Should be from a wealthy family. 
Contact Relationship Manager at +91 

. 9830045495 





Brahmin lyer, 30 yrs, MDS, residing in Chennai 
and from rich family. Seeks Brahmin lyer, 
professionally well qualified groom, age 30 -36 
yrs. Contact relationship manager at 
9380018727 


Brahmin lyer, 20 yrs, pursuing BE final year, 
residing in Chennai, wealthy family, seeks 
Brahmin lyer, professionally well qualified groom, 
age 23 -25 yrs. Contact relationship manager at 
9380018727 


To know more call 1800 3000 3456 











ilege Matrimony is an assisted matchmaking service from BharatMatrimony, where you will be 
gned a personal Relationship Manager who will search, shortlist, screen and send you suitable 
ез on a regular basis based on your requirement. The Relationship Manager can also initiate the 
‘ersation on your behalf and ensure regular follow-ups to help find the perfect match for you. 


Higher Success Rate • Handpicked Matches « Exclusive Relationship Manager 
* Individual Attention • Regular Follow-ups • 100% Confidential Service 





SERVICE FROM BHARATMATRIMONY 
REACH US 
ONLINE PHONE OFFICE 


EXCLUSIVE 


Google's CEO on 
the Enduring Lessons 


of a Quirky IPO 


When Google announced its intention to go public, 
in 2004, all eyes were on its unorthodox strategy. 
Here's how it played out. ву eric ѕснмот 









GOOGLE STOCK SINCE THE IPO 
t happened six years ago, but said Danny Sullivan, editor of the 
| I still remember every detail Search Engine Watch newsletter and 
5 | " of our journey to becoming a well-regarded industry commenta- 
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a public company. It wasa tor. People predicted that we would 






* uniquely "Googley" experi- suddenly be divided into haves and 

AUGUST 19, 2004 | ence that to this day says a have-nots on the basis of how many 
| lot about who we are. shares of Google stock each of us 

An IPO can change a company. held. The talent would cash out and 


Many in the media seemed certain quit. A new focus on pleasing Wall 
that if we went public, the Google Street would cause us to lose our 


ethos wouldn't survive. A public of- prized objectivity and independence. 
fering would be "one of the worst Developing the infrastructure to be- 
things that could happen to Google." come a public company would dull 
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ur edge. Ultim: 
at as Google tr 
bright young sta 
public compan 
the quirky spirit th 
innovative. 

None of that happened. And I 
firmly believe that at our core we are 
the same company we were then— 
just a lot bigger. Although it is dan- 
gerous to read too much into a single 
event, I think one of the reasons we 
have held on to our values is that we 
chose an unconventional path to go- 
ing public. Larry Page and Sergey 
Brin, Google's founders, began their 
"Letter from the Founders," which 
was included in our iro prospectus, 
by saying. "Google is not a conven- 
tional company. We do not intend to 
become one." They went on to warn 
potential investors that we would 
invest in risky projects that might 
result in home runs — or might 
never pay off. Choosing a new path 
to follow doesn't always produce the 
best results, and the road can be 
bumpy. Google's road to that IPO was 
anything but smooth. 

The company was founded back 
in 1998. I came on board three years 
later. Although we were growing 
rapidly, in both employees and reve- 
nues, we were in no hurry to go 
public. But given our size — and, 
more particularly. the fact that we 
wanted our employees to have equity 
in our growing enterprise — in early 
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tion of having to release our finan- 
cial results to comply with us securi- 
ties laws. At the time, those laws re- 
uired Google to become a publicly 
porting company once it had 500 
^holders, and to file the associ- 
inancial statements within 120 
the end of the year in which 
ssed that mark. 

had until late April 2004 to 
ecessary registration state- 
th the Securities and 
ommission. But the secu- 
lid not require us to have 
traditional sense. In fag 
^ simply become г 
g company i 
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selling any es to the раб 

We face > со 8 We could 
restructure to @ebbdek Below 500 
shareholders (rf 2. essentially, 


find a way to buy back shares from 
our employees); we could continue 
to be a private company but at the 
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the end we орі take the usual 
path for a ven backed technol- 
ogy compan ] make an initial 
public offer of our common 
stock. Howe ve wanted to struc- 
ture our IP A way that was any- 
thing bu l. 
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ch Auction 

ourselves on trying to do 
right, and we viewed this 
"ss of going public as a giant IO 
st. How should we sell shares? At 
rhat price? Whom should we bring 






Fin to help us? What was the proper 


way — the Google way — to do this? 

In debating those questions, we 
reviewed as much data about prior 
IPOs as we could get our hands on 
and agreed on a few things we did 
not like about the typical process. We 
didn't like the "pop" often experi- 
enced by successful technology com- 
panies when they went public. The 


People feared that in going public, 
Google would lose its prized 
objectivity and independence. 


same time live with having to report 
our financial results like any public 
company: or we could go public. Not 
surprisingly, we explored some un- 
conventional alternatives, such as 
trying to develop an internal market 


difference between the IPO price and 
the price of a company's stock at the 
end of the first day or week of trad- 
ing seemed to us to be money that 
should properly be in the hands of 
the company. But ordinarily, large 
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APRIL 29 Google files 
тог ап ІРО, hoping 

to raise as much as 
$2.7 billion through 


a Dutch auction 


WEEK 3 


underwriting syndicate are the only 
group allowed to buy those shares at 
the тро price, and they flip them a 
few days later for a healthy profit. 
Somehow that didn't feel right for 
Google. We wanted something much 
more transparent and open — and 
we wanted our users to have a 
chance to take part. 

As we were reviewing our alter- 
natives, we were drawn to an ap- 
proach championed by WR 
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Google 


WEEK 5 


price at which it could sell all the 
shares it wanted to offer. The com- 
pany could choose that price (or, for 
a variety of reasons, a lower one) 
and then sell all the shares that were 
bid on at the chosen price or higher 
as soon as the stock was traded on 
its exchange. 

We liked this approach. It was 
consistent with the auction-based 
business model we used to sell our 
ads, so we felt we understood the 


“Don't bother to bid on this 
shot-in-the-dark IPO,” 


a BusinessWeek columnist concluded. 


Hambrecht, an investment bank 
based in San Francisco, which ar- 
gued that auctions were a better way 
to raise capital than the traditional 
underwritten ІРО. In what is known 
as a Dutch auction, a company 
would collect bids from all interested 
investors and then group them by 
how much each investor was willing 
to pay. The company (and its bank- 
ers) would then move down from the 
top bid until it reached the highest 
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underlying dynamics, and it had a 
strong intuitive appeal for us. We 
also liked the idea of opening up our 
auction to everyone — retail inves- 
tors as well as traditional institu- 
tional buyers. We hoped that an 
auction would do a better job than 
the traditional approach of setting a 
price for our shares — and would 
allow our share price to remain sta- 
ble after we went public. 

I know this may sound like balo- 
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ney, but we settled decisively on the 
Dutch auction after we got a letter 
from a little old lady — or at least 
someone who claimed to be a little 
old lady. She wrote something along 
the lines of “I don't understand why 
I can't make money from your IPO the 
way the stockbrokers will." 

We thought she had a point 
about the basic fairness of the sys- 
tem. So we decided to go with our 
version of the Hambrecht model, 
even though it would add consider- 
able complexity to our IPO. No com- 
pany the size of Google had ever done 
such a thing. Our auction would be 
on a significantly larger scale than 
other auction-based ros. We would 
have to build systems to support that 
increased scale. And those systems 
would need to be reviewed by the SEC. 
Wall Street viewed our decision as 
arrogant. The analyst Henry Blodget 
wrote in Slate: "Participating in the 
Google тро auction is gambling, not 
investing, and the most likely out- 
come is a waste of money and time." 

Undaunted, we worked through 
how to structure our IPO, and we 
stopped communicating with the 
press. The sec's "quiet period" re- 
quirements prevented us from talk- 
ing about our business in the run-up 


AUGUST 12 
Cofounders Sergey 
Brin and Larry 
Page come under 
fire for an interview 
with Playboy in 
April, just days 


before the IPO 

filing. The interview, 

published in the AUGUST 13 
September issue, саа 
may have violated d 

SEC "quiet period' 

restrictions 


JULY 26 The JULY 30 ih 


preliminary 
price is set at 
$106 to $135 
a share 
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AUGUST 9 Google 
settles a patent 
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to a possible initial public offering. 
Under those rules, companies are 
encouraged to make sure that in all 
material respects, only the prospec- 
tus speaks for the company. Because 
Google was in the media spotlight 
during this period, people came out 
in droves to criticise our business, our 
management, our culture, our IPO 
— almost every aspect of who we 
were. And because we had to remain 
silent, we weren't able to defend our- 
selves, correct misinformation, or try 
to reassure the public. 
| “Don't bother to bid on this shot- 
in-the-dark IPO," a BusinessWeek col- 
umnist concluded — a not-uncom- 
non sentiment. But there wasn't 
nuch we could do about it. Yet as we 
tept silent, we realised that people 
lidn't really know what Google had 
'ecome. There was a gap between 
vhat was written about us and real- 
У. Ultimately, we published our fi- 
ancials, but until then many people 
10ught of us as a bunch of idiots 
ith lava lamps (and perhaps they 
ill do). The fact is, we had really 
arted to take off. 


. Sort of Limbo 
s the filing deadline approached, we 


Bre cti <. 


a result 


order. Just a week before the due date, 
for example, we realised that we were 
three board members short of the 
number of independent directors 
required to meet the listing standards 
of either the Nasdaq or the New York 
Stock Exchange. So we quickly added 
three heavy hitters. We also drew 
criticism because of the way we 
opted to structure our dual-class 
common stock. 

The world had figured out our 
expected filing date, so the media 
focus on Google in late April was 
intense. Constant news stories, TV- 
station vans on the campus, unre- 
lenting calls to our muzzled com- 
munications team, rampant em- 
ployee speculation — it was quite a 
time. We were legally required to 
present our financials by 2 PM on 
April 29. But we pulled a fast one: 
We announced to the world at 11 
AM that we were going public. It 
caught everyone by surprise. 

The гро process and our business 
then entered a sort of limbo as we 
waited for, and then responded to, 
the s&c's comments on our registra- 
tion statement. This is a standard 
part of the process, although it took 
longer for us than for most other 
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AUGUST 18 The Goo 
company reduces the tt 
number of shares to 

be sold, and the IPO 
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The auction is closed 


SOURCE: CNN MONEY; GOOGLE 


to get comfortable with how we had 
designed our auction. In the end our 
legal and management teams worked 
from May through early August to 
address the sEC's concerns. Our deci- 
sion to include a letter from our 
founders in the prospectus didn t 
exactly help us from a timing per- 
spective. Larry and Sergey's letter 
described the values by which we 
planned to run our business. The job 
of the sg is to evaluate the complete- 
ness and accuracy of qualitative and 
quantitative statements made in a 
prospectus. It really isn't in a good 
position to evaluate and comment on 
values. The commission made it clear 
that it wanted us to remove the letter 
from the prospectus, out of concern 
that it would confuse potential inves- 
tors. We held our ground. I encour- 
age anyone to go back and read that 
letter. I am struck by the fact that 
most of the values it set forth are, six 
years later, still the values that drive 
our company. 


, 
4 


had become so negative that we 
stopped reading it — although I still 
have all the clippings. "Google is 
putting a nail in the coffin for tech- 
nology IPOS," one analyst concluded. 
l've always thought that the bad 
press actually helped our business, 
because it raised awareness. Our 
revenue depends on traffic, and our 
traffic exploded during this period. I 
feel certain there's a correlation. 

We were now on track to go pub- 
lic in August. We'd known for 
months that August is a bad time to 
go public — Wall Street is essentially 
on vacation then — but it seemed 
that all our delays were inevitably 
leading to a late-August тро. And 
given that more time seemed to be- 
get more problems, we didn't want 
to delay until September. So we kept 
moving and finally started to get 
everything lined up. 

Until... the September issue of 
Playboy hit the news-stands. It turned 
out that Larry and Sergey had given a 
long interview to the magazine back 
in April, and it was published in this 
issue. It was a very generic interview 
(without any pictures, I might add), 
but it almost derailed the whole IPO. 


All Hell Broke Loose 


The problem was that the interview, 
which, of course, touched on busi- 
ness issues, may have violated the 
“quiet period” rules I mentioned 
earlier. All hell broke loose, and the 
$ЕС considered forcing us to postpone 
the entire process. A month earlier 
the commission had delayed 
Salesforce.com's IPO because 
Salesforce had been featured in a 
lengthy profile in the New York Times 
during its quiet period. (Interestingly, 
it was headlined "It's not Google. It's 
that other big 1.P.0.") That article, 
along with the subsequent publicity, 
prompted the sec to push Salesforce 
to put a hold on its offering. We were 
worried that we faced a similar fate. 
I sat down with Larry and Sergey 
to make it clear that it wasn't their 





We showed up ble 


Google CEO Eric Schmidt, left, 
at the Googleplex in 
Mountainview, California 





-eyed on 


August 19. I remember 
as we headed down to the Nasdaq 


trading floor, We re screwed. 


fault — that I knew they hadn't real- 
ised they were doing anything tech- 
nically wrong. We had a lot of work 
to do, but first I wanted to make sure 
that the two of them felt ok about 
everything. Then, working with the 
regulators at the commission, we 
came up with a solution: We in- 
cluded the Playboy interview in our 
official sec filing as an appendix — 
meaning it would be available to any 
potential investor. 

In mid-August the bidding be- 
gan, based on our published expected 
IPO price range of $106 to $135 a 
share. It was a tough environment: 
Several tech companies had decided 
the market wasn't right and had 
pulled rro plans of their own. In fact, 
the bidding for our shares didn't go 
particularly well. We seemed to be in 
a perfect storm of bad news: The 
Playboy article had been the joy of 
pundits and talk-show hosts every- 


where: we had endured months of 
media criticism; we were dealing with 
an SEC investigation into our employee 
option programme; and our financial 
performance in Q2 was experiencing 
a modest seasonal “flattening.” which 
led analysts to question whether we 
could maintain our growth rates. 
(They soon reaccelerated.) 

In addition, Wall Street was angry 
with us. In keeping with our auction 
model, we had wanted the informa- 
tion we communicated to our retail 
investors to be largely consistent with 
what we communicated to more- 
sophisticated institutional investors. 
Institutional investors are used to get- 
ting deep under the hood of a poten- 
tial tech iro when they meet with ex- 
ecutives. They were not happy with 
the few extra details we were willing 
to share with them beyond our stand- 
ard management presentation, which 
we had made available online to both 
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UNAUDITED FINANCIAL RESULTS FOR THE QUARTER ENDED 30” JUNE, 2010 





Net sales/Income from operations 
Expenditure 

a) Increase (-) / decrease (+) in stock in trade 
b) Consumption of Stores & spares 

c) Employees Cost 

d) Selling Exps. incl. Freight out 

e) Depreciation & DRE 

f) Royalty & Cess 

g) Other Expenditure 

TOTAL 

Profit from operations before interest & 
exceptional items (1-2); 

Other income 

Profit before interest & exceptional items (3+4) 
Interest 

Profit after interest but before exceptional 
items (5-6) 

Exceptional items 

Profit before Tax (7+8) 

. Tax expense 

. Net profit from ordinary activities after tax (9-10) 
. Extraordinary Items (net of tax expense $) 

. Net Profit for the period (11-12): 

. Paid-up Equity Share Capital: 

Face value per share 

Reserves excluding revaluation reserves 

EPS for the Period (¥) - Basic and diluted 
before and after extraordinary items 


Public shareholding 

Number of Shares 

Percentage of shareholding 
Promoters and promoter group shareholding 
a) Pledged / Encumbered 
- Number of Shares 
Percentage of shares (as a % of the 
total shareholding 
of promoter and promoter group) 
Percentage of shares (as a % of the 
total share capital 
of the company) 
Non Encumbered 
Number of Shares 
Percentage of shares (as a % of the 
total shareholding 


b 


* 
— 


2,517.99 


-23.13 
44.51 
110.08 
126.13 
23.72 
139.33 
69.96 
490.60 


2,027.39 
221.83 
2,249.22 


2,249.22 
2,249.22 

745.18 
1,504.04 
1,504.04 


396.47 
т! 


3.79 


Unaudited 
3 Months Ended 


30.06.2010 |30.06.2009 | 31.03.2010 


1,278.05 


11.56 
42.86 
92.67 
101.98 
5.18 
10.92 
69.75 
334.92 


943.13 
229.01 
1,172.14 


1,172.14 
1,172.14 
398.39 
773.75 
773.75 


396.47 
«1l 


1.95 


_ (NotAnnualised) 


396,297,820 64054620 


10.00 


1.62 


Audited 


Year to date 


6,239.09 


1.90 
209.45 
419.51 
468.85 

76.62 
360.61 
356.54 

1,893.48 


4,345.61 
861.71 
5,207.32 


5,207.32 


§,207.32 
1,760.06 
3,447.26 
3,447.26 
396.47 
aU 
13,875.96 


6.69 


(Annualised) 


396,297 820 
10.00 


3,568,418,180 3,900,661,380 3,568,418,180 


NMDC Limited 


SEGMENT WISE REVENUE, RESULTS & CAPITAL EMPLOYED 


UNDER CLAUSE 41 OF THE LISTING AGREEMENT 








1. Segment Revenue 
(net sale/income from each segment) 
a) Iron Ore 
b) Other Minerals & Services 


Total 

Less : Inter segment revenue 

Net sales / income from operations 
2. Segment Results 

(profit (+) / loss (-) before tax and 

interest from each segment) 

a) Iron Ore 

b) Other Minerals & Services 

Total 

i) Less Interest 

ii) Add Other unallocable income 

net of unallocable expenditure 

Total Profit before Tax 
3. Capital Employed 

(Segment Assets-Segment Liabilities) 

a) Iron Ore 

b) Other Minerals & Services 

с) Other offices 

Total 


1. Ms 


Unaudited 
3 Months Ended 


1,275.63 
2.42 


1,278.05 


1,278.05 


964.00 
12.72 
976.72 


195.42 
1,172.14 
1,821.08 


81.60 
10,552.35 


12,455.03 


Audited 
Year to date 
31.03.2010 


Contribution to the Exchequer 















4,496.01 
8.98 
4,504.99 


702.33 







5,207.32 






1,392.10 
90.78 
12,852.45 


14,335.33 










Sponge Iron India Limited, Hyderabad is being merged with the Company w.e f. 


01-07-2010, in accordance with the orders of the Ministry of Corporate Affairs. The 
accounting adjustments would be carried out during the quarter 


consequential 
ending 30-09-2010. 


2. Action has been initiated to sell the plant and machinery to Silica Sand Project, 
Lalapur. There is no significant change in the status of UPFO plant, which is 


under ‘care & maintenance’. 


3. The Company has received 2508 complaints from investors (mainly in connection 
with FPO) and all of them were disposed off; therefore, complaints lying unresolved 


at the quarter ended 30" June, 2010 be treated as “NIL”. 


4. The above results have been reviewed by the Audit Committee at its meeting held on 
02" August, 2010 and approved by the Board of Directors at its meeting held on 


02" August, 2010. 


кезь. MEREN жж AGRIC ROC RO мык сиз» че я. жолы апайы то чысы чё ч an: 


didn't help that we had елй ап 
admittedly very amateurish video 
(shot by handheld camera) to intro- 
duce our executive team. One meeting 
in particular, with mutual-fund and 
hedge-fund investors at New York's 
Waldorf-Astoria Hotel the day after 
our pricing announcement, was 
roundly criticised as not serious 
enough and thin on details. (That was 
fair — on both points.) 
There weren't alot of orders, and 
to be frank, we wondered if we'd made 
a mistake in choosing an auction- 
E based approach. The offers that did 
-come in. were ator below the low end 

of the range we "d anticipated. When 
the bidding period ended, it was clear 
that we weren't going to be able to sell 
all the shares we had planned to sell in 
the price range we wanted. I met with 
the board to discuss whether we 


headline “How Miscalculation and 
Hubris Hobbled Celebrated Google 
IPO,” and CNBC commentators were 
talking us down all morning. I re- 
member thinking as we headed 
down to the Nasdaq trading floor, 
We're screwed. 

Just before the trading started, 
there was a countdown on the floor: 
5-4-3-2-1. We watched the first trade, 
but it wasn't at $85 — it was at $100, 
an 18 per cent increase over our IPO 
price. Someone was making fast 
money. Despite our efforts, people 
were buying and flipping within an 


gain. The volume was huge. 
All day long the stock price never 
went down, It closed at $100.30. 
We were now public. Thrilled and 
exhausted, we flew home to 
California. By the following Monday 


If you have the right people and 
the right values, and if you stick 





to your goals, you can remain 


coherent as a company. 


should delay our гро and hope to get a 
higher price later. Our underwriters 
believed that we could close the IPO 
with a price around $80 to $90 a 
share if we reduced the number of 
shares for sale — a disappointing 
outcome. In the end we decided to 
close the iro for a number of reasons, 
the most important being that it was 
time to put this chapter behind us and 
get back to running our business. So 
on August 18 we agreed to price it at 
$85 ashare, : 


After the Countdown 

We flew overnight to New York to 
watch our shares start trading on the 
Nasdaq on Thursday, August 19. We 
showed up in the morning, bleary- 
eyed. That day the Wall Street Journal 
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our stock was trading at $105 to 
$110. Now there was an unbelieva- 
ble amount of excitement in the 
press. Even the New York Times had 
weighed in on its editorial page: 
“Google still exudes that unabashed 
Silicon Valley anti-establishment at- 
titude... Nowhere was that more ap- 
parent than in the way it sought to 
dictate to Wall Street the terms of its 
own sale, as opposed to the other 
way around. This is a commendable 
impulse — 1.P.0.s have generally been 
structured to benefit insiders.” 

The РО had consumed so much 
of our time and focus that I decided 
we needed closure before we could 
get back to business. The Olympic 
Games were taking place in Athens 
then, so they were on our minds. I 


— at G — who has a wonder- 
ful voice. to say something appropri- 
ately Olympian to our management 
team to conclude our ordeal. He 
stood up in the boardroom we use for 
our executive management meetings 
and declared: "We now pronounce 
the end of the Google ro.” 

I told everyone to get back to 
work. As a management team, we 
haven't talked about the тро since. 

So, what had we done right? 
What had we done wrong? The right 
is easy to point to: Going public is a 


massive undertaking, and our fi- 
hour, taking a quick $15-a-share 


nance, legal, and management teams 
had risen to the task, tackling the 
many obstacles in their path with 


tenacity, intelligence, and patience. 


In the end we made it, even if we did 


_ stumble somewhat coming out of the 
gate. As for the wrong: To this day I 


can't fully explain why our stock 
price opened so high — causing the 
pop we had tried to avoid. A lot of 
complicated factors played a role. 
For a CEO, outcomes are what 
matter most. Although personally I 
would prefer to run a private com- 
pany (it's easier), we made the deci- 
sion to go public, and Google ended - 
up succeeding beyond our most opti- 
mistic dreams. | | 
And the naysayers were wrong. 
We didn't change. Basically, the same 
people are still running Google, in 
accordance with the same values we 
had as a private company. If you have 
the right people and the right values, 
and if you stick to your goals, you can 
go through a process like this and 
remain coherent as a company. 
Crazy as the whole process was, I 
wouldn't change a thing — except 
maybe that Playboy interview. © 


Eirc Schmidt is the Chairman and CEO of 
Google. This article was published in Harvard 
Business Review, May 2010. Copyright 
@2010 Harvard Business School 
Publishing Corporation. All rights reserved. 
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India's wellness market is booming as international 
spa chains come calling and home-grown brands 
get ready for expansion. ev anumena снатџвуєр 


hen Red Door Spa Holdings, Elizabeth Arden's 

100-year-old spa chain, finally decided to 

look beyond American shores, it booked air- 

line tickets to India. In a mission spearheaded 

by со Todd Walter himself, the company dis- 
sected India's demographics and key spending patterns for 
almost a year before deciding to scout for locations. "We 
chose India because of its young and growing population 
that demands the lifestyle of their western counterparts. 
The health and wellness market will grow dramatically 
over the next decade," reckons Walter. 

The American spa brand should know a thing or two 
about the business. It is the largest operator of luxury day 
or stand-alone spas and salons in North America today. 
with over 30 spas in New York, Chicago and Washington 
D.C. and revenues of $500 million (Rs 2,300 crore). As 

for India, independent studies indicate that the poten- 

tial is huge. Research firm Frost & Sullivan esti- 

N mates that the beauty and spa industry alone is 
Г worth Rs 4,100 crore and would grow five 











incomes, a rising affluent class and an 
increased emphasis on preventive care 
has fuelled the wellness growth in 
India," says Anurag Dubey of 
Frost & Sullivan's Health rr 
and Healthcare Delivery 
Practice, South Asia 
and Middle East. A 
Nielsen survey esti- 
mates a total of 
2.5 million affluent 
households across 

35 Indian cities with 
three in 10 individu- 
als visiting a spa or a 


женер алмайын eU apa din 


fold by 2014. "Growing disposable ` 


The sheer market size and the unorganised nature of 
the spa industry make India an attractive stop for interna- 
tional players. French skin care player L'Occitane has 
already awarded the master franchise for its spas to 
Sanghvi Brands, a privately-held wellness company, and 
has partnered with Devi Resorts, a group of luxury bou- 
tique hotels, to launch three spas in its properties in Jaipur 
and Udaipur by October. It is confident of a turnover of 
Rs 30-40 crore in the next two years and plans to launch 
at least eight spas in the next two years. L'Occitane and its 
franchisee feel that a steady flow of international and 
well-heeled Indian visitors to such locations assures it a 
fairly consistent customer base. "It would take us about 
30 months for a decent break-even in a day spa, and in 
hotels, we hope to accomplish it in 18 months," says 
Darpan Sanghvi, Mp of Sanghvi Brands. 

Indian players. too. don't want to miss out on the 
action. They are cannily avoiding a head-on battle with 
the international giants by building their own usp. 
So, while L'Occitane prides itself on its ability to cus- 
tomise treatments based on its international store 
products, the big home-grown spa brands like Ananda 
in the Himalayas and Amattra are offering traditional 
ayurvedic therapies. Ananda, India's sole destination 
spa and the flagship of the IHHR Hospitality Group, in- 
corporates yoga and ayurveda in personalised treat- 
ments that cover nutrition, exercise, stress manage- 
ment, detoxification, deep relaxation and anti-ageing. 
The group claims that the Ananda business has grown 
steadily over the years, riding out the recession on the 
strength of worldwide recognition and customer loy- 
alty. "Customers and total revenue have shown an in- 
crease of over 30 per cent compared to 2009 and we 
expect to finish about 25 per cent higher than 2008 
(pre-recession) levels at the end of this year." says 
Mahesh Natarajan, Vice President for Marketing at IHHR 
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brand, is doing brisk business with its 
two spas in Delhi. "We're a preven- 
tive spa brand offering ayurveda 
therapies to people with definite life- 
style disorders," says Abhit Sud, Mp 
of Mayar Health Resorts. The com- 
pany, whose clients include Congress 
MP Rahul Gandhi and former British 
Prime Minister Tony Blair and his 
wife Cherie, says it is growing at over 
70 per cent year on year since 2004. 
"We hope to double revenues of our 
spa business from $7.5 million 
(Rs 34.5 crore) to $15 million (Rs 69 crore) by 2014,” 
adds Sud. Mayar certainly seems gung-ho, with plans to 
launch Amattra health destination resorts — properties 
offering ayurvedic treatments for lifestyle ailments. 
Mayar's first 100-room property is coming up in Sohna, 
Gurgaon. Four more resorts will come up by 201 5. 

Delhi-based wellness firm vicc, which runs four day 
spas, is also gearing up for expansion. vicc is present in 
225 locations across 90 cities offering slimming, skin and 
hair solutions. "We're also planning to start medi spas, 
which offer clinical treatments. in India, in collaboration 
with a us-based company," says Vandana Luthra, Founder 
and Mentor of VLCC. 

India has over 2,000 spas across three broad formats, 
day spas, spas within hotels and destination resorts, 
according to industry estimates. And if Red Door's 
research is to be be- 
lieved, the frag- 
mented market is 
expected to swell, 
with 1,000 new spas 


.. But... 


High Start-up costs 
(real estate, expensive 
therapies) make ita 
viable business only in 


the long term 







More players will 
make winning customer 
loyalty difficult — crucial 
for spas as global 
experience shows 
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The Indian middle 
class may stay away 
given the high spa 
treatment costs 
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"We chose India because of its 
young and growing population" 
Todd Walter, CEO, Red Door Spa Holdings 


afloat? Make no mistake, the Indian 
market is only for long-term players. 
given the high real estate costs and 
expensive procedures, products and 
therapies. L'Occitane, for one, has 
already tweaked its business model 
for India. Globally. it operates its 
35 spas under three broad formats: 
day spas, spas within hotels, and 
petit spas (small treatment rooms 
within stores). In India, it is begin- 
ning with a narrow focus: tie-ups 
with hotels. "Rentals are a big prob- 
lem in India, and if you pay fixed rent in a great location, 
you can't make money,” reasons Sanghvi. 

It took Amattra five years to break even in 2009. 
"The biggest challenge was to convince spa-starved 
Delhiites about a curative wellness model, which was not 
just another salon or a massage parlour," laughs Sud. 
Treatments at Amattra start from Rs 3,500 and go up to 
Rs 7 lakh. Above all, a spa venture is a long-term process 
as it involves a gradual build up of customer loyalty. 
Amattra today claims to have a customer retention rate 
of 90 per cent with 700 members, and attributes the 
success of its new wellness brand, Three Graces, to 
awareness and a loyal clientele. The global chains would 
concur. L'Occitane prides itself on its three million global 
loyalty programme customers. For instance, in Hong 
Kong, over 70 per cent of the guests at its spas are repeat 
customers and the remaining 30 per cent are referred to 
by existing clients. "Spas can be marketed only by deliver- 
ing superior services and quality,” asserts Sud. 

Most spa chains, then, are trying to broadbase their 
customer base by wooing the middle class. L'Occitane 
has priced its treatments in India at least one-fourth 
less than its prices elsewhere in the world. Amattra 
has tied up with banks and offers equated monthly 
installment or EMI facilities for its packages. And while 
premium spas continue to cater to the posh brigade in 
five-stars, home-grown spa brands are emerging to cater 
largely to the middle class — like Bangalore's The 5th 
Element and Bodycraft. 

That may well be the way to go. Frost & Sullivan's 
Dubey cites the success story of Four Fountains Spas. A 
Pune-based chain of affordable spas, the company was 
founded by пм alumni Sunil Rao, Anurag Kedia and 
Saurabh Garg in 2007. A Four Fountains spa cost Rs 45 
lakh to build compared to Rs 10-20 crore for a high-end 
spa and its services start at Rs 449. With revenues top- 
ping Rs 2 crore, the group has already broken even with 
four spas and is now looking at a national footprint of 
300 spas in 50 cities by 2014. Spa-ctacular indeed! © 
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NDTV Profit is proud to present the Business Leadership Awards 2010 
Saluting the true visionaries who have fuelled India's 
Journey to the forefront of the World Economy in the current times 
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To register, call Summit Desk at 


+91 11 23315801-4, Extn. 348 Fax: +91 11 23316180 
or E-mail: youthsummit@intoday.com, Website: www.indiatoday.in/youthsumn 





REGISTRATION FEE | 
Early Bird Offer’ Regular Offer 
For Students Rs. 1,000 Per Person Rs. 2,000 Per Person 
For Young Professionals Rs. 2,000 Per Person Rs. 3,500 Per Person 


*Early Bird Offer Valid till August 31, 2010 
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MANTRAS OF SUCCESS 
Programme 


9.00to 10.00 : 


10.00 to 10.15 : 


10.15to 11.15 : 


11.30to 12.30 : 


13.30to 14.45 : 


15.00 to 16.00 : 


16.15 {о 17.00 : 


17.30 to 18.00 : 


18.15to 19.15 : 


Registration 


Welcome Address 
Speaker: Aroon Purie, Editor in Chief, India Today 


Inaugural Session: Dream Big, Do Bigger 

Dreams can come true if you have the courage to pursue them. Hear it from one 

whose dreams have always been larger than life, but not beyond achievement 

for him. Whether its business or public service, the art it seems, is to keep 

topping up the effort by putting all you've got into it. 

Speaker: Nandan Nilekani, Chairman Unique Identification Authority of India; 
Former CEO & MD Infosys 





Luncheon Keynote Session: Keep Your Eye on the Board 

Staying focused is the thin line that divides the chumps from the champions. A 
living legend speaks on his secret of prevailing in the toughest of games, chess, 
as in life. 

Speaker: Viswanathan Anand, World Chess Champion 


Session Careers: Believe in Yourself 
Do you go with your instinct or what the world tells you to do? Three 
professionals talk about what prompted them to make a break from 
the expected and come out on top. 
Speakers: 
Chhavi Rajawat, Corp Exec, now elected Sarpanch, 

Soda Village, Rajasthan 
Sanjeev Sanyal, President & Founder, Sustainable Planet Institute 
Mukul Deora, Entrepreneur, Musician, Installation Artist 


Session Technology: The Magic of Sixth Sense 

If your finger becomes a mouse & any surface, including the palm of your hand 
can serve as a screen, does technology then cross over into the realm of magic? 
- The day isn't far when this young Designer / Engineer turns magic into reality! 
Speaker: Pranav Mistry, Designer + Engineer, Inventor of Sixth Sense 


Keynote Session: Going For Broke 

Winning, they say, isn't everything - turns out its the only thing. One who has 
lived on the edge, talks of the inspiration, perspiration & heartbreak that shaped 
his realization of this truth. 

Speaker: Sourav Ganguly, Former India Cricket Captain 











Session Cinema: No Grit, No Glamour 

Stardom is not as easy as it looks. It takes hard work, wisdom and yes, the ‘wow’ 
factor. Hear it from someone who has all three in equal measure. 

Speaker: Katrina Kaif, Hindi Film Actor 





Concluding Session: Politics: The Good, The Bad & The Ugly 

India's Youth are cynical and wary of the way politics is played out, not only in 
our institutions of governance, but in every sphere of our lives, Our democracy 
seems to have reached a dead-end. One politician, who has always maintained 
his scientific outlook despite the turmoil of politics, can tell us how to bring the 
idealism, the dedication, the vigour and enthusiasm of our Youth, to change 
India's destiny - to deliver the good and throw out the bad and the ugly. 
Speaker: Jairam Ramesh, Minister of Environment & Forests 
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Carrying a Big Stick 


America's move to hike H-1B and 1-1 visa fees may 
push Indian tech majors to hire more locals abroad. 


hould America's porous land 

border with Mexico be of any 

concern to Indian informa- 
tion technology (rr) professionals: It 
would appear so, with the us admin- 
istration seeking to fund increased 
border patrolling and surveillance 
by raising the fees for H-1B and L-1 
visas used by expatriate rr workers. 

The us has passed a border secu- 
rity Bill that increases the fees for 
H-1B and L-1 visas by $2,000 (about 
Rs 92,000) apiece. At present, Indian 
technology companies shell out at 
least $3,000 (Rs 1.38 lakh) for an 
H-1B visa and $1,750 (Rs 80,000) 
for an L-1 visa. 

"We believe this move will have a 
negative impact on Indian companies 
which are investing in the us, employ- 
ing and driving us technological talent 
and, overall, aiding the us economic 
recovery," Nasscom, the Indian rr in- 
dustry lobby, said in a statement. 

The increased visa fee will be ap- 
plicable to companies that employ 50 
or more people in the us and have 
more than half their employees un- 
der the H-1B or L-1 categories. The 
new piece of legislation will not im- 
pact American technology firms as 
H-1B or L-1 visa holders account for 
less than half their workforce. 


oe oo 





Som Mittal, President, Nasscom 


“The visa fee hike will unfairly reduce 
the competitiveness of Indian firms" 


The Indian rr industry is going to 
be hit the hardest by this fee hike and 
is, naturally, crying foul. "The Indian 
rr industry, while recognised as a suc- 
cess story, is a fraction of the us tech- 
nology business, and it is shocking 
that the Senator (Charles Schumer) 
chose to blame this sector for all the 
generic issues of the us — increasing 
unemployment, lower wages, stu- 


YVWON LINV 


dents not taking up technology edu- 
cation, etc,” says Nasscom President 
Som Mittal. Senator Schumer has co- 
authored the Bill and called rr major 
Infosys Technologies a “chop shop”. 

Mittal argues that while Indian 
companies, which account for less 
than 12 per cent of the H-1B visas, 
will be badly hit by this move, us com- 
panies, which also use these visas in 
large numbers, will remain unaf- 
fected, thus unfairly reducing the 
competitiveness of Indian firms. Also, 
in the absence of a totalisation 
agreement, Indian firms and citizens 
are already paying more than 
$1 billion to the us in the form of 
social security premiums, without 
any benefit or refund, he adds. 

But some iT industry honchos 
play down the immediate impact of 
the us move. "Most Indian rr compa- 
nies would have made provisions for 
H-1B visas for this year, so the impact 
will be felt only next year," says 
Ganesh Natarajan. Vice Chairman 
and ceo, Zensar Technologies, an IT 
services company headquartered in 
Pune. Moreover, the financial liability 
arising from the fee hike will not ex- 
actly be huge for Indian companies, as 
it will mean an additional cost of only 
$200-250 million a year. though it 
does send a wrong signal, he adds. 

The move will have a marginal 
impact on Zensar, which has local 
development centres in Poland, the us, 
the UK, Singapore and China (to be 
opened in September). "Most rr com- 
panies are looking at globalisation of 
the workforce. This Bill will accelerate 
the trend," says Natarajan. (9 

SAUMYA BHATTACHARYA 
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Senior Management Jobs brought to you by monster.com 











To apply for above jobs logon to ммм 


BrickRed Technologies 

Program Manager 

Location: Noida 

Job ID: 7495252 

Desctiption: Person must have experience in 
all the Project Management Activities. Should 
have handled a team size of 20 people; 
Knowledge of various software development 
methodologies. 


EMC Corporation 

Manager: Technical Support 

Location: Bangalore 

Job ID: 8543709 

Description: Role: Manages the coordination, 
implementation, administration and execution 
of technical support programs, personnel, 
communications, projects, products, and 
performance metrics. 


Pegasystems Worldwide India Pvt. Ltd 
Software Engineering Manager - UI 
Engineering 

Location: Hyderabad 

Job ID: 8450461 

Description: Aspirant must have expertise in 
Web technologies like Servest, JSP, DHTML, 
CSS and Javascript, Java language, web 
frameworks like Struts/JSF and UI 
frameworks, XML. 


Datamatics Global Services Limited 

Sr Technical Lead - .Net 

Location: Mumbai 

Job ID: 8062278 

Description: Incumbent must have 
knowledge and some hands on with Web based 
applications (ASP.NET), C++ programming, 
Familiarity of tools used in migration. 
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v.monster.com >> Type the Job ID in the "Search Jobs" box >> 
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| Virtusa Software Services Pvt Ltd 


DWH/BI Architect 

Location: -Chennai 

Job ID: 8412326 

Description: Person will be involved 
lifecycle development and impleme 
enterprise data warehouse, BI reporti 
analytical services. 


Yahoo Software Development Inc 
Ltd 

Senior Product Manager 

Location: Bangalore 

Job ID: 8550423 

Description: Applicant must have e» 


' direct customer interfacing for requit 


analysis, competitive research, dev 
multi-phase feature roadmaps, granular 
prioritization ctc. 


Cisco Systems (India) Private Limit: 
Software QA Engineer 

Location: Bangalore 

Job ID: 8487900 

Description: This Software QA « 
position will participate with a t 
engineers involved in testing and aut 
of cutting edge products for Co 
Building Services BU (CBS-BU). 


TATA Consultancy Services Ltd. 
ERP, CRM - Technical Consultant 
Location: Mumbai 


| Job ID: 8463207 


Description: Role: Provide solut 
customer requirements in F&A throu 
Platform; Position TCS F& Platform < 
with customer Finance community 
presentations. 


And click the "Go" ł 
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Jobs brought to you by monster.com 


CMS Info Systems Pvt Ltd 

Printer Engineer 

Location: Mumbai 

Job ID: 8539579 

| Description: Applicant must have relevant 
work experience and expertise in Passbook 
Printers, Line Printers, Inkjet Printers, LaserJet 
Printers, LAN printers, HP. 


Cognizant Technology Solutions India Pvt. 
Ltd 

Software Engineer/ Programmer 

Location: Mumbai 

Job ID: 8380863 

Description: Looking for candidates who 
have relevant work experience and expertise in 
Pega. 


Informatica Corporation 

Senior Software Engineer 

Location: Bangalore 

Job ID: 8358371 

Description: Applicant must have strong 
knowledge of OOAD, Java programming 
skills, Java UI technologies such as JFace/ SWT 
and/or Eclipse Plugin, JUnit or other Java unit 
testing tools. 


Patni Computer Systems Ltd 

‚Ме Profiessionals 

Location: Chennai, Noida 

Job ID: 8535871 

Description: Applicant must have expertise 
and relevant work experience in .net 3.0, 
ASP.net, C£, WCF, WPF, MOSS, Share point, 
RDBMS: SQL, Oracle. 
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Capgemini 
Prime Developer 
Location: Hyderabad 


| Job ID: 8541117 


Description: Incumbent must have good 
knowledge in Credit card domain .Hands on 
development experience (which includes Unit 
testing) on PRIME system. Good 
communication skill. 


Keane Inc 

SFDC Administrator 

Location: Bangalore 

Job ID: 8367581 

Description: Aspirant must have 2+ years 
experience in implementing and configuring 
Salesforce.com (minimum 50 users); must be 
well versed in Enterprise Edition or above. 


Juniper Networks Inc. 

Network Designer 

Location: Bangalore 

Job ID: 7552908 

Description: He/She must have expertise in 
at least 4 of the following technologies: 
Spanning-tree, RSTP, MSTP, VLAN, L2- 
security features, OSPF, BGP, IS-IS, IP 
Multicast, Unix/Linux, 


ADP India 

Automation Testing Engineers 

Location: Pune 

Job ID: 8526801 

Description: Ideal candidate must have 
relevant work experience and expertise in 
using various automation test tools like QTP 
etc. 








For the fastest, easiest and most 
economical way to get to the 
perfect resume, call us or email 
at sales@monsterindia.com. 
We'll get you 
the right candidate, 
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^| Quadlabs Technologies Private Limited ` | Nous Infosystems Pvt. Ltd. 
| | Business Development Manager Business Development Manager 
. Location: Noida Location: Bangalore 
 Quadiahs  JobID:3482205 =. | JoblD:5388663 _ 
| Description: Duties: Target based sales and | Description: Applicant must have ex 
| | revenue generation; Travelling for client | selling IT services/Products; IT servic: 
——^ meetings; Presentations, pre-sales costing & ^ experience in Germany / European М 
negotiations; Working on CRM system for Exposure to marketing; exc 
managing information. communication skills. 
Oracle | Firstsource Solutions Limited 
| International Business Dev Mgr Marketing Lead 
Ж Location: Bangalore 2 Location: Mumbai 
| Job ID: 8381588 firstsource Jo51D:5553274 
| Description: The candidates should be a Description: Looking for a perso 
graduate and should have at least 2 to 6 years around 5-7 years of similar Telecom : 
ч experience handling end to end sales cycle of ^ ^ marketing experience at a B2B proc 
Software products . services company (IT/BPO / 
Company). 
Tesco Hindustan Service Centre 2 `) Indegene Lifesystems Pvt Ltd 
Software Engineer | Analyst 
Location: Bangalore Location: Bangalore 
TESCO Job ID: 8553602 g Jindegene | Job ID: 8552387 
| Description: Will be performing | Description: Perform comprek 
programming using WebLogic Administration | research and analysis of scientific and te 
— — and Java Advanced concepts of Clustering, ETE — published literature to provide r 
JMS, JTA, Web Service, JMX, Securities, insights in multiple subjects. 


Weblogic diagnostic framework. 





SIEMENS Logix Microsystems Ltd 


Business Development Manager айра Team Leader 
Location: Mumbai, Pune | Location: Bangalore 
SIEMENS | устр: 7120803 - Job ID: 8480403 


Description: He will be responsible for Description: Minimum 5 year exper 





overall business development activities in Сон ^ | the development of web applicatior 

3 — — particular zone, exploring business potential, ` ^ Java, Servlet, JSP, Hibernate, spring, 
coordination with all concerned departments Patterns. Familiarity with unix comma 
in corporations etc. Junitare required. 


World Class Technology 


Magic Search and M ТУТ Filter technology 
find you the right candidate instantly 


Magic Search" 


we пем r]eutionar,y tenure маеп bw ы 


Put Joo Tite, Shit, Locabon, Cxoerie^ce, Company Мате, etc. 
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| WNS Global Services 


і 


Chartered Accountant (CPA) 

Location: Pune 

Job ID: 8552179 

Description: Role: Design and Deliver 


| trainings to F&A Teams; GL, AP, AR & Basics 





of Accounts; Preparing documentation for 
FNA projects. 


| GlobeOp Financial Services 


s 





Associate Manager - Finance 


| Location: Mumbai 


Job ID: 8472839 

Description: Duties: Assistance in Budgeting 
and Re - forecasting including detailed Variance 
Analysis. Review of all reports .Assistance in 
early completion on Revenue. 


_ Suzlon Energy Ltd 
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Financial Controller 

Location: Mangalore 

Job ID: 8475262 

Description: Role: Preparation of Vertical 
Financial Performance levels and monitoring 
on regular basis; Analysis of performance - 
Budget variance, Financial Performance 
Levels. 


ACS, Inc. 

Financial Analyst 

Location: Bangalore 

Job ID: 8551242 

Description: Candidate must be strong in 
Japanese Language; experience in Accounting 
(Preferably: Accounts Payable); excellent 
communication skills; strong accounting skills. 











monster com 





| Websol Software Private limited 

Cost Accountant / ICWA 

Location: Lucknow 

Job ID: 7689533 

Description: Incumbent must have relevant 
| work experience and expertise in the required 


field. 


| Syntel Inc 


| Accountant 
SuNTSL Location: Mumbai 
» Consider ret Job ID: 81 12564 
Description: The job profile will involve 
| Financial Analysis of various financial and 
investment products and instruments. 





| QUEST 
Assistant Manager - Finance 


P Location: Bangalore 


Job ID: 8538417 
ай Description: Role: Owner for STPI / SEZ / 


& Sales tax function; Monitoring and Ensuring 
compliance to these statutes; Co-coordinating 
with Purchase, RMO and Admin for clearance 


of duty free. 








\ Deloitte Touche Tohmatsu India Pvt Ltd 
| Taxation - Manager 
| Location: India 
Deloitte. Jeb ID: 8526006 
Description: Successful applicant will: 
| Provide indirect tax advice, compliance and 
— consultancy services across a range of indirect 
tax matters and industries & also prepare 
indirect tax memos. 


)ply for above jobs logon to www.monster.com »» Type the Job ID in the "Search Jobs" box »» And click the "Go" button. 














For the fastest, easiest and most 
economical way to get to the 
perfect resume, call us or email 
at sales@monsterindia.com. 
We'll get you 
the right candidate, 
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Luok for the 
PE Pedigree 








A small- or a mid-cap firm backed by private equity can be a 
good bet if you are considering long-term investment. ву клкє$н RAI 


hen it comes to investing 
in equities, small- and 
mid-cap stocks offer the 
best potential for appre- 
ciation in the long term. On the flip 
side, an investor can run into 
daunting losses if he fails to 
research a company or picks a 
stock simply on the advice of his 
broker. Even if an investor has the 
time and inclination to research, 
not much information is available 
on smaller firms. So how does one 





select a small- or mid-cap stock that 
can be a long-term outperformer? 
While there is no single formula 
or parameter to pick such stocks, a 
good indicator is the private equity 
(PE) or venture capital funding 
received by a company. A recent 
study conducted by КРМС-СП claims 
that it is, in fact, an important fac- 
tor in the selection process. The 


report titled, The Positive Power of 


Private Equity, reveals the transfor- 
mational impact of PE funding on 


17 companies. These firms reported 
higher growth in sales and profit- 
ability, as well as greater spend in 
research and development, which 
fuels innovation. They also per- 
formed better than the Sensex firms 
and were better paymasters com- 
pared with the non-PE-funded com- 
panies (in the same industry). 

The small- and mid-cap sector is 
not a small space to invest in. As 
many as 40 per cent of the listed 
companies have a market capitalisa- 





tion of less than Rs 125 crore (as 
of May 31, 2010). Nearly 80 per 
cent of all BsE-listed companies 
have a turnover of less than 
Rs 100 crore (as of March 31). A 
common misconception is that 
only large, well-established com- 
panies receive or benefit from PE 
capital. Actually, 70 per cent of vc/ 
PE funding in 2008 was for the 
micro, small and medium enter- 
prises (MSME). defined as having a 
turnover of less than Rs 500 crore. 
In fact, over the past three years vc/ 
PE investments accounted for al- 
most 33-72 per cent of the total 
equity raised from primary mar- 
kets. Nearly 1,500 companies had 
collaborated with РЕ firms in India 
till March 31 this year and excelled 
in key sectors such as rr/rres, retail, 
infrastructure and manufacturing. 

What do РЕ firms do to make their 
portfolio companies perform better 
than the поп-РЕ funded ones? Some 
companies use the funds to scale up 
business within their existing 
domain of products, services and 
geographies. Others recapitalise the 
firm by, say, reducing debt or ena- 
bling access to new debt capital and, 
ultimately, offering shares to the 
public in what is called an ІРО or ini- 
tial public offer. Some finance more 
efficient output through technology 
or staff training and by bringing in 
new talent, usually at executive or 
senior management levels. Yet others 
develop new products or services 
with marketing and other support. 
Firms also use the capital to carve 
out existing products or service lines 
and acquisitions. 

To better a company's reputation 
with clients, vendors and other finan- 
ciers, PE investors may impose non- 
financial changes, such as new stand- 
ards of corporate governance, new 
business models (rebranding or global 


The PE Edge 


SALES: Companies with private funding saw a higher 


rate of growth in sales 


25» 


PE-backed 


21% 


CNX Midcap 





20% 


Sensex 





19% 16% 


Non-PE-backed 





Figures are annual sales growth between 2000 and 2008 
Source: Venture Intelligence PE Impact report 2009 








PROFIT: The firms that got venture capital have been 


more profitable 
33% or 
PEbacked | PE-backed 


26% 
Nifty 


26% 


Sensex 


25% 
CNX 
Midcap 


The profit after tax for PE-backed companies grew at almost 35% compared with the 


25% growth rate for non-PE-backed companies 


more specialised or high-end positions 
in the value chain. “The key difference 
between РЕ and other forms of capital 
is the strong operational discipline and 
management bandwidth brought in 
after funding in the investee firms,” 
says Gopal Srinivasan, Chairman of 
ars National Committee on РЕ. 
Another reason for outperform- 
ance could be the expectation of high 
returns. In exchange for long-term 
risk capital, investors in PE funds 
expect an average return of 25 per 
cent. In contrast, stock markets have 
earned investors an average of 14 per 
cent per year over the past decade. It 
makes the firms more aggressive in 
exploring business opportunities. 


Pincus's investment in Bharti 
Telecom. It put in $292 million be- 
tween 1999 and 2001 and offered 
strategic support to the management, 
who were also Bharti's promoters. 
This helped Bharti accelerate its plans 
to become a national player through 
acquisitions and organic growth, and 
to sign global partnerships, while 
earning healthy returns for its pro- 
moters and Warburg. Other compa- 
nies like Glenmark Pharma, 
Infrastructure Development Finance 
Company and Naukri.com also 
started small but became big names 
later. So be on the lookout for 
PE-funded players and you may 
land a Bharti in the making. © 
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Despite reduced risk in short selling and benefits to all participants, the Securities 
Lending and Borrowing Scheme has failed to take off. sy SAMEER BHARDWAJ 


o you want to make money 

in the stock market even if 

you don’t own any shares? 

You can do it through 
short selling. The technique 
involves selling shares you don't 
own at a higher price and then buy- 
ing them back at a lower price. The 
difference between the two prices is 
your profit. However, this involves 
risk as the short seller does not own 
the shares during trading and it is 
probable that he may default on 
settlement or delivery. To reduce 
the risk, sept launched the Securities 
Lending and Borrowing Scheme 
(SLBS) on the NSE in April 2008. 
When a trader short sells shares he 
doesn't own, it's termed a naked 
short sale. sigs allows the trader to 
borrow shares at the initiation of 
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the short sale. This is called covered 
short selling and ensures that the 
trader fulfils his obligation by 
imposing adequate margins. Under 
the scheme, the lenders give their 
idle shares to short sellers for a 
period ranging from one month to 
a year, for a fee that is determined 
by demand and supply. This gives 
long-term investors an opportunity 
to earn additional income. sLBs 15 
applicable in the cash market. 
However, short-selling can also be 
done in the derivatives market. 

An investor can go short on a 
stock or market index by selling a 
futures contract or by buying a put 
option, Futures enable a trader to 
buy or sell a fixed quantity of stocks 
or index (defined in terms of market 
lots) within a specified period, while 


a put option grants its buyer a right 
to sell. So if xyz stock is trading at 
Rs 100, the futures seller as well as 
the buyer of a 100 strike put option 
will gain if the price falls below 
Rs 100 on the date of settlement. 
However, short selling via the de- 
rivatives market has some draw- 
backs compared with doing it 
through siess in the cash market. In 
the derivatives market, the futures 
and options (F&O) are traded in mar- 
ket lots, so one has to buy or sell the 
number of contracts specified in the 
rulebook. On the other hand, in 
sips, the market lot is one stock. So 
if a trader wants to sell rrc futures, 
he needs to trade in a market lot of 
1,000 shares. This means a wrong 
judgment could magnify the losses 
for the trader. However, by using 
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Equity Fund House of The Year 


DSP BlackRock 
Mutual Fund 


CNBC-TV18 CRISIL Mutual Fund Lipper Fund Awards 

of the Year Awards, 2010 India, 2010 

For 2 years consecutively For 5 years consecutively 

No. of eligible fund houses: 37 No. of eligible fund houses: 24 


Period: 1 year performance ending Period: 3 year performance ending 
December 31, 2009 December 31, 2009 


Past performance is no guarantee of future results. DSP BLACKROCK 
visit www.dspblackrock.com MUTUAL FUND 





For more information on DSP BlackRock Mutual Fund, call our Toll Free Number: 1800 200 4499 








CNBC- TVIS- CRISIL Mutual Fund Of The Year Awards 2010 : DSP BlackRock Mutual Fund won the CNBC TV18 - CRISIL Mutual Fund of the Year Award in the Category - Equity Fund 
House of the Year. In total 37 иени were eligible for the award universe. The award is based on consistency of fund house's performance across the Large cap oriented, Diversified 
ELSS, Index Balanc ед, Consistent Equity and Consistent Balanced categories іп OT әсе ea CPR rankings released during the calendar year 
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„PR is available at www.crisilf undservices.com. Past perf ormance IS no quar antee of future results Rankings and Award Source: CRISIL Fund Services GRISIL Lid. LIPPER РеМӘ 
лага 2010: Although Lit iper makes reasonable efforts to ensure the acc гасу and reliability of the data contained herein, the accuracy is not quarant teed Dy Lipper. Users 


aluvin 


acknowieage that they have not relied upon any warranty, condition, guarantee, or representation made by Lipper. Any use of the data for anal yzing, managing, or trading financial 


R ranks for their schemes were aggregated on a weighted average basis to arrive at the final ranks for fund houses. A detailed methodo Оду of the CRISIL 


nstruments is at the user's own risk. This is not an offer to buy or sell securities. Methodology: All calculations are based on Lipper's risk adjusted Consistent Return measure, before sales 
harge. Only the primary fund class is considered. Criteria (Cumulative): Funds registered for sale in India as of 31 December 2009. At least 36 months of performance history as of 31 
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December 2009. Best Equity Fund Group - 24 fund houses considered. Classification awards will be handed out to classifications with at least five distinct portfolios. To be eligible for an 


3ssel dass group award, the groups will need to have at least three distinct portfolios in one of the asset classes: equity, bond, or mixed-asset. Ranking Source: Lipper www.lipperweb.com 


Statutory Details: | DSP BlackRock Mutual Fund was set up as a Trust and the settlors/sponsors are DSP ADIKO Holdings Pvt. Ltd. & DSP HMK Holdings Pvt. Ltd. (collectively) and 
BlackRock Inc. (Combined liability restricted to Rs. 1 lakh). Trustee: DSP BlackRo k Trustee Company Pvt. Ltd. Investment Manager. DSP BlackRock investment Managers Pvt. Ltd. Risk 


Factors: Mutual funds, like securities investments, are subject to market and other risks and there can be no assurance that the Scheme's objectives will be achieved. As with 
any investment in securities, the NAV of Units issued under the Scheme can go up or down depending on the factors and forces affecting capital markets. Past performance of 
the sponsor/AMC/mutual fund does not indicate the future performance of the Scheme. Investors in the Scheme are not being offered a guaranteed or assured rate of return. Each 


Scheme/Plan is required to have (i) minimum 20 investors and (ii) no single investor holding>25% of corpus. If the aforesaid point (i) is not fulfilled within the prescribed time, the 


$185, he can choose to short sell 
only one stock. This safeguards him 
from the ill-effects of leverage. 


Pros and Cons 

51.85 helps in exploiting arbitrage 
opportunities between the cash and 
derivatives markets. When the 
futures are trading at a discount to 
the cash market, one can short sell 
the shares by borrowing them 
through 5185 while simultaneously 
buying the futures contract. Let's 
assume the stock of Авс is trading at 
Rs 200 in the cash market and at 
Rs 180 in the futures market. The 
market lot is 100 shares, while the 
market-determined cost of borrow- 
ing the shares through 518 is Rs 5 
per share. If we borrow shares in 
the cash market and sell them, and 
simultaneously buy the futures 
contract, it will entail a profit of 
Rs 2,000 [100 x (200-180)]. Even 
after paying Rs 500 as borrowing 
cost, we will generate Rs 1,500 as 
riskless profit. 


Though $185 seems beneficial, 
investors have ignored it and all 
efforts to garner their interest have 
failed. Between June 2009 and June 
2010, there have only been 106 
trades, amounting to a meagre 
Rs 6.42 lakh. The majority of the 
participants prefer the derivatives 
segment for short selling. According 
to experts, the reason for the lack of 
interest is the high cost associated 
with 51.85. According to Santanu 
Syam, Executive Director of 
Operations at Angel Broking: "A 
borrower needs to pay the full 
amount up front, besides additional 
margins. The sum of all margins 
works out to as high as 100 per cent 
or sometimes even more." Also, 5185 
is applicable only to stocks that are 
traded in the F&O segment. 

The system forces investors to 
shell out more than they need to 
pay in the derivatives segment. For 
example, if an investor wants to 
borrow 125 shares of Infosys at a 
price of Rs 2,600, it would involve 


SLBS: THE WIN-WIN SITUATION 


The Securities Lending and Borrowing Scheme offers several advantages to all participants. While it helps traders 
gain from arbitrage opportunities, the lenders can earn money from the shares that are lying idle 





m Enhances liquidity and helps in the 
price discovery process, that is, in 
judging the fair value of the stock 

m Makes the cash market settlement 
process more stringent 

w Enables informed investors to take 
a balanced view of the market 

m Leads to efficient futures prices 
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a payment of Rs 3.25 lakh, plus the 
cost of borrowing. Also, margins 
such as cash margins are as high as 
25 per cent of the lending price. So 
a short seller will need to pay 
Rs 4.06 lakh. In the derivatives seg- 
ment, the investor will pay about 
40 per cent margin (all inclusive). 
Therefore, the same could be short 
sold with a margin of Rs 1.3 lakh. 
Short selling is beneficial when 
the markets are overvalued or 
when stocks are trading at unwar- 
ranted premiums over their fair 
values. Also, it enhances liquidity 
and provides stability to the stock 
markets. "To make the scheme 
more useful, the regulator should 
revise the margin requirement and 
introduce scrips other than those 
listed in the F&o segment," says 
Syam. Hopefully, the recent 
approval by ses! to allow physical 
settlement in the derivatives seg- 
ment will be the impetus that 
revives 5185. © 
Courtesy: Money Today 


LENDERS 
im Enables long-term investors to earn 
money from their idle shares 


m Provides opportunities to earn 
money in bear markets, that is, when 
prices are going down 





m Lenders are rewarded adequately 
as the lending fee is determined on 
the basis of demand and supply 





m Promotes the practice of covered 
short selling, which reduces risk 


im Helps investors to adopt 
alternative investment strategies, 
such as arbitrage 


m Promotes disciplined trading 
practices by penalising the 
defaulting traders 
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r research has shown that buying a Mutual Fund that mimics Nifty Junior (an index of 50 mid-cap тип а 7 4 
npanies listed on the NSE) can give you higher returns at a much lower risk than Penny Stocks = - = =a ^ 
| Derivatives. Get more such well-researched and analysed content on Markets and Investing with Board nod to RCom „ы sss o 
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TODAY GROUP INITIATIVE 
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Leh has been devastated by a 
massive cloudburst. CARE TODAY 
appeals for donations to rebuild the 
town and rehabilitate the victims. 


etween 1.20 a.m. and 2.20 a.m. on August 6, 

a massive cloudburst occurred in the high-alti- 

tude Leh region of Jammu and Kashmir’s Ladakh 
district. The flash floods that followed the cloudburst 
snuffed out lives and damaged dwellings in the town and 
its adjoining areas. As this appeal is being written, 166 
people, including 23 foreign nationals, are dead and 
over 400 are still missing. 
B The calamity has led to the widespread destruction 
of both personal and public property. There is a 
shortage of food, water and medicine due to loss of road 
connectivity. A communications breakdown has wors- 
ened the situation for survivors. 
® Many children perished and those who have survived 
will soon learn that the schools they went to are 
destroyed and the houses they lived in with their par- 
ents are lost. Some unfortunate ones will also find out 
that their parents are no more. Apart from tourism, 
cattle rearing is a major economic activity in the region. 
Economic misery is sure to follow. 
B In 1999, the Kargil War in the very same region gave 
birth to CARE TODAY which acts as a link between read- 
ers, viewers and listeners of the India Today Group and 
the problems that the nation faces and that one wishes 
to do something about. We have since responded to the 
supercyclone in Orissa, earthquakes in Gujarat and 
Kashmir, droughts in Rajasthan and Gujarat, the Indian 
Ocean tsunami and the Kosi floods in Bihar with the 
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RELIEF FUND - 





victims of the Leh flash floods. We would like to suppt 
immediate relief work as well as long-term rehabili: 
tion initiatives connected with this disaster. CARE TOI 
has already started contacting actors on the grou 
and its Executive Director is visiting Ladakh this we 
in order to obtain a first-hand account of disaster a 
the relief organisations working in the area. 

Ш CARE TODAY will ensure that its work benefits | 
worst-affected communities by addressing their r 
needs and will report back through the pages 
INDIA TODAY on the progress it has made. The India Tox 
Group has made the first contribution, with Liv 
Media India Ltd and the TV Today Network contrib 
ing Rs 5 lakh each to the fund. 

Ш All contributions of Rs 5,000 and above will 
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MAKE A DIFFERENCE 


Please draw cheques or demand drafts in favour of 


Relief Fund and send to: 


ү" * 
i — | m m rie 

n - | P ‘ 1 я \ £ 

{ — IOULIS 


АРА ГА ЬЕ. М ЕРА ri ис LC E IGI! | 


9th Floor, Videocon Towers. E-1, Jhandewalan Extension, 


New Delhi-110 055 


All contributions are eligible for tax exemption under Section 80(G) of the 
Income Tax Act. We do not accept cash or money orders. 


For further queries, please contact C. Balaji Singh at 





throws up a good deal a day, but picking the 
best can be tricky. kaya Jaiswat Shortlists = 
some tempting oer for you. (1. 4 
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Handset 
Rs 799 

How cheap can a phone be? No, 
don't answer yet. Because even as 
you do, handset manufacturers are 
working on lowering the bar set by 
Vodafone's vr 150. Priced at Rs 799, 
the vF 150 is cheaper than the 
weekly grocery bill for most urban 
families. Of course, the phone does 
not have spectacular features, but 
you can talk and text easily with 
minimal compromise on quality. In 
addition, the phone flaunts a one- 
year warranty (though you could 
buy a new one without batting 
an eyelid), a torch, phonebook 
capacity of 200 numbers and sms 
storage of 20 messages. The specifi- 
cations may be too basic for a tech- 
nophile, but the vr 150 is a perfect 
buy for those who want their devices 
fuss-free (think grandparents) or 
those who can't help forgetting their 
phones in restaurants and cabs. 
(think scatterbrain aunt). More 
value for less money. 


| 


Б 
Mobile TV 
Below Rs 7,000 
Forty live and 10 content-on- 
demand channels on the go. What 
more can a TV addict want? For it to 
be cheap as well. Samsung's Metro 
TV is the answer to both wishes. The 
phone sets you back by Rs 6,999, 
which is higher than the price of an 
usual low-end phone, but skip a 
couple of dinner outings and you 





will be able to watch your favourite 
shows when stuck in a traffic jam. 
The срма phone uses the Mimobirv 
application to view and record pro- 
grammes and works on both cDMA 
1X and Evpo 3G networks. It has a 
two-inch TFT display, Bluetooth, a 
2 MP camera, FM radio, an 8 GB 
тісгоѕр card slot and broadband 
capability of up to 2.4 mbps. For the 
29 pay TV channels offered, you 
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have to include a small fee in your 
monthly mobile bill. At the moment, 
Samsung and Metro Tv have tie-ups 
with Reliance Netconnect and Tata 
Indicom for the service. 


Call Rates 
30 paise/minute 


After Tata's nocomo started the 


MTS India dropped rates to an 
incredibly low one paisa per two 
seconds. Since then, telecom pro- 
viders have been bending back- 
wards to woo customers with 
innovative tariff schemes. For 
instance, Reliance Communications 
has come up with the Talk All You 
Want CDMA plan for prepaid custom- 
ers, under which all local calls are 
free, with up to 30 minutes a day 
for calls to other networks. 
Vodafone is tapping into users' hab- 
its with plans like Night Talk Bonus 
recharge voucher, which bills local 
calls between 10 p.m. and 8 a.m. at 
just 10 paise a minute. 


Dual SIM 

Below Rs 2,000 

A clandestine affair, frequent trav- 
elling or the need to separate pro- 
fessional and personal lives — 
there could be many reasons for 
wanting a dual siM phone. The 
good news is that you can own one 
for just Rs 1,749. The M 3636 
from Spice Mobiles switches 
between two GSM SIMs at the click 
of a button. Throw in a one-touch 
music player, FM radio, mobile 
tracker and a 2 GB expandable 
memory, and you have a winner at 
this price. Also, keep an eye out for 
Nokia's C2, the market leader's 
entry in the dual sim phone seg- 
ment. Its exchangeable sim slot 
allows you to insert the second SIM 
card when the phone is switched on, 
giving it an edge over competition. 


3G Handset 

Below Rs 5,000 

Now that the government has raked 
in the moolah from 3G spectrum 
auctions, it’s your turn to savour the 
benefits of higher speed and better 
voice quality. You won't have to 
scrimp to afford it as 3G-enabled 
handsets are available for less than 
Rs 5,000. Consider the Nokia 27 30 
Classic. Armed with Ovi Mail. Nokia 


browser, it has everything you need 
to optimise the 3G experience. The 
two-inch ovcA display is smaller than 
the high-end 3G phones, but it is a 
reasonable compromise at the given 
price. The features have been beefed 
up by a 2 MP camera, 4x digital video 
zoom and a 30 MB memory that can 
be expanded to 2 GB. 
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Social Networking 
Below Rs 6,000 
As tweeting for breakfast, buzzing at 
work and writing on Facebook walls 
after dinner become routine, mobile 
phones geared towards virtual con- 
nectivity are flooding the market. A 
great option is the recently launched 
Nokia C3 (about Rs 5,300). It boasts 
live Facebook and Twitter feeds on 
the home screen so that you can 
comment and update your status 
easily. You can use Google talk, 
Yahoo! Messenger, Windows 
Messenger and Ovi Chat for instant 
messaging. An internal memory of 
55 MB upgradeable to 8 GB, a 2 MP 
camera and Nokia music player are 
a bonus for the networking buffs. 


Broadband 

4 mbps at Rs 899 

On paper, a jump from 256 kbps to 
4 mbps for download speeds seems 
huge, but, for the broadband serv- 
ice providers, it obviously isn't. 
They have even managed to lower 
the cost of higher speed. Airtel's 
latest scheme offers 4 mbps speed 
at just Rs 899 a month. The data 
transfer is limited to 6 св, but for 
Rs 500 more, you can extend it to 
25 св at the same speed. If you 
belong to the rare breed that does 
not log on to the Net regularly, 
Aircel has an innovative plan 
advertised as the ‘pocket Internet’. 
For just Rs 5, you can surf the Net 
for two days, access Hotmail for 
free and download pages of 20 св 
capacity. Staying connected was 
never cheaner. © 





The Reclusive Brand 


This book offers plenty of clues to the sort of person 
Ratan Tata would like as his successor, writes GITA PIRAMAL 


rands are created to 
В "Buy me! Buy 

me now!" In today's 
media-blasted world, brands 
are vigorous and aggressive, 
jostling to gain recognition 
among picky customers. The 


“come 140-year-old Tata brand 
AUTHOR: Morgen Witzel seems out of sync with the 
PUBLISHER: Penguin times. With its simple T and 
Portfolio temperate blue colour, the 
PAGES: 222 brand is muted and gentle- 
PRICE: Rs 599 


manly, like its reclusive own- 
ers working out of a small 
brownstone building tucked away in a quiet 
bylane of Mumbai. 

Not surprisingly, this book on the Tata brand 
is also quiet, muted, gentlemanly — and reclu- 
sive. There are no colour pictures of advertise- 
ments, just a few black & white photographs. 
There are no accounts of brand wars. Even the 
description of Ratan Tata's gritty effort to force 
group companies to accept the inoffensive blue 
“Т” as part of their logo, is mild. The 1990s were 
the heydays of powerful satraps who liked to 
refer themselves as heads of the Tata 
Commonwealth. Tata, as the newly-appointed 
head of the Tata Group, was equally determined 
to build a single group identity. He won. 

Victors often get a book published, especially 
when they are about to step down. But, being 
confident and reticent by nature, Tata commis- 
sioned a history of the brand stretching from 
Jamsetji Tata to the birth of the Nano. 

Witzel had unprecedented access to Tata 
managers, the companies and its archives. A 
trained and experienced business historian, 
Witzel also knows everything there is to know 
about management theory. [Full disclosure: I 
am one of his many co-authors in The 
Biographical Dictionary of Management.| Witzel's 
book is long on trivia and short on drama. But 


the importance of the trivia should not be 
downplayed. The Tata brand's global presence 
is one example. Tata is present in 80 countries 
and earns $70.8 billion or 65 per cent of its 
revenues outside India. Tetley Tea is one of the 
UK's most loved brands. The Jaguar acquisition 
was as much about the brand as buying techni- 
cal expertise. The Brand Finance Global 500 
March 2010 Report ranks the Tata brand as 
65th, valued at $11.2 billion. 

Not chicken feed. Yet Witzel tellingly devotes 
an entire chapter to the role philanthropy plays 
in building trust in the Tata brand, but allocates 
a mere five pages on how the world sees it. 

The smart way in which the group uses 
history to foster trust in the brand is another 
Witzel insight. "In terms of product and service 
quality, Tata does the expected ... But when 
buying Tata cars, or jewellery, or watches, or 
salt, or tea, or mobile phones, consumers are 
also doing something else: they are attaching 
themselves to the Tata myth, and making them- 
selves part of the story," he writes. Myth is not 
a derogatory word; it is the holy grail of adver- 
tising gurus as it enables an emotional connect 
between a brand and its target segment. 

Witzel explores the fascinating relationships 
between Tata leaders and the brand. G.D. Birla 
refused to put the Birla name on Birla-run com- 
panies (with a few exceptions). The Tatas did the 
opposite (with a few exceptions). l'm not sure I 
buy Witzel's premise (and by extension, the Tata 
official line) that a brand is shaped by the lead- 
er's character. I'm disappointed that the book 
does not analyze how individual Tata companies 
influence and are influenced by the corporate 
brand. On the other hand, if you are trying to 
decipher Tata's achievements and the charac- 
teristics he wants in his successor, look no fur- 
ther. This book is full of clues. 

Dr Gita Piramal is a business historian 
and best-selling author 
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A delightful blend of 
history and modern 
management, with 
the Mongol emperor's 
story serving as a 
backdrop for 21 
business lessons. 
Business, politics, 
warfare et al. 
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Enough: True Measures 
of Money, Business 
and Life 


By John C. Bogle 
John Wiley & Sons 
Pages: 276 

Price: Rs 700 


Commerce should not 
be measured only in 
monetary terms. Too 
much speculation and 
not enough investment 
was to blame for the 
financial crisis. 


Cementing India’s position as the 
4th fashion capital for Menswear in 
the world, Van Heusen and Fashion 
Design Council of India presents the 
second edition of the much 
appreciated Van Heusen India Mens 
Week 2010. 


August 27 . 29, 2010 
The Grand, New Delhi 


This season you will see the 
menswear collection 
from designers: 


Anky by Ankita & Anjana Bhargav 
VANHEUSEN Ashish N Soni 
Karan Johar with Varun Bahi 
Mianoviraj Khosla 
Narendra Kumar 
Raj Gayani 
Rajesh Pratap Singh 
Rohit & Abhishek 
Rohit Bal 
AUGUST 27 - 29, 2010 a NEW DELHI Rohit Gandhi + Rahul Khanna 
Samant Chauhan 
Sanchita Ajjampur 
Shantanu & Nikhil 
Troy Costa 
Vijay Arora 
Wendell Rodricks 
and many more... 






Where Style Meets Substance 
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he has quit five jobs in 15 
years. Meet Sangeeta 
Malhotra, 35, who has 
mastered the art of smooth 
transitions, something that 
most executives struggle 
with. Now in her sixth job, the Vice 
President for Operations at HR consul- 
tancy PeopleStrong says, “If there is 
one rule I have lived by, it is that there's 
no need to burn your bridges. Be on 
good terms with others." In fact, before 
quitting her last job, Malhotra told her 
supervisor that she was looking for a 
change even before she actually 
started looking. 

"Relationships don't end when 
you move jobs," she says. Sure, 
Malhotra might be one of the fortu- 
nate managers who handle career 
moves with as much élan as assign- 
ments, but that feat is not too difficult 
if vou get some ground rules right, say 
people managers. 

Ground rule No. 1 is to have a 
word with your immediate supervi- 
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Job? 


The way you quit is as important 
to your career as your new job. 
BY PUJA MEHRA and SAUMYA BHATTACHARYA 





sor as the first step, which also 
makes writing an effective letter 
easier. "I've seen this bad practice 
many times where people forget or 
omit the courtesy of talking in 
advance to their bosses before sub- 
mitting their resignations,” says 
Ganesh Shermon, head of KPMG's 
People and Change Practice. 

So don't just forward your resig- 
nation on the BlackBerry — first dis- 
cuss it with your superior. Shermon 
suggests a five-point checklist. 

One. explain why you are leaving. 
Two, which organisation would you 
be joining. Three, by when would you 
like to leave. Four, how you would 
leave, and five, what conditions of 
your employment would you be able 
to meet before you leave. 

That brings us to the writing of the 
actual resignation letter. "Resigning is 
easy; writing a graceful letter is a chal- 
lenge,” says an executive. 

Always address the resignation 
letter to your immediate superior, 





never to HR or the super boss. 

“Future references, date of release 
etc. will all come from your immedi- 
ate boss and more importantly it's 
critical not to insult your immediate 
boss by creating a situation where he 
finds out about your resignation from 
elsewhere,” says Shermon. 

Have the courage to state the rea- 
son for your decision. Don't hesitate to 
share the challenges you might be fac- 
ing with respect to your family: spouse’s 
employment, children’s schooling, and 
so on. Or, if the reason is an offer of 
your dream job, And if there is a prob- 
lem at your workplace that has made 
you decide to leave, put it down subtly 
and gracefully. 

But do not mention interper- 
sonal issues in your resignation let- 
ter — it is not your exit form. Next, 
state you are willing to meet the ob- 
ligations of your terms and condi- 
tions of employment such as hand- 
ing over charge to your successor. 
The idea is to be transparent in your 





resignation letter and convey that 
you are an ethical person who fully 
understands responsibilities. 

A resignation letter must convey 
that you are going for well-thought- 
out reasons and are not getting car- 
ried away by whimsy or a few bad 
experiences. "Don't leave as a dis- 
gruntled employee. You should not 
convey anything personal you might 
have against the company," says 
Pradeep Bahirwani, vp, Talent 
Acquisition at Wipro. 

Last but not the least, state that 
you will take something from the 
organisation to your next workplace. 
This could be values, learnings or 
memories. "If your experience at the 
place hasn't been great, say I may 
have had challenges here but there 
still were good experiences pertaining 
to the people or whatever it is you 
liked and enjoyed," says Shermon. 

At Wipro, Bahirwani hardly ever 
sees harsh resignations. "Most people 


MONEY SHARMA/ww w.intodayimages.com 


Sangeeta Malhotra (extreme left), 
VP, Operations at PeopleStrong. 
She has quit five jobs in 15 years, 
all smooth transitions 





it's time to get off, it's best to make it 
pleasant,” he says. Those who are not 
able to do that are mostly not in sync 
with their capabilities, he adds. 
Post-resignation, do not attempt to 
fix or hurt the company. Institutions 
are bigger than individuals. “My worst 
experiences have been where employ- 
ees breached the confidentiality of 
KPMG's clients in their new jobs and 





Don't discuss your intent to leave 
with other colleagues. Your boss must 
be the first one to know 


Seek time from your boss and 
have a conversation with him 
about your resignation 


Don't burn any bridges. Be on 
good terms with your current 
employer, if possible 


Write a concise resignation letter. 
Don't try to negotiate through the letter 


Give sufficient notice period to 
your current organisation 


Be professional enough to carry 
out your responsibilities till the 
end of your tenure 


3rd of next month and you plan to 
resign on the 4th, make sure you do 
not attend the meeting, gracefully 
giving an appropriate excuse even if 
you are unable to disclose that you'll 
be putting in your papers. 

While most of the above applies to 
senior to mid level management ex- 
ecutives, for juniors. use of subtle 
humour is good in resignation letters. 


Ganesh Shermon, Head of People and Change Practice, KPMG 


carried intellectual property. That's not 
on, especially in very competitive in- 
dustries such as financial services and 
consultancy," says Shermon. 
Carefully disentangle yourself 
from commitments beforehand so 
that the transition is less abrupt. If 
there is, say, a national conference on 


For instance, say Boss, my time's up. 

Planning to resign and renegoti- 
ate does not seem to be a great idea, 
either. You will be seen as an oppor- 
tunity-seeker. "While the organisa- 
tion may not hold it against you and 
may willingly retain you, it tends to 
have a back-up for such a person." 
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JAMLING TENZING NORGAY 


The Summit 
Climber 


At the recent NASSCOM HR 
Summit in Chennai, the speaker 
who walked away with the most 
applause was not a human 
resource honcho of India Inc., 
but mountain climber JAMLING 
TENZING NORGAY. Son of Tenzing 
Norgay, of Mt Everest fame, 
Norgay Junior, now 45, scaled 
Everest in 1996 with a team 
led by David Breashears. an 
experience documented in the 
1998 IMAX film, Everest. The ace 
climber took the audience of 
700 HR professionals on a visual 
journey of his climb. His advice: 
"Getting to the top is optional. 
but getting down is mandatory." 
SAUMYA BHATTACHARYA 





V VAIDYA! 


Future Play 


V. VAIDYANATHAN loves to make unconventional moves. An alumnus of 
Harvard Business School, he chucked his job at Citibank after 10 years 

at the multinational bank to join icici Ltd, when ceo К.У. Kamath was 
strategising its big retail foray. The youngest executive director of icici then, 
Vaidyanathan was in the running to succeed Kamath in May 2009. The job 
went to Chanda Kochhar. He later turned around the bank's insurance 
subsidiary with its first ever profits in 2009-10. Vaidyanathan, 42, is starting 
out yet again from scratch as a co-promoter and professional in Kishore 
Bivani's fledgling financial services business. Many are calling his exit a 
succession issue in the bank, but Vaidyanathan dismisses it, saying it is 

the entrepreneurial challenge that excites him. "You rarely get such an 
opportunity," says a beaming Vaidyanathan. He is in new territory, but 
going by his record, he may well spring a surprise. 
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SANYO XACTI VPC CA102YL 


Waterproof 
Camcorder 


some might argue that the video recording 
capabilities of regular still cameras will deal 
camcorders a death blow. But not this cam- 
corder from Sanyo, which is waterproof up to 

1 О feet of water. It may not seem like much, but is 
usually more than enough to capture videos in 
swimming pools and when you go snorkelling 
on your holiday. The Xacti records in Full-up 
and can also take pictures in 1 4-megapixel 
resolution with 5x optical zoom and 1 2x double- 
range zoom. The product is currently not оп 
Indian shelves, but if you are the water-borne 
type, you should pick it up before your next 
exotic holiday on a coral reef beach. 

PRICE: $350 
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ROME, ITALY 


The Eternal City 


Try Rome, the Eternal City. September and October are the best months 
to visit. City tours start from the Roma Termini station. Think Gladiator 
and take in the Coliseum, the largest-ever amphitheatre in the Roman 
Empire. Big by even today's standards (it could seat 50.000). the 
Coliseum was used for gladiator fights and public spectacles. Then you 
have the Sistine Chapel, which has Michelangelo's finest work, frescoed 
on the ceiling. He is said to have hated doing it. The chapel alone is 
worth the queue outside the Vatican City. When in Rome, don't forget 
to pick up some shoes and glares, or gorge on pastas and pizzas. 9 


SUNIL KUMAR 


At the Helm 


One more Indian-American 
has joined the ranks of 

the heads of top graduate 
business schools in the 
United States. SUNIL 
KUMAR, 42, the Fred H. 
Merrill Professor of 
Operations, Information 

and Technology at the 
Stanford University Graduate 
School of Business and 

an expert in operations 
research, has been appointed 
the next Dean of the 
University of Chicago's 
Booth School of Business. His 
five-year term will begin on 
January 1, 2011. Kumar has a 
Master's degree in Computer 
Science and Automation from 
the Indian Institute of 
Science in Bangalore and an 
Engineering degree from 
Mangalore University in 
Surathkal. University 
President Robert Zimmer 
announced Kumar's anoint- 
ment at the helm calling him 
"a right blend of vision, 
entrepreneurial energy 

and academic leadership". 
All Kumar has said so far 

has been through a state- 
ment: “I look forward to 
helping strengthen and 
enhance Booth's outstanding 
research environment and 
its rigorous, discipline-based 
approach to business 





Job alerts 
@ Rs.10 


Anywhere 


SMS JOBS to 54321 


Vahdity 10 days 

To start/ stop Job Alerts 

SMS JOBS to 54321 (toll free) 
For details, visit www_.airtel.in 
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Chairman Apollo Tyres 


My leadership style 

Set the pace and the 
agenda апа allow 
individuals the space to 


take their own decisions 


The political leader 
| admire the most 


Nelson Mandela 


The business leader 
| admire the most 


Henry Ford 
The leadership lesson  . i. 


| remember the best 


It's challenging times апа 
situations that define us 
and show us what we are 
truly capable of 


A book/movie | would 
recommend on leadership 


The Art of War 
by Sun Tzu 


The difference between 

a manager and a leader 

A leader unites people. 

A manager complements 
this and is a planner and 
executioner par excellence 


AIl good managers аге 
good leaders 


May or may not hold true 
As told to N.Madhavan 
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From the Editor 


for Hitler, A for arrogant, R for rascal. I for 

idiot...” I'm sure many of us remember the “Hari 

Sadu" commercial about the cheeky young man 
getting back at his nasty boss because he's already 
heard from job site naukri.com. It was acid, funny, and 
emblematic of the “me do" generation that is trooping 
into India's workplaces. "Young people tend to 'snack' 
on jobs for a few years until they decide what they 
really want to do,” says Sanjeev Bikhchandani. 
Founder and Vice Chairman of naukri. 

India's demographic dividend is not just about 
the "age bulge" that is propelling us into No. 3 posi- 
tion in the global economy. It is about millions of young people who are very 
likely better educated than their parents, more aware of the world than their 
elders ever were, and clued in on the latest fashions. technology, trends and 
social mores. They are secure in their competence, and this confidence can 
come across as brashness. They are willing to walk away from a bad or boring 
job, take umbrage more easily, and require more handholding, coaching and 
mentoring than the serried ranks of their white-collared forefathers. They 
are also less obsessed about financial stability — being broke and owing 
money on the plastic in their wallets does not dismay them as it did an earlier 
generation. The young and the restless also blow into their offices on a current 
of enthusiasm and exhilaration. They give the word “career” its other diction- 
ary meaning: “a swift or headlong course... to rush in an uncontrolled way". 

The chief executive of one of India's largest software companies told me 
ruefully recently that his young colleagues were not very respectful of their 
seniors. "Every quarter when our results are published, I get dozens of e-mails 
from junior staff telling me how to run the company," he said. 

Associate Editor Saumya Bhattacharya, who specialises in human 
resource reporting and analysis, wrote this fortnight's cover package. The 
11 companies she profiles have each had to make their own choices in man- 
aging young employees. HR expert Sonal Agrawal casts GenY in an insight- 
ful light in her column on 
page 56, and first-person 
manifestos from two dudes 
— Prateek Bhargava, 23, and 
Amit Bikram Banerjee, 26 
— tell us how priorities stack 
up for people who got their 
first paychecks in the Aughts. 

This issue is also replete 
with a lot of other good read- 
ing. I don't want to spoil your 
surprise and delight but will 
only tell you about our other big takeout, on icict, where the revolving glass 
door on the executive floor has been much ballyhooed but not adequately 
contexted. Not very long ago, it appeared icicr's aura had begun to look more 
like a miasma. Like all large and sensible organisations, though, the bank has 
sailed through the shoals into calmer waters. Reading about the long service 
put in by the animals on tcict's "talent farm”, it was clear banking. at least, is 
not ready for a twentysomething in the boardroom. 

















A Financial 
Technologies 


Creating Markets. Unlocking Value. Singapore Mercantile Exchange 


Where the world will trade 








SMX gets final approval from 
Monetary Authority of Singapore as 


a Regulated and Licenced Exchange 


Received ‘Approved Exchange’ status for 
commodity and currency derivatives on August 11, 2010 





^ Singapore Mercantile Exchange (SMX), a wholly owned subsidiary of Financial Technologies 
Group, is the first pan-Asian multi-product commodity and currency derivatives exchange to 
receive 'Approved Exchange' status and operate out of Singapore as a regulated and licensed 
exchange. 


^ Getting a license from Monetary Authority of Singapore (MAS) — one of the world's most reputed 
and respected regulator — is yet another milestone for the Financial Technologies Group. The 
Group has the experience of working with 10 regulators across the globe, based on exceptional 

execution track record and domain expertise in financial markets. 

| 

| 

| 


a SMX will empower Asian economies to be price setters, facilitate the creation of premium Asian 
benchmarks and effectively position Asia as the centre of global commodity market growth. 


* SMX will initially launch four products, approved by MAS, namely a Gold Futures Contract with 
physical delivery, West Texas Intermediate (WTI) Crude Oil, Brent-Euro Crude Oil and Euro-US 
Dollar Futures Contracts. 


“SMX will create a new generation international commodity and currency derivative trading platform at 
par with best global exchanges in New York and London. The approval from MAS also stands testimony 
to FT Group's domain knowledge and technological expertise in creating next generation regulated 
financial markets. We are thankful to MAS for giving SMX an opportunity to further enhance the financial 
ecosystem of Singapore." Mr tense Shah 


Vice Chairman of SMX & 
Chairman & Group CEO, Financial Technologies Group 


Financial Technologies (India) Ltd. 
Boston House. 6th Floor, Suren Road, Andheri (E), Mumbai - 400093, India, Т. «91-22-6709 9600, Е: «91-22-6709 9066, info@ftindia.com 





Singapore Mercantile Exchange 
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Hello, Tomorrow! (Br cover, September 5) showed how 3G 
and wireless broadband promise the download of a DVD 
movie in a minute and increased ARPUS for telcos. But given 
that spectrum is limited and a mobile subscriber in Delhi 
makes do with one-ninth the spectrum available to a London 
counterpart, there is along way to до, K Gowariker, Mumbi 
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Marginal Utility 

No doubt 3G and wireless broadband could 22] HELLO 46 
be a revolution in the making. I am, how- , 

ever, a little sceptical about the real change TOMORROW | 
faster download speeds will augur — apart Crée 

from the changes media companies will 
have to make to inhabit this new reality. 
But for me as a consumer, the marginal 
utility of free, fast-streaming media is fast 
diminishing. Jai Hoon, Delhi 


|Dusiness|todayj 





Logical Lacunae 
The study on India's Best Fund Managers 
(BT Cover, August 22) could have been 
more logical. Instead of picking out one or 
two schemes, should we not see how the 
fund manager is doing with a majority of 
the schemes he or she manages? I ran- 
domly picked one of the featured fund 
managers and found that most of the 
schemes he manages do not give great 
returns compared to the benchmarks. My 
point is, if at all a fund manager is credited 
as India's Best Fund Manager, then he or 
she should perform reasonably well in 
most of the schemes he or she manages. 
Vikram Patel, Bangalore 


Mumbai Deserves Better 

We should feel guilty about leaving the pace of Mumbai's growth to its own 
steam but nationally reaping the benefits of the accommodated economic 
activities therein (Living in a Pipe Dream, BT Special, August 22). Mumbai 
needs special. if not unique, care from the Centre. Let us collectively dream 
up grand plans involving all the strata of governance and public participa- 


tion for inclusive growth of the city. B. Rajasekaran, Bangalore 








WRITE TO: 
The Editor, Business Today, Videocon Tower, 5th Floor, 

Е-1, Jhandewalan Extension, New Delhi-110055. 

E-mail: letters.bt@intoday.com 

Website: www.businesstoday.in 

Unsolicited articles will not be returned or acknowledged. 
Business Today reserves the right to edit letters for brevity 
and clarity before publication. 














6 BUSINESS TODAY September 19 2010 


FOR SUBSCRIPTION ASSISTANCE WRITE TO: 

Customer Care, India Today Group, A-61, Sector-57, 

Noida (U.P.) — 201 301 

Phone: (95120) 2479900 from Delhi & Faridabad; (0120) 2479900 
(Monday-Friday; 10 am-6 pm) from Rest of India; 

Toll free no. 1800 1800 100 (from BSNL/ MTNL Lines); 

Fax: (0120) 4078080 

E-mail: wecarebg&intoday.com 


T n9j т тт гтга жш 
High Food Prices? Give Them Fridges (вт 
August 22) highlights the pangs of the 
common man who is struggling to come 
to terms with the 'strangulating' infla- 
tionary trends witnessed in the past one 
year, especially on food grain and vege- 
tables. Though the government has been 
reassuring the public, nothing much has 
happened on the ground. It should now 
realise that the time for empty words 
is over. 

Ashok Jayaraman, Bangalore 


A Correction 

In the article Spacation Anyone? (вт, 
September 5), the revenues of Red Door 
Spa Holdings were erroneously stated 
as $500 million. The correct figure is 
$150 million. The error is regretted. 
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Language Translator tomorrow; Barcode Scanner the day after 
and what not? Here is the new LG Optimus with Android OS. 
Its App Advisor brings over thousands of apps to your fingertips, 
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UL Hello, Tomorrow! 


Will 3G and broadband wireless access 
services change India like mobile phones did 
over the past decade? The answer, the 
telecom ecosystem tells us, is yes. So, be 
ready for the big change. 


More at: businesstoday.in/coverstory 
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BULL CHARGE 
OR BEAR HUG? 


After being range-bound for the past 10 
months, the markets seem poised for a big 
move. There are divergent views on the out- 
look for equities — a reflection of the perplex- 
ity that exists on The Street today as it wres- 
tles with that billion-dollar imponderable: 
Which way will the indices go? 


More at: businesstoday.in/bull-charge 
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Hot New 
Management Tip 


Get a tip for the day every 
day, and participate in opinion 
polls through SMS on your 
mobile phone 24 hours a day. 


SMS BTTIP to 52424 
NOTE: Available with all 


cellular operators. Regular 
SMS charges apply. 


ANSWER THE BT-ON- 
THE-MOVE QUESTION 


Do you think Vedanta, having 
just bid for a majority stake 
in Cairn India, could give RIL 
tough competition? 


Type "BTPOLL Y” for Yes. 
Type "BTPOLL N" for No. 


SMS to 52424 
ma it NUNT ЛЕГО; 


Readers can also participate in 
the poll at www.businesstoday.in 
Powered by 2ergo India 
www.2ergo.com 
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Pioneering spirit 


To earn your trust, we’re always 
breaking new ground. There’s no better way to fly. 
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Why Men Still Get More 


Promotions Than Women 
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The Boss as Human Shield 
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A Bumpy Ride Ahead 


The global economic recovery remains fragile, but a 
double-dip recession is unlikely, argues Azim Premji. 






















he prospect of a double-dip recession is being hotly debated 
around the globe. It's already evoking extreme reactions of fear, 
caution and even paranoia. Statistics are being bandied 
around to support the argument that a double dip is unlikely. 
Historically, only one double-dip recession has happened in 
the last 80 years, point out the optimists, I must say even I feel it's 
unlikely after looking at the macroeconomic indicators, and also 
from the sense I get from my interactions with our clients. 
From a macroeconomic viewpoint, the largest economies 
— the United States, Europe and Japan — today contribute 
over 60 per cent of global GDP. But the us and Europe paint 
different pictures. The us economy has seen positive growth 
and is expected to clock 3.3 per cent GDP growth in 2010- 
11. The challenge remains the steady high unemploy- 
ment at 9.5 per cent. But this does not necessarily re- 
flect a recessionary strain or the beginning of a double 
dip. After all, there is an increase in private payroll 
employment. The second bright spot is the strong 
quarterly results posted by major us corporations, 
which reveal that profits are back within a whisker 
of the all-time highs achieved before the downturn in late 2008. By 
some calculations, the rate of recovery of profits from their 
trough is the strongest since the end of the Great Depression. 
Nor is this trend limited to America. Other leading industrial 
economies, including Japan, Britain and Germany, already have 
their ratios of profit to GDP above their average over the past 20 
years. Factors being attributed to this seemingly contrasting 
statistic to unemployment are bigger profits from the developing 
economies, which are enjoying a strong recovery. Second, the 
relative abundance of labour, which shows no signs of dwin- 
dling and which has already led to the us unit labour costs fall- 
ing at their fastest clip in the post-war era. Third, a renewed 
locus on managing existing capacity efficiently, rather than 
investing in revenue growth. 
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the waning impact of the fiscal stimu- 
lus, deterioration in the labour force 
participation rate, deceleration in re- 
building of inventories and declining 
sales of both new and existing homes. 
Foreclosure crisis, tight credit and 
deleveraging of households will con- 
tinue to depress economic growth 
which is counterbalanced by the 
positive contribution of exports to 
economic growth. The overall prog- 
nosis is muted, but a second blip in 
the us is unlikely. 

As far as Europe is concerned, last 
month, the Economic Sentiment 
Indicator — which measures euro- 
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zone confidence in the economic out- 
look — rose to the highest in more 
than two years. Growth is back but it's 
uneven. Germany is surging, but in 
Greece and Spain, output is flat, 
growth prospects are dim and their 
economies need more than budget cuts 
to improve overall competitiveness. 
The dark clouds remain highly 
uncertain and to a certain extent 
stem from a volatile environment, 
continued unemployment and weak- 
ness in construction. But there are 
signs of a stabilising influence due to 
growth in manufacturing and a ris- 
ing producer sentiment. All of this 


What it means: A worker who is involved 


in environmental protection. 


Origin: The word was first used by academic 
Patrick Heffernan in a study, Jobs for the 
Environment: The Coming Green Collar 


could lead to an economic growth of 
1-2 per cent, but with a lesser likeli- 
hood of a double-dip recession. 

The front runners in the "two 
speed" world are the emerging giants 
— China, India and Brazil — who 
continue to log in impressive growth. 
Their relatively closed and strong 
policy framework has helped in avoid- 
ing the dark recession while internal 
consumption and the increasing 
trend of home companies going glo- 
bal has spurred investments, driven 
consumption and promoted exports. 
These economies may not make up 
for the depressed growth of their 
larger counterparts, but are likely to 
continue to play the stabilising role in 
the global economy. 

Now a microperspective. In my 
meetings with clients and organisa- 
tions across the world and across 
sectors, I see a general positive senti- 
ment. Investments are back and cli- 
ents are moving from cost-cutting 
and cash-conserving measures to 
driving market share gains and in- 
novation. This is reflected in a surge 
in тт spending across sectors. And IT 
spending historically has closely 
tracked Gpp growth. This is also re- 
flected in strong performance of IT 
companies across the world, includ- 
ing those from India. The situation is 
no different in other sectors, too. 

In conclusion, the global outlook 
remains fragile. However, there are 
seeds of growth across the world 
which leads me to believe that the ride 
may be bumpy, but it will lead 
to recovery and a long-term sustain- 
able growth. 

The author is the 
Chairman of Wipro 
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Monitoring BlackBerry 


The government crackdown on BlackBerry services might not go down well 
with its over one million users in India and may adversely impact its sales. 


The background: In July, the Indian government decided to ban 
Research In Motion's (RIM) BlackBerry corporate e-mail and messenger 
services on the grounds of a threat to national security. Agencies have 
asked for access to BlackBerry services to ensure that subversive ele- 
ments can take advantage of the government's inability to detect the 
heavily encrypted data sent on RIM devices. 


RIM's standpoint: Currently, all BlackBerry e-mail, web and messenger 
encrypted traffic is routed through its proprietary servers. RIM has al- 
ready offered a way out to security agencies for monitoring its messenger 
service. RIM is ready to offer information on a deferred basis initially. 
From November, the information will be available on a real-time basis. 


Government's demand: The Indian authorities want RIM to locate a 
server in the country — many of its servers are in Canada — and provide 
easy access to e-mails and data sent via BlackBerry devices. RIM is trying to 
resolve the issue quickly and the company executives are meeting the 
Intelligence Bureau and National Technical Research Organisation offi- 
cials to work out the modus operandi. 


Implications: BlackBerry users in India include ceos, entrepreneurs and 
top bureaucrats. Any ban on the services will inconvenience them 
among over one million users. Recently, the sales of the BlackBerry 
devices have also been hit. MANU KAUSHIK 


Revolution, that he presented at a Congressional hearing in 1976, 
but has gained widespread usage in general parlance only recently. 


Current usage: Green collar jobs are no longer just about 
nicketina offices of nil camnanies for neanits You can make 
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Just the right mix of perfection апа perfectio 


The best Audi A6 we have ever made. 


In its newest avatar the Audi A6 exceeds the highest possible standards. Our own. After all, when the car in question has been the world’s 
best-selling sedan in the business segment for years, excellence is a foregone conclusion. Equipped with the permanent all-wheel drive; 
quattro®, to enhance agility and directional stability and the stunning clarity of a BOSE sound system, every innovative feature ensures a 
driving experience like no other. Truly, from its manufacturing accuracy to its flawless design and from its superior suspension to its efficient 


engine, everything about the Audi A6 spells perfection. We would not have it any other way 


Authorised Dealers: Audi Ahmedabad 0-9998720002 Audi Bengaluru 0-9632298453 Audi Chandigarh 0-9876429103 Audi Chennai 0-9600095024 
Audi Delhi 0-9540292929 Audi Gurgaon 0-9650555111 Audi Hyderabad 0-9959700007 Audi Jaipur 0-8875020001 Audi Kochi 0-9249412345 
Audi Kolkata 0-9163036666 Audi Ludhiana 0-9915488880 Audi Mumbai West 0-9004077777 Audi Pune 0-9922000637 
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Take Stock of Risks 





We all pay margin money to stock exchanges when buying stocks but do we all really 
know how it is calculated and the rationale for it? Here's a primer. BY SAMEER BHARDWAJ 


tock trading is open to several types of risks and 

calculating these is an integral part of market 

analysis. While most crucial risks are related to the 
market, macroeconomic factors and corporate perform- 
ance, there exists another type called the counterparty 
risk. It stems from the possibility of a participant not 
honouring a commitment. However, it is not considered 
in market risk analysis because stock exchanges cover it 
adequately by imposing margins. 

A margin is a fixed percentage of the value of transac- 
tion to be paid at the time of placing the buy order. Indian 
equity markets use the “Т+2 day’ settlement system under 
which trades initiated on day T are settled on day Т+2, 
with margins payable on day T. Consider Mr A, who 
agrees to purchase 100 shares of xvz at Rs 350 apiece 
on June 3. The stock attracts a 10 per cent margin. 
Mr A is required to pay 10 per cent, or Rs 3,500, 
on June 3 even though the transaction con- 
cludes on June 5. 

There are three types of margins applicable 
in equity markets: the value at risk (VaR) mar- 
gin, the extreme loss margin and the mark to 
market (MTM) margin. The margin payable 
upfront is the sum of VaR and extreme loss 
margins. Let us consider these in detail: 


VaR Margin: It gives an estimate of the 
maximum loss that can occur in a day. For 
example, if a stock has a VaR of 7 per cent, 
then under normal trading conditions, it 
will not lose more than 7 per cent of its 
price till the next day. VaR has two main 
determinants: volatility and liquidity. 
While volatility is measured using stand- 
ard deviation, liquidity is gauged via 
impact cost. VaR margin tends to be 
high for stocks that are volatile and have 
low liquidity. 


Extreme Loss Margin: It covers 
losses that are beyond the scope 
of VaR margin. Ii provides an 
additional layer of security 

and the exchanges 

calculate it at the 


beginning of each month. This margin is determined by 
volatility and value of the transaction. 

Margin rates are available on the BSE and NSE websites. 
The sum of VaR and extreme loss margins gives an idea 
of the stock's variability. The higher the stock's unpredict- 
ability, the higher the margin. 


MTM Margin: It is calculated at the end of the day, con- 
sidering the difference between the market price and 
transaction price of the stock. It is collected before the 
start of trading on day T+1. MTM covers the risk of default 
due to change in stock prices. 9 

Courtesy: Money Today 
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FOCUS-REVIEW 


Web Site 
Google's visual 
search app for 
Android devices 

is fun, but is still 

not nifty. 





The latest update for 
Google Goggles allows 
users to take a picture 
of foreign language text, 
which the application 
analyses and translates. 
Say you want to see the 
menu at a Parisian café 
beside the Musée 
d'Orsay and wonder what 
Escargot means. Click a 
picture and voila! And if 
you are really confused 
about that pointy steel 
tower a few kilometres 
beyond the café, click a 
picture and Goggles will 
get you the answer. The 
irritating thing about 
Goggles is that it is not 
really fast. It also might 
not work for languages 
that do not use the 
Roman script. One rea- 
son for the success of 
Google's search engine 
was not just the superi- 
ority of its results, but 
the speed with which it 
delivered those results. 
Goggles is a fascinating 
glimpse into the future, 
but it has to get faster. 
Until then, you are prob- 
ably better off asking a 
Frenchman what things 
mean and are. 


We try out the latest entrant in the small car segment and Samsung's new superphone 


Middle-of-the-Road 


[ looks very 19605, а throwback to the 
old Austin Mini, with the bug-eyed head- 
lamps and rectangular tail lights. Its per- 
formance is positively middle-of-the-road. 
In fact, when driving through the city, you 
do sometimes feel that you are changing 
gears a bit too frequently, and while the car 
can be zesty, you really need to mash the 
gear lever to extract performance. One of 
the reasons for the rather uninspiring gear- 
ing seems to be the intent to make the car 
very economical. Test-driving through the 
Delhi traffic, occasionally in blinding rain, 
the Micra returned 14 kilometres to a litre 
of petrol, with the air conditioner on and 


@ Retro looks stand out; excellent 
fuel economy 


@ Top-end models pricey; quite 
average in terms of driving pleasure 


Price: Starts at Rs 398,000 
(ex-showroom, New Delhi); Micra XV 
Rs 528,800 (ex-showroom, New Delhi) 


Cut Above the Rest 


hat strikes you about the Galaxy S 

when you start it is the sheer 
brightness of the AMOLED screen that 
Samsung uses. This is definitely the bright- 
est phone in the market and works bril- 
liantly no matter what the lighting condi- 
tions are. You get so obsessed with the 
screen that you almost forget to notice how 
amazingly light the device is. Also, this 
Android device lets you install a lot of 
interesting applications and run them 
simultaneously. The Galaxy S's battery life 
is not bad per se, but when you load the 
phone up with applications and have some 
running simultaneously, it drains surpris- 


@ Brilliant and large screen; very light; 
fast processor 

Ә Battery life could be better; dictionary 
extremely irritating; camera could be better 





the music blaring. We drove the top-end xv 
model, which comes with a push-button 
start and automatic climate control, but it 
does cost a bit. The entry-level is aggres- 
sively priced, and though the Micra does 
stand out from the middling crowd, we did 
-KUSHAN MITRA 


miss the fun factor. 









Samsung Galaxy 5 





ingly fast. So, having a car charger for it is 
not a bad idea. That said, the device keeps 
running despite several applications and 
its memory management is superior to 
most other Android devices. -KM 





КАРІ 


— gue woe Ча з чар 





Sometimes rules 
are really made to 
be broken. The 
company rule- 
book should not 
become an excuse 
for poor customer 
service. 


Richard Branson, 


Chairman, Virgin Group, in Mint 







ANIL AGARWAL 


In the Firing Line 


The fortnight clearly belonged to Vedanta Chairman Anil Agarwal. A global 
leader in metals and mining, he surprised everyone with his proposed takeover 
of Cairn Energy's India business recently. The acquisition would have made him 
the richest Indian, zipping past Mukesh Ambani. But Agarwal's joy was short- 
lived as his group ran into rough weather in India. 

First, the government indicated that its go-ahead would be mandatory for the 
buyout. Worse, Vedanta Resources' India plans were jolted when the environment 
ministry turned down its bauxite mining project on tribal lands in Orissa and also 
issued a showcause notice to the related Lanjigarh refinery project. 

Agarwal has had a rough ride in India in the past as well. Exasperated with the 
bureaucratic sloth in India, he had relocated to London in 2003, where his group 
is now headquartered. His latest troubles will give him a lot to mull about. 


Policymakers did not get 
enough breathing space and 
the abruptness of change has 
been the main policy 
challenge. We moved from 
managing growth and 
recovery to managing 
inflation almost overnight. 


Subir Gokarn, RBI Deputy Governor, to wire agencies 





Women have a more inclusive work 
style and bring people together in 
problem-solving and can also take 
calculated risks when the need arises. 


TX. Mohandas Pai, Director-HR. Infosys Technologies, on why there 
are more women at the top in India Inc., in The Economic Times 
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CLASSIC BUSINESS QUOTE 


The optimist sees opportunity in 
| every danger; the pessimist sees 
danger in every opportunity. 
Winston Churchill 
















E 


BNP PARIBAS | The bank for a changing world www.bnpparibas.co.in 
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Committed to a changing India. 





Have the 
Commonwealth 
Games become a white 
elephant for taxpayers? 


Can't Say 
pe 1 .8% 


Results of BT Online poll; 
No. of respondents: 211 


Not surprisingly, the majority in our 
poll concurs that the Games is a 
white elephant. At the last count, it 
would set us back by a whopping 
Rs 40,000 crore. 

With more skeletons tumbling 
out of the closet of Games Organising 
Committee Chairman Suresh Kalmadi 
and his team, 
concerns abound whether the tax- 
payers' money is being put to opti- 
mum use. That a concerned Prime 
Minister himself is supervising the 
Games preparations is a testimony 
to the extent of mismanagement and 
bungling by the organisers. 

Now contrast this with the 
clinical efficiency and precision with 
which the Chinese went about 
organising the 2008 Olympic Games. 
It shows the 
distance India still has to travel 
before it can claim to have 
arrived on the global stage. 


Is the H-1B visa fee hike 
a discriminatory and 


protectionist move by 
the United States? 


www.Dusinesstoday.in 
to cast your vote 
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CEO Watch 


INDIA'S AND THE WORLD'S MOST TALKED-ABOUT CEOs IN AUGUST 





Ratan Tata 


Ratan Tata stays at the top of the charts in 
August. The succession planning at the 
$70-billion conglomerate hogged the head- 
lines with the pink papers debating the likely 
candidates who could take over from Tata 
and the challenges before the new Tata 
group helmsman. 

Infosys CEO S. Gopalakrishnan, too, was 
in the news — again due to the imminent 
change of guard at Infosys in 2012 when 
Gopalakrishnan will make way for, as 
speculated, Co-founder S.D. Shibulal. The 
current CEO is at number four on our list. 






















INDIAN CEOs Ratan Tata | TATA ә 
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India Inc.'s Tryst with Social Media 





Companies are promoting brands through social networks but it's early days yet. 





TOP 
INTERNATIONAL 
BRANDS 

ON FACEBOOK 

e Starbucks Coffee 
e YouTube 

e Coca-Cola 


e Oreo 
e Skittles 


NU 








VEDANTA 


Rs 44,160 с 


MBERS OF NOTE 


year now and already have 7.4 lakh 

fans. Their fan base is actually bigger 
than the biggest Bollywood stars. The Zoozoo 
YouTube channel boasts more than 70 lakh 
video views. 

Think the world needs more humour? 
Then you may like Active. The funny and 
adorable puppet (brand mascot) of Tata 
Sky's interactive services says he's "on a mis- 
sion to restore humour in this world" on his 
Facebook fan page. He has 20,000 fans and 
gets over 75 entries per post. 

These are just a few interesting examples 
of how a few Indian brands and services are 
now using social media — social networking 
sites, blogs, forums, microblogging, video/ 
photo networks — more efficiently. But by 
and large, India Inc., it seems, still gives social 
media a miss. According to digital advertising 
agency Media2Win's tracking tool for social 
media, there are over 200 Indian brands on 
Facebook across 20 categories. It shows that 
Zoozoo by Vodafone is the No. 1 fan page in 
India, followed by wrv India and FasTrack 
(Titan). These are the only pages with a three 
lakh-plus fan base. Almost 65 per cent of the 
pages have under 10,000 fans, showing that 
this is a nascent channel that brands have yet 
to fully master. 

So, what's holding Indian brands back? 


[e have been on Facebook for over a 


Rs 1.67 trin Rs 1.45 trin 


Rs 35,000 Cr 


Clearly, the concept of listening and being in 
conversation with the consumer is unfamil- 
iar terrain for brand marketers. Says Kunal 
Jeswani, Country Head (India), OgilvyOne 
Worldwide: "The key impediment for clients 
is moving from the mindset of focusing on 
brand campaigns to a mindset of focusing 
on daily conversations on areas of consumer 
interest." No wonder then that most market- 
ers still prefer the traditional marketing 
conduits. Also social networks like Facebook 
and Twitter are constantly evolving, making 
it tougher for marketers to keep pace. 

But most companies and experts concur 
that in today's agile marketing environment, 
as marketers look for interesting ways to get 
consumer attention, online advertising is 
bound to grow. "In this medium, a market- 
er's cost can reduce if he engages the con- 
sumer well and makes the consumer his 
advocate. The consumer will then spend his 
time and energy. not the marketer's money, 
to reach out to the masses,"says Krishna 
Kumar, CEO, Media2Win. Adds Anuradha 
Aggarwal, Vice President, Brand and 
Consumer Insights, Vodafone: "We need to 
go where they (consumers) are on the web 
and that is social media." Only it appears 
that it will be a gradual process over the 
next decade. © 
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The Asia-Pacific region is emerging as a giant market for health care services. Economic growth has ensured 
rising investments in hospital infrastructure and health care facilities. However, the health care system in 
India — already home to the most diabetic and cardiac patients in the world, and said to be the origin of the 
new “superbug” that is worying the West — is still woefully short of global standards. 


© Asia-Pacific Health Care Market Revenue 


Estimated $275 bn 


2009 MENS $245 bn 
2008 MEE $238 bn 












© Health Care Spending in Asia-Pacific 
5% 





65% 77% 85% 
© Predict 
O Diagnose 
16% 12% 10% етен 
© Monitor 
2007 2008 2009 
India's Report Card 








Social Insurance 
O How Health © Break-up of 
Care Government 
Spending Funding 12% 
Stacks Up Insurance Centre 
Out of pocket 71% 










1990 2000 

The H-1B visa is created to The H-1B cap is raised temporar- 
meet shortages of specialised ily to 195,000 for FY2001, 2002 
workers in the US. A cap is set and 2003, as software services 
at 65,000 visas every year outsourcing takes off 
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© India in Global Health Care Ranking, 2009 
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RNMENT SHARE OF 
L HEALTH EXPENDITURE 





O India's Public and Private Share of Hospitals 
By 2015, top-tier hospitals are expected to account for 40% of all hospitals. 





2015 30 E | | 


Nursing homes  Mid-tier — Top-tier 


© Changing Times... 


e India's health care market is 
$23 billion and growing at 
over 30 per cent every year 


* Private hospitals in India 
meet or exceed international 





Govt hospitals 


pg 





©... But There's a 
Long Way to Go 


* India ranks 171 among 175 
countries in public health 


care spending 


• The low health insurance 
penetration rate in India 


17% 
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Can This Bird Fly? 


THEN: “Honestly, I don't like publicity,” says 
Jatindra Narayan Gogoi, looking more like a 
seasoned professor in his light blue full-sleeve 
shirt than the Managing Director of Air 
India. That's the 57-year-old's way of explain- 
ing why he stays away from the limelight. al- 
though the national carrier he's been piloting 
for 17 months has finally started pulling its 
nose up after six consecutive years of drop. 
The interview to ВТ, he claims, is only his third 
ever. But novelty, be it a media interview or his 
new job, is apparently not one of Gogoi's 
problems. The man, who joined the carrier 
way back in 1969 as an engineer, is said to be 
a quiet, details-man, who's happy doing 
things behind the scenes than under the me- 
dia spotlight. To be sure, part of Air India's 
turnaround work was started by Gogoi's 
predecessor Michael Prem Mascarenhas 
(the pro-disinvestment man was charged 
with corruption and dismissed by the 
Ministry). But the credit for giving it a 
greater thrust goes to Gogoi, who as Director 
(Finance), initiated sweeping cost-cutting. 
The result: A profit of Rs 15.44 crore finally 
showed up on the bottom line last year. But 
this, he says,is just the beginning. The target 
for this year is Rs 24 crore, although Civil 
Aviation Minister Shahnawaz Hussain 
wants the figure to be higher. 


NOW: Air India is in dire straits. The losses of the 





quality standards is а cause for concern . National Aviation Company of India (NACIL), formed by 
* Medical tourism industry e Nearly one million Indians die > the merger of Air India and Indian Airlines in 2009-10, 

stands at Rs 1,200-1,500 every year due to inadequate = are estimated to be in excess of Rs 12,000 crore. Like 

crore in revenues health care facilities = most PSUs, its Achilles heel remains its mammoth work- 

Source: ISI Analytics force. Many experts feel it's time to put it on the block. 

2003 2009 2010 

in the run-up to the US Presidential US government data for The US proposes to increase 

election, the H-1B programme 2008 reveals that 5.7 H-1B, LI visa fees by $2,000. 

draws flak. A Bill is moved bv lakh Indians were is- Indian firms will now have to 








STRONG DEMAND 
FOR ECONOMY 
HOTELS IN INDIA 


GILLES C. PÉLISSON, Chairman and CEO 
of Accor, one of the world's leading 
hotel chains, spoke to 875 ANUMEHA 
CHATURVED! about his India plans. 


We have eight Accor hotels in India 
at present, and we hope to become 
the leading international hotel 
operator here with 90 hotels by 
2015. We have hotels under the 
brand names Mercure, Ibis and 
Novotel, and hope to add three 
more brands — Sofitel, Pullman 
and Formule 1 — to our list next 
year. Between now and the end of 
2012, we'll launch 21 hotels, adding 
over 4,800 rooms to Accor's 
Indian network. 


We see a strong demand for 
economy hotels here, driven by 
significant and consistent growth in 
domestic travel and improved 
infrastructure. Ibis fits both business 
travellers and family. Our four-star 
brand Novotel comes next and we'll 
open 13 Novotels in three years. 


Our rollout in India has been 
relatively slow due to the various 
clearances required. It takes longer 
to build hotels here as opposed to 
other countries. It's a part of our 
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"Global Investors 
Remain Bullish on India" 


AHUL BAJORIA, Regional Economist at Barclays Capital, one of the world s largest 
investment banks, was in India recently on a whistle-stop business tour. In an 
interview with BT's КАЛУ BHUVA, Singapore-based Bajoria shared his views on 
declining industrial growth, capital inflows and interest rate outlook in India. Excerpts: 


The moderation in the industrial growth is a function of a higher base. 
Around the same time last year, there was a significant pick-up in growth mo- 
mentum. The sequential moderation seen over the last three to six months is 
not something we should be overly concerned about. The levels at which we 
were growing in the second half of last year were clearly unsustainable. Over 
the next three months, we could revert to decent growth numbers. 


Most equity investors remain structurally bullish on India's growth story. 
This year, more than 50 per cent of equity inflows in Asia have come to India 
even though relative valuations are slightly expensive here. We may see some 
moderation in inflows, which will be a healthy correction, as globally growth is 
likely to witness moderation, impacting the risk appetite of investors. 


RBI has not specified the neutral rate of interest and the corresponding levels 
of inflation and growth will determine this neutral rate of interest. The central bank 
is likely to pause after its September meeting to reassess the net impact on credit 
demand, deposit growth and the liquidity situation. If RBI remains comfortable with 
the current pace of rate hikes, it could restart its rate hike cycle from the next finan- 
cial year. We expect only one rate hike to come through in the current year. 


To gauge a neutral rate of interest one needs to determine the trend rate of 
growth and inflation. Over the last few years, RBI has been increasing its comfort 
levels on inflation. With inflation at five per cent and GDP growth at 8-8.5 per 
cent, the neutral rate of interest could be pegged between six and seven per cent. 
Depending on the nature of business cycle, the neutral rate could move up or 
down by 50 basis points. 
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Earthquake Protection 


Last fortnight, heavy rainfall followed by a minor earthquake of about 2.6 
on the Richter scale killed 10 people in a Mumbai building collapse. With 

scientists predicting an increase in seismic activity around the megapolis 
in the future, isn't it time you insured your property from nasty tremors? 


A quick refresher on what causes the earth to quake. Simply, quakes 
are the earth's way of releasing stress. When the earth's tectonic 
plates move against each other, stress is transferred to the outer 
surface of the earth or the lithosphere. 





Tall and short 

As this stress is released, the ground shakes. 
Typically, tall buildings tend to shake more 
than shorter ones. And structurally poor 
buildings, tall or small, collapse. There are two 












ways to protect buildings from earthquakes: 
build them stronger (better engineering, 

reinforced construction material, etc.), 
or retrofit them with quake protection. 







Shake stopper 
One of the widely-accepted ways of 
making a building quake-proof is by 





installing ‘dampers’, which look like 
gigantic shock absorbers. Dampers 
absorb and dissipate energy 
generated by the tremors and release 
it as heat. When the building shakes, 
the dampers restrict the swaying and 
thus prevent structural damage to the 
beams and columns of the building. 
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Just Wondering 
Mumbai's Missing BRTS 


As Mumbai's lifeline, its suburban railway network, shows some serious 
clogging, there has been some talk of implementing a bus rapid trans- 
portation system (BRTS) in the city on the lines of Ahmedabad, Pune 
and Delhi. So far, just that has happened - talk. A BRTS network re- 
quires bus lanes in which 15,000-plus passengers can travel at high 
speeds. Initially, the planning agencies of Mumbai felt that such a net- 
work would not be feasible due to narrow roads in the city. But the suc- 
cess of the BRTS network in Pune and the keenness of the Central gov- 
ernment to implement low-ticket urban transportation systems made 
the city's planners rethink. However, precious little has happened on the 
ground for the Rs 1,300-crore project which was first mooted four years 
ago. Last heard, the Mumbai Metropolitan Region Development 








Authority was rustling up a report for the 

Central government which, in turn, 

would push it to the World 

Bank for funds. The 

timeline for the 

project's implementa- 
tion: about three 
years from now. 
Hopefully, this won't 
be another bus that 
will be missed. 





30 BUSINESS TODAY September 19 2010 


чык: туу 


Hic, | Quit 


Be it Rocky Balboa on reel or the legen- 
dary Seabiscuit in the Derby, America has 
always loved its underdogs. Steven Slater, 
a nondescript flight steward with low cost 
airline JetBlue, joined this select band of 
American sweethearts when he quit his 
job in style. After an abusive passenger 
bumped the vet- 
eran steward on 
his head with her 
suitcase, Slater 
walked to the in- 
tercom and 
launched into an 
invective-laced 
resignation speech. 
Once done with the 
words, he punched the 
emergency exit button 
and slid down the emer- 
gency chute, swigging 
beer. The passengers cheered, 
netizens approved with over two 
lakh adoring members on his 
Facebook and an American hero 
was born. In comparison, rewind 
back to what sacked Jet Airways 
employees did two years ago. They 
ganged up and went to Maharashtra 
strongman Raj Thackeray, whining. Style 
and coolth is not a generic trait 

in airline staff, eh? 


Snoot Corner 
Pouring the Bubbly 


Well, modern science scores one more 
victory. And the fizzing question the math- 
heads have solved is: how does one pour 
champagne into a glass? The correct way 
to pour the bubbly is to emulate the beer 
drinkers. Pop the bottle, tilt the glass and 
pour it along the side of the glass, just like 
beer. Fellow snoots, shed a few 
dignified tears. And make sure 
that the champagne is cooler 
under four degree Celsius. 

In the latest issue of the 

Journal of Agricultural and Food 
Chemistry, scientists have 
reported that pouring your 
expensive bubbly like your 
Rs-100-a-bottle beer, preserves 
the taste, aroma and the feel of 
the champagne. How? Supposedly, 
the carbon dioxide concentration in the 
champagne is preserved best when 
poured in the manner favoured by beer 
guzzlers. So the next time you lay your 
hands on a champagne bottle, uncork it 
like a snoot but pour it out like a sailor. 
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avericks. Free thinkers. Rebels. 
They are impatient but result- 
oriented. They live for today but 
are defining the future. They 
| seek out mentors but seldom 
3 put anybody on a pedestal. They 
тау not be visible in their workplaces but their 
` output is. 
. Meet the archetypal conundrum facing India 
Inc.: twentysomethings in its workforce. 
y Organisations are bending over backwards to 
accommodate the "brat generation" that sticks to no 
- rules but its own. In a country where one in two 
\ Citizens is younger than 25 years old, hirers had bet- 
—— because they represent the 
y human capital of tomorrow. 
NU are a little bolder than earlier generations 
y are less mature," says M.S. Krishnamoorthy, 
yr Vice President and Head of Human Resources 
^conomv conglomerate Larsen & Toubro (L&1). 
t's enough to make it change and shake up its 
ary Уу processes. At the 72-year-old company that 
jire 5 1,500 freshers every year, twentysomethings 
| chan hging the way the company functions — right 
бео on social networking to the way it de- 
s employee benefits. 
а рат of Facebook, well almost. 
rees, all 40,000 of them, are free to form 
ифа the organisation and, well, 
опр themselves. The company still 
vns on Twitter and Facebook. but 
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ets. Retirement benefits have been discon- 

r the new recruits, parts of salaries 

i "mm paid as loans are being done away 
N No we cash it out because youngsters want 
y yin n hand rather than security in the long 
" says the company's HR head. 

гіз is rapid changing and the picture is not 
ent elsewhere in corporate India. The 
Jh ne hing generation is indeed re-writine the 





When stagnant, 


hings are changing the Indian 
— mostly for the better. 


try is where the change is sweeping. "We have 
changed to keep pace with youngsters," says Ajoy 
Mukherjee, the head of Global HR at Tata 
Consultancy Services, where the average employee 
age of 28 years is considered high by industry stand- 
ards. Think of a company like Infosys Technologies 
expanding its workforce by one-fourth every year by 
mostly hiring fresh graduates 20-22 years old. 


Rapid Growth, Growing Demands 
Talent managers look at the trend from a macro per- 
spective, It's not a change in individuals, it's a change 
across the board because India is a dynamic economy 
that is sucking a young population (median age 24.4 
years) into its workforce, they reckon. Human capital 
expert and chairman of staffing firm TeamLease 
Services Manish Sabharwal gives his rationale: “When 
things are stagnant, they are biased towards the older 
generation. When they are changing, things are bi- 
ased towards younger generations.” 

The mindsets of the new entrants in the work- 
force have changed as the Indian economy has 
grown rapidly. The generation that has grown in the 
post-liberalised era — a five-year-old in July 1991 
when India embraced market reforms would be 24 
today — just does not have the hoarding, saving 
mentality of earlier generations. There's a desire to 
acquire — higher compensation, instant recogni- 


tion, learning. the power to make decisions and, 
above all, a desire to have absolute control over their 
careers and life. 

Behavioural experts will have you believe that this 
generation has been brought up very differently from 
the past generations. "They have been mollycoddled 
and showered with the kind of attention not naid ta 


m —— bow long we will the older generation. When changing, they 
What has decisively changed at ı&r are pay are biased. towards the younger generation 
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had the luxury of choosing my employer even in a downturn 

when my batch, class of 2009, at the Management Devel- 
opment Institute was roughing it out at placements. Other 
things being equal, the location clinched it for me and | joined 


Maruti Suzuki in May 2009. 


Yes, it’s true that the image of a brand is vital and | did 
not want to settle for anything less than a market leader. 
While you are on a learning curve, it's best to learn from a 
leader. | was pretty sure | will get great cross-functional 
exposure at Maruti Suzuki that І joined over one year ago. 

Soon after joining work, | wanted to know what was there 
for my career in it. What's wrong in asking that? | need to 
understand how | am going to grow in my company. What's 
their plan for me? And are these plans in tandem with my 


own plans? 


What keeps me at my company is my empowered environ- foe 


ment and that's not just rhetoric. | have a lot of freedom and 
flexibility in what | do. That's important. You can tell me what 
| need to do, but the ‘how’ should be left to me. 

Just the other day, my father was asking me to join his 
well-established business of publishing. | always have that 
option, but | don't want the world handed over to me on a 
silver platter. Sure, | have entrepreneurial skills. Ten years 
down the line, may be ! will look for something new in my 
father's business, but right now | am preparing and 


working for it. 


Chatrath, Senior Consultant, 
Leadership and Talent Consulting. 
Korn/Ferry India, an executive search 
firm. So, they have more self-worth, 
and for organisations, they are both 
high performance and high mainte- 
nance (read demanding) assets. 

This generation of twentysome- 
things does not respond to com- 
mand-and-control type of manage- 
ment. Give them work, tell them 
what is expected and you will per- 
haps get better results than what you 
were looking for. "That's great for 
them as individuals, but each of 
these traits means a new challenge 
for people managers," says TCS's 
Mukherjee. "For something as simple 
as writing code, TCS gives its employ- 
ees ample freedom to find their way 
around. All they are given is the re- 
quirement and the deadline." 
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Plus. of course, since they have 
been encouraged to ask questions by 
their parents, it is natural for twen- 
tysomethings to put posers to their 
employers. "This generation is not 
afraid to ask questions and definitely 
wants answers," says Mukherjee. 
who is championing internal com- 
munication like never before at one 
of India's oldest information tech- 
nology outfits, Tata Consultancy 
Services. (See Mr Rapidfire, page 50.) 

A need to feed new challenges 
translated into frequent job rotations, 
he adds. which has kept attrition 
down at 13.2 per cent at the moment. 

The speak-its-mind generation 
creates some uncomfortable mo- 
ments even for their business leaders. 
At a multinational in Gurgaon, the 
company head found himself 
amongst sceptical young employees 
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when he announced a health initia- 
tive for the organisation, because he 
happened to be a chain-smoker. It's 
been a year since the company head 
quit smoking (See The Art of 
Listening, page 39) and the health 
initiative is a roaring success. 

The young are not afraid to make 
fools of themselves when speaking 
their minds. "You have to be young 
and stupid to be old and wise," sums 
up Atul Bansal, a 24-year-old man- 
agement trainee at Bharti Airtel, 
with an attitude almost as big as his 
company's network. (Read about 
Bansal in Theatrical Inc., page 46.) 


Win Some, Lose Some 

How many managers find them- 
selves struggling for attention from 
that high performer sitting coolly at 
his workstation, earphones firmly in 
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rest of the workplace? Of course, 
even the boss competes with iPods 
and social networking sites for his 
attention. Or what will the manager 
do with a brat who speaks her mind 
far too often for comfort: 

Organisations are searching for 
answers. Some like Bharti Airtel and 
the world's leading mobile phone 
maker Nokia have long started reverse 
mentoring. while others like car- 
maker Maruti Suzuki and Genpact, 
the No. 1 business process outsourcing 
company in India, have overhauled 
appraisals to ensure instant gratifica- 
tion to this set of employees. 
Appraisals are not just once-a-year 
increments. Feedback, if not incre- 
ments, is given all through the year. 

Maruti Suzuki's Managing 
Executive Officer (HR, Finance and 
rr) S. Y. Siddiqui says fresh- 
ers are very anx- 
ious about their 
careers from Day 
One at their job. : 
"They want em- 
powerment and 
they want to experi- 
ment," he says. So, 
for the first year 
when freshers work 
on projects, they are 
free to experiment and 
fail."They are given 
projects and they are not account- 
able for these." 

The youngsters will have you 
believe that it's not about only career 
and money. "Work-life balance is 
important. I have life beyond work,” 
says a 27-year-old Tes employee who 
quit his very first job in three months 
because he did not have enough time 
for himself. 

Typically, work for a twentysome- 
thing "is not life and they know exactly 
how to have a work-life balance," says 
Sandeep Kohli, Head of нк at audit and 
consulting firm Ernst & Young. 

Such an outlook also means 
challenges. "If you tell these employ- 
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significant partners cannot go, they 
will not take up the offer,” says Aquil 
Busrai, a former talent manager at 
companies like Shell, Motorola and 
IBM India. Busrai, who is in his early 
60s, went to Etah, one of the dis- 
tricts of Uttar Pradesh, for two years 
early in his career. 

Sure, organisations have been 
quick to identify and tap the atti- 
tude of this generation. Biggies 
across sectors have charted out 
impressive young leader pro- 
grammes. "Spotting young leaders 
as early as that (between 20 and 
30) is important and that evolution 
is happening because this genera- 
tion has the ability to adjust and 
adapt," says Korn/Ferry's Chatrath, 
who is also a leadership expert. 

But is that enough? 
Should the future 
course of the work- 
place be decided by 
the demands of these 

youngsters? Human 
resource experts of- 
ten tell you that 
the some of the brilliant 
twentysomethings 
perform at an indi- 
vidual level but fail to 
merge their identities 
with the team. Pankaj 
Bansal, Co-founder and СЕО of HR 
consultancy PeopleStrong, warns that 
some companies may be overdoing it 
by overhauling internal structures to 
meet the demands of a demanding 
twentysomethings workforce. All of 
them, he warns, will not be high per- 
formers. "Do they all bring tangible 
value to the workplace," asks Bansal. 
Chatrath agrees. In her experience, 
when twentysomethings are filtered 
for leadership. just five to seven per 
cent make the cut. That's a sobering 
thought even as you read about 11 
youngsters changing India's work- 
place on the following pages. © 
WITH INPUTS FROM 
ANUSHA SUBRAMANIAN 





GenY wants instant gratification 
Everyone looks for gratification. That" 
more to do with how fast-paced life is 
now and not really a generation cliché 
GenY may be aggressive, but not 
overly aggressive. The only reference 
point | have is Microsoft. It's not that 

| have been left wanting gratification. 
My long-term may be two years and 
not four-five years, but this is an 
accusation that is not always true. 


No concept of loyalty 

Of course we are loyal! If by chasing 
my passion for technology | can grov 
in my job, | can stay in this company 
for 10 years. | have seen that many 

a time my peers do not have clarity 
on what they are looking for in a job. 
Then you've got to leave. If you have 
meaningful communication at work, 
then loyalty finds it way. 


It's all about money 

Depends. As long as compensation i* 
at par with the industry, | don't see 

a lot of grumbling happen on that 
count. It varies from person to perso 
Obviously, | will not take up a job tha 
pays me less. But | don't agree that 
remuneration is a top factor. If you a 
the highest paid guy around, but do 
not enjoy your work, what's the poin 


GenY asks too many questions 
Well, | plead guilty to that. We are 
candid and do ask too many questions 
That's because we want communicatie 
to happen. | also want constant 
communication on what | am doing 
and how | am doing it. 





linimum Input. Maximum Output. 
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Kyocera - The revolution in 
Multi-Functional Products 


The initial investment in a MFP 
is just the beginning. Limited reliability 
and productivity invariably increase 
indirect costs. 


The Kyocera MFPs are affordable and 
designed with durable, long-life 
components. They require minimal 
maintenance as well - just what a 
growing business might appreciate on 
its way to greater things. 
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ADOBE INDIA | Photography and 


Freedom of Choice | 


ecruiters at Adobe India, like peer companies that trawl engineering campuses for 
new hires, are being asked questions no one bothered about five years ago. "Five years 
ago, it was about product and technology,” says Jaleel Abdul, Human Resources 
Director. "Now we are asked: “Who are you? What's your plan about work-life balance?" 
Adobe has 1,700 employees in India and hires 150 youngsters with zero experience every 
year. "This group has redefined the way they get managed," says Abdul, who's in his early 40s. 
Ashu Mittal, 29, Project Lead for Pre-release team of Adobe India, tweets while she works 
and had 3,500 followers at the last count. "Using Twitter during work hours is like a coffee 
break." she says. 
For employees like her, Adobe has its own social networking solution, Yammer. Next: a 
solution that will enable two-way communication and work as an idea expression platform. 
But the bigger picture for Mittal and Developer Kriti Agarwal, 23, who has spent one year 
in Adobe, is the flexibility and life beyond work that the organisation offers them. "I have work 
hour flexibility, I have the freedom to innovate and I have a platform to showcase my talent." 
says Agarwal. Could I have asked for more," she asks. 
SAUMYA BHATTACHARYA 


| Twitter rule 


Т he company has changed itself to 


balance the work, and i of tts 
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ASHOK LEYLAND 


Turning Convention on its Head 


elled hair styled into a spike, a soul patch below his 

lower lip and, quaintly, an Orkut account with 

over 400 friends. B. Chandrasekaran — Chandru 
to friends and colleagues — resembles a typical member 
of GenY in a call centre or retail outfit. But at the 62-year- 
old truck maker, he clearly stands out. 

Chandru has clear views on what he does and what 
he does not. Facebook is too intrusive, tweeting is not cool. 
He loves to dance and has been learning hip-hop and 
gymnastics to make a mark when he hits the dance floor. 

At Ashok Leyland, or ALL, he is a high performer. In less 
than eight years, he has risen to become a deputy manager 
in charge of product development, from a trainee engineer. 
and is today part of the company leadership pipeline of 150 
managers іп a 4,000-strong executive workforce. 

When he joined ALL in 2002, the company was in the 








throes of a churn among GenY workers frustrated with 
managers used to hierarchy. "We were given a list of 
things to do and told how to do it. We were supposed to 
just deliver. That's it," he recalls. 

Things began to change in 2004 after ALL introduced 
"Mission yes” — an initiative aimed at engaging the GenY. 
Soon, seniors “began delegating a lot of work and responsibil- 
ity was shared", says Chandru. Today. in Chandru's team 
of 12 freshers, there is freedom to work, communicate and 
offer solutions. Decision making is transparent and each 
team member's contribution is recognised. On his calen- 
dar is the occasional dinner and, even. a trip to the disco 
with colleagues. By the time his department head knew 
him, "I was already four years into the company," 
Chandru, determined to learn from others' mistakes. 

N.MADHAVAN 
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Youngsters have been roped into pci and 
imparting agility to the company 
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business process outsourcing firm in India typi- 
cally sees at least one in four of its workers 
resign every year. When you are Genpact and 
employ over 40,000, that is nearly 10,000 resignations 
a year. And, if you count 27 per cent of your workforce 
under a restless 25, you try to understand what makes 
them tick. 

A survey showed work-life balance was a priority for 
78 per cent of its twentysomething employees. Most said 
work was indeed time-driven, not necessarily time-bound, 
and while money helps "buy stuff", work had to go beyond 
and present a meaning to them. 

Genpact's global Head of Human Resources Piyush 
Mehta, who calls GenYers тіс (short for technology savvy, 
life-balance seeker and craving for attention), has institu- 
tionalised a bunch of “common minimum practices". 
"This includes providing a 'buddy' to new hires, pre-hire 
orientation, pro-actively assessing propensity to attrite 
(some kind of an early warning system), among others,” 
he says. 

Case in point: Salman Rizvi, 20, who joined Genpact 
four months ago. He hails from Lucknow and walked into 
Genpact's offices a few months ago when he learnt about 
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A pre-hire emen lets 
newbies know-the co 


well even before they joi join 


openings. He went through eight — yes, eight — rounds 
of interview under the pre-hire orientation that gives 
potential employees a true picture of what is expected of 
them — warts and all. “One out of every six potential hires 
drops out at this stage,” says Indira Sovakar, Vice 
President, HR. 

Rizvi says he is in for a long haul at Genpact. Barely 
a month into his first job, he was selected to go to the 
United States for onsite training. “I was shivering when 
І went for my visa to the Us embassy in Delhi,” says the 
commerce graduate from Lucknow University. Next, 
Rizvi, whose friends tease him for an American twang 
he acquired while in Hartford in Connecticut (United 
States) for four weeks, wants to join a certification 
programme in accounts management for which he will 
be eligible after working for six months in the company. 
He has certainly acquired ambition. 

SAUMYA BHATTACHARYA 


See what others won't. 
The Bi-Xenon Headlamps 
with Cornering Lights. 





The Volkswagen Phaeton. 
www.innovationsforeveryone.com Volkswagen. Das Auto. 


Training on Tap 


n 2008 when Harshita Verma decided to walk away from her first job at 

an information technology services company after barely two months 

into it, she could have been accused of being too picky. Her reason was 
that she was "not comfortable with the structure" and the managers there 
had not defined her key result areas. 

Verma, who is Associate Manager - Corporate Brand and Relations at 
Apollo Tyres, has seen drastic changes in the way the tyre maker manages 
talent at the company. It skips top engineering and business schools and hires 
only from second rung institutes because their alumni stay longer. Apollo's HR 
chief Tapan Mitra has found another magnet for twentysomethings: a manda- 
tory, structured training programme. 

Still, faced with the challenge of engaging youngsters at their plants, the 
company has introduced the concept of mentors for its graduate engineer 
trainees at its plant in Baroda, Gujarat. "The environment at the plant is dif- BAJAJ ALLIANZ 
ficult. Not just for work. The mentors help youngsters deal with issues beyond ^ 
Work," says Mitra. Another change: performance feedback is now given every Two-minute 
three months instead of 12 months earlier. Lea 1 
Even as all this rolls out, Apollo Tyres and its young rnings 
and the restless are clear that salary hikes do not 
work as a retention tool. "Nobody wants lifelong 
employment. And they are very upfront about 
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uman Resource experts these 
days often tell you horror 
stories of attrition at insur- 


"i —* and Relations it," Mitra says. That's one learning India Inc. will ance companies — some practically 
pollo ` i ш S ы aeiae oo 

Tyres find hard to digest. replace the entire frontline workforce 
GenY FACTOR SAUMYA BHATTACHARYA every year. But Bajaj Allianz's Deputy 


ake me Manager of Underwriting Alok 
understand Pandey is an outlier — he has spent 


0 . 
Lec i cis three years at the insurer. 


Bajaj Allianz may have an an- 
swer to the rising attrition in corpo- 
rate India: two-minute training mod- 
ules for its people instead of 
instructor-led training or online 
sessions. On tap are modules in 
customer segmentation, time man- 
agement and the like. 

GenYers "want immediate re- 
sults," says Roopa Kochhar, Head of 
HR, adding smugly that the attrition 
rate among her 3,700-strong staff is 
22 per cent, far lower than the 
industry. 
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for us. If you want to be a global player, France is an essential business destination to be in. № 
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BHARTI AIRTEL 


Theatrical Inc. 


hey are so melodramatic. Subtle is not a word you 
could associate with this generation." Those 
words, of a manager somewhere, and echoed time 
and again through India Inc., have literally been taken at 
face value at Bharti Airtel. At the bright red and blue 
Gurgaon head office of India's biggest mobile phone 
services firm, two youngsters are stirring up the estab- 
lished process of India's top telecom service provider — 
through drama. Meet Teena Sidana, 23, and Atul Bansal, 
24, management trainees with the company's mobile 
commerce, or m-commerce, team. Their boss, Sriram 
Jagannathan, сво, mCommerce, wanted to present the new 
offering to senior executives — Atul Bindal, President, Mobile 
Services, Krish Shankar, Director, HR, among others — and 
wanted it to be different from a normal PowerPoint affair. 
Sidana, Bansal and a third colleague, who has since 


Flowing the success 





moved location, came up with a skit written around a week 
in a customer's life using m-commerce. Eyebrows were 
raised, but they were backed to the hilt by Jagannathan. 
Bansal wrote the script and the cast included managers, the 
vice president and general manager of the m-commerce 
team. To cut a long story short, the skit, performed before 
company leaders at a club near the Bharti headquarters, 
was a big success. “We have never done a skit in our life; we 
only wanted to innovate,” says Sidana. 

The innovation obviously did well. The concept of skits 
will be used for training frontline Bharti staff “to give them 
faster growth and faster learning”, says Shankar, the HR 
head. Shorter learning modules spread over six months 
and the introduction of “reverse mentoring” pairing high 
performers with top executives are becoming established 
practices at Bharti. SAUMYA BHATTACHARYA 


a skit presentation by trainees, 
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DLF PRAMERICA LIFE INSURANCE 


Ip 


mployee #26 at DLF Pramerica moved to the in- 
surer in 2008 from advertising when his boss at 
O&M quit. "I always wanted to get into brand man- 
agement. Here I could do that and set up the brand," says 
Kanwardeep Singh, Assistant Manager, Marketing, at the 
Gurgaon firm, adding that what you do at a start-up be- 
comes part of the DNA at the organisation as it grows. 





Singh. like many of his peers, has his life figured out at 
25. He wants to do an MBA and thinks "2012 is when it will 
happen and the ground work will start next year". In his 
sight are Indian School of Business, Hyderabad, mpi, Gurgaon 
and Institute of Management Technology. Ghaziabad. 
"B-school is the most important piece of the jigsaw. It cata- 
pults you to a level equivalent to a four-year leap." 

The impatience to get on with life shows up in a con- 
versation with him. For one, rr policies of his company 
drive him up the wall. "Structured processes get on my 
nerves," he says. "Of course, there is sensitive data and 
you can have restricted access to Internet, but not allow- 
ing social media to marketing guys like me when that is 
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the future of marketing?" 

His irritation is being noticed. pur Pramerica needs to 
"put employees like Kanwardeep in creative environments 
and not under layers of processes. It's radical and it's not 
easy, but it's doable”, says ceo Kapil Mehta. Already, the 
company that has 908 people today is at work. It has open 
office seating, organises monthly townhalls in the head 
office and branch offices, and it keeps work hours flexible. 
"We believe that more than observing work patterns. it is 
important to evaluate output." says Mehta. 

The flexibility to indulge the hobbies of workers such 
works, too. Even so, 





as Singh — making short movies 
Singh is clear where his loyalty lies at this stage in his ca- 
reer: a workplace that serves his learning needs. If the 
learning opportunity is huge and the salary gap not too 
much, he says, he will move to a job even at a lower salary. 
"He has absolutely legitimate expectations. The battle is 
in our minds," says Mehta, speaking for a large part of 
corporate India. 

SAUMYA BHATTACHARYA 
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TATA CONSULTANCY SERVICES 


Mr Rapidfire 


have an audience of 164,000," says Blessen Varghese, 26, an п 
analyst at Tata Consultancy Services, or rcs. That number — the 
staff count at TCS. India's largest private sector employer — defines 
Varghese's work universe. He is part of the internal communication 
team at the rr behemoth. a project that he chose to work on. Get that 
right: chose to. "Coming to work, doing something new and being ap- 
preciated is essential," Varghese says. His very first project when he 
joined Tcs four years ago was in instructional design. Since then he has 
moved in different roles like technical documentation and writing lead 
all through internal job openings. "This generation wants constant 
challenges and new projects." says Ajoy Mukherjee. Head of Global HR 
at Ics. “So, job rotations are routine: it helps with issues like attrition.” 
rcs was Varghese's second job and, after the chaotic environment 

of a newsroom at one of the country’s leading newspapers, a surprise 
awaited him. It was a youthful lot and the responsibility and respect 
accorded to him was refreshing. "I did not find anvone with what I call 
headwind," says the author of the meemallumumbaikar.blogspot.com 
(roughly translated as I, a Malayalee Mumbaikar), Varghese has а 
vantage view of the organisation from where he sits. rcs has changed 
dramatically. not the least because it has a new сво since October 2009. 
“We are increasingly encouraged to ask questions and a lot of emphasis 


is laid on internal networking," he says. SAUMYA BHATTACHARYA 
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| nation is made 
when taxes are paid 


The nation values your contribution, 
Mrs. Katkar 


Mrs. Kalpana Katkar has a 
restaurant in South Mumbai. 

For the past 5 years she has paid 
all her taxes honestly & on time. 


Her contribution has helped the 
government build roads, construct 
bridges, open more schools, provide 
medical facilities & overall contribute to 
the welfare of the nation. 





Nation building is not a one man show. Every one makes an 
important contribution to it, including you. By paying Customs, 
Central Excise & Service Tax honestly & on time you can play 
an important role in nation building. 





For more information on e-registration, e-payment & e-filing of 
Central Excise & Service Tax Returns log on to www.aces.gov.in 


INFOSYS TECHNOLOGIES 


Green Warrior 


he 65-year-old New Era School in Panchgani, a hill 

station in Maharashtra, hit the billboard with Taare 

Zameen Par, a movie built around a dyslexic child's 
troubles. For Hitesh Sharma, this was where he fell in love 
with nature long years ago. He had his first tryst with garden- 
ing and environment at the school — which he attended 
from the age of four — nestled in the Western Ghats. 

But it wasn't until much later in life that Sharma 
found an outlet for his green interest. At Infosys 
Technologies far away in Bangalore. After spending two 
and a half years working on a software project for telecom 
gear-maker Nortel, Sharma had his calling. Rather than 
spend years just as a coder, he decided to follow his heart 
and join a fledgling sustainability team at Infosys. 

The first person he approached was Rama N.S., the 
head of Infosys in Bangalore. "Infosys management is 
very supportive of these career track changes if you can 
provide them a working proof-of-concept of your plan," 
says Sharma, now 28. Infosys's contribution is valuable 
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DEEPAK G. PAWAR 


— it chooses to mentor with inputs from top managers, 
rather than just support the plan with cash, he says. 

So, in 2007, he became one of the earliest members 
of a special interest group or club called Green Connect. 
From just three members then, the forum today has some 
700-plus members and Sharma has even attended the 
Climate Summit at Copenhagen as its representative. 

Infosys allowed Sharma time during work hours to 
read up and experiment with biogas generators, study 
installations that failed and lean on in-house tech talent 
to make tweaks. Three months ago, a team he was part of 
installed two automated biogas plants fired by food waste 
in Bangalore and Mysore. 

Employees like Sharma "want meaning in their work 
and they want to be part of decisions that affect them", 
says Infosys HR Head Nandita Gurjar. Seventeen people are 
working on community empathy projects similar to 
Sharma's. All without leaving Infosys. 
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t IBM India, the biggest foreign-owned employer in 
India, HR mavens are busy looking for ways to 
foster better cross-generational understanding. 
Not just between those in their 40s and Gen Yers. The plan 
is much more granular: train thirtysomethings on how to 
deal with hires in their early twenties. 

"Our twentysomethings are passing through a world of 
globalisation. They are aspirational, tech-savvy and expect a 
lot from life. Engaging these youngsters is high priority for us,” 
says Chandrasekhar Sripada, Vice President and Head, HR, IBM 
India and South Asia. Talent experts like Sripada also have a 
bone to pick with connecting high attrition to youngsters. "It's 
about opportunity," he says, with a hint of exasperation. 

Not that IBM itself is taking that as a fait accompli. A 
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s at IBM 


Fine Art of Controlled Innovation 


slew of platforms are ready to meet the aspirations of its 
twentysomething employees. Flexibility, social networks, 
blogs, idea-sharing and work-life balance are practices 
that have been established at IBM in recent years. 

Such efforts have professionals such as Anshu Jain, one 
of the youngest researchers in the ївм Research Labs at 
Bangalore, sticking on for four years. "It's the freedom and 
legacy and the chance to work with some of the best brains" 
that has made him stay put. Peel the onion a bit and the нк 


tightrope becomes clear. "I should be told what I am ex- 


pected to do, but not how I should do it," Jain stresses. It will 

be worth watching who gets trained in Sripada's experi- 

ment: the twentysomethings or the thirtysomethings. 
SAUMYA BHATTACHARYA 
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HOW CAN INDIANS 
STAND TALL GLOBALLY? 
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Anew infrastructure of efficiency rises on the 
Indian Logistics horizon heralding a new dawn of profitability. 


For far too long, Indian enterprises have 
struggled with inefficiencies, roadblocks 
and bottlenecks at various stages in the 
logistics chain, neediessly inflating costs. 
This causes a drain in profitability and 
Indian businesses losing out on 
competitive advantage. 


The time has come for every Indian to 
look forward to a new India. An India that 
will rise powered by an efficient logistics 
infrastructure. An empowerment, that 
will see Indian enterprises compete with 
the best in the world and the world to 
recognise India's unrivalled potential in 
global trade. 


Arshiya International is spearheading a 
revolutionary transformation of the 
logistics sector in India through 
innovative solutions, with a phased 
outlay of 7,468 Crore. Arshiya has set 
up several independent divisions to 
seamlessly integrate all its services to 
bring about considerable time and cost 
saving to boost profitability. 


Arshiya FTWZ 

Your partner in international trade, Arshiya 
International Ltd. has, in August 2010, unveiled 
India's first Free Trade and Warehousing Zone 
(FTWZ - sub section 7A of the Foreign Trade Policy 
2004 - 09, governed by the SEZ Act 2005 and SEZ 
Rules 2006), at Panvel, Mumbai (24 Km from JNPT) 
across 165 acres. This Game Changer will unleash a 
new order of efficiency in the logistics sector, 
unlocking countless benefits 

b 24x7 Customs Clearance 

$ Deemed Foreign Territory 

P Duty Deferment Benefits 

P Customised Warehousing Facilities 

$ Networked Road-Rail-Sea Connectivity 

P Trade in Foreign Currency 

P Hassle-Free Re-Exports 

P High inventory Visibility 

This world-class infrastructural support would 
bring about significant time and cost efficiencies to 
imports, exports, re-exports and value additions. 


Very soon India will see its second FTWZ at Delhi 
(315 acres) followed by Nagpur (110 acres) with 
plans afoot for two more in the south and the east. 


Arshiya Rail Infrastructure 

Your alternative to road transport, Arshiya Rail 
Infrastructure offers a mega infrastructure with 
dedicated container trains, customisable wagons, 


state-of-the-art terminals and facilities, 
customisable routes and major savings. 


Arshiya Domestic Distripark 

Your strategically-located regional hubs, 
Arshiya Domestic Distriparks lets you be 
networked with rail infrastructure and arterial 
freight corridors, to accelerate movement of 
goods, reduce working capital and bring about 
significant savings. 


Arshiya Supply Chain Management 

Your innovative end-to-end solution provider, 
Arshiya Supply Chain Management analyses, 
identifies and roots out all inefficiencies 
and re-engineers the supply chain through 
a neutral perspective to bring about 
unexpected savings. 


Arshiya Logistics 

Your one-stop partner, Arshiya Logistics is fully 
responsible for all shipments from origin to 
destination. Finding cost-effective solutions 
along the way. 


Arshiya Technology 

Your integrated IT backbone, Arshiya 
Technology empowers 24x7 tracking, product 
visibility with instant access for feedback 
and analyses 


For understanding how FTWZ can be a game changer for your business, 
please call us at +91 9819884476 or +91 9773030626 or email us at nitesh@arshiyaintemational.com 


Registered Office: Arshiya International Ltd., 
Arshiya House, 3rd Floor, M.I.D.C, Road No. 13, 


Corporate Office: Arshiya International Ltd., 
301 Ceejay House, Level 3, Shiv Sagar Estate, F-Block, 


Ars hiva’ 


ast month, I was asked to pro- 

vide career counselling to a 

client's daughter, a bright and 
qualified young lady who had dab- 
bled in communications and re- 
search and now was considering a 
career in recruiting. I ran her 
through my early days in the profes- 
sion, throwing out anecdotes of the 
heady days of the 1990s, when the 
first foreign brokerage set up shop, 
the Disinvestment Commission, the 
faxes coming in from American 
companies setting up shop... whenI 
stopped short. She had no context 
about what I was saying. She was 
five years old then. While I gave her 
some advice on how to navigate her 
career, I started thinking about 
what India Inc. needs to do to man- 
age Gen Y. 


First, understand the context. 
Their expectations from careers, life 
and the environment are shaped by 
their teen experiences, which are very 
different from those of GenX, or the 
post-Independence experiences based 
on which the classical workplace is 
still structured. While these voung- 
sters may have grown up in a rela- 
tively more privileged context, they 
have an appreciation of the world 
which is very different from GenX. We 
wrote letters, sent telexes, faxes, e- 
mails — and now we all fret if the text 
or the BlackBerry Messenger message 
is not responded to instantly. 
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‘Wh 


When things don't work in India, we 
know how much better we have it 
today, because in the good old days, 
it took us four months to get a phone 
line. Our parents witnessed Partition 
and the Chinese aggression; we saw 
anti-Sikh riots and the demolition of 
Babri Masjid. For GenY, their horror 
stories are the 26/11 attacks and 
single parent families. 





Brought up to ask questions, the 
“Why Generation” will do so with 
authority and confidence. Teach them 
how to do it appropriately in the cor- 
porate context. As opposed to the rela- 
tive command-and-control type of 
management of yesteryears, there 
is a greater need for them to under- 
stand their role in the organisation 
and how it all fits in. 


Define expectations. 
Don't assume that they 
already know the unspo- 
ken rules that we take for 
granted — from work 
hours, dress codes, use of 
technology, appropriate com- 
munication to timelines for job 
rotations and development op- 
portunities the organisation 
can provide. 


Instant responses are the 
norm. An instant messaging style 
response is expected. They need at- 
tention in the form of feedback and 
guidance. You really don't want to 
wait for the traditional annual 
appraisal cycle to give feedback or 
set development objectives. 


Expectations for 
V Generation 
















Accept technology. Understand the 
place that technology has in their 
world, our world, work and play. 
Ignore online networking at your 
peril. Do you have a Facebook strat- 
egy? Or a LinkedIn strategy? Have 
you ever reviewed a video resume: 
Have you heard of KineticGlue? 


The concept of loyalty is different 
today as many employers no longer 
provide employment for life. Gen Yers 
will experiment, reinvent themselves 
and try different things. Think about 
how to harness this within the con- 
text of the firm. Some firms offer 

sabbaticals, study subsidies, flexi- 
time or projects. 


Leverage their strengths. Their 
comfort with technology. 
their concern for the 
environment, their glo- 
bal connect, their 
confidence, their 
impatience. Godrej 
Industries has a GenY 
shadow board that works 
with its main board. 
Eventually, much of the 
advice that one can give compa- 
nies for managing GenY reads 
suspiciously like the advice they 
received for GenX. Provide chal- 
lenges, accept change, mentor 
youngsters, allow flexibility, en- 
courage development, make work 
fun, and above all, communicate. 
The writer is Chief Executive India & 
Member - Global Operating 
Committee, AltoPartners 
and Accord Group 


Excellence 1s not a 


one-time achievement. 
Its a habuit. 


VIT is rated among India’s 
top 10 Premier Institutions for the 
3" year in a row and has moved up 
to the 8" position in India Today's 
survey of India’s best colleges. 
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In the post-Kamath era, the ICICI Group has a new game plan 
for growth and a new team to execute it — but will it 
miss the old guard? sv ANAND ADHIKARI and RAJIV BHUVA 


ovember 27, 2000: 
At General Electric's 
Fairfield headquarters 
in Connecticut in the 
United States, legendary 
Chairman Jack Welch announces that Jeffrey Immelt will 
take his place. This ends one of the longest succession 
planning exercises in history — it had started in 1994. On 
September 7, 2001, Immelt, who headed the medical 
imaging division, walks into the conglomerate's corner 
room. Four days later, terrorists crash planes into the 
Pentagon and the twin towers of the World Trade Center. 





58 BUSINESS TODAY September 19 2010 


The us economy, which is attempting to recover from the 
recent tech-wreck, slumps, and takes GE along with it. 
Immelt's baptism by fire has just begun. In less than 90 
days after GE gets its new СЕО, the two others in the succes- 
sion race, James McNerney and Robert Nardelli, move on. 
McNerney, who headed GE's aircraft division, joins technol- 
ogy giant 3M as its CEO. Nardelli, who was known as ‘Little 
Jack' after his mentor, goes on to head home improvement 
retail chain Home Depot. Immelt goes about the task of 
putting GE on the road to recovery and back to the glory 
days of Welch, during which growth was in robust double 
digits and the stock price zoomed. 


“Today, the 
ICICI Group has 
become a talent 
farm for the 
industry. We 
have created a 
lot of talent in 
the past five 
years, and in 
that sense we 
are not diflerent 
from a GE or 

a Citi ora 





December 19, 2008: At icici Bank's headquarters in 
Mumbai's Bandra-Kurla commercial district, CEO K.V. 
Kamath announces that Chanda Kochhar will succeed 
him at India's largest private sector bank. On May 1. 
2009, the former Joint MD picks up the reins against a 
backdrop of a global recession and a liquidity crisis in the 
global financial markets; Days before that, Shikha 
Sharma, considered as one of the candidates to whom 
Kamath could pass on the baton, calls it a day at icict's life 
. insurance subsidiary and moves on to head Axis Bank. 
Within 14 months of Kochhar taking charge, two other 
candidates screened for the top job, V. Vaidyanathan and 


to be in. Sure, she will miss the veterans who between 
them (Sharma, Vaidyanathan and Chatterjee) would have 
put in 56 years at the icici group. But, at a time when the 
bank has been continually, in Kochhar's words, calibrating 
its strategy to adjust to the changing economic realities, 
some fresh faces at the top would not be a bad thing at all. 

And again, as Kochhar is quick to point out, the top 
team may be new but it is by no means raw. Almost eve- 
rybody in the new team has spent between 15 and 24 
years at the icici group (see The New Guard at the Top). "I 
would not say it is necessary (to have a new team), but 
over a period, new jobs and new roles help in the personal 


How ICICI Bank's Business Model Has Changed 


The balance sheet has shrunk... 
W Total business* W Total assets 


3,11,246 
2,51,389 














2006 


4,26,375 


2007 3,44,658 


4,70,047 
2008 3,99,795 
4,36,657 
2009 3,79,300 
3,83,223 
2010 3,63,400 


*Deposits plus advances 
Figures in Rs crore as of March Source: BT Research 


Sonjoy Chatterjee, leave the ICICI 
Group. It's a new-look top deck at 
сї Bank — which has the chal- 
lenge of returning the bank to the 
glory days during Kamath's time 
when growth rates of 30-35 per 
cent were par for the course. 

No two succession plans are 
ever the same, yet the circumstances 
are not dissimilar. Both successors began their 
tenure in a challenging environment — after years of 
gung-ho growth that their predecessors could take credit 
for. If Immelt had to deal with a stock that just wouldn't 
move, Kochhar had to fight perceptions that icici had a 
huge exposure in a bankrupt Lehman Brothers (its expo- 
sure was actually minimal) even as back home the bank's 
adventurous moves in unsecured lending were beginning 
to backfire. And both Immelt and Kochhar suddenly real- 
ised that they had to build a new top team, as the wannabe 
CEOS jumped ship. 

In many ways, it's a delightful dilemma for Kochhar 
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„and with it the retail piece 
of the pie... 


W Retail WI Domestic corporate WM SME 
C Overseas branch Bil Rural 


„the retail loan book now 
has less risk in it 
W Home loans W Vehicle loans 


W Secured loans C Personal loans 
W Credit cards 




















growth of a 
professional. I 
have myself done 

many jobs within the 
group." says Kochhar, who has worked across Icict's vari- 
ous businesses, right from corporate to retail, from treas- 
ury to international. 

It's not just those who were on the succession shortlist 
that have bid adieu to icici Bank. What could also hurt the 
bank are the high-profile honchos who have left — a few 
were let go, insist ICICI Bank officials. Such departures have 
taken place across the group since Kochhar assumed 
charge. For instance, around the time Sharma left for Axis 
Bank, Renuka Ramnath quit as head of the venture capital 
arm. ICICI Venture, to branch out on her own. Months later, 









Figures in per cent 
are loans 
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Sudhir Variyar, a senior director at the venture capital firm, 
joined Ramnath. And in May this year, three more senior 
executives — a president Jayanta Banerjee and two direc- 
tors, Anand Vyas and Sunay Mathure — put in their papers 
to start their own private equity fund. At the time of writ- 
ing, Brlearnt that Nachiket Mor, who was also at one time 
considered a worthy successor to K.V. Kamath, and who has 
been heading the icici Foundation, was on his way out. 

Rarely does a company lose half a dozen of its top- 
notch talent in a little over a year. And when the organi- 
sation is the largest private sector bank, it's difficult not 
to take notice. "An organisation does get impacted if the 
top talent nurtured by them leaves in a huff," believes E. 
Balaji, сво, Ma Foi Management Consultants, a human 
resources service provider. 

Perhaps icici Bank has become a victim of its own 
success in creating a sturdy talent base. And just like 


The Benefits of De-growth 
ICICI Bank's CASA* is on the rise... 


39.6 41.7 421 inching upwards... 






Dec. Mar. 
2008 2009 2009 2009 2009 2010 2010 


*Ratio of current account, savings account deposits 


June Sept. Dec. Mar. June 


2.13 sept. 06 


to total deposits Figures in per cent 


Citibank and Hindustan Unilever (once upon a time), 
India's second-largest bank that employs 35,256 people. 
as on March 2010, may have become a ripe and ready 
farm for those looking to reap talent (see Poacher's 
Paradise). "When an organisation grows at 35-40 per cent 
per annum for 10 years and adds 10 new businesses dur- 
ing that period, young professionals get the kind of expo- 
sure they would not have got anywhere else. We have 
groomed people to build and run businesses like insur- 
ance, securities and retail. So if other players are looking 
to grow who would they pick? The best person would be 
someone who has already run the business," reckons 
Kochhar (see interview on page 64). 


New Faces at the Top 

With yesterday's prima donnas no longer occupying the 
offices on the 10th floor of the corporate headquarters, 
decision-making in a challenging economic environment 


„net interest margins are 









becomes easier for Kochhar. "Consolidation does call for 
some not so pleasant and not so popular decisions," says 
the сво who has spent 26 years in ICICI. 

Executive Director K. Ramkumar, who has human 
resources as one of his main functions, is unlike many of 
the bank's past EDs — he's low-profile, modest and not a 
poster boy by any yardstick. "None of us is a rock star," he 
declares. "That makes it easier for us to work together 
without any ego hassles." 

Indeed, there are many who consider the exodus more 
of a purge. K. Sudarshan, Managing Partner, India, at EMA 
Partners International, an executive search firm, works 
closely with icici Bank."It's not the individuals alone that 
make a difference in large institutions like icict. Here, it is 
the systems and the organisation that has been built that 
are the key ingredients for success," says Sudarshan. 

Like Ramkumar, whose responsibilities also include 


„and non-performing assets 


6 ae have reduced 
Mar 09 Dec. 09 249 219 219 
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June 10 
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1.96 
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1.95 


Dec. 08 1.87 


Mar. 10 


Figures in per cent Figures in per cent Source: BT Research 


customer service and operations, the others in 

the top deck at icici Bank lack the glamour of the 
previous pack — at least as of today. The new 
faces include Zarin Daruwala, who as Group 
Executive (one level below executive director) is in 
charge of wholesale banking. She was in corporate bank- 
ing earlier, and has spent 21 years at the bank. Kalpesh 
Kikani, who has been with the bank for 15 years, heads 
transaction banking. Vijay Chandok, who helped build a 
strong SME portfolio for the bank, has been given the man- 
date of heading international banking. And Anita Pai, a 
former ED at ICICI Prudential, has been roped іп to assist 
Ramkumar with customer service — an area where the 
bank has a lot of work to do. 

"There is a generational change in leadership and we 
are seeing the emergence of new leaders," says EMA's 
Sudarshan. Adds Akhil Jindal, a director at the Welspun 
group, which has taken a term loan and a working capital 
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EXCERPTS FROM AN INTERVIEW WITH ICICI BANK MD & CEO CHANDA KOCHHAR 


"Consolidation Calls For Not So Popular Decisions" 


On ICICI Bank's evolving 
strategy: 

The change in the economic 
environment prompted us to 
calibrate our strategy accord- 
ingly. That calibration itself 
had two phases. The first 
phase of consolidation is over 
and the next phase is of con- 
solidation as well as growth. 
We have a five-year vision to 
grow along with India's eco- 
nomic growth. That will also 
give us the momentum to be- 
come, maybe, one of the top 
20 banks in the world over a 
five-year period. Credit growth 
will now replace capital con- 
servation in our strategy and, 
as we grow credit, we have to 


keep in mind customer service. 


On a new team for a new 
strategy: 

I don't think it (a new strat- 
egy) calls for a new team. 
Besides, the team is not really 





But at the same time in the 
last one to two years what we 
have done is another round 
of changes after almost a 
decade by putting people in 
new functions. I would not 
say it is necessary, but people 
doing different jobs over a pe- 
riod helps their personal 
growth. 


On the exit of top-level 
professionals: 

It's natural when an organisa- 
tion grows at 35-40 per cent 
per annum for 10 years and 
also adds 10 new businesses 
in that period. What we did is 
pick young professionals and 
give them an exposure they 
would not have got anywhere 
else. We have people who have 
built and run businesses like 
insurance, retail lending and 
securities, to name just three. 
Today, when other players 
want to grow to our size, obvi- 


. pleasant and not so popular 


such businesses. Today, the 
ICICI Group has become a tal- 
ent farm for the industry. 


























On whether she is a 
growth manager or a 
consolidator: 

I don't mind being called a 
consolidator. In the last five 
quarters, I have focused 
only on consolidation. It 
was necessary. Believe 
me, it was not easy. It 
requires a lot of work — 
and one has to make not so 


decisions. 
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loan from icici Bank: "The changes will help in serving the 
customer better and in expanding the business." 

Kochhar has also done well to attract some of the talent 
that left the group. The biggest catch here is Rajiv 
Sabharwal, who had quit icici as a senior general manager 
in the mortgages division in December 2008 to join Sequoia 
Capital. He's back with a bang as an Ер in charge of retail 
banking, rural banking and sme and mid-corporate business 
— all key strategic growth areas for the bank. That 
probably makes him the second-most powerful professional 
at ICICI Bank, after Kochhar. 

When Kochhar talks about making unpleasant deci- 
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sions, bringing back Sabharwal would surely have been 
one of them. For, as one bank insider puts it: “That was a 
big turning point as it shattered many egos within the 
bank.” Sandeep Bakhshi, the Deputy Managing Director 
handling retail, had to give up his portfolio to accommo- 
date Sabharwal. Bakhshi went on to handle corporate 
banking, which has been Kochhar's area of focus in the 
consolidation phase as icici seeks to de-risk its portfolio to 
include transaction banking. 

As cic! Bank made a shift in strategy from growth to 
consolidation, it had to reshuffle its people accordingly to 
meet its new goals. For instance, Vaidyanathan was shifted 


POACHER'S 
PARADISE 


hat do JP 
Morgan, Gupte 
Nokia, Alstom 


and Goldman Sachs 
have in common? 
They all have former 
ICICI head honchos in 
key positions — either 
heading the Indian 
operations or on the 
global boards. Lalita Gupte, 
a former Joint Managing 
Director at the bank, is today 
on the boards of Nokia and 
Alstom. Kalpana Morparia, 
another Joint MD 
when she retired from 
ICICI Bank, heads JP 
Morgan's India opera- 
tions, besides being a 
member of the New 
York-headquartered 
global strategy team 
and the JP Morgan 
Asia-Pacific Executive 
Committee. Sonjoy Chat- 
terjee, a former ED at ICICI 
Bank, recently joined as MD 
and Co-CEO of Goldman 
Sachs' domestic franchise. 
That gives you a flavour 
of the "talent farm" — as MD 
and CEO Chanda Kochhar 
puts it — that ICICI Bank has 
created over the years, not 
unlike a Citibank or a Hindus- 
tan Unilever. “We have created 
plenty of topnotch talent in the 
past five years, which has built 
and run businesses. Those 
looking to grow in such busi- 
nesses will be eyeing our talent 
farm that exists because of the 
talent base we have built over 
the years," says Kochhar. 
Indeed, ICICI Bank, with its 
myriad businesses that range 
from corporate to retail banking 



















Vaidyanathan Á 


К and from SME to 
ES. rural and inter- 
national, offers 
tremendous op- 
portunities for growth. 
And then there are the 
subsidiaries — invest- 
ment banking, insur- 

T ance (life and general) 
and venture 
capital. To be 
_ sure, a number 
of profession- 
als — including 
Kochhar herself 
— have got 
opportunities to 
head multiple 
businesses over 
the years. For instance, 
a project finance 
professional like Shikha 
Sharma was deputed 
to set up the life insur- 
ance subsidiary. 
Under Kochhar's 
leadership, sea- 
Soned bankers 
like Madhabi 
: T Puri Buch, 
Vishakha Mulye 
and Bhargav 
Dasgupta have 
been deputed 
to head the non-banking 
subsidiaries — ICICI Securities, 
ICICI Venture and ICICI 
Lombard, respectively. 
"It's like a military exercise," 
says K. Ramkumar, 
Executive Director. 

"Nobody says no when they 
are given an assignment that 
is away from their comfort 
zone." The worry for Kochhar, 
however, is the increasing 
number of senior professionals 
who are saying yes to 
apparently greener pastures. 
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ance subsidiary; and Sandeep Bakhshi was pulled out of 
the general insurance arm to manage the retail portfolio 
(before Sabharwal was drafted in). "Sandeep is a consoli- 
dator and Vaidyanathan a growth manager," explains 
Ramkumar. In the post-credit crisis period retail did not 
require a flamboyant sales guy. he adds. 

Clearly, at icicr, strategy is not a slave to 
structure."What is more important is whether the bank 
is able to find a replacement within 12 hours of an exit." 
says Ramkumar. The talent pool is indeed deep — deep 
enough for icici to pitchfork some of its dyed-in-the-wool 
— and still young — bankers into the non-banking 
businesses. For instance, Madhabi Puri Buch, a 
former ED at the bank, heads the securities 
business, ICICI Securities; Vishakha Mulye, the 
bank’s Chief Financial Officer till October 
2007, heads icici Venture; and Bhargav 
Dasgupta, head of icici Lombard, the 
non-life insurance subsidiary, be- 
gan life in icici in 1992 in the 
projects and corporate finance 
division. He has also had a 
stint at the life insurance 
subsidiary as ED in charge 
of sales, distribution, prod- 
uct development and 
marketing. 

Since Kochhar took 
over, her thrust on con- 
solidation meant that ICICI 
focused on four Cs: a 
higher cAsA (current ac- 
count, savings account) ratio, 
which is a function of getting lower- 
cost deposits; cost control; improved credit 
quality; and capital conservation. icici has 
made progress in improving on many of these param- 
eters, and Kochhar now feels the stage is set for the 
bank to once again get into growth mode. "We are mov- 
ing from four Cs to five Cs. Credit growth will replace 
capital conservation. And as we grow credit we have to 
keep in mind customer service — which will be the 5th 
С,” says the CEO. 

N.S. Kannan, the cro, feels that icici is ready to hit 
double-digit growth. In the current financial year he 
expects the domestic loan book to grow by 20 per cent, 
and the international loan book to grow in single digits. 
He acknowledges that growth won't be as much as in 
the Kamath era, but a 15-17 per cent growth of the 
total loan book is doable. Growth is indeed a priority for 
icici, what with the state-owned Punjab National Bank 
(PNB) claiming it is the country's second-largest bank in 


THE NEW 
GUARD AT 
THE TOP 
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terms of total assets, see The Kamath icici Bank Has to 
Watch Out For, Br, June 1 3). The recent merger with Bank 
of Rajasthan may have been done precisely with that in 
mind. With BoR in the bag, icici Bank's total business 
will increase by Rs 23,000 crore, taking it comfortably 
over Rs 4 lakh crore. Its branch network will also in- 
crease by 25 per cent to 2,500. 

As icici cautiously gets back to the growth path, it will 
need a healthy mix of “consolidators” and “growth man- 
agers” as it begins to venture out and increase the pace, 


Rajiv Sabharwal 


Executive Director, Retail, Rural, 
SME and Mid-Corporate 


This IIM Lucknow alumnus is 


key portfolios at the bank. His 


N.S. Kannan 
Executive Director & CFO 


This IIM Bangalore number 
cruncher takes over Kochhar's 


K. Ramkumar 
Executive Director, HR, Operations and 
Customer Service 


He retains his portfolio amidst the 
flux. This ex-HLL man is the team's 
senior-most member 


Zarin Daruwala 


Group Executive, Wholesale Banking 


Another — woman professional at the 
bank. She will drive corporate banking, 
reporting directly to the CEO 


Vijay Chandok, croup Executive, international Banking 


Fresh at the top, he helped build the bank's SME portfolio. 
Faces a tough international assignment 


particularly in retail. That's where analysts feel the experi- 
ence and aggression of the likes of Vaidyanathan will be 
sorely missed. But, as Ramkumar points out, that's exactly 
why Sabharwal has been brought in. In the new dispensa- 
tion, nobody is irreplaceable — not yet, at least. 


Towards Service-led Growth 

At icici Bank's headquarters, retail isn't talked about 
with the same passion and optimism as it was in the pre- 
2008 days. Still, as economic conditions improve, and 
both investment and consumption-led growth rev up. 
Kochhar would like both corporate and retail to be her 


back with a bang to manage the 
re-entry has bruised many egos 


portfolio. He was CFO in 2003, too 
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KAMATH VS KOCHHAR 
Gut vs Reason 

















very hands-on leader, as against her predecessor 

KV. Kamath's penchant for delegation, and she's 
quick to make her point. “That may seem the case if 
you compare my first year with Kamath's last," she 
says, with her trademark smile. She goes to explain that 
Kamath would have been a completely involved CEO 
when he was transitioning ICICI from a development 
financial institution into a growth-oriented retail bank 
8-10 years ago. 

In many ways, Kochhar is today at 
a point where Kamath was early on in 
the decade. Both had to make strategic 
shifts. If going for growth became 
Kamath's priority, consolidation has 
pretty much been Kochhar's agenda for 
the past 15-odd months as ICICI Bank 
got caught up in the global credit crisis. 
And it's been a challenging period, with 
growth taking a backseat and capital 
conservation becoming the buzzword. 

"Some would believe that managing growth is easier than 
managing consolidation, but the latter requires lot of work 
— and one has to make not so pleasant and not so popular 
decisions. (But) it is important for a leader to keep calibrating 
the strategy in line with the external environment," explains 
the 48-year-old head of India's second-largest bank. 

Yet, if you leave strategy and the external environment 
aside, and focus on the management styles of the two 
individuals, they couldn't be more different. "Kamath uses 
gut a lot," points out K. Ramkumar, Executive Director at 
ICICI Bank. And his style of mentoring was of the swim or 
sink variety. "He always believed in empowering young 
professionals with big responsibilities," believes Kalpana 
Morparia, who retired from the bank in 2007 as a joint MD, 
and who now heads JP Morgan's India operations. 

His successor likes to get her hands into the nitty-gritty. 
"She is a person who will weigh everything," says a senior 
professional who has worked with Kochhar in the past. 

"She doesn't mind saying: 'Let's go over it one more time’,” 
he adds. A mid-level manager who worked with the bank is 
more blunt. "She is a control freak," he says. 

Kamath has earned himself the sobriquet of a visionary 
— a man who saw tomorrow's big picture. Kochhar's journey 
has just begun. As she prepares to deal with the challenge 
of taking ICICI Bank back to the heady days of robust 
double-digit growth, the results will determine how 
similar — or how different — she is from her predecessor. 


І ell Chanda Kochhar that she's perceived to be a 
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kick in without an accompanying deterioration in asse 

quality and profitability, icici has to get its customer 
service right. Ramkumar declares that the next phase of 
growth will not be acquisition-led but service-led. "In the 
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next three to five years, we shall be а service icon of 
India. We want to get rid of the growth-hungry aggres- 
sive image," he adds. 

icict has a long line of dissatisfied customers. These 
range from account holders who found large sums of 
money withdrawn without their consent to customers 
who have been declared credit card defaulters even 
though they don't own any plastic. Arun Saxena, 
President of the International Consumer Rights 
Protection Council, narrates an incident where the credit 
card was issued to a dead person. “icici Bank has the worst 
grievance handling system," he says. The situation in 
corporate banking was not much different as many cus- 
tomers felt cheated by the bank, especially those who were 
lured into buying exotic forex derivatives. "We have done 
an out-of-court settlement as there was no point dragging 
the issue,” says the CEO of a mid-sized company. 

Kochhar is conscious of this lacuna, and that's why 
she's brought in Anita Pai to act as a pivot around which 
service integration will happen. Growth on the back of a 
contented customer base is imperative for icici to hit the 
next level. "That would give us the momentum to become 
one of the top 20 banks in the world over the next five 
years," says Kochhar. The consolidator is keen to slip into 
the fast lane of the growth leader. A year after Immelt 
took over from Welch at Gr, he is reported to have said: "I 
am a different generation from Jack ...1 have a different 
view of the world." Kochhar would love to be in a position 
to say something similar. © 
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Pranab Mukherjee’s stewardship’ zy 
Is missed at the North Block, 

18 months into his tenure. He's 
Deen busy but not as the country's 
finance minister. 

BY PUJA MEHRA 





fter the markets closed for trading on April 27 in 2006, 
stockmarket watchdog Securities and Exchange Board of 
India banned some 100 brokers, financiers and depository 
participants from trading. It ranked among the harshest such 
regulatory decisions and stunned the market. 

The next morning a Congress politician (now a Cabinet minister) called 
on the then Finance Minister P. Chidambaram and wanted the decision of 
the Sebi, as the markets regulator is called in short, reversed. Sebi's 
interim order, argued the visitor, was on unlawful grounds and the 
finance minister should have it reversed. 

It was clear that the politician was batting for one particu- 
lar firm but Chidambaram agreed with his guest. Still, his 
response was distanced: "If I appear (as a lawyer) against 
this flawed order, it will take me exactly one minute to 
have it dismissed," he said. "But I can't help you as the 
finance minister is not an appellate (court of appeal) 
to Sebi." Later that day, in Mumbai, Sebi overturned 
the ban against the firm after its owners supplied it 
with the relevant facts. 

That April Friday decision in North Block, home 
to the Union Ministry of Finance (Mor) in New Delhi, 
to keep olf a regulator's turf even when it had clearly 
erred drove home the message of regulatory independ- 
ence in a maturing, markets-oriented India. Chidambaram, in 
his six years as finance minister in two ruling regimes, was determined to 
emphasise the Chinese Wall between government and regulators. 
Regulatory officials calling on him were always seated on the couch in his 
room, not at his table, for instance. 

Finance Minister Pranab Mukherjee, it seems, is setting the clock back. 
Early this August, he proposed a committee for resolving disputes between 
the various financial regulators, making himself its chairman and the 
Governor of the Reserve Bank of India, ог RBI, the vice-chairman. The in- 
tent, Mukherjee told Parliament. was purely to intervene in inter-regulator 
disputes such as the turf battle between Sebi and the Insurance Regulatory 
and Development Authority (IRDA) over unit-linked insurance plans, invest- 
ment products that have both an equity investing and life insurance ele- 
ments embedded in them. 

But the way the "super-regulator" committee has been structured 
compromises the independence of кв, an institution that is answerable to 
Parliament. For the first time in a formal structure, the finance minister 
would sit on a panel with the RBI Governor as, in a sense, his deputy. "It's a 
double jeopardy if the finance minister himself wants to sit in judgment 
over regulators as he is the ultimate authority in the Mor," says Yashwant 
Sinha, who held the finance portfolio in the National Democratic Alliance 
coalition government. 

"There has been a tradition of little interference by the government in 
RBI'S independence except in making appointments (such as of its 
Governor)," says Kirit Parikh, who has been a member of the economic 
advisory council of five prime ministers preceding Manmohan Singh. 
"There is some point in continuing with this and not upsetting the balance." 

The manner in which Mukherjee created this super-regulatory struc- 
ture has come in for criticism, too. The government promulgated an ordi- 











MR FIXIT 
SLIPS, BLIPS 
AND TRIPS 


Be it out-of-control inflation or 
botched-up tax reforms, Pranab 
Mukherjee's floundering in the finance 
ministry has few sympathisers. 


"Itis hard to 

explain the high 
inflation rates since 
September 2008, 
in a year that had 
record food grain 
output, on the 
grounds of shortfall 
in output” 

C. Rangarajan 


Chairman, Economic Advisory Council 
to the Prime Minister 












“Some 
of the 
changes 
proposed in 
the latest draft of 
the Direct Taxes 
Code defeat 

the objectives of 
simplification and 
reduced litigation” 


Amarjit Chopra 
Chairman, Institute of Chartered 
Accountants of India 


against the move. The senior-most 
bureaucrat іп MoE, Finance Secretary 
Ashok Chawla, opposed the plan on 
the grounds that it was not for the 
ministry to discipline regulators. At a 
Cabinet meeting, Chidambaram, 
Home Minister since December 
2008, and Deputy Chairman of the 
Planning Commission Montek Singh 
Ahluwalia likened the Ordinance to 
trying to swat a fly with a sledge 
hammer. Mukherjee, who wasn't 
available for an interview with 
Business Today, just dug in his heels. 





“Negotiations 
with the states could 
have been handled 
better but the 
discussions had 
been delayed so 
much that the FM 
couldn’t make them 
see the GST as a tax 
reform and 
they kept looking 
at it as a power fight” 


Unusual Waffling 
Mukherjee, known for his razor- 
sharp mind and the aplomb with 
which he manages relations with the 
Opposition in Parliament, isn't nor- 
mally given to recklessness. In fact, 
the United Progressive Alliance's 
(ПРА) principle troubleshooter is en- 
trusted with enormous responsibili- 
ties both inside and outside govern- 
ment. He heads the maximum 
number — 15 — of groups of minis- 
ters (GoMs) on various policy matters 
and sits on 34 more. 
For the Congress Party, he's 
Mr Fixit for every political situation, 
be it floor management in 
Parliament over the Nuclear 
Liability Bill or the 
Women's Reservation Bill. 
He was instrumental in 
ramming a caste-based 
census through despite 
major opposition. The 
latest feather in his cap 


Satya Poddar 
Tax Partner, Ernst & Young. and 
one of the non-government 
architects of the GST 












"The rays 
of light 





seen earlier was the UPA government's 
this year on decision to deregulate pet- 
the fisc al rol prices — he headed the 
fron tare empowered сом tasked with 


taking that call. 

But, in the Mor, considered 
more high-profile and powerful 
than the home and defence ministries 
since the 1991 economic reforms, 
Mukherjee's hardly delivered the 
goods in the last 18 months he's run 
it. Apart from stepping on the toes of 


dimming" 


Rohini Malkani 


Economist, Citigroup India 
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on independent India's biggest tax 
reform. The rollout of the csr (Goods 
and Services Tax), which he has post- 
poned to April 2011 from an earlier 
deadline of April 2010, looks set to be 
delayed yet again. Despite his re- 
peated assurances to Parliament over 
the past year, inflation, especially in 
food prices, remains out of control. 
The unchecked gap between the gov- 
ernment's expenses and its revenues 
is threatening to climb again. 

The finance minister, "always 
seems available to chair GoMS", says 
Parikh. "It can be easily asked, are the 
GoMs and the finance ministry getting 
adequate attention?" At the end of the 
day, says Sinha, now a member of 
Parliament representing the 
Bharatiya Janata Party, "it's the po- 
litical pressure on Mukherjee that 
perhaps doesn't leave him with 
enough time for the Mor — instead of 
canvassing for the Opposition support 
on the Nuclear Liability Bill, 
Mukherjee should have been spend- 
ing his time in the Mor”. 

Unlike during Chidambaram's 
tenure when even junior officials 
were invited into the finance minis- 
ter's office for discussions — phone 
chats, too, were normal — the wait 
for an audience with Mukherjee 
can sometimes last a couple of days. 
"There are no discussions on his 
(Mukherjee) views on the plan for 
the Mor for the next few years," says 
a top bureaucrat of the ministry. “At 
a senior level what do officials need 
from FM other than direction?" 
Several officials disagreed with 
Chidambaram's agenda, nicknam- 
ing him Tax Collector after his ob- 
session with weekly updates on the 
mop up figures. But, points out the 
official, what he expected from his 
team was well-known. 

There is a policy vacuum in the 
MoF under Mukherjee that the econ- 
omy can ill-afford — indeed, makes it 
more vulnerable in case of an extra- 
neous event like, say. a worsening 
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Eurozone crisis or a double-dip reces- 
sion in the United States. Says the of- 
ficial quoted earlier, who regularly 
interacts with Mukherjee and insists 
he remain anonymous: “The FM'S 
heart is in everything but the Mor.” 


If Not He, Who? 

The question then is: who is in charge 
of the macroeconomy? So far, prob- 
ably being a senior politician, he has 
by and large escaped criticism for the 
slip-ups in the Mor. It would seem he 
presided over a smart bounce-back of 
the economy from a slowdown fol- 
lowing the global financial meltdown 
in September 2008. Fact is, by the 
time Mukherjee made his way into 
the моғ on January 24, 2009, much 
of the spadework on the stimulus 
that eventually amounted to Rs 1.85 
trillion to shield the economy from 
the global downturn had already 
been done. The first two announce- 
ments in the three-part fiscal package 
were made on December 7, 2008 and 
on January 2, 2009. Only the third 
one, unveiled February 16, 2009, 
was announced by Mukherjee in the 
interim Union Budget. 

Bureaucrats at the highest levels in 
New Delhi say the real push for the 
stimulus came primarily from Prime 
Minister Singh and some of his behind- 
the-scenes advisors ( Ahluwalia being 
one of them), and, on the monetary 
policy front, from RBI Governor Duvuri 
Subbarao. Even after moving into the 
home ministry after the 26/11 terror 
attacks in Mumbai, Chidambaram had 
been kept in the loop on the economy. 

A big worry for the economy, 
meanwhile, looms ahead. The fiscal 
deficit, which is the difference be- 
tween the government's revenues 
and expenditure, doesn't look like it is 
being reined in with spending climb- 
ing sharply. The Prime Minister's 
Economic Advisory Council has 
warned that the budgeted level of 
fiscal deficit in 2010-11 at 5.5 per 
cent of срр is beyond the comfort 
zone and would have been 1.2 per- 


Pressure Points 


Red flags in the macro economy 


Weak expenditure discipline 


Pranab has beseeched Parliament for an 
unusually high sum in his first 
supplementary demand for 2010-11 of 


» Rs 68,300 cr «nio 
? Rs 14,000 CT is for 


reimbursements to oil PSUs for under- 
, recoveries on sale of petro-products 


P RS 7,300 CT is tor rural 


| development schemes 


P Rs 6,400 CT is for transfers to 


States and Union Territories 








Inefficient tax collection 
The growth in tax collections has lagged 
behind that in GDP 
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Off-target fiscal deficit 


Slow revenue growth and rising expenditure 
aren't helping fiscal consolidation 
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Out-of-control Inflation 


With industrial output lower but inflation 
still high will the RBI halt its rate hikes? 
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centage points higher but for the 
lower-than-expected loan waiver and 
pay and pension arrears. "Such easy 
options will not be available in the 
coming years and serious policy 
measures to contain unproductive 
expenditures will have to be initi- 
ated," it said in its outlook on the 
economy on July 22. 

Ten days later, it was clear the 
council was not crying wolf. 
Mukherjee presented to Parliament 
his very first supplementary demand 
for funds for 2010-11. The year had 
yielded the government Rs 1.07 tril- 
lion, equivalent to 2.27 per cent of 
GDP, in revenues from auction of 
spectrum for third generation mobile 
phone services (some Rs 77,000 
crore more than budgeted), but that 
didn't stop the minister from making 
a huge supplementary demand. At 
Rs 68,300 crore, the demand is twice 
the average of such demands over the 
last five years. It may push fiscal defi- 
cit beyond the 5.5 per cent of срр, a 
target that Mukherjee had said he 
was confident of achieving after the 
spectrum auctions. (The fiscal deficit 
in 2009-10 was 6.6 per cent, mostly 
as a result of the stimulus.) 


Slipping Targets 

The risk of Mukherjee overshooting his 
fiscal deficit targets will be high, espe- 
cially if the Food Security Act is imple- 
mented at a cost of Rs 1.07 trillion, as 
per agriculture ministry estimates. 
Also, while the first supplementary 
demand covers the compensation from 
the government to the oil Psus for hold- 
ing the sale prices of petro-products 
below the market levels for 2009-10, 
the reimbursements for the current 
fiscal are still uncovered. "I don't see 
this finance minister planning long 
term for the rapidly rising unfunded 
liabilities of government pensions, 
losses of the state electricity boards, 
interest on debt repayments, subsidies 
— all of which could converge at his 
door and explode," says Suresh 
Prabhu, former Union power minister. 
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FM, Super FM: Mukherjee with Manmohan Singh, the man US President 
Barack Obama says the world turns to for counsel on all things economy 


A potential source of relief to the 
deficit situation has been lost for at 
least two years with the ast rollout 
being delayed, as Mukherjee couldn't 
generate a consensus on a design for 
the new tax regime. To begin with, the 
GST would have boosted apr by at 0.9 
to 1.7 per cent, as per the Thirteenth 
Finance Commission (TFC) estimates, 
by creating a uniform national market 
in addition to hugely simplifying the 
tax structure. "Negotiations with the 
states could have been handled better, 
but were delayed so much that the FM 
couldn't make them see the б$т as a 
tax reform; they kept looking at it as a 
power fight," says Satya 
Poddar, Tax Partner, Ernst & 
Young. and one of the non- 
government architects of the 
cst. Hopes that Mukherjee, 
the deft negotiator, would 
deliver on support from the states 
have come to naught. 

The other crucial tax reform, the 
Direct Taxes Code. or prc, too, has 
come for criticism. Parts of the latest 
version of the prc that Mukherjee re- 
leased in June 2010, for instance, 
disregard previous judgments of 
courts on cases around the current 
law, the Income Tax Act 1961, which 
has evolved over several decades. 
"Some of the proposals (in the prc) are 
highly debatable and may defeat the 
objective of simplification and reduced 
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litigation," the Institute of Chartered 
Accountants of India said in a recent 
editorial in its in-house magazine. 
More significantly, for Mukherjee and 
his team, it lists “the limited horizons 
of those tasked with implementation” 
among the risks to the reform. (On 
August 26, the Cabinet approved a bill 
on the proposed ртс rules. 

The wor has been lagging a rapidly 
transforming economy built on fed- 
eral structures. One of the most im- 
portant recommendations of the TFC 
was on evolving the Mor as part of an 
elaborate fiscal consolidation plan 
deadlined for April 2011, but 


Mukherjee hasn't even taken the first 
step of appointing a recommended 
council on fiscal consolidation. 
Then, there is the other big threat 
to economic growth — inflation. The 
finance minister has failed to capital- 
ise on a comfortable supply position 
of wheat and rice — with three 
bumper wheat harvests in a row — 
to ease food price inflation. It may not 
have pinched urban and semi-urban 
wallets, but there's no getting away 
from how high inflation hurts the 
rural poor even if record levels of so- 


cial spending by the government may 
have cushioned it a little. 

To be sure, Mukherjee's style of 
functioning is not unheard of. For 
many in the Mor, it is in some ways a 
throwback to the 1970s and 19805, 
long before the concept of independent 
regulators or transparency the way the 
world sees them today had trickled 
down into the government's con- 
science. Mukherjee was the finance 
minister in Indira Gandhi's cabinet in 
theearly 1980s — not the best-known 
regime for preserving institutions. 
Some with a sense of history point out 
that though he was retained as finance 
minister by the interim prime minister 
Rajiv Gandhi in October 1984 after 
Indira Gandhi's assassination, 
Mukherjee was replaced with 
VP Singh in January 1985 when the 
Congress returned to office with an 
unprecedented majority. 

Today, though, there are no other 
clear contenders for Mukherjee's post. 
No one qualified on both counts — 
technical knowledge of economics 
and political acceptability — for the 
post of finance minister when 
Chidambaram was moved to the 
home ministry. Ahluwalia and 
Chairman of the PM's Economic 


Mukherjee was the finance minister in Indira 
Gandhi's cabinet in the early 1980s — not the best 
known regime for preserving institutions. 


Advisory Council C. Rangarajan 
would have been technically sound, 
but without a political constituency. 
The presence, in the background, 
of an economist PM, who us President 
Barack Obama says the world consults 
on economic policy, has been of com- 
fort to the economy so far. But if the 
ambitions of 8 to 9 per cent GDP 
growth and of spreading the wealth 
around — and, importantly, protecting 
the economy against external shocks 
— are to come true, India needs a less 
distracted finance minister. © 
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eptember heralds 
the onset of the 
Indian festive 
season. In 
Mumbai's west- 
ern suburb of Santacruz, 
near the Grand Hyatt hotel, 
a thousand-odd employees 
of the Mudra Group — or 
Mudraites, as they call 
themselves — will begin 
celebrations of a totally dif- 
ferent kind. Three of the 
advertising network's four agencies 
will have moved into a spanking new 
eight-storey building called Mudra 
House. The fourth agency, Ignite 
Mudra, an agency for entrepreneurs, 
will continue to be based in 
Ahmedabad. 

Mudra is also set to unveil a new 

identity that will seek to reinforce 
its position as the No. 3 agency in 
India in terms of capitalised billings 
as well as set the agenda for the 
next phase of growth at this 
30-year-old advertising network. 
At the time of writing, the new 
identity was firmly under wraps. 
but Madhukar Kamath, MD & CEO, 
Mudra Group. explains the trig- 
ger for it. "The new identity will 
reflect the growing ambitions, 
the transformation and the 
wider canvas that the group as a 
whole is going to be painting for 
the future." 

Mudra's distinctiveness stems 
from being one of the few — and 
the largest — home-grown ad 
networks left in the country. The 
United States-based ppp 
Worldwide is a partner, but it has 





Figures are estimated 
billings for the year 
ended March 2010 
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Mudra. Sam Balsara's Madison 
Communications is the other big 
domestic network, but it is more 
media-led than by advertising. 
Kamath claims that Mudra is 
amongst the top three agency net- 
works in the country, with only the 
wep Goliaths jwr and Ogilvy & 
Mather ahead of it. Competitors such 
as Draftfcb Ulka and Lowe will dis- 
pute that, but No. 3, No. 4 and No. 5 
could be running neck and neck. 


How Mudra Stacks Up 
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ADVERTISING-MUDRA 


Kamath, for his part, 
claims that Mudra is not 
in the numbers race. 
"Being No.1 in terms of 
the quality of solutions 
and work is our objective. 
Not size. We want to be 
the best branding solu- 
tion providers not the big- 
gest," he adds. 

Having said that, 
Kamath is targeting a 
growth of 25 per cent in 
the current year, which should take 
Mudra up to Rs 2,500 crore. But that 
will still mean a sizeable gap between 
the wPP networks and Mudra (see 
How Mudra Stacks Up). "Mudra lacks 
the size and scale of jwr and O&M in 
India, but I would say it is a worthy 
competitor," says Ranjan Kapur, 
Country Manager India, wPP Group. 
who reckons that Mudra is still be- 
hind Draftícb Ulka and Lowe. 

Kapur acknowledges Mudra's 

efforts over the past couple of 
years to build itself as a "complete 

360 degree marketing and com- 

munications group". Indeed, after 
being known as an Ambani 
agency for most of the '805 and 
the '90s — thanks to the work it 
did for the clothing brand Vimal 
and Reliance's public issues — 
Mudra has done well to break out 
of that mould. At one point in 
time, Reliance accounted for close 
to a fourth of Mudra's business, 
but today just three per cent 
comes from the Reliance Anil 
Dhirubhai Ambani Group (which 
got the network in the settlement 
reached by Mukesh and Anil 
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On March 25, A.G. Launch of the "I love Reliance Begins its 
Krishnamurthy founds you Rasna' campaign. Khazana, relationship with 
Mudra in Ahmedabad By 1986, Rasna becomes India's first Paras Pharmaceuticals 
with 15 employees, India's largest-selling soft ever branded for which it has built 
500 sq. ft. of space, drink concentrate public issue is brands like MOOV, 

Rs. 40,000 and launched ItchGuard, and 

Vimal as its first client Dermicool 


Launch of Mudra Videotec, 
which pioneered sponsored 
programmes on Doordarshan 


Mudra signs a collaboration | 
agreement with DDB - 





Over the years, Mudra's biggest 
strength became its weakness. Led by 
the legendary A.G. Krishnamurthy, 
the agency did some great work for 
Indian brands like Rasna, Dhara, 
Godrej, Paras and Reliance. That 
Mudra was at the forefront of build- 
ing powerful Indian brands, how- 
ever, backfired when it came to win- 
ning international businesses. 
Despite ррв buying 10 per cent in 
1993, the association didn't reap too 
many benefits — international 
alignments were few and far be- 
tween and Mudra gained little in 
terms of learnings of new methods 
and processes. 

As question marks began to ap- 
pear about Mudra's quality of crea- 
tivity it began losing clients. Mudra 
had a tie-up with Cheil of South 
Korea, which helped it bag the 
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Samsung account in the early '90s. 
But when Cheil set up shop in India 
in 2004, Mudra had to give up the 
Korean business. Reliance Infocomm 
(the earlier avatar of Reliance 
Communications, which was then 







THE ARMS 
OF MUDRA 


Contribution to billings: 
% 
CEO: Jude Fernandes 


WHAT IT DOES: Creative campaigns for 
brands like LIC, Godrej, Union Bank, 
Future Group and Reliance ADAG 


CEO-SPEAK: "As India's largest 
home-grown agency, we have a 
genuine connect with the realities 
of the country, which reflects in 
all the work we do" 


Needham Worldwide | 


owned by Mukesh Ambani) too went 
away, as did Rasna. “I was welcomed 
back into Mudra with the departure 
of our No. 1 and No. 2 clients 
(Reliance Communications and 
Samsung). But those setbacks helped 





Contribution to 
billings: 15% 
CEO: Sandeep Vij 


WHAT IT DOES: Handles global 

Clients like Volkswagen, J&J and 
Philips. Also has digital à ency 
Tribal DDB, Rapp and Mudra Health 
Lifestyle under its belt 


СЕО-ЅРЕАК: “DDB Mudra is built 
around open collaboration, by mov- 
ing away from disparate agencies to 
being one team of experts” 


Birth of Mudra Institute 





of Communications, 

Ahmedabad, the first 

— sre Asia-Pacific 

region dedicated to meeting the i 

aed AGK retires from 

needs of marketing communications the post of CMD and 
Madhukar Kamath 
takes charge 


Mudra wins the Big Bazaar 





Nestlé POLO is launched. account. Creates the 
Relationship with Samsung is se sasta aur accha 
and Dabur begins. : kahin nahin! campaign 
E with the | = Launches specialist 
о ges ie i'm lovin’ it agency Mudra Ignite. - 
recognised as ‘The Brand Unveils Volkswagen's - 
Launch of the Year McDonald's enters the Indian first brand campaign 


market Mudra's McDonald's 
mein hai kuch baat campaign 
helps the burger brand to 
shed its perception 

of being a western concept 











Contribution to billings: 40% ang 
10%, respectively 
CEO: Pratap Bose (C00 of Mudra Group) 






us begin on our new journey, which 
technically began in 2004-05,” says 
Kamath. 

Kamath worked with Krishna- 
murthy at Mudra for 11 years before 
joining Bates Clarion in 1999, where 

he was credited with turning it 
around. He came back in 
2003 once Krishna- 
murthy retired. “I had 
worked very hard to 
bring Bates into India 
and help it grow and 
acquire Clarion. I had 
laid the foundation for 
what probably could be the 
agency of the future and amidst 
all this I get a call from Anil 
Ambani asking me to come back 


Strategy, innovation and leadership 
are all fine, but at the end of day just 
get the job done. 

He's been doing exactly that. 
Along with the ceos of his other 
agencies (see The Arms of Mudra), and 
with DDB in tow, Mudra has since 
been getting back its groove. Big 
Indian brands like Big Bazaar and Lic 
and multinationals like Philips and 
Volkswagen are in the bag, ensuring 
a healthy mix between Indian and 
foreign business. 

Mudra may never be able to top- 
ple the wep agencies in billing terms. 
But then that's not Kamath's objec- 
tive. His aim is to differentiate Mudra 
from other agencies by virtue of the 
work it does. "By consolidating the 


pte И авав oni and run Mudra. I could not say operations of three of our agencies 
est experiential and channel communicati | | P ation: 's, 
agency in the country while Ignite —— no," says Kamath. Ambani also we are not attempting to put the cli- 
to the brand-building needs of entrepreneurs presented him the book Execution: ent in the centre. We want to put the 


consumer in the centre. And that's 
how we are different from other agen- 


The Discipline of Getting Things 
Done by Larry Bossidy & Ram 


CEO-SPEAK: "The challenge is to consolidate 
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The Philippines’ ascent in call centres could 





serve as a pointer to wider troubles for India. 
BY RAHUL SACHITANAND 


Know your three Rs: Call centre agents ` « 
being trained at EXL BPO to speak 
with an American accent 
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ndia's unrestrained growth in 
business process outsourcing 
(BPO) services appears to have 
taken an unexpected stumble. 
A decade after dominating the 
market and racking up $12.4 
billion in revenues, directly em- 
ploying three million people and 
cornering nearly half the share of 

the offshored global market 
three years ago, a large 
chunk of the Indian 
BPO industry fo- 
cused on voice 
tasks appears to 


Lion's Share 


Customer support is the 
top revenue generator 
for Indian BPOs 
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Customer Interaction 


Procurement Services be having sec- 
and Logistics 177 ond thoughts. 
HR Admin. 367 Prompted 

by rising wage 
— 2,821 costs, attrition 
Services Finance and and an in- 


ccounting creasingly 


painful short- 
age of English- 
proficient talent, 
several вро firms are 
heading to the relative 
safety of the Philippines. 
Up to a dozen operators are 
rapidly setting up and expanding 
call centres in this South-east Asian 
nation of a 100 million people, and 
many more are expected to follow as 
clients are increasingly insisting on 
delivery of services from Manila. 
The Philippines churns out 
350,000 graduates annually, most 
of them proficient in English, thanks 
to English medium education in its 
schools. Also, Filipinos speak with a 
more familiar accent and are cultur- 
ally closer to key markets in North 
America (especially the United 
States). BPO firms in the Philippines 
enjoy extended tax holidays and 
spend far less than in India particu- 
larly on office rents and transport for 
workers. As a result, in barely five 
vears the вро industry in the 
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$7 billion in size and employs some 
450.000 people, a majority of them 
in the voice sector. 

Some analysts dismiss any overt 
threat to the Indian BPo sector from 
the Philippines. "India continues to 
enjoy the largest share of the BPO 
market (over 50 per cent globally) 
and has graduated beyond voice to 
higher-value services," says Arup 
Roy of tech researcher Gartner. Even 
so, about 43 per cent of India's BPO 
revenues today come from voice- 
based services and, of that, almost all 
from English-speaking customer 
services contracts. 

Over time, the industry has ma- 
tured, evolving from just voice calls 
to supporting other forms of serv- 
ices (web, e-mail and instant mes- 
sage) to entering the non-voice, 
data-based services market. More 
recently, many companies have 
moved to the next level, with their 
customers trusting them to analyse 
sales and customer data. 

But in the background industry 
executives have struggled with 
tougher operating challenges. Of the 
three million graduates churned out 
by Indian colleges every year, only a 
small fraction is employable. As a 
result, BPO companies spend at least 
four weeks training each of their 
agents or associates to take or make 
calls "live" on the floor. Once the 
agents gain some experience, retain- 
ing them can be a tough task, with 
attrition rates topping 50 per cent in 
some voice BPO firms. 

Worried by these rapidly worsen- 
ing numbers, companies that out- 
source work and the service provid- 
ers themselves have rapidly looked 
for alternatives, especially to the 
proverbial low-hanging fruit, the 
voice BPO market. Indian BPO veterans 
such as Raman Roy, who founded the 
BPO firm Quatrro after selling off 
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that the industry here is handing its 
business on a platter to Manila and 
allowing it to scale. "The largest com- 
pany in the Philippines is perhaps as 
big as one facility of an Indian вро. 
By letting large-scale voice work 
migrate to Manila, we're allowing 
the Philippines to add heft to their 
industry," he says. 

Aggressive incentives to BPO 
companies and some inherent ad- 
vantages of location also help. "The 
Ir/BPO hub in Manila is situated 
bang in the middle of some of the 
largest shopping malls," says 
Keshav Murugesh, СЕО of wns, 
which started with a 200-seat facil- 
ity in the Philippines in 2008. “The 
government has invested in trans- 
portation infrastructure for shop- 
ping malls, thus it is easy for em- 
ployees to travel to and from work.” 
The Philippines also has better tax 
sops and cheaper infrastructure 
costs (telecom bandwidth is at least 
25 per cent cheaper, for instance), 
which make it more lucrative to set 
up a unit there. 

Two years ago, after Intelenet 
Global Services started losing cli- 
ents because it didn’t have a centre 
in the Philippines, it started with a 
small, 100-person team there. It 
has grown to a 1,000-person unit, 
and the company plans to scale up 
to 5,000 people in four years. 
“Filipinos don't need to attend in- 
tensive accent neutralisation classes 
lasting four weeks or be herded 
through culture courses either,” 
says Sandeep Aggarwal, Intelenet's 
Executive Vice President for Sales, 
Solution and Transition. 

The cultural similarities between 
the United States and the Philippines 
make for another snug fit. It is easier 
to explain to an American that a 
hurricane has shuttered a facility 
than, say, Shiv Sena riots bringing 
Mumbai to a halt, says Aggarwal. 
Clients from sectors such as con- 
sumer electronics and others are 
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delivered from the Philippines and 
not India. 

WNS and Intelenet aren't the 
only ones expanding rapidly in the 
Philippines. Rohit Kapoor, Chief 
Executive of ExL Service, made mul- 
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tiple visits to Manila to hunt for an 
acquisition to enter the market. He 
wasn t successful. Instead, Kapoor 
opted to set up a new centre around 
18 months ago, which has today 
grown to 800 people. handling 
calls from eight companies. 
"Customer empathy is much better 


ш manna... we nave peopie empa- 
thising more personally with cus- 
tomers who have accidents, than 
just relying on preset manuals to 
verify claims,” he says. 

Outsourcing experts and advi- 
sors in the Philippines say that the 
trend is irreversible. The country 
may already be a leader in voice 
BPO, going by where new contracts 
are being delivered from, according 
to Gregory Kittelson, Managing 
Director, Kittelson & Carpo 
Consulting, an immigration and 
outsourcing services provider in 
Manila. “If you're doing voice work 
out of India and haven't lost your 
contract you're going to do so pretty 
soon," he says. without a hint of 
humour. Kittelson & Carpo has ad- 
vised at least 150 companies this 
year, mainly in BPo, about setting up 
shop in the Philippines. 

This attraction was too hard to 
resist for Shanmugam Nagarajan, 
Co-founder and Chief People Officer 
of 24/7 Customer, a Bangalore- 
based вро service provider. His com- 
pany, founded in 2000, has some 
3,000 people in India, while it has 
already hired over 4,000 in five 
years in the Philippines. "India has 
been muscled out of the voice mar- 
ket," Nagarajan says. "Rising attri- 
tion and consequent wage rise 
make it very difficult to scale in 
India.” So, 24/7 Customer says it 
will continue to expand in the 
Philippines and is looking for a 
place outside Manila, even as its 
expansion in India slows. India's 
voice BPO growth is being held back 
at an annual 15-20 per cent when 
it can expand at 50 per cent, rues 
Roy of Quattro. 

While large вроѕ such as wNs and 
IBM Daksh may be able to adopt a 
hybrid delivery model across India, 
the Philippines and other outsourc- 
ing locations, the decline of call cen- 
tre contracts from here may be a 
pointer to much tougher times ahead 
for this once unstoppable sector. © 





sustainability is more than a single technology. It's the philosophy 
behind everything Siemens is doing around the world. 


In 1884, our founder made a simple vow: "I will not sell the future for temporary gain.” That's the philosophy we still live 
by today. In Ontario, our wind turbines generate clean, renewable power. Our smart building technologies dot the skyline 
in New York and Dubai. Our commuter trains reshape cities like Paris and Kuala Lumpur. And our affordable healthcare 
solutions help hospitals cut costs in Cairo and Colombia. We're building answers to today's toughest questions – and we're 
building them to last. 
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Biologics are already 
giving new hope to patients 
like Alpana, being treated 
for breast cancer at a 
Fortis Hospital. Biosimilars 
promise even more options 
and lower costs 














Indian pharma companies are targeting generic versions of biotech-based drugs, 
which can slash treatment costs for killer diseases like cancer. ву к.кимдк SHARMA 


decade ago, Yusuf Khwaja 
Hamied jolted the global 
pharmaceutical commu- 
nity when he proposed to 
sell anti-Aips drugs at less 
than 4 per cent of the price charged 
by international drug makers. Cipla, 
the company he chairs, is today one 
of the world's largest producers of 
antiretroviral (ARV) drugs to fight нгу/ 
AIDS; and one estimate a few years 
ago had it that 40 per cent of HIV/AIDS 
patients undergoing ARV therapy 
were on Cipla drugs. 

The 74-vear-old Hamied is now 
gearing up for his next challenge: He 
wants to make cheaper versions of 
pricey biotech-based drugs that can 
cure different types of cancers, with 
minimal side-effects. "This will be 
much like what we did with anti-Ams 
drugs 10 years ago, when we brought 
down prices from $12,000 to $300 
per year," declares the veteran of the 
Indian pharma industry. "I am not 
young any more but this is a crusade 
that I am planning to take on at 
Cipla," adds the good doctor who 
many believe has managed the fine 
balance of making profits and paying 
heed to his social conscience. 

A visit to a cancer ward of any 
Indian hospital will explain why 
Hamied is embarking on this crusade. 
Most of the patients suffer silently as 
a cure is beyond their means. But 
there may be hope on the horizon, as 








WHERE BIOSIMILARS 
CAN HELP 


LYMPHOMA, A TYPE 
OF BLOOD CANCER 





The treatment cost in cases like 
non-Hodgkin's lymphoma was 
Rs 1.2 lakh* per cycle three 
years ago. A patient needs 6 to 7 
cycles — a bill of over Rs 7 lakh 


BIOSIMILARS HAVE HELPED BRING 
DOWN COSTS OF THIS TREATMENT 
BY ROUGHLY 50% 


“excluding costs of other medication and hospitalisation 


BREAST CANCER 
Some of these 
drugs today cost 


- RS1.3 lakh per 
cycle; a patient 
typically needs 8 to 
12 cycles, which means a total cost 
of treatment of at least Rs 10 lakh 


BIOSIMILARS CAN MAKE THIS 
TREATMENT MORE AFFORDABLE 


COLON, KIDNEY AND 
LUNG CANCERS 


In some cases, the cost 


is around RS 40,000 
per month and the patient needs 





access cancer treatments. “Earlier, 
say about three years ago, I used to 
get around five cases of non-Hodg- 
kin's lymphoma (a type of blood 
cancer) in a year, but last year we got 
22 patients; and this year we have 
already treated around eight pa- 
tients,” says Dr Shailesh R. Singi, an 
oncologist at Care Hospitals in 
Hyderabad. If more patients are be- 
ginning to visit hospitals for a cure for 
cancer, it's because of heavy subsidies 
provided by innovator companies 
that make biopharma drugs that can 
effectively treat certain cancers. 

But subsidies can never be a sus- 
tainable solution. What is sustainable 
is reducing prices of biopharma drugs 
by making biosimilars. Also known 
as follow-on biologics, biosimilars are 
versions of innovator biopharma 
products that are produced on the 
expiry of the relevant patent and pe- 
riod of exclusivity for the innovator 
company. They are copies or generic 
versions of medicines made using a 
biological source as against a syn- 
thetic chemical substance used in the 
allopathic medicines that rely on 
knowledge of chemistry. Biologics, 

and their biosimilars, are medi- 
cines that are based on some bio- 
logical base, and could be pro- 
teins or a complex combination 
of several biological substances 
that are all custom-designed to 
target specific cells in the hu- 
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“In five years we hope to see 7 to 10 per cent 
of our top line coming from biosimilars" 


specific cell types (say, cancer cells) or 
specific disease-causing proteins 
within cells. 

When this writer met Dr Singi, he 
was treating a patient who is a driver 
by profession and whose company 
had agreed to support his medical 
costs, for non-Hodgkin's lymphoma. 
The drug: A biosimilar called Reditux 
launched by drug-maker Dr Reddy's 
Laboratories three years ago. For the 
patient, Reditux means he can now 
access an immensely affordable treat- 
ment for his cancer. Three years ago, 
the cost for a treatment for non- 
Hodgkin's lymphoma was Rs 1.2 
lakh per cycle: a patient typically 
needs six to seven cycles, resulting in 
a total bill of over Rs 7 lakh (exclud- 
ing the cost of other medication and 
hospitalisation). The cost of that 
treatment is now down by over 50 
per cent. Other than non-Hodgkin's 
lymphoma, breast, colon, kidney and 
lung cancers too can be treated with 
affordable biosimilars (see Where 
Biosimilars Can Help). 

Cipla and Dr Reddy's are just two 


of many Indian pharma companies 
that are putting the skills honed in 
reverse engineering (or making copy 
cat drugs, as the Western drug com- 
panies prefer to see it) to use in bio- 
logics. Lupin, Ranbaxy Laboratories, 
Biocon and now even Mukesh 
Ambani's Reliance Life Sciences, 
have taken up the challenge to make 
biosimilars — with good reason. 

"About 40 per cent of all the new 
drugs entering the market every year 
are biotech drugs," says Kamal K. 
Sharma, Managing Director, Lupin. 
Sharma, who puts in 17 hours a day 
and teaches at irr Bombay on week- 
ends, is the man behind the biosimi- 
lar foray at Lupin. "In five years from 
now we hope to see 7 to 10 per cent 
of our top line coming from biosimi- 
lars." That would translate into some 
$300 million from biosimilars, what 
with Lupin aiming to become a 
$3 billion company by 2013, up from 
$1 billion currently. 

Dr Reddy's biosimilars charge is 
being led by 40-year-old Cartikeya 
Reddy (no relation to the promoter 
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Reddy family), who came on board in 
2004. Within three years of joining, 
he was made a part of the manage- 
ment council, which is the think-tank 
of the company. A senior engineer at 
Genentech, a leading biotech firm 
that Swiss pharma giant Roche paid 
$46.8 billion to acquire, he started 
out at Dr Reddy's as a director in the 
biologics development centre; in three 
years he was made the head of bio- 
logics business. 

This seems to have worked well so 
far for Dr Reddy's. Other than Reditux, 
it has launched two other biosimilars 
and has a pipeline of seven, with a plan 
to launch one product a year. Capital 
expenditure on biosimilars is around 
Rs 150 crore with Rs 30 crore to Rs 40 
crore going into research and develop- 
ment annually. The company's pipeline 
of biosimilars today includes a mole- 
cule in late stage clinical trials, two 
products in late-stage development, 
and several others in early-stage devel- 
opment. The areas of focus are oncol- 
ogy and auto-immune diseases. 

Lupin began its efforts in biosimi- 
lars three years ago for which it set up 
a state-of-the-art biotech facility on the 
outskirts of Pune as well as the Lupin 
BioResearch Centre, also in Pune. "In 
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Rs 100 crore and hope to have our first 
product out in October 201 1. This 
could be either in the area of rheuma- 
toid arthritis or in cancer," says 
Sharma. Lupin has some six proteins 
in different stages of development and, 
after the first launch, hopes to hit the 
market every three to four months. 
Cipla is investing $65 million or 
around Rs 300 crore to acquire a 40 
per cent stake in a Goa-based com- 
pany called Mab Pharm and a 25 per 
cent stake in Bio Mabs of Shanghai. 
Both Mab Pharm and Bio Mabs are 
setting up biosimilar units. Cipla is 
focusing on areas like cancer and 
rheumatism. Those who work 
closely with Hamied say this means 
biosimilars of drugs like Herceptin 
(to treat breast cancer; innovator 
company: Roche), and Avastin (in- 
novator company: also Roche) for 
colon, kidney, lung and gall bladder 
cancers. Cipla is also apparently 
looking at a biosimilar for the drug 
Erbitux, sold by Merck KGaA, to treat 
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PRODUCT ESTIMATED MARKET 

SIZE IN INDIA (Rs Ce) 
Insulin 650 
Erythropoietin+ 150 
GCSF* 75 
Hormones 75 
Interferon Alpha^ 50 
Thrombolytics# 10 
Others** 190 
Plasma Proteins++ 400 
Vaccines 900 

otal — 





+ A protein that stimulates red blood cell production 
*A protein that stimulates white blood cell production 


^ A protein used to treat hepatitis B and hepatitis C; 
can also be used to treat some types of blood cancer 


# Drugs that are used to help dissolve clots 


** Includes monoclonal antibodies, typically drugs 
that deal with cancers and those used in cardiology 


++ Proteins found in human blood that are used to 
treat liver diseases and immune deficiencies 


Source: Industry 


K.V. Subramaniam, CEO, Reliance Life Sciences 


"Biopharmaceuticals constitute about 
70 per cent of our revenues " 
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ceran types oi пеаа ana neck can- 
cers. These products are not covered 
under patent in India and China, 
which means Hamied can sell the 
generic versions legally. 

For a newer company like 
Reliance Life Sciences, biopharma is 
the largest area of focus. 
"Biopharmaceuticals constitute 
about 70 per cent of revenues of 
Reliance Life Sciences," says сво K.V. 
Subramaniam, the man driving this 
initiative at Reliance. Subramaniam 
says Reliance Life Sciences currently 
"has the largest portfolio of biosimi- 
lars (14) under development in the 
industry globally, many of which 
would be launched for the first time 
as a biosimilar". Reliance plans to 
launch two or three biosimilars each 
year for the next five years. The com- 
pany operates, what it describes as. 
"the largest mammalian cell culture 
facility (10,000 litres capacity)" in 
Navi Mumbai. The Ambanis' 
penchant for scale — manifest in 
commodities-driven businesses like 
refining and petrochemicals — is 
visible here too. “Reliance Life 
Sciences is able to offer its range of 
biosimilars at competitive prices due 
to its scale and the fact that it has 
capabilities to carry out clinical trials 
in-house, giving a significant time 
and cost advantage,” explains 
Subramaniam. 

The huge opportunity — the 
market for biosimilars is today worth 
Rs 2,500 crore and, according to 
industry estimates, growing at close 
to 20 per cent annually — is doubt- 
less there for the taking. Yet, unlike 
chemistry-based drugs, the manu- 
facturing process in biologics is more 
complex. The process is also more 
expensive than developing new 
chemical entities, and the regulatory 
landscape is not uncomplicated. But 
it's precisely such roadblocks that 
raise the entry barriers in this space, 
and the ability to manoeuvre past 
these hurdles will eventually separate 
the men from the boys. 9 
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Sensible alternative: 3 
Employees ready 
alternative fuel at 
ACC's Madukkarai plant 
near Coimbatore 
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Many countries have embraced co-processing as an effective means of 
waste disposal, but India is just about waking up to its potential. 


BY N.MADHAVAN 


n late 2006 Tom Chackalackal was a worried 
man. Over 1,000 tonnes of hazardous waste — 
paint sludge. phosphate sludge. oily rags and 
other waste from the on-site wastewater treat- 
ment plant — had piled up at the factory premises 
of Ford India near Chennai where it had been producing 
cars since 1999. As vice president of manufacturing. 
Chackalackal was hard-pressed to find a way for safe dis- 
posal of this humongous waste, which was growing by 
the day. The secured landfill that the Tamil Nadu govern- 
ment had promised the company when it agreed to set up 
a factory in the state had not materialised. Then, Ford 
India decided to double the capacity of the Chennai plant 
and foray into the high-volume, small car segment, rais- 
ing the spectre of more waste. "It was around this time 
that Ford's Global Enviro- 
nment team came up with 
the idea of co-processing. 
Why don't you burn the 
waste in a cement kiln like it 
is done in many countries 
across the world, they said," 
recalls Chackalackal. That 
would have required a partner 
firm. but nobody was doing such 
a thing in India then. 

As luck would have it, 
Holcim, the world's second- 
largest cement maker and a global 
leader in co-processing technol- 
ogy, had by then established its 
presence in India with the acquisi- 
tion of Acc in 2005 and Gujarat 
Ambuja Cements in early 2006, 
and was beginning to push its TT 
Indian units to co-process. It had 
already adopted the technology in 
39 countries over the previous two 
decades. By the end of 2005, it had 
set up in Acc a new business called 
Alternative Fuels and Raw Materials 
(AFR) with the objective of looking for 
alternative energy sources to fire its 
kilns. In Acc, Ford India found a will- 
ing partner. After getting the neces- _ 
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Pollution Control Board (тхрсв), Ford India began ship- 
ping its hazardous waste to ACC's Madukkarai plant near 
Coimbatore for use as fuel in its kiln. 

Bulk drug manufacturer Jubilant Organosys was 
another beneficiary of this practice. Its Mysore plant — 
an export-oriented unit — had a zero-waste water dis- 
charge facility and an incinerator to burn waste. But 
some 1,500 tonnes of hazardous waste on its premises 
awaiting a landfill stood out like a sore thumb until 
Jubilant entered into an agreement with Acc to co-process 
it. "Sustainable manufacturing is the key to landing an 
order. That is often the competitive edge," says Jubilant's 
Senior Vice President Biswajit Mitra. 

Co-processing is the practice of substituting fossil 
fuel (mostly coal) with hazardous and other wastes in a 
cement or lime kiln or 
in a blast furnace of a 
steel plant. The process 
is also referred to as 
thermal substitution 
and is considered a bet- 
ter way to dispose of 
hazardous waste com- 
‘eae, pared to a landfill or an incinera- 
tor (See Green Manufacturing). 
Developed nations have embraced 
co-processing in cement kilns 
whole-heartedly. Their rate of ther- 
mal substitution is very high (see 
The Global Practice). 

“In developed nations there is a 
high level of awareness about safe- 
guarding the environment. That is 
backed by a strong legal framework," 
explains Ulhas V. Parlikar, Director, 
Alternative Fuels and Raw Materials 
Business at Acc. In fact, in 2009, 
Holcim alone used over seven million 
tonnes of waste and saved four million 
tonnes of fossil fuel globally. 

India is the second-largest producer 
of cement in the world with an annual 
installed kiln capacity of over 300 mil- 
lion tonnes. It consumes about 30 mil- 
lion tonnes of coal every year. 
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order of 22 per cent and costly 
imports continue to bridge the gap. 

In 2009 India generated 
67.31 lakh tonnes of hazardous 
waste. For this quantum of waste 
the disposal facilities in the coun- 
try are woefully inadequate. 
There are just 25 secured land- 
fills in operation in 12 states and 
13 common incinerators in six 
States. A study by Frost and 
Sullivan estimates hazardous 
waste generation in India to 
grow at a compounded annual 
growth rate of eight per cent 
over the next five years. This 
would call for significant invest- 
ments in waste disposal facilities. 
For instance, it costs between 
Rs 10 crore and Rs 30 crore to 
put up an incinerator. In addi- 





“There is need for a law with 
specific focus on co-processing. 
All we have is a guideline issued by 
the Pollution Control Board" 


Ulhas Parlikar, Director, AFR Business, ACC 
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Dharmakrishnan, Executive 
Director, Finance, Madras 
Cements. 

There is a complete disconnect 
between the user and the giver. 
Cement firms believe that they are 
doing the polluting industries a 
favour by disposing their waste 
safely. But the industries which 
give away the waste maintain that 
they are, in effect, giving the ce- 
ment plants something that goes 
to replace fuel and saves money. 
They see nothing wrong in charg- 
ing a price for the waste. 

“What waste generating in- 
dustries do not realise is that a 
cement plant has to invest 
around Rs 4 crore to create the 
necessary facilities to process 
this waste,” says PB. Ravikumar, 
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tion, it would cost Rs 400 crore 
annually to operate the incinera- 
tion facilities for disposing all the 
hazardous waste in the country. 

Given this state of affairs, 


GREEN MANUFACTURING 


Co-processing... 


Cuts green house gas emission: Thermal 
substitution of coal with waste up to 40 per cent 
in a million-tonne cement plant will reduce 


CEO, GMV Projects & Systems, 
which specialises in designing 
and installing alternative fuel 
handling systems for cement 
plants in India and abroad. 


India should have resorted to co- 
processing long ago. But the 
quantity of waste the country co- 
processes now is a meagre 
100,000 tonnes. In 2009 Acc co- 
processed 77,751 tonnes of waste 
substituting 61,965 tonnes of 
coal. Grasim, Madras Cements 
and India Cements are some of 
the other players that have re- 
sorted to co-processing but on a 
smaller scale. Some of the compa- 
nies that offer their waste for co- 
processing are Hindustan 
Unilever, Cadburys India, Nestle, 
Johnson & Johnson, Godrej Sara Lee and srr Nylon. 
There are obvious reasons for co-processing not 
catching up in India. A critical issue here is: Who pays? 
Globally, the polluter pays. Multinational companies in 
the country like Ford India follow that practice. But that 
is not the case with local players. Take the case of fly 
ash, a hazardous waste generated in thermal power 
plants. “When the cement industry began producing 
blended cement using fly ash, it was initially offered free 
of cost. When demand for fly ash increased, power 
utilities started charging a price and today it has risen 


tonnes of coal annually 


next decade or more 
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CO, emission by 100,000 tonnes 


Saves fossil fuel: Considering India's kiln 
capacity of about 300 million tonnes, even a 
five per cent substitution will save 2.5 million 


Disposes hazardous waste safely: It is 
the most environment-friendly way to dispose 
hazardous waste as it recovers energy from 
the waste and leaves no residue 


Saves money: There is no need to invest in 
incinerators and landfills to dispose the hazardous 
waste that India generates. India's present 
cement kiln capacity is good enough for the 


Resolving this tangle is crucial 
for the success of co-processing 
in the country, he adds. 

The other significant chal- 
lenge is the legal framework. India 
continues to accord the same im- 
portance to incineration and land- 
filling as co-processing despite its 
obvious advantages. There are 
also no targets for the cement 
companies for thermal substitu- 
tion. "There is need for a law with 
specific focus on co-processing. 
Today, all we have is a guideline 
issued by the Central Pollution 
Control Board (срсв)," says Acc's Parlikar. A law, it appears, 
will have to wait till the СРСВ completes its trials. "We are 
quite positive on co-processing. Trial studies are in progress 
on all types of waste that can be co-processed. Within one 
year we will have a clear idea of what to co-process and 
what not to. Only after this is done can we look at anything 
more than a guideline,” explains Professor S.P. Gautam. 
Chairman, cece. He adds confidently, "Within two years, 
100 per cent of all the hazardous waste generated in the 
country will be co-processed." If one looks at the conditions 
on the ground, he is quite an optimist indeed. (9 
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very second car and motor 
bike, every third bicycle 
and a majority of the 
tractors, refrigerators and 
other consumer durables 
made in India are pro- 
duced in Haryana. Gurgaon has emerged 
as the third-largest information technol- 
ogy (IT) hub in the country after 
Bangalore and Hyderabad; tr and rr-ena- 
bled service exports from the state crossed 
Rs 22,000 crore in 2009- 10. Haryana 
raced ahead of Gujarat, Maharashtra and 
Tamil Nadu in implementation of invest- 
ments pledged during 2008-09, achiev- 
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ing 70 per cent conversion rate. 

And yet, quality of life is very poor for 
office-goers and residents of Haryana's 
star town Gurgaon, which is now on the 
world map. Traffic jams, power shortages, 
water supply...the list of headaches goes 
on. Hanyana's only chief minister to have 
returned to office after a five-year term, 
BHUPINDER SINGH HOODA, says he will 
not only fix Gurgaon's problems but also 
create five such cities minus its woes. 
Hooda discussed his plans for the state as 
well as its problems and achievements in 
an interview with BT'S PUJA MEHRA. 
Edited excerpts: 





On the acute deficit of 
infrastructure in Gurgaon: 
We have developed a new Master 


Plan for Gurgaon. We are spending 
about Rs 700 crore to develop the old 
Gurgaon area. By this year-end, a 
new canal will start supplying 500 
cusecs of water to Gurgaon, making 
it self-reliant on that front. While 
multilevel parking lots are being built 
to ease pressure, exit channels into 
the highways are being created to 
ease the traffic problems. 

We are going to give Haryana five 


more “Gurgaons” — at Rohtak, 








Faridabad, Ambala. Hisar and 
Kharkhoda. This time all the plans for 
the infrastructure have been worked 
out beforehand for these new 
"Gurgaons" that will be industrial 
model townships, or IMTs. 


On the slow pace of progress in 

special economic zones (SEZS): 

We have received proposals for set- 
ting up 100 $825 of which 94 are in 
the National Capital Region (NCR). 
Of the proposals, 70 are in the п 
sector, 11 multiproduct, 14 single 
product and five are multiservices 


sezs. The Centre has approved 46 
proposals, including 34 in the IT 
sector. Progress has been slow, but 
Гат sure it will pick up. Three sEZs 
have already started operations 
and five more are in various stages 
of implementation. 


On severe power shortages: 
When I assumed charge, we had 
availability of about 4,000 Mw 
capacity. Factoring in a 9-10 per 
cent growth in demand, there will be 
no shortages after two years. This is 
because five mega power generation 
projects at Yamunanagar, Hisar, 
Jhajjar (two) and Faridabad are on 
the anvil. Of these, the first two have 
already been implemented and the 
rest will be ready in five years. 

Considering the load growth in 
the NCR and keeping in view the 
environmental concerns, we are 
phasing out the 3x55 Mw coal-based 
thermal power plant at Faridabad 
and requesting the Centre for alloca- 
tion of gas on priority for a 1,500 
MW gas-based plant at Faridabad. 

Besides, from 2011-12, the 
Haryana Power Generation 
Corporation will draw 1,450 Mw 
from the Ultra Mega Power Projects 
(UMPPS) being developed around the 
country. Last October, the Centre 
gave an in-principle approval for a 
2.800-Mw (4x700 Mw) nuclear 
power plant to be built by the 
Nuclear Power Corporation of India 
in Fatehabad district. Under the first 
phase, 2x700 Mw generation capac- 
ity should come up by 2017-18. 


On missing deadlines for mega 
infrastructure projects: 
[| agree there have been slip-ups in 
implementation of several mega 
infrastructure projects. I have put all 
such projects on the fast track and 
constituted a Cabinet Sub-Committee 
on Infrastructure for facilitating 
quick decision-making and close 
monitoring of those projects. 

The original completion sched- 


ule for the Kundli-Manesar-Palwal 
(KMP) Expressway was July 2009. But 
it will take another year to complete. 
By November 1, 2010, the first 
phase will be ready. The delay has 
been due to a number of reasons, 
including litigation, laxity of the 
concessionaires, modifications in the 
designs by the National Highways 
Authority of India (NHAI), and delays 
in approvals from the Railways for 
overhead bridges. 

Please don't forget that the 
Eastern Peripheral Expressway (the 
105-km Kundli-Ghaziabad-Noida- 
Faridabad expressway ), which is being 
implemented by the NHAI, is far be- 
hind schedule. Then, we have also 
initiated a number of projects for 
upgrading the state/national high- 
ways, including the Gurgaon- 
Faridabad Highway and six-laning of 
the Delhi-Rohtak segment of NH-10. 


On weak trunk infrastructure 
and concern over delays in the 
Haryana stretches of the Delhi 
Mumbai Industrial Corridor 
(DMIC), especially the KMP 
Expressway: 

[ believe we are amongst the fastest 
states progressing on the pMic. We 
have finalised the four Early Bird 
Projects out of which three have been 
taken up by the pMic for pre-feasibility 
study. The delineation of the 
Manesar-Bawal Investment Region 
has been completed and master plan- 
ning is underway. This will facilitate 
the development of trunk infrastruc- 
ture in the state. We have already 
identified land for an exhibition-cum- 
convention centre for which the own- 
ership model is being discussed with 
the Central government. We have 
also finalised the location for a logis- 
tics hub along the dedicated freight 
corridor. The Dedicated Freight 
Corridor Corporation of India (DFCCIL) 
kept on revising the alignment of cor- 
ridor through the state. Since it has 
now frozen the plan, we will also fi- 
nalise the site delineation for the lo- 


gistics hub shortly. 

Work is underway for the other 
major initiatives within the DMic sub- 
region. The pMic is working on the 
plan for tapping the flood waters 
from Tajewala Barrage to augment 
the water supply for the Manesar- 
Bawal Investment Region. The 
Airports Authority of India (AAI) has 
approved the site shortlisted by us for 
a cargo airport, and we have for- 
mally approached the Ministry of 
Civil Aviation for its clearance. 


On the new industrial policy to 
be unveiled in September 2010: 
It would be a comprehensive indus- 
trial and investment policy. We will 
offer single window deemed clear- 
ances in the shortest time. Focus will 
also be on public-private partnerships 
for facilitating infrastructure develop- 
ment, skill development, labour wel- 
fare and greater interaction between 
the government and the industry. 


On competition from Noida and 


Jam-packed: A crowded section of the service 
lane along the expressway through Gurgaon 





On the state being the country's 
top industrial investment 
destination: 

In 2005, Haryana was ranked 14th 
on industrial investments received by 
states and today it is No. 1. During 
the last five years, we attracted in- 
vestments worth Rs 45,000 crore. 
The pipeline has Rs 1 trillion. A re- 
cent study by AssocHAM showed 
Haryana achieved 70 per cent imple- 
mentation rate for investments 
pledged during the economic slow- 
down of 2008-2009 ahead of states 
like Gujarat, Maharashtra, Tamil 
Nadu and Karnataka. 


Greater Noida owing to lower 
wage costs: 

[ am really surprised that you should 
raise this issue particularly when my 
people are enjoying the benefits of a 
growing economy, higher standards of 
living and salary packages. My govern- 
ment has chosen to raise the mini- 
mum labour wage rates to facilitate 
equitable growth. We have also revised 
floor rates and announced annuity 
payments for compulsory acquisitions 
of land by the government under the 
Rehabilitation and Resettlement Policy. 
This has afforded better compensation 
and continued livelihood to farmers. © 
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Poorly skilled construction workers and world-class home fitting brands 
make for an odd match in India. BY SHALINI S. DAGAR 


man Kathuria would 
probably agree with 
American labour leader 
George Meany, who 
famously said: “Anybody 
who has any doubt about the inge- 
nuity or the resourcefulness of a 
plumber never got a bill from one.” 
Well, for Kathuria, the Managing 
Director of BG Steels, a company from 
Bhiwadi, Rajasthan, substitute the 
plumber for the electrician or mason. 
He is caught in the middle of build- 
ing his second home. 

Caught is the right word. Since 
February 2009, he has been 
remodelling two 3,000 square feet 
penthouses into one in the posh 
Heritage City enclave of Gurgaon. 
He was hoping to move in last 
Diwali, but after a year and a half 
and with his renovation budget 
already double, he is now pinning 
hopes on moving into the 
reworked apartment this Diwali. 

Not just cost and time over- 
runs, Kathuria has had to deal 
with shockers, too. For instance, 
he got a jolt when the masons for- 
got to leave room for wiring in a 
steam room. "Now that wall is clad 
in stone. We need to break it down 
and again rework it," he trails off. 





100 BUSINESS TODAY September 19 2010 








If this sounds like regular con- 
struction site folklore, then consider 
this: Delhi-based architect Sandeep 
Uppal recounts how one rushed 
night the absence of the foreman and 
the supervisor meant that the eleva- 
tor at one of his construction sites 
was fixed upside down. "It cost us a 
bomb, and not to forget the delays. 
The whole thing had to be torn 
down," says Uppal. 

It is such lack of ordinary skills in 
plumbers, carpenters, masons, elec- 
tricians and other construction 
workers in India that has house own- 


Dropping Professionalism 


W 1995 m 2005 
Figures in per cent 


е Engineers 
EN 4.71 
E 2.65 


Sub-engineers (Supervisors) 
E 2.46 
im 1.85 








Skilled Workers* 
FUSER 2: 
нны 10.5 


*include mansons, carpenters, plumbers, bar-benders and others 
Source: Construction Industry Development Council 
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ers and construction companies alike 
blowing a fuse. With urbanisation 
slated to double in the next 20 years 
and the construction industry 
expected to grow at over 30 per cent 
over the next 10 years, this gap in 
skills is going to hurt even more. 

To be sure, the construction busi- 
ness has always been characterised 
by a low level of professional, but this 
has only become worse. According to 
estimates by Construction Industry 
Development Council (cmc), a joint 
effort of the industry and the 
Planning Commission, the percent- 
age of unskilled persons rose from 
73 percent in 1995 to 82 per cent in 
2005. The trend, reckon experts, has 
not improved much since 2005. 

That can be grim. Sudhakar Nair, 
President of Indian Plumbers 
Association, or ІРА, says that of all the 
plumbing projects in the country, 
"hardly 10-16 per cent work is han- 
dled by professionals compared to 
75-80 per cent in the developed 
world". Most of the nation's plumb- 
ers are casual labourers, who have 
learned the trade on their own or 
through working with experienced 
plumbers, he reckons. 

Uppal, who has now spent over 
two decades as an architect, says 
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the quality of people working in 
the industry fell during the last dec- 
ade, as overseas opportunities in the 
Gulf countries and elsewhere caused 
a flight of skilled labour from India. 
“Now in the past two years, one can 
see an 'upcurve' again,” Uppal says, 
with some relief. 

That relief is echoing in an 
emerging quarter in the Indian 
construction business — that of top- 
end home fitting brands which count 
demand for some three million mid- 
dle class and rich homes as a lucrative 
market. Top brands such as Kohler, 
Lingel and Cata have had a presence 
in India over the past few years, sell- 
ing wares like taps, windows and 


exhaust fans. But they grapple with 
the possibilities of brand erosion due 
to poor installation. "We struggle day 
in and out to ensure a good customer 
experience," says a senior executive 
of a leading brand, insisting he or his 
employer not be named. 

Many of the home fittings compa- 
nies have then simply got into the 
trenches. For instance, German 
sanitaryware brand Grohe, which is 
present across 100 cities in India and 
expects revenues of over Rs 500 crore 
by 2012, ensures that those installing 
its products are trained well. Vice 
President and Managing Director 
Mathew Job says that as part of its 
"pre installation guidance" in India, 





Grohe deputes a technician to the 
customer premises. "This sort of 
guidance is not needed in every coun- 
try," says Job. The company last year 
collaborated with Don Bosco Institute 
of Technology to start the Grohe Jal 
Academy at Kurla in central Mumbai 
for imparting such training. 
Fenesta, the Indian brand for 
unplasticised pvc, or Upvc windows, 
does the same. “We impart both tech- 
nical and behavioural training. This 
training to European standards also 
creates an incentive for these workers 
to remain with us, as they end up 
upgrading themselves professionally,” 
says Sandeep Mathur, the company's 
Business Head for upvc Doors and 
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Windows Systems. Such initiatives, 

he believes, will help organised play- 

ers corner a bigger share of the home 
fittings market. 

Hafele, another German home 

fittings brand that looks to clock 

Rs 100 crore reve- 

nues in India this 

year, has two 

training centres 









adding that his company is using 
interactive software in such training. 
Architect Uppal says that such train- 
ing even for a couple of days helps 
workers do a better job, and is worth 
the effort and money spent. 
Whether it is global brands such 
as Hettich or Indian ones such as 
Somany Tiles, they are all making 
the effort to ensure that anyone who 


BUILDING 
FACTS 


e With 35 million 
persons employed in 
the construction industry, 
it is the second-largest 
employer in India after 
agriculture 


© The construction 
industry has been grow- 
ing at 10-1296 every year 


yet because the numbers do not as yet 
make economic sense. "Perhaps, a year 
down the line," says Sharma. He 
believes that it is also the case of con- 
sumers not willing to pay for the cost 
of, say, the electrical, masonry and the 
carpentry for the refurbishment of a 
room in addition to the cost of fittings. 
Indian consumers want the details of 
the works separately, which becomes 
too much of a hassle. 

Elsewhere, industry organisations 
such as СІС or ІРА are attempting to 
put in place some overarching indus- 
try standards — like the Uniform 
Plumbing Code of India — in a bid to 
close the skill gap in the construction 
market. But the design of some of the 
government-aided schemes is inher- 
ently flawed due to the lack of suffi- 
cient industry participation. These 
ongoing programmes, says Gayathri 
Vasudevan, advisor with Bangalore's 
LabourNet, which connects blue col- 


lar workers with customers, "need a 
mechanism for market signals to flow 
back to the workers. Industry stand- 
ards change very fast. Workers need 
to know what is expected of them, 
and how these new practices can 
benefit them". 

Vasudevan believes there is 
demonstrable positive impact on the 
workers's earnings after training: 


© Most tradesmen acquire 

basic knowledge on LJ 
the job and so remain 

largely unskilled : 
© No effective institutional 
set-up for training construction 
workers 


€ Proper execution of work involves good 
design, adhering to standards and codes, 
proper supervision of construction 


in Bangalore 

and Mumbai 

and will invest in 

another two in Delhi and Bangalore 
by the end of the year to reach out to 
more carpenters. "This is a slow and 
systematic process that will have to 
continue for many years to be truly 
effective in spreading the much- 
needed know-how,” says Jurgen Wolf, 
Managing Director of Háfele India, 





works and employment of 
skilled workers 


Source: Construction 
Industry Development 
Council 


uses their products gets an idea how 
best to use them. 

Most of these efforts, for now, are 
at the top end of the market. Mukesh 
Sharma, owner of MLS & Co., a 
Gurgaon-based dealer of high-end 
bathroom fittings who provides add-on 
services to his clients, has been toying 
with the idea of extending such serv- 
ices to the value conscious consumer. 
But he has not taken that leap of faith 
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they are smart enough to take that 
extra effort. LabourNet chalked up 
some success with training some 
180 masons and plumbers for rain- 
water harvesting. which was 
recently mandated by the govern- 
ment in Bangalore. Another success- 
ful scheme has been training carpen- 
ters with the help of power tools 
manufacturer Bosch. After such 
training. many carpenters have 
taken bank loans, which are part of 
the scheme, to buy these tools. 

These changes are welcome, but 
until they scale up and seep into 
large parts of urban India, many like 
Kathuria will be kept away from 
their dream homes — perhaps even 
this Diwali. © 
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othink it was intended to showcase the India Shining 
story to the world at large. It's now fast morphing 
into a cliffhanger no Indian would have wanted. Can 
India prevent the Games from becoming an unmiti- 
gated disaster? We'll find out soon enough, but the 
country is already paying a huge price for what may 
well be a no-show by Indian Olympic Committee 
Chairman Suresh Kalmadi and his troupe. At last count, 
the cost for the Commonwealth Games was an eye-pop- 
ping Rs 30,000 crore. Yes, there's the familiar stench of 
graft and crony capitalism that has bedevilled independ- 
ent India. Ura Chairperson Sonia Gandhi has said that 
heads will roll after the Games and, indeed, they must. 
Amidst the shroud of gloom there is little to write 





home about. And yet, hidden away from the media glare, 
there are a few projects that promise to make a difference 
on the ground in the capital New Delhi. Take the Ring 
Road bypass, for instance, which will ease congestion on 
the busy rro-isBr stretch in the Indian capital. Or the 
Kushak and Sunheri nullah (or drain) parking project, 
which could be replicated in other metros to ease their 
parking woes. Or the eco-friendly Thyagaraj stadium, 
which sets a few "green" benchmarks. 

This, of course, in no way means condoning the utter 
mismanagement of the Games' preparation. Instead, it 
only gives a glimpse of what may have been if India had 
put its best foot forward. Read on to discover how five 
projects will make a telling impact on the ground. 





Drain Gain 


elhi's streets are bustling with about 60 lakh 
vehicles — the largest for an Indian city — but 
it is woefully short of parking space. How could 
the capital's administration come up with park- 
ing space for some 800 buses it was buying to 
ferry sportspersons from the Games Village to stadia? 

The Municipal Corporation of Delhi (Mcp) decided to 
build parking bays near the Jawaharlal Nehru Stadium by 
covering two huge drains — Kushak and Sunheri — in 
the vicinity. Although the stadium has its own parking. 
it's not big enough for the buses that will ferry players 
from the Games Village. And since the Lodhi Road neigh- 
bourhood, where the stadium is located, is already very 
congested, the MCD decided to make use of the drainage 
area for creating parking space. 

The project is now complete and will be handed over to 


the mcp soon. The Sunheri nullah parking. which is 940 
metres long, can accommodate up to 350 buses and the 
Kushak nullah, which is over 1 km long, has room for 450 
buses. After the Games, the Sunheri nullah parking will be 
used by visitors and employees working at the Central 
Government Offices (cco) Complex located in the vicinity. 

"The nullahs are used either as dumping pits or are en- 
croached by builders and slum dwellers. This is a novel ex- 
periment which could ease the parking problems in big 
cities and could also be huge revenue earners for the ex- 
chequer,” says Piyush Agrawal, General Manager, Buildings 
and Infrastructure, Punj Lloyd, the company that was in- 
volved in both design and construction of the project. 

Indeed, experts feel this is one of the few 
Commonivealth Games projects which can be replicated 
across the country. 


. Despite the e gloomrsurrbüfidi ing the - IHE 
20 o Games, there are some – — 
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is will make life a lot easier for the long-suffering Delhi com- 
uter. The Ring Road Bypass, from Salimgarh Fort to the 
Yamuna Velodrome Road, will be opened to the public soon and 
will bring down the peak hour commuting time between a high 
traffic bus terminus (commonly 
called 15вт) and Central Delhi 

to about 10 minutes from 30 min- 
utes now. It's part of the 
Commonwealth Games project 
and will ferry participants from 

the Games Village to the 
Chhatrasal Stadium and 
Ludlow Castle, the venues of 
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various sporting competitions. 

The signal-free 5.5-km elevated corridor will ease the traffic congestion 
on the adjoining Ring Road stretch as well by diverting almost 80 per cent 
of its traffic. On an average, the traffic volume on the Ring Road between ISBT 
and rro in Central Delhi is between 35.000 and 40,000 passenger car units 
(pcus) a day. This should reduce to 7,000-8,000 rcus a day. Four loop lanes 
and four slip roads along the bypass are specially built to ease the traffic flow. 

The bypass is built with pavement-quality concrete (РОС) rt ads. "Even 
under heavy traffic, Poc roads last for over 30 years without any major 
maintenance whereas the normal bituminous roads require heavy main- 
tenance and yet have a life of less than 10 years,” says S.K. Pal, Project 
Manager, Simplex Infrastructure, which is handling the project. 
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Go Green 


t promises to be the showpiece of tl 
Commonwealth Games. It is the fir 
of its kind in India and amongst 
only a handful across the globe. 
Sprawled over 6,000 square metre 
the Thyagaraj Sports Complex is 
intended to be a model “green stadium” ar 
will host the netball event (after the Games 
it will host badminton, table tennis and 
basketball tournaments as well). 

The eco-friendly sports complex sets a fev 
"green" benchmarks. It is the only stadium i» 
the country constructed on the "green 
building" concept and is powered by a 
one-megawatt (Mw) solar plant. Another 
3.5 Mw will be generated through a cnc-fired 
solar energy generated will be used within thy 
complex and also feed electricity into the grid 

There's more. The stadium has effective 
rainwater harvesting systems installed. 
Water harnessed thus, together with water 

recovered from a sewage 
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Anurag Kashyap's life is a life less ordinary And at Ahuja Constructions, we believe 





"First World" Water 


stone's throw from the Akshardham Temple and a short 
drive from the capital's central business district Connaught 

i Place, the Commonwealth Games Village will be home to 

over 8.000 athletes and officials from 71 countries. It may 

F be risky to wager on the Village becoming inhabitable by 

October, but on one count, at least, the visitors may not have a 

grouse. All stops are being pulled to ensure that the guests have ac- 
cess to potable, “first world” water. 

The Delhi Jal Board has set up an automated water treatment 
plant (wp) inside the village capable of producing one million gal- 
lons of purified water per day. This new wrP has multi-stage filtration 
and the processed water will best the standards of all the munici- 
palities of the country and, officials claim, is equivalent to the World 
Health Organisation's (wHo's) drinking water standards. "It's the first 
time any government body has built a мтр of this scale using this 
technology to supply potable water for mass consumption," says 
Vivek Hemmady, Chief Manager, Construction, vA Tech Wabag, the 
water treatment firm involved in the construction and maintenance 
of the plant. 

After the Games, the plant will service residents of the village and 
adjoining areas. At a cost of Rs 13-14 per 1,000 litres, the water from 
the new plant will be 30-40 per cent costlier than the conventional 
filtration process various municipal bodies use across the country. 
"Today. many households have installed reverse osmosis (RO) systems 
that can only be used for drinking and cooking purposes. With this 
plant you don't need a separate RO system," says Hemmady. He be- 
lieves upscale residential blocks wouldn't mind paying more and there 
will be a growing demand for such wrrs in the country. 


People 
Thoroughfare 


t's a pet project of Chief Minister 
Sheila Dikshit. Soon, a maze of 
open air escalators will dot the 
capital a la Paris, New York and 
London. Already, with an eye on 








the Games, there's been a flurry of activ- 
ity over the past couple of years with 18 
such escalators coming up on busy roads 





ment with subways. which city residents 
are increasingly wary of using due to in- 
cidence of crimes. 

"Over the last few years, due to 
their high construction costs and 
safety issues, subways have fallen 
out of favour," says Uday Kulkarni, 
Managing Director of elevator and 
escalator maker Schindler India. © 
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The used car market in India is growing 
faster than the new car market апда ⸗ 
clutch of companies is gearing up to 
take advantage of it. ву kusuaw mitra 
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Figures іп million 


In 2009-10 the used car market was estimated to be worth between Rs 8,000 crore and Rs 14,000 crore* 
By 2014-15 the used car market will be worth close to Rs 50,000 crore 


*The large spread is due to the large unorganised sector, which accounts for 85-90 per cent of the used car market 
Source: Industry estimates 
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ast year, over one-and-half 
million brand new passen- 
ger cars were sold in India, 





a record year for car sales. 

During the same period, 
close to two million passenger cars 
were sold on used car lots. Even as 
industry executives expect the new 
car market to double in sales to three 
million units by 2015, they are 
wagering that used car sales will 


„=.=. ee * ~ | — P oe ana esi е 0 4 


And it's not just about the vol- 
umes. The market for used cars is 
worth between Rs 8,000 crore and 
Rs 14.000 crore, says Vikas Bajaj. 
Partner, Booz and Company, a 
research and consultancy firm. Yet, 
the large spread of the number belies 
the biggest problem facing the used car 
industry — it is a largely unorganised 
sector. Estimates by companies operat- 
ing in the sector point out that the 
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Rajeev Dubey, President, HR and 
After-Market at Mahindra and 
Mahindra (M&M), says that close to 
two-thirds of the used car market is 
consumer-to-consumer (с2с) sales, 
which operate mainly through word 
of mouth or classified advertising in 
newspapers. The rest of the used car 
sales comes from the “broker” net- 
work — usually roadside car 
mechanics and specialised small used 
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SUBIR HALDER 


has grown, there are clear trends of 
more and more used car sales get- 
ting pushed into the organised sec- 
tor. The first, explains Mayank 
Pareek, Executive Director of Sales 
and Marketing at Maruti Suzuki 
India Ltd (MSIL), is security. 
"Changing the ownership paper- 
work for the car is not an easy proc- 
ess. The seller is liable if the car is 
used in criminal activity until the 
ownership papers get transferred. 
And the buyer is not sure of the car's 
antecedents. Is the car stolen? Has 
the loan been paid off," asks Pareek. 

The other factor that will propel 
the growth of the used car market is 
elucidated by Pareek's old boss 
Jagdish Khattar, who has now 
started Carnation, a multipurpose 
chain of car sales and service outlets. 
"Every month. finance companies 
repossess between 500 and 600 cars 
across India. Add leasing companies 
and the number increases to close to 
1,000 vehicles of various makes. 
They need an organised system to 
dispose of these vehicles." says 
Khattar, MD of Carnation. 

Also, used car outlets help manu- 
facturers do two things, argues 
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"Finance companies need 
an organised system to 


dispose of vehicles" 


Khattar: One, sell more new cars as 
part of a trade-in or exchange, and, 
two, determine the price of the used 
car segment. MSIL operates Maruti 
True Value, a network of used car 
outlets which retails used Maruti 
cars. According to Pareek, the chain 
sold over 163,000 vehicles in 2009- 
10, which would have made it India's 


W 


Why Used Car Sales 
are Growing 


The number of vehicles on Indian 
roads is increasing, making more 
cars available to used car buyers 


The replacement cycle for cars 
Will fall; from five years currently 
to about 3.5-4 years by 2015 


The organised sector eases 
uncertainties in the minds of 
buyers and sellers 


Used car buyers are able to buy a 
bigger, better car for the price of 
a smaller new car 
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fourth-largest automotive retailer in 
its own right. The chain has 345 
outlets across the country, a hundred 
fewer than Maruti's new car sales 
points. But with the number of cars 
on the road increasing, Pareek 
expects that the number of True 
Value outlets will soon exceed 
Maruti's new car outlets by a sub- 
stantial margin. 

Maruti is not the only car manu- 
facturer sniffing an opportunity in 
the space. Hyundai Motor India Ltd 
(HMIL), the country's second-largest 
passenger car manufacturer, started 
Hyundai Assured in 2005. Last year 
it sold 3,000 cars, which, like Maruti, 
were certified by the company. The 
process of certification, according to 
an HMIL spokesperson, gives the car 
buyer "peace of mind". 

Maruti and Hyundai also give 
the car a limited warranty to assure 
buyers. But importantly, Hyundai 
also has an exchange scheme where 
car owners can come with any 
brand of car and trade it in for a 
Hyundai product — 14,000 such 
exchanges happened last year. 
Maruti uses its exchange scheme 
successfully as well. Pareek says that 
cars as little as a year old are often 
brought into True Value outlets, and 
he describes these sellers as "win- 
back" customers. But these cars are 
not certified, and are usually dis- 
posed of in the used car market 
through brokers or auctions. 

This is where Dubey and Khattar 
feel they will fit in. M&M already 
runs a chain of 127 multibrand used 
car outlets under the First Choice 
brand and Dubey says that they sold 
over 18,000 vehicles last vear. He 





Until Chuck Yeager broke the sound barner, he would not rest. Nor would the designers of the Bell X-1. (California, 1947.) 





Until you see that we've drawn a line. 


We will not rest Ed UBS 
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through 350 First Choice outlets 
by 2013-14. "The pre-owned ecosys- 
tem will develop and people will 
want a proper customer experience 
when they sell or buy a used car," 
says Dubey. 

Khattar has opened five 
Carnation outlets in the past six 
months, which deal in used cars. He 
expects to roll out used car sales 
points at most outlets over the next 
few years as the chain, which also 
deals in sales and service, expands. 
Both First Choice and Carnation will 
sell users "certified" used cars (see 
How the ‘Certified’...) like manufac- 
turer-supported used car outlets. 

Booz & Co's Bajaj argues that the 
Indian used car market has still a 
long way to go. He points out that in 
most mature automotive markets, 
used car sales are often 2-3 times of 
new car sales. "The massive used car 
markets in developed countries are 
supported by manufacturers. Indian 
car companies are so focused on new 
car sales that they have not, with the 
exception of Maruti, been able to 
devote resources to the used car mar- 
ket," adds Bajaj. 

Yet, as Pareek points out, it is not 
easy for a manufacturer to enter the 
segment. "Selling used cars is a very 
complex business because no two 
used cars are the same, and we are 
buying the car as well as selling it. If 
the buyer or the seller of the car has 
a bad experience, it impacts the 
mother brand because a True Value 
customer is a Maruti customer," 
explains Pareek. 

The used car market can have a 
major impact on new car sales as 
well, argues Bajaj. In India, Bajaj 
feels that the ready availability of 
three-four-year-old Maruti Alto, 
Hyundai Santro and Tata Indica cars 
has been a reason for the tepid 
response the Tata Nano has received. 
"Consumers are choosing to buy a 
bigger and better car instead for the 
same price, because the Nano has 
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How the ‘Certified’ Used 


Log on to the website of a used car 
company to check for the ballpark 
price of the car you want to sell 


Trained mechanics examine the car 
and accurately determine the price 


Some dealers can take the car 
as part-exchange for a new car. 
Others could sell you another 
used car and, in some cases, 
even a new car of another make 


Once the dealer has bought 

the car, he will refurbish it using 
after-market spares, bringing it 
up to a saleable level 





Most organised used car chains 
give the buyer a one-year, limited 
mileage warranty and a few free 
services 
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not managed to stick to its intended 
price point. The Nano has not failed, 
but it certainly is not doing as well as 
the hype would have led people to 
believe and that is thanks to the used 
car market," says Bajaj. 

As Dubey points out, over 65 per 
cent of the used car market is for B 
and C market cars (small cars and 
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for smaller cars such as the Maruti 
800 is fairly limited. That has not 
deterred luxury car manufacturers 
like BMW from eyeing this segment. 
BMW India is on the verge of launch- 
ing its branded used car business, BMw 
Premium Selection, later this year. 

However, Andreas Schaaf, 
President of BMW India, shares 
Pareek's concerns about entering the 
business. "The used car business, if 
handled badly, can damage the BMW 
brand, which is why we have to take 
it slowly, " says Schaaf. Yet, he sees a 
massive opportunity for BMW in the 
space. "It will help retain customers 
as well as introduce BMW to a whole 
new class of customers, who might 
not be able to buy a new BMW, but 
would readily buy a used one that 
has been certified and guaranteed by 
us," adds Schaaf. Moreover, the used 
car business is an additional source 
of revenue for dealerships. 

But the used car business has its 
share of pitfalls. The first is problem- 
atic interstate transportation of 
used cars due to the lack of a 
nationwide Goods & Service Tax. 
Add to that the logistical and 
bureaucratic nightmare of re-regis- 
tering a car from one state to 
another, thanks to the absence of a 
nationwide car registry. The former 
is a political hot potato. The latter is 
also a national security issue, which 
the Ministry of Road Transport and 
Highways has been promising to fix 
for vears, yet has seen no progress. 
The third problem is of expensive 
real estate. "Used car lots need to be 
massive and should hold hundreds, 
even thousands of cars. But the 
return on investment right now is 
minimal," says Bajaj. 

Yet, as more people buy cars, 
they will also want a way to get rid of 
their old cars, and problems aside, 
the used car market is going to only 
get bigger and more organised. 
Bargain car buyers will have it better 
than ever before. © 
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THE LEH 





RELIEF FUND 


Leh has been devastated by a 
massive cloudburst. CARE TODAY 
appeals for donations to rebuild the 
town and rehabilitate the victims. 





etween 1.20 a.m. and 2.20 a.m. on August 6, 

a massive cloudburst occurred in the high-alti- 

tude Leh region of Jammu and Kashmir's Ladakh 
district. The flash floods that followed the cloudburst 
snuffed out lives and damaged dwellings in the town and 
its adjoining areas. As this appeal is being written, 166 
people, including 23 foreign nationals, are dead and 
over 400 are still missing. 
B The calamity has led to the widespread destruction 
of both personal and public property. There is a 
shortage of food, water and medicine due to loss of road 
connectivity. A communications breakdown has wors- 
ened the situation for survivors. 
B Many children perished and those who have survived 
will soon learn that the schools they went to are 
destroyed and the houses they lived in with their par- 
ents are lost. Some unfortunate ones will also find out 
that their parents are no more. Apart from tourism, 
cattle rearing is a major economic activity in the region. 
Economic misery is sure to follow. 
B in 1999, the Kargil War in the very same region gave 
birth to CARE TODAY which acts as a link between read- 
ers, viewers and listeners of the India Today Group and 
the problems that the nation faces and that one wishes 
to do something about. We have since responded to the 
supercyclone in Orissa, earthquakes in Gujarat and 
Kashmir, droughts in Rajasthan and Gujarat, the Indian 
Ocean tsunami and the Kosi floods in Bihar with the 
highest standards of openness and transparency. 
Ш We once again appeal for monetary support for the 
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victims of the Leh flash floods. We would like to suppor’ 
immediate relief work as well as long-term rehabilita 

tion initiatives connected with this disaster. CARE TODA* 
has already started contacting actors on the groune 
and its Executive Director is visiting Ladakh this week 
in order to obtain a first-hand account of disaster an« 

the relief organisations working in the area. 

Ш CARE TODAY will ensure that its work benefits the 
worst-affected communities by addressing their reae 
needs and will report back through the pages o 
INDIA TODAY on the progress it has made. The India Today 
Group has made the first contribution, with Living 
Media India Ltd and the TV Today Network contribut: 
ing Rs 5 lakh each to the fund. 

B All contributions of Rs 5,000 and above will be 
acknowledged in INDIA TODAY, Mail Today and on Aaj Tak 
Headlines Today, Dilli Aaj Tak and Tez. 








MAKE A DIFFERENCE 


Please draw cheques or demand drafts in favour of 


ВЕ TODAY A/c The Leh Flash Floods Relie id and send to: 


a d 


9th Floor, Videocon Towers, E-1. Jhandewalan Extension, 


New Delhi-110 055 
All contributions are eligible for tax exemption under Section 80(G) of the 
Income Tax Act. We do not accept cash or money orders. 


For further queries, please contact C. Balaji Singh at 





The flip side to every ending is a new beginning. 
Scientific American asks scientists on its advisory 
board what new trends will shape the decades to come 


[COMPLEXITY] 
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BY DANNY HILLIS 


Mi пз November 19, 2009, a single circuit board 

$ inside a computer router in Salt Lake City failed. 
The glitch cascaded, preventing air traffic con- 
trol computers nationwide from communicating., 
Hundreds of flights were cancelled. On May 6, 2010, 
the Dow Jones industrial average inexplicably plum- 
meted almost 1,000 points in minutes, only to mysteri- 
ously rise before the day ended. Had the "flash crash" 
not reversed itself, a global financial meltdown would 
have ensued. 

We humans have linked our destinies with our ma- 
chines. Our technology has gotten so complex that we 
no longer can understand it or fully control it. We have 
entered the Age of Entanglement. 

When humans lived in the jungle, they thought that 
nature's displays arose from mystical qualities. In the 
Dark Ages humans blamed the gods for causing un- 
foreseen events that altered people's lives. But the En- 
lightenment brought reason to bear; scientific analysis 
made sense of more and more of the world. We began 
to feel in control, and our understanding gave us the 
power to construct our own complex environment of 
technology. 

The Internet is a case in point. Most people may not 
realise that they depend on the Internet when they 
place a telephone call or fly on an airplane. In our inter- 
twined world, it is increasingly difficult to understand 
the very systems we have built or how to repair them. 
Weeks after the financial crash. regulators installed 
new trading circuit breakers they hoped would prevent 
another collapse, but they can't be certain the fixes will 
actually work. 

Back in the 20th century, programmers could tell a 
computer exactly what to do. They exercised absolute 
control in a system they completely understood. Today 
programmers link comnlicated modules develaned hy 







A program that, say, directs trucks to restock stores 
needs to find the locations of the trucks and warehous- 
es, maps of the streets and the inventories of stores. 
The program follows this information by connecting 
to other programs via the Internet. It might also sup- 
port systems that track packages, pay drivers and track 
truck maintenance. 

Expand this picture to include factories and power 
plants, as well as salespeople, advertisers, insurers, 
regulators and stock traders, and you begin to see the 
entangled system behind so many daily decisions. Al- 
though we created it, we did not exactly design it. It 
evolved. We are dependent and not entirely in com- 
mand. Each expert knows a piece of the puzzle, but the 
big picture is too big to comprehend. 

_ Itis time to start a countertrend. We should begin to 
build simple backup systems that one person can truly 
understand, to protect ourselves when critical systems 
fail. In. decades gone by. ham radio operators could 
keep the world connected if commercial communica- 
tions crumbled. We should develop a simple commu- 
nications system independent of the Internet, so that 
civilisation can continue to operate after a cyberattack, 
computer virus or unforeseen emergent behaviour 
jams cyberspace. 

As people realise that we are back in the jungle — a 
digital jungle of our own creation — some will revert to 
mysticism. Most people will just accept the complexity 
and learn how to cope with it. Others will try to live "off 
the grid," although few of them will give up Web access 
or cell phones or electric lights or penicillin. 

Like it or not, the dependencies are too strong to al- 
low us to disconnect. Our destinies are entangled with 
one another's and with our technologies. 9 
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The Next Revolution 
in Farming 


BY JOHN REGANOLD 


ith the planet's population projected 
W to reach nine billion by mid-century, 

some experts claim that only conven- 
tional farming can produce enough food for 
everyone. Taking that path will cause irrepara- 
ble damage to the environment. But by switch- 
ing from resource-intensive to knowledge-inten- 
sive practices, we can put an end to unsustain- 
able farming and have healthy food for all. 

Conventional farming can erode and degrade 
the soil. Its artificial fertilisers are energy-intensive 
to produce and often pollute waterways. lakes and 
oceans, while its pesticides increase health risks to 
farm workers. Organic-farming techniques, on the 
other hand can eliminate or reduce the need for 
chemicals. For example, alternating grains with 
legumes helps to restore nitrogen in the soil, 
reducing the need for fertilisers, as do add- 
ing a third or fourth crop into the rota- 
tion, leaving more plant residue in the 
soil after harvest. In the us, we need to 
jigger federal farm subsidies — which 
reward farmers for growing corn, 
cotton, soybeans, wheat and rice — 
to encourage longer crop rotations. 

Also, to keep the soil healthy and 
to reduce erosion, many farmers could 
employ no-till farming. in which a crop 
is planted without any previous tilling, or 
ploughing. Finally, we need to cut waste. We squan- 
der 30 to 40 per cent of all food, both in developing 
countries (where it spoils en route because of poor 
roads and storage systems) and in rich ones (where 
we discard it because it is slightly blemished, or past 
its "use by" date, even if still perfectly good). 

With these changes we could still provide 
2.350 calories a day of healthy food for every 
person — as the United Nations's Food and 
Agriculture Organisation recommends. To be 
successful, we need to focus global attention 
on food and ecosystem issues and do more re- 
search. And, of course, we need the political 
will to make this farming revolution happen. © 





Reganold is Regents Professor of Soil Science at 
Washington State University. 
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The Obsolescence of Oil 


BY MICHAEL WEBBER AND DANIEL KAMMEN 


rude oil has been the mainstay of our transporta- 

tion sector for more than a century. That domi- 

nance might soon end, as several forces converge. 

New oil deposits are in places that are increasingly hard to 

reach. Environmental regulations are tightening and may 

tighten further in the wake of the вр oil spill in the Gulf of 

Mexico. Cars powered by electricity or natural gas are com- 

ing on line. And the us Congress has mandated that one- 

fifth of all liquid transportation fuel come from non-petro- 
leum biofuels by 2022. These factors almost ensure that 
demand for gasoline will peak (or has already peaked). 

A transition to other fuels is likely to begin. Whether the 
transition works out well or poorly for the environment 
depends on decisions we make today. It is not preordained 
that we will use alternative fuels that are cleaner than 
gasoline, because many inexpensive options exist that are 
not. Heavy, solid fuels such as oil shale, tar sands and liquids 

from coal could fill the gap, potentially worsening 
environmental impacts. The temptation to use 
these solid fuels will be high, because deposits 

. . dwarf those of light sweet crude, and the 
i technology to convert them to liquid form 
A is getting less expensive with time. 

: The trouble, of course, is that each 
barrel of liquid fuel derived from these 
sources requires more energy to re- 
fine than light sweet crude does, which 

means carbon emissions per unit of en- 

ergy produced will rise unless we implement 

carbon capture systems on a large scale. And 

because the mining and production techniques 

are fundamentally different from those for conventional 
petroleum, swathes of land and water could be affected. 

A more hopeful scenario, in which electricity, natural 
gas, next-generation biofuels and other relatively clean 
energy sources, as well as improved fuel economy. gradu- 
ally undermine the strategic value of light sweet crude is 
possible. A suite of energy policies could help us emerge 
with a cleaner, safer, more resilient and cheaper energy 
system. If we can enact such policies. our grandchildren 
will look out from their quiet, clean, domestically fuelled 
cars and laugh at the notion that nations fought over 
those useless reservoirs of oil. 






Webber is associate director of the Center for International Energy and 
Environmental Policy at the University of Texas at Austin. Kammen is 
Jounding director of the Renewable and Appropriate Energy Laboratory 
at the University of California, Berkeley. 
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Energy That Doesn't Harm Your Health 


BY R. JAMES WOOLSEY 


he age of oil's dominance in transportation may be 

ending. but at the present rate the end will come 

slowly. Meanwhile our consumption will continue 
to destroy the environment and create huge strategic and 
economic problems. The us could make the transition faster 
and less painful by: improving the efficiency of internal- 
combustion engines; encouraging electric vehicles and the 
use of natural gas for fleet vehicles and interstate trucking; 
opening up the fuel market to competition from current 
biofuels such as ethanol and methanol; and funding re- 
search on new biofuels made from waste and algae. 

The harm of oil to public health takes several forms. 
Regulatory inaction under the Clean Air Act is letting oil 
companies use known carcinogens — the so-called aro- 
matics such as benzene, toluene and xylene — to increase 
the octane component of gasoline, according to C. Boyden 
Gray, a former us Special Envoy for Eurasian Energy. and 
Andrew Varcoe, a Washington, D.C., attorney. The added 
costs related to healthcare and shortened lives in the us 
come to more than $100 billion annually, they conclude. 

Switching to biofuels would make us healthier. too. 


[GENOMICS] 


Critics often assert that crops for biofuels displace crops 
for food. But 95 per cent of the corn that is grown for 
consumption is grown for animal feed, not for humans. 
Feeding cattle the starch component of corn makes their 
meat fatter and thus supposedly better tasting. Yet the fat 
substantially raises our cholesterol. 

Moreover, cornstarch is an unnatural food for cattle 
and induces indigestion that can lead to illnesses, prompt- 
ing the use of massive amounts of antibiotics. This prac- 
tice can in some cases lead to drug-resistant bacteria that 
can degrade medicine's effectiveness against infectious 
human diseases. We can produce biofuels from the corn's 
starch while still using the corn's protein for animal feed, 
without negative health effects. 

Oil doesn't just cause strategic and environmental 
problems; it also increases our risk of cancer and helps to 
diabetes. What else can oil do for us? O 


Woolsey is chair of Woolsey Partners and a former director 
of the Central Intelligence Agency. 


Medicine | Can Call My Own 


BY GEORGE CHURCH 


ince 2003, when the $3-billion Human Genome 
Project was officially completed, the cost of sequ- 
encing a human genome has plummeted a million- 
fold. The technology to manipulate and engineer genes has 
also become widely accessible. As a result, biology is under- 
going an explosion of spontaneous activity, reminiscent of 
when, in the early 19805, largely self-taught nerds toiled in 
their garages to bring us the age of 
personal computers. 

As this democratisation of bio- 
technology continues, the one-size- 
fits-all medicine we have seen for the 
past 100 years will yield to medicine 
tailored to each individual. Doctors 
will prescribe a custom prevention 
programme and make comprehensive 
diagnoses according to each patient's 
genes, bacteria, allergens, fungi, vir- 
uses and immune system. 
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In the near future, a complex ecosystem of health- 
care and software providers will empower doctors to 
treat each patient as a unique individual. Your stem cells 
will be fashioned into ad hoc treatments. Your genome 
will get sequenced every year or so to check for the emer- 
gence of cancer cells, auto immune cells, inflammation, 
and so on and will help predict what treatment may 
work best if a disease appears. Not 
just knowing but shaping your biol- 


nh, ogy will be part of your life. © 


Church is director of the Center for 
Computational Genetics at Harvard 
Medical School. 


Edited excerpts from "What Comes Next" 
published in Scientific American India, 


September 2010 
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+91 11 23315801-4, Extn. 348 Fax: +91 11 23316180 
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Programme 


9.00to 10.00 : 


10.00 to 10.15 : 


10.15to 11.15 : 


11.30to 12.30 : 


13.30 to 14.45 : 


15.00 to 16.00 : 


16.15to 17.00 : 


17.30 to 18.00 : 


18.15to 19.15 : 


Registration 


Welcome Address 
Speaker: Aroon Purie, Editor in Chief, India Today 


Inaugural Session: Dream Big, Do Bigger 

Dreams can come true if you have the courage to pursue them. Hear it from one whose dreams have always been 
larger than life, but not beyond achievement for him. Whether it's business or public service, the art it seems, is to 
keep topping up the effort by putting all you've got into it. 

Speaker: Nandan Nilekani, Chairman Unique Identification Authority of India; Former CEO & MD Infosys 


Luncheon Keynote Session: Keep Your Eye on the Board 

Staying focused is the thin line that divides the chumps from the champions. A living legend speaks on his secret 
of prevailing in the toughest of games, chess, as in life. 

Speaker: Viswanathan Anand, World Chess Champion 


Session Careers: Believe in Yourself 

Do you go with your instinct or what the world tells you to do? Four professionals talk about what prompted 
them to make a break from the expected and come out on top. 

Speakers: 

Chhavi Rajawat, Corp Exec, now elected Sarpanch, Soda Village, Rajasthan 

Sanjeev Sanyal, President & Founder, Sustainable Planet Institute 

Mukul Deora, Entrepreneur, Musician, Installation Artist 

Jaideep Sahni, Engineer, turned Screenwriter 


Session Technology: The Magic of Sixth Sense 

If your finger becomes a mouse & any surface, including the palm of your hand can serve as a screen, does 
technology then cross over into the realm of magic? - The day isn't far when this young Designer /Engineer turns 
magic into reality! 

Speaker: Pranav Mistry, Designer + Engineer, Inventor of Sixth Sense 


Keynote Session: Going For Broke 

Winning, they say, isn't everything - turns out it's the only thing. One who has lived on the edge, talks of the 
inspiration, perspiration and heartbreak that shaped his realization of this truth. 

Speaker: Sourav Ganguly, Former India Cricket Captain 


Session Cinema: No Grit, No Glamour 

Stardom is not as easy as it looks. It takes hard work, wisdom and yes, the ‘wow’ factor. Hear it from someone who 
has all three in equal measure. 

Speaker: Katrina Kaif, Hindi Film Actor 


Concluding Session: Politics: The Good, The Bad and The Ugly 

India's Youth are cynical and wary of the way politics is played out, not only in our institutions of governance, but 
in every sphere of our lives. Our democracy seems to have reached a dead-end. One politician, who has always 
maintained his scientific outlook despite the turmoil of politics, can tell us how to bring the idealism, the 
dedication, the vigour and enthusiasm of our Youth, to change India's destiny - to deliver the good and throw out 
the bad and the ugly. 

Speaker: Jairam Ramesh, Minister of Environment & Forests 
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"Like great ideas, an environment of managed 


conflict is built on word of mouth" 
‚ VP of HR at Yahoo! India, with her team 


at Work 





Differences at the workplace are inevitable, but there are fixes before 
they start harming people and productivity. BY SAUMYA BHATTACHARYA 


ast year when Yahoo! India 
was about to roll out a "Work 
from Home" policy, there were 
dissenting voices. It was first 
announced for mid-level man- 
agers, some of whom felt it was too strict, 


The initial discussion in an open forum 


wasn't too productive. The company's 
senior management met the managers 
in small groups, and reworked the policy 
based on their feedback. 

"Their willingness to give feedback 


willingness to incorporate it, defused a 
potentially painful top-down imple- 
mentation of a policy that would have 
resulted in conflict," says Aparna 
Ballakur, Vice President of Human 
Resources at Yahoo! India. 





апе dil CULC VLYALUISALUUL, ои d 
smaller scale, friction can and does 
occur between two employees, between 
an employee and a manager, or among 
team members. N.S. Rajan, Partner and 
National Head of People & Organisation 
at Ernst & Young, puts conflicts in two 
buckets: one arising from poor leader- 
ship and the other surfacing when value 
systems of individuals differ. For 
instance, if the organisation has not 


ила сас а пацаан part лл а уул млака, 
especially in innovative environments. 
"Differences of opinion can scale into 
an unhealthy conflict situation when 
it spills over from the issue being dis- 
cussed into egos and personalities,” 
says Ballakur. 

Invariably in such situations, the 
price of inaction — both on the part of 
the organisation and the individual — is 
high. Teams go through spells of low 


эмлаш LOU AAA, U LIIS. ایی‎ UU алу 
your team: It can cause a lot of stress if 
not dealt with properly. Ballakur cites 
the example of an employee who com- 
plained that the people who sat around 
him were very noisy and this disturbed 
his concentration. "We asked him if he 
had told the people that their noisiness 
disturbed him. He had not," she says. 
The company then called the employee 
and others in a room and made them 


Is a Colleague Causing You Stress? 


e Handle the 

conflict at the earliest. 
Don't wait for it to 
blow over 


"ТТЛ 


e Have a chat with 
the person who is 
upsetting you with 
bad behaviour 


SPREE RRR REE RRR ERROR ee 


ө Focus on the 
immediate issue. 
Avoid personal attacks 


CREE THREE HEHEHE HEHEHE 


@ Be nice. Being 
assertive does not 
mean being aggressive 


spelt out a clear work matrix or a trans- 
parent reward system, the HR value 
chain suffers. “If people are stepping on 
each other's toes when carrying out 
their work and that's happening 
because there is no clear work matrix, 
conflicts are unavoidable,” adds Rajan. 
However, when goals and matrix 
are clearly defined, what's left is value- 
based conflicts that, again. have the 
potential to turn into big problems. 
Sure, there is no one-size-fits-all solu- 
tion, but what definitely does not work 
is not addressing the problem. Conflicts 
are inevitable and differences of opin- 
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productivity during conflicts because of 
stress. And if a conflict is allowed to lin- 
ger, most workers involved end up being 
angry and upset — not just with the 
co-worker giving them stress, but also 
with the organisation for not dealing 
with the situation. Worse, it can make 
an employee feel discriminated against. 
Talent experts like Sriram Rajagopal, vp 
of HR at Cognizant, the rr services and 
consulting company, say that “it is naive 
to look the other way and expect con- 
llicts to resolve on their own”. 

Even trivial matters can snowball 
into big conflicts. What can a seemingly 


@ Be a good listener. Ask 
why that person did or 
Said a particular thing 


ШАО є 


e Convey your 
discomfort over the 
issue, but be willing 
to be flexible 


— OCCU OIC CT Л аа 


@ Never take bullying or 
unacceptable behaviour 
from anyone 


e If the problem 
persists, get mediation 
from your manager and 
seniors 





talk about the issue. It turned out that 
the co-workers had not realised that 
their noise was bothering him. In the 
end, this was amicably resolved with a 
fairly short discussion. 

But the same situation can get 
tricky if not dealt with maturity. Amit, 
who works in a retail set-up. had 
difficulty concentrating, thanks to the 
constant babble of two of his col- 
leagues. When he tried to speak to 
them, they did not take him seriously. 
He spoke to the manager who assured 
him that he will be shifted to a quieter 
place. In a couple of weeks, his seat 


was changed. But he says: "I wish 
somebody had told them that my work 
was suffering. I am relieved that my 
seat was moved, but these guys are 
continuing with their behaviour." He 
did not want his full name or the name 
of his employer taken. 

Experts say that conflicts arise 
when there isn't enough communica- 
tion from the management about the 
organisation's goals and how they 
want individuals to get there. At 
AkzoNobel, the world's leading paints 
company that acquired ici India in 
2008, informal communication with 
the employees has helped in the transi- 
tion and ironed out many potential 
conflicts. Says Heiko Hutmacher, 
Senior vP of HR at AkzoNobel: "You 
have to take time out. Communication 
helps and informal communication 
helps better." 

At Cognizant, emplovees have sev- 
eral channels for real and virtual inter- 
action that help them voice concerns 
before they escalate into conflicts. 
These include staff meetings, 
internal newsletters, bulletin boards, 
corporate intranet and organisational 
e-mails, among others. 

When employees see others around 
them voicing their opinion and how 
these are channelised effectively, it 
encourages them to voice their opinion 
as well. "Like great ideas, an environ- 
ment of managed conflict is built on 
word of mouth," says Ballakur. 

However, some reasons behind 
these conflicts are so entrenched that 
they cannot be resolved by the par- 
ticipants alone and need mediation. A 
few months ago, in one of the teams 
at Cognizant, members just could not 
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"Ме make strong investments into conversations with team members" 


\ 


stmacher, Senior VP of HR at AkzoNobel 


get along with a new manager. The 
manager was "highly unapproachable 
and indifferent", the team told people 
managers in the company. On his 
part, the manager continued to make 
key decisions because he assumed the 
problem lay with getting accepted in 
the new organisation. 

The distance widened to a point 
where the manager started setting ever 
more aggressive deadlines to assert his 
hold over the team, and although the 
team members worked hard initially, at 
times even over the weekends, after a 
while they started defying his dead- 
lines. The new manager, meanwhile, 
had earned the confidence of the cus- 
tomers with his quick grasp of their 
requirements and speedy execution, 
but his team was in disarray. 


The company's HR team then con- 
vened a meeting. It started with both 
the manager and the team members 
relating their sides of the story. The 
team realised that the manager 
appeared aloof and unilateral not 
because he wanted to be that way, but 
because they hadn't shown enough 
acceptance of him into the system. The 
manager realised that he hadn't made 
enough effort to involve the team mem- 
bers and was, therefore, disliked. Just 
the articulation of these feelings 
thawed the ice between the two sides. 

Thereafter, the manager focused on 
changing his approach and also agreed 
to take training to enhance his behav- 
ioural skills. "Today, the same team 
reports a much healthier flow of ideas 
and suggestions,” says Rajagopal. © 
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Synechron 

Financial Domain Specialists 

Location: Bangalore, Pune 

| Job ID: 8372500 

Description: Person must have excellent 
exposure to domains like Investment Banking / 
Insurance/Mortgage Banking/Trading/ 
Capital Markets; exp. on Java/ .NET/Data 
warehousing/ QA. 


ABB Limited 

Technical Manager(MS Technologies) 
Location: Bangalore 

Job ID: 8425622 

Description: He/she must have exp. in object- 
oriented analysis, design, and programming 
(OOA, OOD, and OOP) & Service Oriented 
Architecture (SOA); experience from the 
Power Systems domain. 


UST Global 

PROJECT MANAGER (Datawarehousing) 
Location: Bangalore, Hyderabad 

Job ID: 8495856 

Description: Applicant must have expertise in 
Risks/Issues management, Project Definition 
and Planning, Project Communications, WBS, 
Estimating, MS Project, MS 
Word/ PowerPoint. 


Unisys Global Services Ltd 

Business Excellence Analyst 

Location: Bangalore 

Job ID: 8407855 

Description: Design and Automate MIS 
dashboards for different Business Units using 
Advanced MS-Excel and MS-Access. Work 
with business leaders to design and develop 
performance management solutions to key 
business problems. 
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7] Infotech Enterprises Limited 


AGM- Automotive 

Location: Hyderabad 

Job ID: 8593881 

Description: Responsible for managing 


| ensuring delivery excellence of projects is 


automotive portfolio. Respond to the custe 
RFPs and support sales pursuits, 


Safenet InfoTech Pvt Ltd 

Principal Engineer - Java, 

Location: Noida 

Job ID: 7911831 

Description: Design and Development « 
tier Web Portal using OO and J2EE 


' practices and design principles. Research 


create POCs on required J2EE and/or 
technologies quickly.This is a hand 
development role. 


BrickRed Technologies 

Engineering Manager 

Location: Noida 

Job ID: 8350214 

Description: Person must have PMP (Ра 
Management Professional) Certifica 
Bachelor's Degree or higher in Enginec 
Technology; exp. in project management 
Management. 


Patni Computer Systems Ltd 

Siebel Technical Consultants / Architects 
Location: Bangalore, Hyderabad 

Job ID: 8139936 

Description: Candidate must have ex 
Siebel configuration, Scripting, Workt 
Siebel EAI, Siebel EIM, development in SI 
Strong functional knowledge in S 
Consumer Sector. 
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; CIBERINC F Symantec 
Software Engineer SQA Manager 
А Location: B Ore | Location: Pune 
siber уы: — 9 symantec. | ob ID: 8600112 
Description: Applicant must have Knowledge Description: Person must have project 
| of IT Service Management Processes, ITIL, management skills; knowledge on 
—^ Basics SQL /Oracle; ability to maintain clear SAN/NAS/DAS, Networking, Windows & 
administration, Monitoring UNIX based projects; Hardware knowledge. 
performance / availability / capacity. Like Dell, IBM, SUN, HP etc. 
Keane Inc | Ciena 
Teradata - DBA Engineer 
d Location: Hyderabad о Location: Gurgaon 
Calne Job ID: 8376342 сію па.  jobrp:8604714 
Description: He/She must have expertise in Description: Duties: Develop embedded 
Database version v2r5x and v2r6x,Back up and | C++ software on Core Director family of 
— — recovery using net vault, Load utilities, Locks optical switches, maintenance of existing 
and blocking sessions, TASM ,PMCP ,DBOL software, development of new features, and 
and PMON. support of new hardware. 


— TATA Consultancy Services Ltd. 


_ ЕМС Corporation | Data Network Administration 
2 | Sr Software Engineer | | Location: Chennai 
a MC | Location: Bangalore | 9 | Job ID: 8602898 
x „| JobID:8605094 TATA CONSULTANCY SERVICES | Description: Incumbent must have exp. in 


e information lives ev : i 
| Description: Aspirant must have exp. in С 


programming, Systems (or embedded) with in- 
depth understanding to any real-time OS 


managing and troubleshooting Cisco devices 
| (Switches, Load balancers, Firewalls etc); 
designing, implementing and managing LAN 





internals; Experience in protocols like /WAN Switching. 
SCSI/FCP/iSCSI/ etc. 
| Quadlabs Technologies Private Limited met ee Cambridge Solution Pte Ltd 
| Project Manager / Project Leader Support Analyst- Synon 


Location: Delhi, Noida 
jadiahs отр: 3391206 


Software for Growth AK 
Description: He/She must have experience in 


Location: Gurgaon 
JobID: 8601111 
Description: Support Analyst in Production 





software analysis, design and development, is responsible for management of individual 
Hands-on experience in Microsoft .NET ER — issues assigned both internally and externally. 
technologies, MS Certifications would be a 

bonus. 


е job ID in the “Search Jobs” box >> And click the "Go" button 
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Xora Software Systems Pvt Ltd‏ . | کے 
Religare Technova IT Services Ltd f | MIS Database Developer‏ 
Pre Sales Executive Location: Bangalore‏ 
RELIGARE Location: Mumbai V ra Job ID: 8447638‏ 
Se RELIGARE Job ID: 8495445 | XO Description: Design, Develop and Pro‏ 
Description: Role: Work with sales personnel | high quality SQL's without much superv‏ | | 

to provide product, business and technical | and on-time delivery, Work includes Q 

TT" knowledge in support of pre-sales activities. Queries , Procedures , Functions Should 


knowledge of basic Database Administrat 



































India Mart | \ McAfee Software India Pvt Ltd. 
Area/ Territory Sales Manager | Sales Manager 
Location: Bangalore Location: Mumbai 
@ yindiamat Job ID: — V McAfee jos 1p: 3604995 
| |, Description: Responsible for achievement of ‚ Description: Primary tasks: Identifying, 
monthly, quarterly and annual sales targets by | | developing business opportunities in new 
generating revenue from existing paid SITAR ` existing top tier partners’ retail and local € 
members; Per client revenue optimization; sales channels. 
client retention. 
à _ Yash Technologies Pvt Ltd _ Temenos India Pvt Ltd 
| | J2EE Technical Lead | | Competency Lead – Banking - Credit 
Y, A S H Location: Indore Location: Chennai 
| 1 Job ID: 7898355 “Y Job ID: 8519716 
echnologies ` Description: Yash is looking for J2EE Tech TEMENOS Description: Ensure consistent soll 
Envision. Engage Empower. Lead resource who has expertise in Document | design, uniformity of deliverable qu 
| system design, development and testing | | standards and maximizing the reuse 
` strategies, Can own the project and ensure that SLATED ^ available components and packages avail 
application meets non-functional/operational through the TEMENOS Applica 
requirements. Management group. 
| \ Monster.com | \ Oracle 
| Telesales Executive International Business Dev Mgr 
| Location: Hyderabad Location: Bangalore 
On ster com Job ID: 7639745 Job ID: 8381588 
. Description: The Telesales Executive will be Description: The candidates should ! 
| responsible for: Interacting with potential | | graduate and should have at least 2 to 6 * 
de — clients to provide end to end online 5 ^ experience handling end to end sales сус 
Recruitment Solutions to corporate clients Software products. 


through telesales initiative. 
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| Deloitte Touche Tohmatsu India Pvt Ltd 


Expat Taxation - Deputy Manager 
Location: India 


| Job ID: 8604845 


Description: Responsible for: Tax & 
regulatory work for expats; Assessment related 
matters; Advisory work-tax; Preparations for 
the income tax cases; Computation of wealth 
tax. 
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Executive - Commercial 

Location: Goa 

Job ID: 7599163 

Description: Duties: product costing, MIS, 
Financial accounting, Audits, Commercial 
activity of factory tracking of cost reduction 


proposals. 


Capgemini Business Services (India) Ltd 
Finance Assistant manager 

Location: Bangalore 

Job ID: 8582219 

Description: Role: Project controller for few 
projects. Understand contract and be 
responsible for revenue recognition, invoicing, 
costs, 


GlobeOp Financial Services 

Associate Manager - Finance 

Location: Mumbai 

Job ID: 8472839 

Description: Responsibilities: Assistance in 
Budgeting and Re - forecasting; Variance 
Analysis; Review of all reports; Assistance in 
early completion on Revenue etc. 


1005 logon to www.monster.com 
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Websol Software Private limited 
Senior Accounts Manager 
Location: Ahmedabad 

Job ID: 7706901 


| Description: Candidate must be a C.A./Inter 


C.A./ M.com or B.com having Knowledge of 
Tally and MS Office; well-versed with day-to- 
day accounting, Tax, Audit and other govt. 
regulations. 


Syntel Inc 

Finance Assistant 
Location: Mumbai 
Job ID: 8601090 


| Description: Incumbent must have good 


communication skills; Strong analytical skills; 
Knowledge of Capital markets / Mutual funds; 
Working knowledge of MS Excel. 


WNS Global Services 

Sr. CSA - Accounts Payable 

Location: Mumbai 

Job ID: 8122001 

Description: Role: Perform payment runs for 
pringing and EFT payments after receiving 
customer approval; Reconcile all checks and 
accounts as required by customer etc. 


. Barclays Technology Centre India Pvt Ltd 


Infrastructure Testing Professionals, 
Location: Pune 


| Job ID: 8455121 


Searc 


п Jobs 


Description: Excellent technical knowledge 
of atleast any 2 of the system software 
platforms. 


box »» And click the "Go" button. 
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Your Penny 


You can make money in micro-cap stocks, but you've got 
to be cautious, patient-and lucky. sy NITYA VARADARAJAN 





n SMS message flashes on 
N. Kanakarajan's mobile 
phone, urging him to buy 
Cals Refineries at 70 
paise. A 'refinery' stock 
for under a rupee may seem a steal, 
but Kanakarajan, who manages the 
Karur (in Tamil Nadu) branch of 
Anand Rathi Securities, senses a 
daylight robbery of the clueless 
investor. He quickly sends out e-mails 
and text messages to his clients, ask- 
ing them not to fall prey to this one. 
Run a quick Google search on 
Cals Refineries and you will come 
across news reports that range from 
a two-year-old one which claims that 





Cals will set up three refineries in 
West Bengal for Rs 20,000 crore to 
an article that describes the company 
as "a ferociously-traded" penny stock 
"about which very little is known". 
And if you think 70 paise is a fair 
price to pay for a company that 
ostensibly sells refining and petro- 
chemical products, remember that it 
has already appreciated by over 100 
per cent in a month — in mid-July 
the stock was quoting at 3 3-34 paise! 

"People like to show off how their 
gamble paid off, but they don't realise 
that such speculation is often a roller 
coaster that crashes into the ground," 


says Kanakarajan, who is aware that ~ Birra —] 


his frantic warning messages will be 
ignored by many of his clients. 

Cals Refineries isn't the only 
penny stock being lapped up by 
investors who range from pocket 
money-splurging college students to 
adventurous homemakers. Consider 
some of the other beguiling tips that 
flood the inboxes of punters during a 


typical trading day: Buy Vertex 


Spinning: CMP (current 
market S 2.6, | 
target Rs 5. Buy FCS 
Software: CMP 


Rs 2.52, to go 
to Rs 4. Buy © 


| Don't day-trade 


in penny stocks 









| | 
Г „ни as quick exits can't 
be taken for granted 


Г o Jon't go by recommendations of online 


and offline tip-sheets, as well as text-messaged 
tips on your mobile 


^at penny stocks like any other — check the 
management's background and fundamentals of the 
company. If that's not available, avoid investing 
Don't buy penny stocks 
just because the prices 
look affordable 











I... to Avoid Losing - — 


Your Shirt in Penny Stocks 
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Look for any 
















10 


Lastly, remember these 
stocks are at bargain- 
basement prices for 
a reason 


unnatural spurt in 
volumes and erratic 
price movements — 
` that may signal 
manipulation 
Check the equity 
base -alowequiy ^  . 
base translates into 
easier manipulation 
Once you realise Сыя 
you're stuck with а Also check the face value — if 
turkey, don't make the stock is quoting below it, 
another mistake by there might be trouble brewing 
trying to average 
out the price. Just 


dump the stock 


For the same reason as 
before, never leverage 
yourself in such stocks 


Cotsyn: CMP Rs 1.13, target Rs 3. A 
few messages are also backed by 
apparent triggers. Example: Buy 
Sigrun Holdings: ri! order 
obtained, cmp Rs 14.40, target Rs 30. 
Others are accompanied by rumours 
of a takeover: 'Buy Lotus Eye Care, to 
be taken over by Fortis', goes one text 
message. "I also get several sMses on 
a single stock that elaborately build 
hype, much like a film climax." says 
the broker from Karur with a shrug. 

A penny stock typically is one 
that is quoting below its face value, 
and so is perceived to offer ample 
scope for appreciation. That the 
absolute investments are lower than 
in a blue chip, and that even a run- 
up by a few paise can result in spec- 
tacular returns can make such spec- 
ulative investing alluring. Not all 
such stocks would be of dubious 
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would need to be doing something 
really breathtaking to justify the 
spurt in their prices. For instance, in 
a year in which the broader markets 
have been by and large range-bound, 
why should a Netvista Information 
Technology soar by almost 400 per 
cent from Rs 1.8 to Rs 8.78 over the 
past eight months? Or why should 
the seductively christened My Fair 
Lady Ltd gain 122 per cent in this 
period — particularly when the dam- 
sel's bottom line is firmly in the red, 
with the losses of Rs 16 lakh larger 


than the top-line of Rs 5 lakh. 
Those who've made a quick buck 
in penny stocks are a dime a dozen, 
but you won't find too many investors 
who've amassed a fortune from 
micro-caps over the long term. Arun 
Kumar Mukherjee is an exception. The 
22-year-old sub-broker with Motilal 
Oswal Securities in Kolkata says he 
started off with Rs 1,000 eight years 
ago and has since grown his corpus to 
Rs 1 crore — thanks largely to penny 
stock investments. The difference 
between Mukherjee and most of the 


Arun Kumar Mukherjee, Penny Stock Trader 
"Nobody had gone in-depth into penny 
stocks and | felt this area had potential" 





ally delves deep into each micro-cap he 
invests in — he claims to have ana- 
lysed 800 of them so far, and spoken 
to the managements of each. "Nobody 
had gone in-depth into penny stocks 
and І always felt this area had poten- 
tial," says Mukherjee. "All stocks need 
to be analysed, and small-caps even 
more so." 

What also sets Mukherjee apart 
from the rest of the speculative herd is 
that heis in it forthe long term. "Don't 
look for quick gains," is his advice. And 
he has learnt that lesson the hard way. 
In 2002, Mukherjee invested in КЕС 
International (renamed Summit 
Securities in 2000) when the stock 
was quoting at Rs 12. Mukherjee 
bought into the power transmission 
equipment company on the basis of its 
fundamentals. In the near term, the 
stock oscillated between Rs 9 and 
Rs 12. When the stock plunged under 
Rs 9, Mukherjee panicked and exited. 
A few months, later, Kec had touched 
Rs 20 — and in three years, it was at 
Rs 300. "I am still haunted by that 
incident," says the college dropout 
who learnt English by reading 
The Economic Times. 

P. Ramkumar from Chennai is 


HIGH RETURNS, HIGH RISK 


P. Ramkumar, Penny Stock Trader 
"While blue chips are fine, penny stocks 
should be a part of one's portfolio" 


another investor who believes in the 
virtues of penny stocks. His strategy: 
Keep holding the "duds," for they will 
"definitely run one day". And even if 
they don't, he believes that one big 
win more than compensates for the 
turkeys in the portfolio. “I bought 
Shasun Chemicals at Rs 10 last year 
and now it is at Rs 80," says 
Ramkumar, who believes that while 


Ten penny stocks in which punters made money - 


and where they could lose it all, too 


Netvista Information Technology 








180 878 
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10 
Socrus Bio Sciences . 423 939. 10 
My Fair Lady Ltd _ 943 ТӨ 10 
Sapan Chemicals 3 308 6175 10 
White Diamond Industries — 412 8.75 10 
GopalaPolyplast — — 2.30 4.62 5 
Asian Films Production & Distribution 3.50 6.84 10 
MH Mills & Industries 455 8.55 10 
Raymond Floriculture & Agrotech (India) 4.87 810 10 
Bagadia Colourchem 4 6.61 10 
*0n January 4, 2010 ^Оп August 16, 2010 Price, face value in Rs; appreciation in per cent 
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blue chips are fine, penny stocks 
should be a part of one's portfolio. 
He's looking out for more of them. 
Still. Ramkumar's philosophy of 
holding onto duds doesn't always 
work. Tanmay Purohit, a sub-broker 
with Anand Rathi Securities based 
out of Nashik, gives an example of a 
company called Fs., whose stock was 
quoting at Rs 250 in September 
2005. After a stock split, the price 
stood at Rs 25, then climbed up to 
Rs 36 on the news that the company 
had technology that could turn gar- 
bage into power. The promoter hold- 
ing in 1851, reduced from 17 per cent 
in June 2005 to 0.27 per cent in 
September 2005 and never 
increased since. Today, investors are 
left holding junk: the stock is quoting 
at under 40 paise, and there's no 
power — in the stock or in the com- 
pany's portfolio. Contrary to what 
Ramkumar believes, this is a stock 
that's unlikely to run again. Veering 
off The Street and slipping into 
Penny Lane can be rewarding — as 
long as you are sure that you won't 
hit a dead end. © 
ADDITIONAL REPORTING BY 
RAJIV BHUVA 
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ADVERTORIAL 


MONDIAL ASSISTANCE INDIA 


CHANGING THE FACE OF THE INDIAN SERVICE INDUSTRY 


statute that "The essence of good customer service is 

forming a relationship that the customer would like to 
pursue, and hence it is essential to offer a comprehensive and 
satisfactory solution to a customer to ensure they always return 
to us, so that we can serve them even better." 
MAI faced tremendous geographical, linguistic and structural 
challenges while launching business operations in India. 
Everything needed to be built from the ground up. This is 
exactly what Mondial Assistance India did... It focused on 
three Fundamentals... People, Product & Positioning... 
Automotive Assistance was launched in India with a strategy to 
deploy a Company owned, company operated fleet in 23 key 
cities. The fleet included Rapid Recovery Vehicles & Trucks and 
Customer Service Vehicles that would ensure timely and high 
quality assistance to customers 24x7. MAI team can be 
credited for changing the face of the Assistance business in 
India by contributing to many firsts... Be it hydraulically 
operated flat bed trucks, subsidized third party networks, GPS 
to monitor movement of trucks, ISO certification of their 
assistance centre, 24x7x365 hassle free assistance across the 
length and breadth of the country. 


M ondial Assistance India (MAI) team stands by the 


Mondial Assistance commenced its operations in India in 
November 2007 and brings with it the skills, network and 
know-how developed by the Mondial Assistance group 
dating back more than 50 years. It is a 100 percent 
subsidiary of the Allianz group and reaches out to 250 
million customers across 30 countries. 


The company provides e-Commerce based Travel solutions in 
association with some of the Leading Global Online Travel 
Agents and Airlines. According to Rajesh Sethi "penetration of 
e-commerce in travel industry has grown immensely and we 
see this market riding a steep growth path for the next 4 years. 
This makes distribution of ancillary products online a good 
business opportunity and Mondial, with its global expertise is 
placed well to deliver customized solutions to airlines and 
online travel agents." Hence, the current plans include offering 


THE MONDIAL EDGE 
First company to launch “Hydraulic Flat Beds” in India 
Company owned And Company operated fleet in key cities 


ISO certification 


Global Positioning System 


Subsidized third party providers 


e-Commerce based Travel Insurance solutions 





RAJESH SETHI 
CEO, MONDIAL ASSISTANCE INDIA 


While we build and sustain our competitive advantage in the 
Automotive domain, we have also embarked on a journey 
tapping new market segments like Banks, Telecom and 
Insurance sector. Mondial India has a unique and sustainable 
competitive positioning for providing e-Commerce based Travel 
solutions, thereby providing the impetus to the next level of 
growth for the company. In addition, we are strategically placed 
as “One Stop Shop” Data Processing Solution providers for our 
Domestic and International clients. 





the Mondial expertise through both B2B and B2C channels. 
The focus is on innovative distribution channels including e- 
commerce with online partners. 

Data processing is not a new concept! Mondial Assistance 
India has a team with a perfect blend of expertise and 
experience to offer both strategic and tactical services for the 
complete data life-cycle. This combination would not only help 
an organization develop a new business line but also enhance 
its existing business operations through continuous 
improvement. Mondial Team says “It is our constant endeavor 
to ensure that the services that we provide add value to clients’ 
operations. Our mission is to offer a cost effective and one-stop 
solution to the data processing needs of the clients.” 

The organization's excellent track record and capability to 
manage a wide range of Dedicated Data Processing services 
have drawn big-names into its growing client portfolio. 

In a short period of time, Mondial Assistance in India has 
attained market leadership in the assistance segment. They are 
currently delivering a range of services designed to enhance 
customer satisfaction and product value for several leading 
names across Automotive, Insurance, Leasing Companies and 
Banking Sector. Mondial, in a way, is an extended arm of these 
companies and provides complete peace of mind to them and 
their customers regarding varied customer-related issues. 


To deliver the services effectively across the length and 
breadth of the country, Mondial India's network currently 
covers approximately 400 cities, and its assistance centre 

operates in 10 different languages. 
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Your retirement plan should be a mix of different 
investments. We analyse the various instruments and 
tell you how they can fit into your plan. ву sasar zaii 
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hich is the best financial instrument to invest 
in for retirement? A difficult question, not 
because there are so many options, but 
because investing is not a one-size-fits-all 
exercise. Different options suit investors at 
different stages of their lives. It all depends on their risk 
appetites and financial situations. Also, one should not lose 
sight of one's overall asset allocation while choosing an 
investment option. The Public Provident Fund, or PPF, is a 
good tool, but it would be counterproductive to put all your 





NATIONAL PENSION SYSTEM 


Your Best Bet 


MONEY-RETIREMENT PLANS 


eggs in the safety of a debt instrument that is often over- 
taken by inflation. Stocks and equity funds are wealth 
creators, but it would be foolhardy to binge on them when 
retirement is less than 10 years away. A black swan like 
2008 could have wiped out 50 per cent of your life savings. 

A good retirement plan should ideally be a combina- 
tion of various investments. All these options can work for 
you in diverse ways. We look at the investment options 
commonly used to save for retirement and tell you how 
and where they can fit into your plan. 


Returns: 6-8% (Debt), 9-12% (Equity) Risk: Low (Debt), Moderate (Equity) 


ince its birth two years ago, the 

National Pension System, or 

NPS, has been in the cross hairs 
of too many people. Investors found 
it too complicated. Distributors 
shunned it for lack of incentives. And 
financial planners didn't like the tax 
on withdrawals or the limited liquid- 
ity that it offered. But changes in the 
NPS structure and tax laws have 
turned this unwanted, ugly duckling 
into a beautiful swan, which, per- 
haps, offers the best way to save for 
retirement. In December 2009, a 
second tier was added to the NPS 
structure, which injected liquidity 
into it. Investors in the Tier-II 
accounts are allowed to withdraw 
from the corpus, unlike in Tier-I, 
which can be accessed only when the 
account holder turns 60. 

The bigger and more significant 
change was the tax exemption pro- 
posed for income from annuities 
under the revised Direct Taxes Code, 
prc. If passed, this will change the 
way Indians save for retirement and 
make the NPs the household name 
that its architects had envisioned. 
This is how the NPs scores over 
other options: 

Flexibility: One needs to invest a 
minimum of Rs 6,000 a year in the 
NPS, with at least four contributions 
in a year. There is no upper limit. The 
scheme is portable and can be oper- 


Costs: The NPS charges are very 
low compared with those of Unit 
Linked Insurance Plans, or ULIPs, and 
pension plans from insurance firms. 
For somebody investing Rs 50,000 a 
year in NPS, this works out to less than 
one per cent. The NPS works best if 
you are investing more 
than Rs 30,000 a 
year. The Tier-II 
account is more of 
a low-cost mutual 
fund. 

Choice: 
A subscriber 
can choose 
from six fund 
houses to manage "= 
his money and switch if - 
he is not satisfied with 
the fund. He also gets to 
pick the debt-equity mix of his 
investments. 

Availability: Anybody between 





the ages of 18 and 55 can join the 
NPS. It is sold through almost 10,000 
outlets across the country, including 


bank branches and post offices. 
Tax efficiency: The revised 
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pre draft proposes to make annuity 
income from the NPS tax-free. 
Besides, there are no tax implications 
when you switch between options 
or change from one fund house 
to another. 

The other good thing about the 
NPS is the life cycle choice of funds 
that is the default option. 
Under this option, the asset 
allocation is defined 
by the age of the 
subscriber and 
hanges as he 
rows older. 
0, even if the 
Subscriber does 
hot know the asc of 
investing, his money 
ll be deployed in 
1 way that suits his 

Tile stage. 
the first year of its operation, 
the NPs generated average returns of 
12 per cent, which is a good four 
percentage points higher than the 
yield of a PPF account. This was pos- 
sible largely because the NPs invests 
up to 50 per cent in equities. 
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OUR ASSESSMENT 


By bringing annuities under the exempt, exempt, 
exempt, or EEE, regime, the revised DTC has made 


Safe, But... 


Returns: 1-8.5% O Risk: Nil to very low 
















ballast in a portfolio, lending it 

stability and preventing it from 
tipping over when the going gets 
rough. As we have seen in the past 
two years, equity markets can behave 
like the ECG graph of a person with 
heart condition. For many salaried 
people. the monthly contribution to 
their Provident Fund, or РЕ, account 
and a matching contribution by their 
employers is a neat way to build a 
retirement corpus. 

There's also the PPF, where an 
annual contribution of Rs 70,000 
grows to Rs 25 lakh in 15 years. And, 
the pr and РРЕ are protected from the 
taxman at every stage. There's tax 
exemption on the amount invested, 
interest earned and withdrawals. 

This is what makes fixed income 
investments the most popular savings 
option for retirement, with almost 
Rs 42,000 crore of household sav- 


PF isi income investments act as 


ZZ , LSS DSSS 


OUR ASSESSMENT 


ings locked in bank deposits. After all, 
isn't it better to be safe than sorry? 

As it turns out, you can be sorry 
for being so safe. With wholesale price 
inflation in double digits, you are los- 
ing money in your PF and PPF 
accounts. The purchasing power 
- of your money is diminishing 
faster than the returns it is earn- 
‘ing. Bank deposits earn even less 
апа the income is taxable. So, the 
post-tax return works out to less than 
four to five per cent. Investors need 
to factor in inflation while lining their 
nest egg with only debt. "Retirement 
is a phase when one has nothing to 
risk and everything to lose. So, there 
is an undue emphasis on the need 
to be 'safe'," says Arindam Ghosh, 
Head of Retail Sales at JPMorgan 
Mutual Fund. 

Incidentally, headline wholesale 
price inflation is not the only way ris- 
ing prices can hurt your retirement 
kitty. "There is not only inflation, but 
also the ever-changing lifestyle and 
social norms. A microwave or a 
washing machine, which people 
could do without earlier, has become 
quintessential for living today," points 
out Mahendra Jajoo, Executive 
Director and cio of Fixed Income at 
Pramerica Asset Managers. 

There is also the interest rate risk 
to watch out for while investing in 
long-term deposits. If interest rates 
go up and your money is locked in at 
a lower rate, you miss out on the 
chance to earn a higher return. The 
only option is to foreclose the Fixed 
Deposit, or FD, after paying a penalty. 


IP PPP, 


With wholesale price inflation in double digits, you are 
losing money in these ultra-safe investments 
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Little Known 
Alternative 


Returns: 1-9% Risk: Low 


or most Indian investors, the 

assurance of returns is very im- 

portant, perhaps more than the 
returns themselves. So, even though 
some debt funds have the potential to 
earn higher returns, it is fixed deposits 
that get the lion's share of household 
savings. Debt funds, on the other 
hand, cannot hand out any assurance 
and, therefore, don't get that kind of 
attention. Barely 10 per cent of the 
assets under management, or AUM, of 


BEST PERFORMING 
DEBT FUNDS 


DE TI!IDAIC 
LUON | CIVUANS 


10.25 





Canara Robeco Income 

Fortis Flexi Debt 9.21 

BSL Dynamic Bond Retail 8.52 

Sahara Income 8.41 

IDFC 551 Med-term Plan A 8.28 
Returns are annualised 


debt funds is from retail investors. 
This, despite the several benefits 
offered by debt funds. “They can 
effectively substitute other fixed 
income options,” says Rahul Pal, Vice 
President and Head of Fixed Income at 
Taurus Mutual fund. A liquid fund is 
better than money idling in a savings 
account. Income funds can replace 
long-term bonds in a portfolio. 
Floating rate funds give higher 
returns than short-term bank deposits. 


MMA 


They are tax-efficient and 
flexible, offer high liquidity 
and can earn higher returns 


KEY 
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FINNAIR CORPORATE PROGRAMME 


Immediate Savings 
Upfront discounts on flexible tickets 


No Obligations, Only Benefits 
Free membership. Benefits add up the more you fly 


Easy Travel Management 
Company specific website for last minute changes 
Updates of flight activities for better planning 


50+ destinations in Europe. Fast via Helsinki 


Assess benefits instantly at: 
askforanoffer.finnair.com 


One-stop Planning Shop 


Returns: 6-9% (Debt), 10-15% (Equity) Risk: Low (Debt), High (Equity) 


here's one investment tool 
T» can take care of all your 

financial goals, including 
retirement planning. ULIPs not only 
help you save tax and create long- 
term wealth, but also offer life 
cover. However, one can go horribly 
wrong if one chooses an unsuitable 
policy or follows 
the wrong strategy. 
Recently, the 


DOS AND DON'TS 


charges in the first year or that it 
offers 100 per cent allocation. ULIPs 
deduct policy administration charges 
by cancelling units every month. In 
some cases, these can be as high as 
2-2.5 per cent of the premium per 
month, which add up to 24-30 per 
cent in a year. 

The other point 
to consider is the in- 
surance offered by 


Insurance Develo- ^ ULIPs work best if held for the the uu. It is best to 
pment and Regul- long term. Don't buy a plan for ^ take the maximum 
atory Authority, or less than 15 years cover offered by the 
IRDA, intr РРР" | | i r 
Min al — Don't give in to temptation and — ^ hielo 
withdraw from your corpus 

friendly changes in unless there is a dire need deduction as mor- 
ULIPS, such as a cap Hmmm tality charge. but 
on the charges lev- ^ Check the various charges don't let that deter 
ied by insurers over levied бу the ULIP. Avoid plans you. 

the term of a plan. with high charges Currently, the 
Despite the cap. а ,,, income from ULIPs is 
ULIP has very high M. tax-free under 
charges in the first annual premium Section 10 of the 


few years and the ишини! 
plan turns profitable 
only if held for the 
long term. Buying a 
plan for less than 15 
years is, therefore, 
not a very good idea. An unscrupu- 
lous agent will try and push a 10- 
year plan because he would want to 
sell you another ULIP when the first 
one matures. Don t fall for it. 

Also, don't be taken in by prom- 


ises that a uLIP does not levy high 


Use the switching facility to 
rebalance the portfolio and gain 
from volatility. But don't try to 
time the markets 


Income Tax Act. 
But this rule may 
change after the 
DTC comes into ef- 
fect. Plans bought 
after March 31, 
2011 must offer a life cover of at 
least 20 times the annual premium 
if the income from а ULIP is to be 
tax-free. So, if you don't want the 
taxman to come knocking when 
you withdraw from the plan, make 
sure your ULIP is DTC-compliant. 


PUU PM 


OUR ASSESSMENT 


ULIPs pack in long-term wealth creation, tax 
savings and life insurance in a single product. But 
make sure you buy the policy that suits you 
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MU I VAL rum 


Multi-utili 
Investmen 


inancial gurus advise that you 
Е invest in the instru- 
ments you understand. A 
mutual fund is a fairly simple instru- 
ment, an effective tool that cuts 
through the clutter of myriad 
options. It offers everything you 
want in an investment — diversifica- 
tion, flexibility and tax efficiency. 
Mutual funds are transparent, well- 
regulated and can be used by inves- 
tors at any stage of their life. 
There's something for all types of 
investors. If you have just started 
working and retirement is more than 
25-30 years away, diversified equity 
funds is the way to go. As we all 
know, equities tend to outperform all 
other asset classes in the long term. 
In the past 10 years, the Sensex has 





Returns: 10-12% (Balanced), 


12-15% Equity) 
Risk: Moderate (Balanced), 
High (Equity) 


risen 14 per cent against the 18 per 
cent notched by gold, nine per cent 
by bonds and 12 per cent by real 
estate. What many don't know is 
that an actively managed basket of 
stocks can do even better than the 
broader market. The equity diversi- 
fied category has risen 25 per cent 
during the same period. 

If you take the plunge in equities, 
be prepared for years when your 
investments will not grow but actually 
fall in value, as it did in 2008. But 
don't let this prevent you from adopt- 
ing an aggressive strategy, which 
involves investment primarily in 
stocks. As we have mentioned before, 
if you adopt an ultra-safe strategy 


MONEY-RETIREMENT PLANS 


when you are very young. you may 
end up with a retirement corpus 
smaller than you might have wanted. 

As an investor turns older and 
his responsibilities increase, it is 
prudent to scale down the expo- 
sure to equities. Balanced funds, 
which invest in a mix of debt and 
stocks, are the best vehicle at this 
stage. They may not match the scin- 
tillating returns of equity funds, but 
they carry a lower risk. Consider 
index funds, too, which invest in the 
stocks of an index in the same pro- 
portion as their weightages in the 
benchmark. The passive investing by 
index funds is cheaper than the 
churning by actively managed funds. 
Index funds have lower expense 
ratios than diversified equity funds 
and are, therefore, good bets over the 
long term. Balanced and index funds 
are appropriate options if your retire- 
ment is about 10-15 years away. 

If this is too complicated for you 
and you want someone else to do the 
reviewing and rebalancing for you, 
opt for asset allocation funds. These 
funds switch between debt and 
equity depending on market condi- 


Leg Up for 
Pension 
















tions. They do away with the need for 
the investor to check his asset alloca- 
tion and make changes. “An investor 
who wants to outsource the process 
of asset allocation to a fund manager 
could look at investing in these 
funds,” says JPMorgan Mutual Fund's 
Ghosh. As it turns out, it pays to be 


cautious. Take the case of the 
Franklin Templeton Dynamic PE 
Ratio Fund, which divides its cor- 
pus between two schemes of the 
fund house, In the past five years, 
this fund of funds has earned 
annualised returns of 18.86 per 
cent, which is marginally better 


` than the 18.12 per cent earned by 


diversified equity funds. 

Monthly income plans (MIPs) are 
suitable for conservative investors who 
don't want a large exposure to volatile 
assets. They are specially designed for 
retirees, who want to earn a monthly 
income from their investments. MIPS 
provide a regular income by way of 
dividends from the distributable sur- 
plus. These funds are fairly stable 
because they invest around 80 per cent 
of their corpus in the safety of debt, 
and the balance 20 per cent is invested 
in equities to help beat inflation. 


PP M 


OUR ASSESSMENT 


Transparent, low on costs and versatile, mutual funds offer 
everything you need to plan for your golden years 


nder the revised draft of the 

prc, pension products, includ- 

ing the Nps and annuity 
schemes, will come under the 
regime. While this is certainly tax- 
payer-friendly, it is not clear whether 
the ЕЕЕ treatment refers to the annuity 
stage in general (whereby pension 
income will become tax-free) or 
remains limited to the purchase of 
annuity (whereby pension income 
will be taxed as regular income). It 
would only be right to make the entire 
annuity (regular pension income) 
tax-free as the individual in question 
would by then be well past his earning 
years. A friendlier tax regime has 
proven to be the most effective way to 
mobilise long-term savings. 


sideration is the proposal mooted in 
the original ртс discussion paper to 
make the Pension Fund Regulatory 
and Development Authority, or PFRDA. 
the approving authority for 'permit- 
ted savings intermediaries’ (PSIS). A 
‘life insurer’ is classified as one of the 
psis. Currently, pension plans issued 
by insurance companies are 
approved by the RDA, while the PFRDA 
deals with the NPs. The ртс should 
ensure that pension plans approved 
by either regulator enjoy parity. 

The attractive tax breaks offered 
under the prc, combined with factors like 
the cap on charges and optional life or 
health cover as riders, will give pension 
plans a holistic appeal, making them an 
attractive proposition for investors. © 


Run, Jump, Twist and Turn 


Microsoft's Kinect system for the Xbox 360 game console is fun, 





and also gives you an idea of the future. BY KUSHAN MITRA 


hree years ago when Nintendo 

introduced the Wii game con- 

sole, it changed the face of gam- 
ing — not with astonishing game ti- 
tles, but with the way a player interacts 
with the game. The ‘Wiimote’ game 
controller allowed players to throw, hit 
and strike objects in the game. It made 
gaming fun again, and brought back 
people who might have previously 
been intimidated by gaming. 

But it also led to a unique set of 
problems. Smashed Tv screens and 
random injuries caused by flying 
Wiimotes. Now, Microsoft's Kinect 
system is taking the basic concept of 
the Wii — of physical actions to inter- 
act with the game — a step further by 
removing the remote altogether. 

It seems weird when one plays a 
game using the Kinect system. The 
Kinect receiver lies in front of the 
TV and is nothing extraordi- 
nary in itself. You hold no 
wires, no controls... noth- 
ing. But when you wave 
your hands around, the char- 
acter on the screen does the same. Not 
so long ago. to capture motion you had 
to wear an array of wires and little 
fluorescent patches, and that is what 
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even the major special effects compa- 
nies used to do. Here, the Kinect's video 
camera captures 48 different points on 
your body. It is so accurate that it can 
also recognise your face and load the 
character that you have created (an 
Avatar’) in the game. 

But it is during gameplay that the 
system really shines. In the athletic 
games, the more vigorously you move 
your thighs up and down, the faster 
you run. The one whose name is not 
Usain Bolt could not run so fast in 
real life, but the interface works. 

Bowling is even more fun. You 
could throw the ball overhead, side- 
ways and maybe even properly under- 
arm. The system is accurate enough to 
realise that you have imparted spin to 
the ball when you turn your wrist 
while throwing it. The fantasy racing 









game was quite a lot of fun as well, 
especially because a second player 
could easily trot into the game and 
play. The games played (and enjoyed) 
were demonstration versions. 

The Kinect system will be 
launched in the us only as an add-on 
to existing Xbox 360 units and new 
ones from November. Initial pricing, 
for the Kinect system alone, is $149. 
In India, Kinect should be available 
before the end of 2010 and the price 
after excise and duties are paid is ex- 
pected to be closer to Rs 10,000. 

More importantly, this new user 
interface is a more natural way of in- 
teracting with the computer than ei- 
ther the keyboard and mouse, or even 
touch. Using gestures, such as a wave 
of the hand, pinching and zooming 
with your fingers, to interact with 

computers or even other types of 
consumer electronics such 
as the Tv in conjunction 
with voice controls, gives a 
taste of the future. Amer- 
ican science fiction Tv shows 
in the 1950s and 1960s had com- 
puters like that. It has taken a while, 
but Kinect is the future. Not just of 
gaming. but of much else. © 


HR KNOWLEDGE 
INITIATIVES 2010 





1) SHRM INDIA - We Know Next 

SHRM India, a part of SHRM (The Society for Human Resource Management), 
is the world's largest professional HR association, with more than 250,000 
members in over 140 countries. As a non-profit institution, SHRM serves the 
needs of HR practitioners by providing the most current and comprehensive 
knowledge resources, and promoting HR's essential, strategic role. SHRM 
India facilitates thought leadership, education and research in HR, partners 
industry to enhance HR capability, enables professional development, 
provides a platform for networking and exchange of knowledge resources and 
practices within the Indian and global HR communities. 

Beginning 2008, SHRM Global earmarked India as a key growth region and has 
scaled up operations considerably. In a short period of time SHRM India has 
carved a niche for itself by offering value added HR products and services that 
are at par with global standards but uniquely customized to people challenges 
faced in India. 

This paper outlines some of our key Knowledge initiatives aimed at supporting 
and advancing the Human Resource Profession in India, on a par with global 
standards. 

I) PRESSING PEOPLE ISSUES 

With business growth doing a U-turn after a very lean phase last year, the 
talent markets are heating up once again. Attrition is on the rise and talent 
attraction, engagement and retention are key people issues that keep most 
CHROs (Chief Human Resource Officers) awake at night yet again. . . 

The challenge is particularly acute for those organizations that let people go 
last year and are now in a mad scramble to build capacity and capability, with 
a workforce that is largely new to the organization. 

HR teams are no exceptions. Retaining good HR people who are in scarce 
supply, building both generalist and specialist Human Resource skills and 
scalable HR processes to meet the rising demands of business are among the 
key issues that most CHROs are grappling with. 

111) KNOWLEDGE INITIATIVES 

a) Knowledge Center 

Тһе SHRM India Knowledge Center is an integral part of SHRM's value 
proposition that aims: 

i. To support HR professionals by providing HR solutions and enabling 
problem solving relating to their current work. 

ii. To advance the HR profession by creating a body of knowledge and 
expertise to deal with future people challenges. 

The broad approach for the same is outlined below: 

i. 11 Panels have been set up comprising a mix of 40 top notch HR Subject 
Matter Experts from the Industry, Academia and Consultants. 

ii. The Panels cover 8 key HR disciplines (such as Strategic Human 
Resource Management, Talent Acquisition, Performance Management 
to name a few) and 3 contemporary and emerging areas (namely, 
Executive Coaching, Diversity and Social Media) 

iii. The panels would engage with the HR community through various on- 
line formats in a phased manner. That is, we would begin with Chat 
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shows and Webinars and then move to setting up Advisory Panels where 
members can write in with their queries. 

iv. We will launch a full-fledged Knowledge Center staffed with full time HR 
professionals within a year of launch. 

b) HR Subject Matter Expert Summit 2010 

To evolve a robust road map for the Knowledge Center we are engaging all our 
Subject Matter Experts in a Summit on 17° September '10. Representing the 
‘voice of the customer’ would be some of our active members who have played 
a lead role in our various events. The design for the Summit promises to be 
very participative using interactive technology including social media. 
Immediately post the Summit we will commence the Knowledge Center 
operations using online Chat and Webinar formats to enable HR professionals 
to access the Subject Matter Experts on the various HR disciplines and 
emerging areas described above. 

c) India based Research 

SHRM India undertakes three basic types of research studies: 

i. Case studies: With the business spotlight moving to emerging markets, 
we plan to showcase our case studies focused on large Indian 
organizations with unique HR practices (e.g. LIC, Aarvind Eye Care and 
Indian Railways) to a global audience. 

ii. Application Research: Such research focuses on providing solutions for 
current challenges faced by HR professionals (e.g. HR Metrics, OD Best 
practices) 

iii. Thought Leadership Research: We are partnering two premium 
B-schools to undertake original, India based research on people 
challenges in contemporary and new areas and so guide such initiatives 
in the future (e.g. Gen Y, СХО Development) 

d) CHRO Thought Leadership Forum 

We are planning to invite over 150 CHROs in December '10 and use exploratory 
work groups, to identify key areas that would shape the HR agenda 
in the medium to long term. We would also identify the specific support 
and resources that they need from SHRM India to enable HR and 
business success. 

This ties in with our strong belief in co-creating people solutions with our 
clients and partners. Our strategic initiatives for next year will emerge from 
this HR agenda. 

e) GenY Initiatives including HR Fest 

SHRM is committed to knowledge initiatives focused on Gen Y who are going to 
be our leaders for the future. Our research efforts in this direction have been 
described above. 

We have recently partnered with the Indian Society of Training and 
Development for an event on Leadership for Gen Y Era in September '10. 

We have already commenced preparations for organizing a grand HR Fest for 
young HR professionals next year. Beginning this year, young HR professionals 
would be encouraged to participate in Knowledge and Team based games. This 
would culminate with a grand Award ceremony during the Fest. So watch out 
for the action! 





I m Yet to Find a 
Company with a Perfect 


DNA for Innovation’ 


In their book The Other Side of Innovation: Solving the Execution Challenge, 
Vijay Govindarajan and Chris Trimble - both faculty at the Tuck School of 
Business at Dartmouth - have questioned many established views on 


innovation. In a conversation with BT, Govindarajan explains why. 





PUBLISHER: Harvard Business 
Review Press 

PAGES: 220 

PRICE: Rs 695 


“Today, too much 
emphasis is being put on 
creativity... As a result, 
companies have lots of 
ideas, but do not know 
what to do next. They 
lack the execution skills" 
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In your book you argue that 
innovation is not all about 
creativity... 

Innovation is not just creativity. It is 
commercialising the creativity. 
Thomas Alva Edison put it succinctly 
over a century ago: "Genius is one per 
cent inspiration and 99 per cent perspi- 
ration." Today, too much emphasis is 
being put on creativity because it is 
glamorous and does not cost money. 
As a result, companies have lots of 
ideas but do not know what to do next. 
They lack the execution skills. The 
book is all about solving the execution 
challenge. 


You have said that organisations 
are not designed for innovation. 
At the same time, you do not 
believe that innovation can 
happen only in a skunk works or 

a start-up. Isn't that paradoxical? 
The challenge is to resolve this para- 
dox. Organisations are designed not 
for innovation, but for efficiency. They 
are focused on the ongoing operations 
and want to make every activity as 
repeatable and as predictable as pos- 
sible. Only then can they scale it and 
make as much profit as possible. 
Innovation is quite really the opposite. 
By definition, innovation is unrepeat- 
able and unpredictable. It is an experi- 
ment. One can say that it is here a 


start-up or a skunk works will make 
sense. But with a start-up or a skunk 
works, you can't leverage the core 
competency and resources of an estab- 
lished business. At the same time, if an 
established organisation focuses only 
on efficiency and ignores innovation it 
will die. That is because old busi- 
nesses die after some time and new 
businesses need to take over. It is 
innovation that delivers the new busi- 
ness. So if you want your organisation 
to remain an institution, you should 
innovate inside your organisation. 


Is it possible to achieve 
excellence in ongoing 

operations and in innovation 

at the same time? 

Yes. The challenge is to avoid the 
contradictions between an ongoing 
operation and innovation. We are 
suggesting setting up of a separate, 
dedicated innovation team. That way 
each function will perform on the 
basis of its respective mantra — 
ongoing operations will run on effi- 
ciency and budgets, while the inno- 
vation team can be evaluated on the 
quantum of learning. 


What is the DNA of a good 
innovator company? 

A company that is good in innovation 
will have three important ingredients. 
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Govindarajan: Innovation is commercialising the creativity 


Senior leaders will allocate certain 
resources (money and people) for 
growth and innovation. 

They will also create a separate 
team to undertake innovation. You 
cannot get the core team managing 
the ongoing operations to innovate as 
well. The innovation team will be 
linked to the core. The management 
will look at innovation as an experi- 
ment and judge it not on short-term 
financial criteria, but on how the team 
has been able to run the experiment 
and learn from it. If you judge the 
innovation team on results, you will 
not get results. If you judge them on 
learning, you will see success. 


How many companies have you 
come across with this DNA? 

| am yet to find a company that has а 
perfect DNA for innovation. As part of 
the research for this book, we studied 
over 25 companies very closely but 
could not find a single company with 
all the qualities. What we have done 
is looked at the best practices of all 
these companies and put them 
together for the readers to understand 
what an ideal innovator company 
should have. If you ask me which are 
the companies closest to achieving it, 
my response will be IBM, General 
Electric, PepsiCo and Procter & 
Gamble. 
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Any Indian company which has 
in it to become an ideal innovator? 
Infosys Technologies and Tata Group 
are good examples. Infosys started in 
1981 as a custom software provider 
and created the global delivery model. 
That worked for about 20 years. In 
2000, the landscape changed and play- 
ers such as IBM and Accenture began 
embracing the global delivery model. 
Infosys could no longer run its custom 
software business at the same level of 
profitability. But for the next 10 years, 
it continued to grow profitably through 
innovation. This it did by foraying into 
consulting and competing with the 
likes of McKinseys. Consulting was 
Started as a separate business and a 
dedicated team was put in place. But 
the consulting team leveraged the 
strengths of the core business, which 
is customer relationships. It also used 
the global delivery model in consult- 
ing to offer a different value proposi- 
tion to its customers. In 2000 Infosys’s 
revenues stood at $200 million 
(Rs 920 crore). Today it is $5 billion 
(Rs 23,000 crore). 

Tata Group has done wonders, too. 
If you recall what the group was like 
when Ratan Tata took over and what it 
is today you will understand the fun- 
damental change that has happened— 
be it in Tata Steel, Tata Motors or any 
other group company. © 
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s an innovation leader, you 
Ах find a way to walk a 
narrow and delicate path. You 
must create a dedicated team 
that is purposefully distinct 
from the performance engine. 
At the same time, you must 
always treat the performance 
engine like a critical strategic 
partner. You must never 
alienate it, rebel against it, 
let your interactions with it 
drift into rivalry or hostility, 
or succumb to the temptation 
to view it as your antagonist. 
This is tough. There are real 
and substantive conflicts 
between innovation and 
ongoing operations. Innovation 
often requires short-term 
sacrifice in order to achieve 
long-term gain. As such, the 
performance engine usually 
has a good reason to fight 
you. It must, if it is to maximise 
quarterly profits. 

Page 76, Chapter 3: 
Manage the Partnership 


10 Myths on Innovation 


1 Innovation is all about ideas 
2. The great leader never fails 
3. Effective innovation 
leaders are subversives 
fighting the system 

4. Everyone can be an 
innovator 

5. Innovation happens 
organically 

6. Innovation can be 
embedded inside an 
established organisation 

T. Catalysing innovation 
requires wholesale 
organisational change 

8. Innovation can happen 
only in a skunk works 


9. Innovation is 
unmanageable chaos 


10. Only start-ups 
can innovate 


Pages 172-179, Conclusion 
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Frozen ori ouiaer f 


Don't Shrug It Off 


A sedentary lifestyle and zero exercise of shoulder muscles are the triggers. BY SAUMYA BHATTACHARYA 


ratibha Pinto works as an executive 

assistant to the chief executive of a 

Gurgaon-based BPO firm. The 
30-year-old has been working for nine 
years and spends more than 10 hours 
every day sitting in front of the computer. 
Six months ago, she slipped and hurt her 
left shoulder, but ignored it. “The work does 
not stop and I neglected my shoulder,” she 
says. The consequence? A painful condition 
known as frozen shoulder. 

“My doctor told me 
it was a lifestyle issue 
coupled with a small 
injury. Plus, I drive 37 
km to work every day. 
That hardly helps,” 
says Pinto. She needed 
arthroscopy, a mini- 
mally invasive surgical 
procedure, and is cur- 
rently recuperating. 

Pinto is not alone. 
Young professionals 
like her are increas- 
ingly susceptible to 
adhesive capsulitis or 
frozen shoulder, 
according to Dr LPS. 
Oberoi, Senior 
Consultant, Orthopaedics at Artemis Health 
Institute, Gurgaon. “The condition was 
earlier associated with people over 40, but 
now we are seeing cases of frozen shoulder 
in people in their early 30s," says Oberoi. He 
treats 8-10 frozen shoulder cases every day. 

Frozen shoulder is marked by stiffness 
of the shoulder joint that restricts move- 
ment. It's painful and usually starts from 
the dominant shoulder (the right shoulder 
for a right-hander). The pain is more severe 
at night and simple movements like comb- 
ing hair, picking up articles and carrying a 
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laptop become difficult. “The pain is pulsat- 
ing and shooting. It may progress to fingers, 
arms, neck and elbows,” explains Oberoi. 

Orthopaedic experts say the preva- 
lence of frozen shoulder among profes- 
sionals is increasing due to sedentary 
lifestyles and a lack of exercise. “Along 
with diabetes and hypothyroidism, cases 
of frozen shoulder are also increasing. 
These two conditions can bring on frozen 
shoulder,” says Oberoi. 

He recommends 
a plan of action to 
avoid a stiff shoulder. 
If you are desk- 
bound for several 
hours in a day, take 
frequent breaks. This 
could be a five- 
minute break every 
one-and-a-half 
hours. “You can rest 
your shoulder, neck 
and even eyes in 
these five minutes,” 
says Oberoi. 

The shoulder is 
the most mobile joint 
of the body. So, do 
rotate it to the full 
extent once a day. “You can gently mas- 
sage the girdle of your shoulder if you feel 
some stiffness there when driving or work- 
ing,” says Oberoi. Also, always maintain a 
good posture — the head should be up and 
the shoulder slightly back. 

Early detection is much better than 
handling an extremely painful condition. 
So, look for early signs of frozen shoulder 
like difficulty in picking up lightweight 
items, advises Oberoi. And if there's one 
thing you should lobby for at work, it's 
proper ergonomics. © 
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If you are desk-bound, 
take a break for five-odd 
minutes every one-and- 
a-half hours to rest your 
shoulder and neck 


The shoulder is the 
most mobile joint of the 


body. So, do rotate it 
fully once a day 


Keep a good posture- 
the head should be 
up and the shoulder 
slightly back 


Ask for a chair and 
workstation with good 


ergonomics 


Look for early signs of 
frozen shoulder like 
difficulty in picking up 
lightweight items 


Monitor your diabetes 
and hypothyroidism as 
those can lead to painful 
shoulder conditions 
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onnoisseur s 


When a legendary crafts with perfection, 
the result is nothing but a signature 
creation. And that is precisely what makes 
INDIA TODAY Diaries an epitome of sheer 
elegance and superior benefits. Bound in 
premium quality material with specially 
designed features, the collection has 
everything which a connoisseur like you 
would choose to possess. 
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Power Games 


DEEPAK PURI, Chairman and 
Managing Director of Moser 
Baer, has more than the sun in 
his vision. After pursuing solar 
dreams — photovoltaic equip- 
ment — through Moser Baer, he 
is now chasing power of different 
kinds (thermal and hydro 
included) through an unlisted 
company. Private equity heavy- 
weight Blackstone Advisors plans 
to pour in Rs 1,350 crore to fund 
it. "If I and other businessmen 
like me do not pick up the chal- 
lenge, then India will remain 
dark. Only fools will not realise 
that this is the land of opportu- 
nity,” he says. Brave words those, 
but they apparently failed to con- 
vince the Board of Moser Baer. A 
power foray, it concluded, was a 
risk that it did not have an 
appetite for, forcing 
Puri to do the business 
outside Moser Baer. 





But he is infectiously 


RITESH SHARMA 











optimistic: "To win a 
race, you need a 
good horse and a 
good jockey. We 
have both." 
SHALINI $. 
DAGAR 


SHEKHAR GHOSH 





Mr Right? 


Churn seems to be a constant at the 
top at Ranbaxy Laboratories. In less 
than two years since Japan's Daiichi 
Sankyo took control, it has 
appointed its third MD. ARUN 
SAWHNEY, 55, who replaced Atul 
Sobti, was until recently president 
of the company's global pharma 
business. In his new role, Sawhney 
has to continue with the recent 
bright patch at the drug maker 
after months of regulatory trip-ups. 
while keeping the synergies with the 
parent company intact. A strong 
understanding of the sector — he 
has over three decades of global 
experience with companies such as 
Max-Gb. Hindustan Ciba-Geigy, 
Bayer and Dr Reddy's Labs — and 
the ability to manage end-to-end 
business should come to his aid. 
MANU KAUSHIK 








Building Brands, Socially 


An Oxford graduate in History. LUCY JAMESON, 58, 
Executive Strategy Director at ad agency DDB UK, and 


Chair of DB's Global Planning Futures Group. is over- 


whelmed by the fact that several Ivy League graduates 
are taking up advertising as a career in India. She says: 
“You do find Oxford and Cambridge graduates in the 
United Kingdom taking up advertising as a career but 
in the United States it is not so.” Jameson was in India 
recently at the invitation of Dog's India partner Mudra 
to share DB's global positioning, explain different case 
studies and take Indian media planners through the new 
planning tools. ров Worldwide has a 10 per cent stake 
in Mudra. In May 2010, the DDB Group went in for a 
new global positioning — social creativity. According to 
Jameson, future campaigns need to be inherently social 
and inspire behavioural change — ideas that connect 
people with people as well as people with brands. DDB 


Mudra. the agency that is internationally aligned with 





pps. handles a lot of ров global clients like Volkswagen. 


Philips. Johnson & Johnson and Henkel. 


NOKIA 5250 


ANUSHA SUBRAMANIAN 





Touch 
SHANGHAI Music 


China's Showpiece Nokia might be having a 


hard time at the top end 
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From the Editor 


rofessional suitable match for beautiful, slim 

MBA Punjabi girl ... Boy to be MBA, Engineer, CA." 

Not too long ago, in the matrimonial ads 
crowding our weekend newspapers, brides or 
grooms looking for a mate proudly proclaimed that 
they were "BA Pass", the key to a happy life. No 
longer, though. India produces millions of job- 
seekers every year, but many of them are not em- 
ployable. We are starting to suffer painful muscular 
cramps caused by a skills scarcity. We do not have 
enough teachers or engineers, but we produce so 
many management graduates that "MBA Pass" is 
becoming the lowest common denominator. We are drowning in an ocean of 
MBAS — upwards of 150,000 every year. India has ten times the number of 
business schools that China does, and four times the number of v.s. business 
schools. The sad truth is that we have debased the coinage. 

"Indian companies don't yet have a great track record for world-beating 
innovation," Harvard Business School's Dean Nitin Nohria said while review- 
ing two decades of Indian reform in his укр Tata Memorial Lecture in late July. 
He said Indian companies will need to be "much more proactive" in R&D and 
innovation in the next decade if India really wants to leapfrog to developed 
status. "Innovation for the global marketplace will require a new, more cos- 
mopolitan type of leadership that can build companies with a more global 
footprint. These new leaders will need to have the vision and passion of some- 
one like Steve Jobs, who has come to almost personally symbolise innovation, " 
Nohria said (you can read his speech at http://bit.ly/nohria). 

Our B-schools struggle to find good faculty. We do not have the gender 
balance right. Placements are ropey. But the B-schools fight fiercely for the 
lakhs of young undergraduates who take the car or other entrance tests. The 
problem is that most of them go straight into MBA programmes with zero work 
experience — something that almost never happens in the United States. That 
pattern is slowly changing, led by the Indian School of Business in Hyderabad, 
where we document one student's life in an innovative photo essay (page 98). 

Samir К. Barua, Director of пм Ahmedabad (which has topped the вт- 
Nielsen B-school Survey over the past eight years) says we have gone over- 
board in business education. "They are no longer educational institutions, 
they are commercial organisations," he told me. The miracle is that the state- 
run IIMs, with their faculty salaries dictated by the Pay Commission, still 
produce so many good managers. And innovators too. iIM-A's Centre for 
Innovation, Incubation and Entrepreneurship has been mothering about 25 
start-ups, and most of them will reach fruition over the next three or four 
years. Also, Barua estimates that about one-tenth of пм-А'5 8,000 alumni 
over its 49-year history are entrepreneurs. 

This fortnight's magnificent array of research, analysis and reportage is 
a true keepsake — from the necktied wannabes in Darbhanga to a look at 
why we don't have enough women managers to the not-so-surprising dis- 
covery that just about a fifth of the "Sensex CEOS” possess MBAs. Aside from 
the rock-solid “A, B, c" sequence at the top, our expanded rankings of the 
country's top 50 B-schools, based on a wider sample, have their share of ups, 


downs, and outs. Enjoy. 
Chaitanya Kasey 
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The Charge of the GenY Brigade 

Brats at Work (cover story, Br, September 19) offers a 
good understanding of the dynamics affecting companies 
with a large GenY workforce. So companies and corporate 
leaders are keen to play to the strengths of this young 
and impatient generation in order to reduce employee 
turnover and bump up productivity. Vineet Madhukar, Delhi 


Adapting to Change 

There's no doubt that the twentysomething 
GenY is fundamentally changing the corpo- 
rate landscape. Today, GenY is the hot topic 
among HR executives and talent manage- 
ment professionals. Firms, in order to pro- 
actively adapt to the shifting mindset of this 
young workforce, are increasingly empha- 
sising work-life balance and looking to en- 
gage them better through training, mentor- 
ing and by encouraging informal network- 
ing and social activities. Companies are also 
helping these young kids to develop their 
skills faster so that they can take on larger 
responsibilities. Prerna Rai, Delhi 


New Kids on the Block 


Your insights about GenY are spot on. 
GenXers, like myself, rebelled against the 
cubicle-to-coffin mentality and struggled 
for workplace flexibility and improved 
benefits. I agree with you that here's a 
generation that does not view work as 
merely a way to make a living but as a 
form of self-fulfillment — it doesn't want 
to take up a job that pays well but is bor- 
ing or annoying. Shashi Shekhar, Bangalore 





The Tech Whiz-bang 


Hello, Tomorrow! (Br cover, September 5) reflects the changes in our lives 
and lifestyle. Newer technologies and devices are not just flattening the 
world and making people hyperconnected, they are also reshaping our 
attitudes in profound and lasting ways. It's therefore no surprise that most 
people we come across today are either iPhone wielders, BlackBerry own- 
ers, laptop users or users of basic mobile phones. B. Rajasekaran, Bangalore 
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Corrections 

In an interview with Vishal Sikka, sAP's cro 
(Br, September 5), it was reported that 
Hasso Plattner had moved away from day- 
to-day responsibilities in the company in 
2010. Plattner had stepped back from 
chairmanship of SAP in 2003 and contin- 
ues to be the Chairman of its Supervisory 
Board. Sikka has two sons and not daugh- 
ters as reported in the interview. 

The brand mascot of Tata Sky's inter- 
active services is Actve and not Active as 
mentioned in India Inc's Tryst with Social 
Media (вт, September 19). 


Managing Conflicts 

Resolving Conflicts at Work (Br, Sept. 19) 
proves that tackling problems head on is the 
way to their resolution. Satya Betai, Mumbai 
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Will allowing more private 
banks to set up shop lead to 
greater financial inclusion? 


Type "BTPOLL Y” for Yes. 
Type "BTPOLL N" for No. 


SMS to 52424 
— STOR 


Readers can also participate in 
the poll at www.businesstoday.in 
Powered by 2ergo India 
www.2ergo.com 





www. toyotaetios. in 


uality Revolution 


To make the journey special, 
we first commit to understand the roads. 





The latest technology, with the deepest understanding. 


Our experience across the world guides our development of products and services for you. We bring you advanced 
technology that's most suitable to India. Your driving pleasure always comes first. That's a promise from Toyota. 







Our Quality comes from putting our Customer First in everything we do. 
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Quality Revolution 


Commitments have to be honoured, 
in every breath, with every step. 





100% quality through the Toyota Production System. 


We're committed to your happiness, for life. That's why we practise the highly efficient Toyota Production System, 
based on the “Customer First” approach. Perfect quality always comes first. That's a promise from Toyota. 
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Promise 








Our Quality comes from putting our Customer First in everything we do. 


FOCUS 


The More the Merrier 


More private banks will go a long way in promoting inclusive growth, argues Sunil Godhwani. 


13 The GDP Blooper 
24 DD's Litmus Test 
26 Silver Lining in Cloud 
ЗО MCD Missing in Action 





he fundamentals of the 
Indian economy and its 
growth story remain un- 
changed, and one can expect 
the economy to strengthen 
and mature significantly over the next 
decade. This growth will be under- 
pinned by the banking and financial 
services sector. The financial crisis of 
2008 demonstrated the resilience of 
the Indian banking sector and also 
showed how robust domestic savings 
can protect the economy against tur- 


moil in global markets. Extending the 
reach of the banking sector to under- 
served markets deepens the savings 
pool, while also providing essential 
banking services to more people. 

The recent discussion paper on 
new banking licences for domestic 
private sector banks, published by the 
Reserve Bank of India (RBI), is a signifi- 
cant and progressive step in creating 
an ecosystem that will increase the 
penetration of financial services and 
foster more inclusive growth. 


Let me explain. Financial inclusion 
has been a key policy thrust for the 
government, and the RBI discussion 
paper takes it forward by placing a 
clear emphasis on it. It also outlines 
the need for new business models to 
reach the unbanked, supported by 
higher levels of capital and even en- 
courages unconventional routes of 
entry such as through Regional Rural 
Banks (RRBS). 

As on March 31, 2009, the Indian 
banking system had 27 public sector 
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FOCUS 


banks, seven new private sector banks, 
15 old private sector banks, 31 foreign 
banks, 86 RRBs and over 1,500 urban 
cooperative banks. And out of 
600,000 habitations in the country, 
only 30,000 had a commercial bank 
branch; just 40 per cent of the popula- 
tion had bank accounts. In contrast, 
in countries such as Belgium, Sweden, 
France, the United Kingdom and 
Germany, over 90 per cent of the adult 
population have bank accounts. In 
India, 13 per cent of the people 
had debit cards and only two 
per cent had credit cards. 
The picture is worse in 
other financial products: for ex- 
ample, the proportion of people 
having non-life insurance was an 
abysmal 0.6 per cent. 

Commercial banks and RRBs 
have recorded a growth in credit 
of 18.5 per cent and 16 per cent, 
respectively, between 2005 and 
2009. However, the growth in the 
number of accounts lagged be- 
hind at 5.8 per cent and 5.5 per 
cent, respectively. The aver- 
age size of loans is high 
and has been rising 
and seems urban- 
focused. In India, one bank branch 
caters to 16,129 individuals. In the 
Netherlands, a bank branch caters to 
4,807 individuals. In the UK, it is 
4,484, in Belgium the number is 
2.315, in Germany 1,945, and in 
France it is just 1,587. 

Further, the banking infrastruc- 
ture in rural India seems challenged, 
with just about 10 per cent of villages 
housing a bank branch, and a popula- 
tion per branch of about 26,000, 


WORDSMITH 


(NEW WORDS IN BUSINESS) 


Slayoff 
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compared to 7,000 in urban India. 
The urban-rural divide remains 
rather stark. In a recent report by 
Diamond Consulting, urban India 
seems to be overbanked with more 
than 100 per cent penetration (many 
urban Indians have more than one 
bank account), while rural India lags 
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GODHWANI'S TAKE 


© Inclusive growth requires broadening 
and deepening the reach of banking 
€ More banks will foster greater 


€ It will give poor an opportunity to 
build savings, avail credit 


€ Rural and semi-urban customers to 
benefit from NBFCs becoming banks 


behind with only 21 per cent penetra- 
tion. Further, rural India lags behind 
in both credit and deposit penetration 
(credit penetration in rural India was 
four per cent vis-à-vis urban India at 
22 per cent. Deposit penetration in 
rural India was 21 per cent vis-à-vis 
urban India at 123 per cent). 
Financial services and banking 
can draw inspiration and learn impor- 
tant lessons from other sectors. For 
example, rural India accounts for as- 
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tounding shares of the total sales of 
companies such as Samsung (33 per 
cent), LG (40 per cent), Nokia (30 per 
cent), Hindustan Unilever (50 per cent) 
and Procter & Gamble (40 per cent). 

Some microfinance institutions are 
creating financial access for a section 
of people traditionally ignored by the 
formal financial sector, and have dem- 
onstrated that these low-income cate- 
gories are increasingly a 'bankable' 
proposition. Further, rising rural afflu- 
ence is estimated to add over 150 
million to the middle class by 
2025, creating a new mar- 
ket for banking services. 

So, while challenges will re- 
main, there is a significant oppor- 
tunity in the making. To meet 
India's strategic imperative of fi- 
nancial inclusion, serious long- 
term players committed to the 
banking industry will need to be 
engaged. The next generation of 
banks will need to employ innova- 
tive business models, create new 
paradigms of operations and risk 
management, deploy robust 
and scalable technol- 
ogy and engage in stra- 
tegic partnerships to 
serve the unbanked. Experience in fi- 
nancial services, significant capital 
commitment and strong management 
talent will be important enablers for 
driving inclusive growth. 

The next few years will be critical 
in transforming financial inclusion 
from a policy agenda into a reality — it 
is time we seize this opportunity. 

The author is the 
Chairman & MD of 
Religare Enterprises 
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What it means: A particularly cruel ог impersonal 
way of sacking an employee, including leaving a note 


or sending a mass mailer or blocking access to 


office premises. 





Kl) Sla-of 
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Origin: The word is a combination of the words slay 





The controversy over the government's GDP — etes has raised 
many questions about the reliability of India's macroeconomic data. 


What happened: The cop growth figure 
of 8.8 per cent for the April to June quar- 
ter released by the government showed 
a big divergence between the demand 
side (GDP at market prices) and supply 
side (GDP at factor cost), which is unu- 
sual. Against the actual growth of 
10.02 per cent, the Central Statistical 
Organisation, or cso, put the growth at 
3.65 per cent. But it revised the figures 
within a day. "It's a big embarrassment 
for us. It's a wake-up call to avoid future 
recurrences," admits T.C.A. Anant, 
Chief Statistician of India. 


Why it happened: The quarterly GDP 
growth estimates are derived by convert- 
ing output in prices to measurable quan- 
tities by using different price deflators (or 
inflation indices such as wrt and crt). 
This gives an accurate indication that 
the higher output is necessarily due to 
higher production and not because of 
price fluctuations in the economy. Says 
Anant: "The wrong usage of deflators 
resulted in the sharp drop in the esti- 


and layoff. It became popular in 2008-09 when American 
companies were firing employees in large numbers. 


Current usage: | don't know what's worse: a slayoff 
with a fat severance package or a teary-eyed boss with 


a pink slip, minus a cheque. 


mates for GDP at market prices.” 

Usually, before releasing the figures, 
the National Accounts Division recon- 
ciles demand and supply data to find 
out if there are any major anomalies, 
but this procedure wasn't followed. “We 
get less than 15 days to compile every- 
thing and do error-checking. I am 
working on streamlining the process so 
that there will be enough time for cross- 
checking," says Anant 


What are the implications: A large 
amount of data released by the cso in 
the form of GDP, ПР, WPI and CPI are used 
by various bodies ranging from the 
Reserve Bank of India to the Planning 
Commission for key policy decisions. 
“There is a downside to putting out quar- 
terly estimates in such short time. It 
comes with a risk of possible error," 
Anant says, but adds that the govern- 
ment's quick response this time demon- 
strates that the "basic systems" are in 
place. We'll keep our fingers crossed. 
MANU KAUSHIK 


e CSO pegs GDP at 
factor cost at 8.8% 
for the April-June 
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e Astonishingly, the 
GDP at market price 
trails way behind 

at 3.65 per cent 


e CSO forced to revise 
estimates for GDP at 
market price to just 
over 10 per cent 


e Chief Statistician 
admits to BT it's a 
"big embarrassment" 
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Presenting the Hindware Italian 
Collection. Inspired by the best in 
Italian art and design, this collectio 
re-creates the magic of finely crafte 


Italian bathrooms. 
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FOCUS-FINANCE 


HAS DONE 









Bi investors are 

not willing to 

pay separate 
advisory fees 

W Distributors are 
no longer interested 
in promoting MFs 
and have shifted to 
selling the more 
lucrative debt 
products and 
insurance 

W While the sale 

of MF products has 
fallen, investors are 
sold products often 
unsuitable to them 


W The MF industry's 
profit margins are 


In Whose Interest? 


SEBI's ban on the entry load has forced distributors to abandon mutual funds, 
triggering an exodus of investors from equity schemes. BY SURESH SADAGOPAN 


recently to protect the interests of 

mutual fund (Mr) investors. These 
include disallowing amortisation of mar- 
keting expenses for new fund offers (NFO), 
removal of entry loads for direct invest- 
ment and, subsequently, complete aboli- 
tion of entry loads. In the latest move, the 
markets regulator has asked mrs not to dip 
into exit/entry load accounts to pay the 
distributors upfront. As a result, the profit 
margins of the wr industry are shrinking 
and distributors have moved to areas like 
debt products. Investors find themselves in 
a vacuum with no one to service them. 
Even today, 90 per cent of funds are bought 
through distributors. 


©: has introduced several regulations 


The Fallacy 
The justification for the entry load removal 
was that distributors were pocketing the 
charges and not advising clients. 
Distributors received two per cent of the 
sum invested as transactional fee, which 
covered incidental expenses, and if they 
offered advice, the charges were higher. 
Sadly, the distribution charge was seen as 
advisory fee. Most investors would be 
happy to pay the distributor for a 
complete bouquet of services 
and some have even ques- 


lem is that though investors understand it 
is the same charge, it hurts to write an- 
other cheque. This is where the distribu- 
tors have been hit. It becomes a fertile 
ground for haggling on fees — some inves- 
tors don't want to pay and threaten to go 
direct, while others want to pay a fraction 
of the charge. Investors are not mature 
enough to write a cheque and distributors 
aren't mature enough to charge for their 
services. So, many distributors have given 
up. Why would they want to promote 
funds when debt products give them one 
per cent in commissions? SEBI should have 
formulated a training programme for 
distributors instead of foisting the no- 
entry load regime without giving them 
time to adjust. 


The Facts 


With no distributors to promote their prod- 
ucts, only the top 10 mrs are estimated to 
remain profitable. The equity assets under 
management (AUM) fell between August 
2009 and July 2010. mrs are a low-risk 
route for lay investors to participate in the 
India growth story but direct investment is 
riskier and not for everyone. Also, the 
money stays invested for a longer period 
compared to stocks, where day trading and 
short-term trading are rampant. 


shrinking. The equity 


AUM fell between 118 tioned the new, convo- 


Regulations that strangle the industry are 





August 2009 and Aug. 31, ' luted method. The prob- hardly in investors’ interests. © 
July 2010 The writer is a Certified 
Financial Planner 
Courtesy: Money Today 


Equity Funds: Net — (in Rs cr) 
2,072 
31, '09 
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Crompton Greaves Limited 
CG House, 6th Floor, 

Dr. Annie Besant Road, 

Worli, Mumbai 400 030, INDIA 
T: +91 022 2423 7777 

F: +91 022 2423 7788 

W: www.cgglobal.com 





Being a concerned corporate, 
we're all for women empowerment. 
At CG, we've taken several initiatives 
across villages, from training and 
provision of sewing machines, to the 
formation of women self help groups. 


Among other places across the 
country, we facilitated WSHG 
at Kanjur Marg and Karjat, conducted 
training for them to prepare snacks, 
mid-day meals for Municipal schools, 
make consumer goods like phenyl 
& liquid soap; produce decorative 
candles and incense sticks. 


A few small steps, we believe, would 
go a long way in empowering women. 





Training conducted for a WSHG 





Smart solutions. 
Strong relationships. 


WWw.amccreative.co.in 


FOCUS-REVIEW 


Web Site 


А web site with 
a refreshingly 
honest take on 
life in Mumbai 





Ever since we started 
reviewing web sites 
occasionally, we have 
been inundated with 
requests for review of 
sites that want to sell 
insurance. Honestly, 
finding a half-decent 
web site while not being 
solicited for one service 
or another is a tough 
task. Thanks to a random 
Twitter posting, we 
chanced upon this web 
site, not abused by 
search engine optimis- 
ers. Anyone who stays 
in Mumbai, or likes the 
port city, should like this 
web site with its 
refreshingly honest 
reviews of everything 
that is happening in the 
western metropolis. We 
particularly liked the 
restaurant reviews 
untainted by free food 
and drink. And despite 
some articles not quite 
agreeing with your 
opinion (isn't that the 
point?) they are all 
readable. We suggest 
you take a look. 

-KM 


An innovative phone, a fascinating web site and Apple's latest piece of software 


Motorola Backflip 


Motorola Reborn 





NI is reborn, thanks to Google, or. 
to be precise, Google's Android operat- 
ing system for mobile devices. And this 
shows through in the design of some of its 
latest products such as the Motorola Backflip 
with its rearward hinge. The Qwerty key- 
board hinges forward on this device, making 
typing fairly easy. The cool aspect of the 
hinged keyboard is the fact that the device 
has a ‘desktop’ where the screen rotates to 
landscape orientation and this is an eti 
engaging way of watching con- 

tent. But the truly innovative tech- 

nology on the Backflip is its 


@ Innovative design, Backtrack trackpad, 
solid build quality 


i9 Old version of Android, poor 
daylight screen visibility 


Price: Rs 22,990 


Old Hat 





long with the line-up of shiny new 

iPods, including a rather snazzy iPod 
Nano (with a multi-touch display), Steve 
Jobs has introduced iTunes 10 to the 
world. The software for 
many years has been 
considered the Achilles' 
heel of the iPod owner- 
ship experience. But be- 
ing in India, you can't 


buy songs on the iTunes е om 
music store, nor avail of R U T 


the new ту show rental 

feature. When it comes 

down to iPod management, the new ver- 
sion of iTunes feels pretty much like the 
old iTunes 9, with the added change being 
iTunes Ping. It's Apple's attempt to build 
in a new social network into the music 
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'Backtrack', a laptop style touchpad placed 
behind the screen, accessible only when the 
phone is open. You can manipulate objects 
on the screen with sweeping motions, zoom 
in and zoom out as well as select items. The 
downside about the phone: it runs an older 
build of Android, which, despite assurances 
of an upgrade, is a critical failing. 

KUSHAN MITRA 










Software: iTunes 10 


software called Ping. While you have to 
register for Ping, it does allow you to share 
your music experiences with your friends 
and because using iTunes is pretty much 
a part of the iPod own- 
ership experience, there 
could be a lot of users 
for this feature. We were 
not so enthused 
though, due to what is 
probably social network 
oversaturation. 

The new iTunes 
looks and feels better 
than before. And if you own an iPod, you 
will need to use it, but Steve Jobs should 
have probably stopped at the announce- 
ment of the new iPod. 

-KM 
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[Tow are you going to return 


all those rides you got years ago? 


у? 
>< 


Friendship deserves a return gift. Make it a Sheaffer. 





SHEAFFER: 
THE GIFT THAT MATTERS 
І {7 
Featured here, the Sheaffer Legacy in black lacquer, with a 22k gold plate trim. A gift for all occasions, ** Tt 
Е. , | n PF ts! x< r T 
Mumbai: Grand Galleria, High Street Phoenix Ph: 40041251 | Inorbit Mall, Malad Ph: 28785818 | Inorbit Mall, Vashi 


WILLIAM PENN 





Ph: 40131495 e Bangalore: The Forum Ph: 32721999 | Garuda Mall Ph: 41127993 | Koramangala Ph: 25537803 
Mantri Square Mall Ph: 22667315 € Chennai: Express Avenue Mall Ph: 28464019 € Delhi: Select CITYWALK 
Ph: 42658384 € Airport Stores: Delhi | Mumbai | Hyderabad | Bangalore € For corporate enquiries, call 
Bangalore: 09980710060 | Delhi: 09811471923 | Mumbai: 09820310104 | Hyderabad: 09963426632 | Kerala: 09686682033 


FOCUS-PERSONA 


"Today we are thought of as people who can 
indeed do something worthwhile... thanks to 
at least one industry (IT)" 


Chief Mentor, Infosys, on the IT industry earning a name for India in the world, in l'he Financial Express 


"The painfully 
slow recovery in 
the jobs market 





— is a central 
"There is a need to шы policy concern" 
draw labour reforms - Ben Bernanke —— au 
out of the closet. | — 
Workers will do well if 

we relook at the law” 


Economic Adviser to Finance Minister, to wire agencies 
kd 









“I don’t believe in the hypocrisy 
of asking family members to join 
at a junior level. But the CEOs 
will run the business; family 

will manage relationships” 





Founder & CEO, Future Group, in Business Standard 


“I move towards material that's new to me. If you 
offer me Rs 1.000 crore to do a film and it doesn't 
make sense to me creatively, I won't do it" 


Bollywood star in The Economic Times 


CLASSIC BUSINESS QUOTE 





"An organisation's ability to learn, and 
١ translate it into action rapidly, is the 
ultimate competitive advantage” 


Former CEO of GE 
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Get up. Get out. Go where your heart desires with Apollo 
Hawkz. Breeze through the harshest weather, Brave ti | 

roughest terrain - whatever the outdoors or the city thron 
at you. Free your spirit, and go where you will. 
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AWKZ RT/s Off-road HAWKZ A/T All terrain HAWKZ H/L Highway 
erformance. performance. luxury performance. 


Widest Range of 4x4 Tyres 


(POLLO ZONES - Ahmedabad: Maniar Tyre World - 9825006768. Bangalore: Super Tyre World - 9844977707. Bhopal: Arihant Wheels 
9425004745. Chennai: Lal Tyres Pvt Ltd - 9841025028, V. S Enterprises - 9940617460. Cochin: Global Tyres: 9447485664. Delhi: Speed Tyres 
3811786187, Tyre Mart-9560661717. Noida: Ashok Motors - 9868259555. Patiala: National Tyres - 9814040313. Rohtak: Tyre Ghar - 9896212892. 
hane: Satyam Tyres - 9967056647. Trivandrum: Popular Tyres - 9447053838. Vashi: Baba Sai Tyre House - 9322296261. 
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FOCUS-BT POLL 


BT-ERNST & YOUNG 


Deal Watch 


BIGGEST DEALS IN THE PAST 30 DAYS* 





Reliance Industries Ltd (RIL) continues its ambitious 
foray into shale gas exploration. RIL subsidiary 
Reliance Marcellus II LLC has now inked a joint venture 
with US-based Carrizo Oil & Gas. It will acquire a 


Is the H-1B visa fee 


hike a discriminatory and 
protectionist move by the 


United States? 


Can't Say 





Results of BT Online poll; 
No. of respondents: 184 


The majority concurs that the 
H-1B visa fee hike is a protec- 
tionist move by the United 
States. And certainly, these 
fears seem well founded. The 
US has called the visa fee hike 
a measure to fund heightened 
patrolling on the US-Mexico 
border. But it is estimated 

that the fee hike will have an 
additional cost 

implication of over $200 million 
(Rs 920 crore) for Indian IT 
companies annually, which will, 
no doubt, have an adverse impact 
on their competitiveness. 

True, US companies, too, 
come under its purview. But as 
they do not use these visas in 
large numbers, they may escape 
the provisions of the new guide- 
lines. They are less likely to cross 
the threshold of 50 per cent of 
employees being on Н-1В visas. 


Can the global economy 
slip into a double-dip 


recession? 


to cast your vote 
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60 per cent stake in the Marcellus Shale Acreage in 
central and north-east Pennsylvania for Rs 1,805 crore 
($392 million). This is the third shale gas acquisition 
by RIL in the US since April 2010. 

This deal will give RIL access to approximately 


Mukesh Ambani: 62,600 acres of undeveloped leasehold in the core 
Expanding RIL's gas ў 
exploration footprint "€3 of Marcellus Shale, with an expected resource 


potential of two trillion cubic feet equivalent. RIL is also 
likely to acquire advanced technological capabilities for operating these assets and 
leverage these skills to capitalise on the potential of shale gas exploration in India. 
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E VALUE 
Marcellus Reliance 
Shale Natural Oil & Gas Acquisition 1,805 60 
Industries 
Gas Acreage 







Moser Baer Blackstone Private 
infrastructure 


Projects Group Equity 1,350 NA 


Real Estate, ; 
Lodha HDFC Venture Hospitality and Private 500 10 
Developers Funds Equity 

Construction 


Sadbhav Norwest Venture 


Infrastructure Partners, The infrastructure Er 400 NA 
Projects Xander Group q 





Ernst & Young is a leading M&A advisor in India. The data is based on media reports and company 
announcements. Any decision on the basis of this information should be taken only after 
professional advice. Business Today or E&Y do not undertake any responsibility with regard to 
any such decision. * As on August 30, 2010. Not a complete list. 
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FOCUS-BROADCASTING 


DD's Moment of Reckoning 


he Commonwealth Games is à 
Г opportunity for public 
broadcaster Doordarshan (рр) to 
move on to centrestage once again. 


DD aims to earn 
more than 
Rs 300 crore from 


ad sale revenues in the 12 
days of the Commonwealth 
Games telecast. 

















The Games will be 
aired on five 
DD channels - 


¥ 
DD National, DD Sports, 


DD India, DD Bharati 
and DD Urdu. 





NUMBERS OF NOTE 


— — — — — 


15 million 


| And 
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"We'll spend close to Rs 300 crore in 
production, coverage and telecast,” 
says Aruna Sharma, Director- 
General, pp. The initial response to 


It has created a 
R mascot to generate 
audience interest 


in the Games. 


lld VN 


1. 5 trillion cubic feet 





Rs 12 ,000 Cr 


DD's efforts doesn't seem too encour- 
aging with most big-ticket advertisers 
staying away. Here's a closer look at 
the final countdown to the Games. 


" DD also expects 
substantial revenues 
from the private 


broadcasters who will want 
to distribute their channels 
through DD Direct Plus - the 
DTH arm of the broadcaster. 





> DD will beam the 
Games in high- 
definition digital 
format for the first time, 


which will be made available 
on DD Direct Plus. 
series of Games 


‚2° shows, offering 


100,000 seconds of advertising 
time. It hopes to garner Rs 200 
crore in ad revenues through 
these programmes, which will 


be on air till the Games ends. 
ANUSHA SUBRAMANIAN 
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The New Beetle from Volkswagen. 
www.innovationsforeveryone.com 





Volkswagen. Das Auto. 
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FOCUS-GRAPHITI 


SILVER LINING 
IN THE CLOUD 


Cloud computing is likely to account for about half of global 
IT spending by 2013. In India, though, low awareness levels 
have hampered its adoption. But a survey of СІ05 by 
Ernst & Young reveals that Indian companies have plans to adopt 
cloud technology in a big way over the next few years. 
Most will adopt Infrastructure as a 
Service (laaS) initially. 






















infrastructure as 


a Service (laaS): 
Processing, storage 

and bandwidth are offered on 

demand with metered billing 


Software as a 


Service (SaaS): 
Software is offered as an on-demand 
service, reducing the need for the 
customer to install, upgrade 


and maintain applications 
















Platform as a 
Service (PaaS): 

It integrates the operating 
system (0S), middleware and 
application software 


















THE GLOBAL A : CLOUD ADOPTION IN INDIA 

CLOUD Ma The market is still in its infancy but there's a growing awareness of 
MARKET | a cloud technology among companies 

Cloud spending could 1) Familiarity with cloud- 2) Plans to adopt laaS 

double in three years computing concepts 


me 0-lyear аша 1-2 years  mm2-3years 


» laaS we 3-5 years ©» 5*years 
mu Cloud Spending 
PaaS 





Figures in $ billion 


2001 March 2009 
Tobacco-to-hotels major ITC hikes its stake to 

ITC starts buying into 14.98 per cent, which is 
hotel chain EIH in March just short of the trigger 
2001, taking its stake for the 20 per cent open 
over the next eight offer under SEBI's 

years to 10 per cent takeover code 
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3) Business Benefits 4) Perceived Technical 
wm Extremely significant — mmm Fairly significant Challenges 
mm Significant driver am Not a driver 
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» Extremely significant 
4e 42 mm Fairly significant 


" t Southward Ho 


THEN: Marketers have known for some- 
time now the southern market's penchant 
for mosquito repellents, coffee, detergents 
and talcum powder. They also know that 
Keralites prefer tea; people in Andhra 
Pradesh respond to the word “mega”; and 
Tamil Nadu likes its cuppa Horlicks. Now, 
some bright ones are decoupling the terms 





BT, August 12, 2007 





Ability to No capital Ability to Data privacy Resource я 
ки of core investment innovate and security uptime “conservative” and “southern consumer 
activities 


that had always been a part of the Indian 

igures in % Figures in % marketing lexicon. IMRB's household pur- 
chase panel Marketpulse (June '06-May 

: ' '07), shows the four southern states — 

5) The drivers for laaS adoption in India Andhra Pradesh, Karnataka, Tamil Nadu 


ә Makes advanced technologies affordable for small businesses and Kerala — are leading in 15 out of 38 
product categories of fast-moving con- 


в Creates a new line of value-added services for service providers | 
sumer goods (FMCG). And in 19 categories, 


® Helps Internet service providers increase bandwidth usage the South has registered a higher growth 
ә Brings down overhead costs for companies than other zones. Marketpulse is the larg- 


est purchase panel (comprising 70,000 
urban and rural households) running in 
India for over 25 years, and tracks over 50 
product categories. 

The figures speak for themselves. The 
South has recorded the highest growth 
rates in all income classes, except the super 
rich (incomes over Rs 1 crore). Little 
wonder then, that the South is emerging 
as the market to crack for every marketing 
head worth the multiple zeroes in his 
pay packet. 





d3430140 


NOW: Marketers are now reporting unexpected 
growth in the East — Bihar, Orissa and West Bengal, 
in particular — and pockets of the North. 








June 2009 January 2010 August 2010 

ITC Chairman ҮС. EIH promoters, the Oberoi RIL picks up a 14 per cent stake or 
Deveshwar calls the EIH family, scout for a white Rs 1,021 crore and later hikes it to 
stake an investment and knight. Analjit Singh, 14.8 per cent. Rules out any change 
denies any plan of hostile Chairman, Max India, a in management. Analjit Singh to 
bid, but doesn't rule out minority shareholder, sell his 4 per cent stake and exit 
an open offer seen as a likely candidate MANU KAUSHIK 
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FOCUS-INTERVIEW 


“OUR MESSAGE IS CONVEYED 
THROUGH MARKETING 
AND BRANDING” 


OM KILROY, Senior Vice President and General 

Manager, Sales and Marketing, Intel Corporation, 

is a 20-year veteran at the world's largest maker 
of semiconductors. On a recent visit to India, he spoke 
to Business Today's KUSHAN MITRA on the fresh 
challenges for Intel as more customers switch to 
smaller devices where Intel has little presence. 


| have been coming to India for over 15 years and have 
seen the success of our marketing since those days. In 
the mid-'905 till 2000, everybody knew about ‘Pentium’, 
and while people never bought a Pentium chip there was 
a recognition of what a Pentium processor-based 
computer could offer you. A lot of our message is 
conveyed through marketing and branding. There was 
Pentium, then there was Centrino and now Core. 


| think you have to look at our newly-designed 'Atom' 
processors carefully which has created a whole new market 
segment. It's also enabling a whole lot of new embedded 
devices from security systems, banking machines to digital 
kiosks on retail shop floors. And then there are smart phones 
and tablets where Ator fits in as well. 


It's not wireless broadband alone but applications that 
will make the difference. You have to understand that 
most consumers are not just interested in getting 
connected to the Internet, they are interested in getting 
connected to each other. As broadband becomes more 
pervasive and more affordable, people will use it to 
connect to each other. And as this happens, you will see 
a huge explosion in the content and software industry. 





LAN HERRICK, Chief Executive Officer of Sapient. 

the world's largest interactive marketing firm, 

spoke to BT'S KUSHAN MITRA about how online 
marketing is changing its India growth plans. 

The way technology is changing marketing is 
shocking. This is already a trillion-dollar industry 
amidst a massive change. In India we have people in 
the technical space and we also have a studio that is 
in creative production for digital marketing. What 
we want to do is to bring more and more creative 
capability into India. 

We recently won an award at Cannes for a smile- 


e'll Bring More Creative 
Capability into India" 


VHHHIN NVAIA 


MONEY SHARMA 


activated ice-cream vending machine, where you walk up 
to the machine and smile. If vour smile is big enough — it 
actually measures the amplitude of your smile — it vends 
you a free ice-cream bar and it simultaneously clicks a 
picture of your smile and uploads it to Facebook. 

The whole convergence between the digital and 
physical world is just starting to happen. There has to be 





an integrated marketing and commerce process and the 
first part is to integrate the marketing process — web, 
mobile, kiosk and the second part is online commerce 
which is part of that experience. 
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Convenient solutions that make life so much simpler. Like our easy-to-use overdraft 
facility, dedic ated phone banking and preferential branch queues. 
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er: lised attention from dedicated Relationship Managers to deliver to you the 
best solutions on a full range of investment, treasury and insurance products. 


Recognition and rewards on your Preferred World Credit Card that let you enjoy access 
to select airport lounges, golf courses, Kingfisher Silver Tier membership, discounts and 
offers at Taj Hotels in India. 


For preferred treatment, speak to your Relationship Manager or 
call 3940 1500 today. 
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FOCUS-ETCETERA 


HOW THINGS WORK 
All About Doping 


With Indian swimmers and weightlifters racking up more positives on the drug 
test results even before the medal count has started at the Commonwealth 
Games, the question that everybody is asking is: How does doping work? 


Hope a dope: Athletes take performance enhancing drugs for a variety 
of reasons. From building muscle strength, to increasing oxygen flow 
to the exercising tissues to stimulating the body or reducing weight or even 
just relaxing. The kind of drug an athlete takes depends on what he 
wants to achieve. 


To each his own: For example, in 2003 cricketer Shane Warne tested posi- 
tive for diuretics called hydrochlorthiazide and amiloride, which promote 
the excretion of fluids through the body, causing weight loss. On the other 
hand, last fortnight, Indian weightlifters and swimmers tested positive 
for methylhexaneamine, which is used as a nasal decongestant 
\ but causes increased heart rate and blood pressure. 
These, in turn, lead to brief bursts of energy and 
better performance. 







Hide and seek: Is it possible to mask drug use? 
Yes, to some extent. For example, diuretics can 
shield the presence of drugs in urine samples 
by diluting them. 


COMPILED BY T. V. MAHALINGAM, KUSHAN MITRA, MANU KAUSHIK 


AWOL MCD 


Whatever happened to the Municipal Corporation of Delhi's drive to seal 
illegal shops in the Capital's non-approved commercial zones? The demolition 
and sealing drive was started in February 2006 following a Delhi High Court 
directive, and continued till early 2007. But it was subsequently put into cold 
storage by the Delhi government after strong protests by 
locals. Worried about the political fallout, the UFA govern- 
ment even tried to bail out the Delhi government by 
passing an ordinance in December 2009, which 
ruled that the sealing drive won't resume 
before December 31, 
2010. It was subse- 
quently overruled by 
the Delhi High 
Court. But the MCD 
has not given 
any indications 











ILLWSLAATIVNS BOY ALANAAR 


of stirring into 
action yet. 
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Quirky 
For Russia with Love 


Want to beat the recession? Have a puff 
and a shot of vodka and pop goes the 
recession. At least, that’s Russian 
Finance Minister Alexei Kudrin's silver 
bullet to beat the recession. "Those who 
drink and smoke are doing more to help 
the state," were the 
man's exact words 
last fortnight, even 
as the country plans to 
raise excise duties on 
alcohol and cigarettes, 
which incidentally were 
the lowest in Europe. 
Kudrin's train of thought is 
something like this: more 
smokers, more drinkers, 
more excise, more money 
for Mother Russia, more development 
programmes. It sounds perfectly logical, 
except for one little detail. Alcohol- 
related illnesses kill an estimated 
500,000 Russians a year. And why not? 
Russians consume an average of 18 litres 
of alcohol, mostly vodka, a year and 65 
per cent of the population lights up. 
Wonder where Kudrin got his inspiration 
from when he shot off his mouth? A bot- 
tle of vodka, perhaps? 





Snoot Corner 
Aviators 


The 
history 
of the 

'Aviator' sun- 

glasses is a bit obscure. 
Popular legend has it that flyers wore it 
during World War Il. That is not true, but 
the glasses were similar to the glasses that 
Ray-Ban was providing US pilots of the day. 
The oblique teardrop-shaped glasses were 
made famous by US General Douglas 
MacArthur during the war when he landed 
in the Philippines wearing them. 

Aviators had a renewed surge in 
popularity in the 'BOs, thanks to the 
blockbuster Hollywood movie Top Gun. 
Since then, it has been worn by almost 
every A-list celebrity in Hollywood and 
even in India. And the design itself, which 
is popular because its shape gives 
near-complete sunlight protection, is now 
made by hundreds of manufacturers and 
Ray-Ban still sells millions. You can find a 
basic Aviator for around Rs 5,000. 
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Enjoy ultimate sleeping comfort in SWISS Business. You can now personalise your space aboard your flight. 
sink into your full-length bed, adjust the seat's air cushions to your preference, turn on the massage function 
and let yourself drift into sweet dreams. For bookings and information, visit SWISS.COM, call 1-800-209-7240 / 
(022) 6713-7200 or contact your travel agent. 


For an even more exclusive experience, try our suite above the clouds in SWISS First. 


SWISS.COM 


A watt saved 






GDP/capita 


Give someone energy for a better tomorrow 


While new communications technologies are making our world smaller and 

our personal lives richer, it is easy to forget that energy spurring progress is not 
available to billions of our planet's inhabitants. This population does not fixate 

on status updates, RSS feeds, or texting while driving, as there are few personal 
cars to drive, and rarely a network to text to. There is only a daily struggle to eat, 
develop their families, and improve their lives... without any meaningful access 
to energy and all of its benefits. 


Meanwhile, dependence on carbon-based economic growth is driving the 
most climate pressure exactly on those benefiting least from new technologies. 
If the electric utility system is one of mankind's most significant engineering 
achievements to date, creating a new and sustainable energy model needs to 
be our next triumph, and it cannot come soon enough. 


At Schneider Electric "^, we believe these two issues are linked. Access to 
energy for all frees the intelligence and creativity necessary for developing a 
new energy paradigm. Through technological innovation, social policy, medical 
research, and more, each generation has left a legacy of improvement for its 
children—until now. Now we have one lifetime to dramatically change the way 
we create, distribute, and consume energy. Succeed, and our contributions 
Will set a standard for millennia. Fail, and we will be the shame of our 
grandchildren's grandchildren. 


So while we text, Tweet, and find friends like never before, let's not forget that 

the planet's energy system is a closed loop. When coal dug in South Africa drives 
energy consumption in China to make goods for Europe, resulting in particulate 
emissions over Los Angeles, we are clearly all connected in one energy system. 
Therefore, a new approach to energy is a new approach to our progress as a race 
Spend less today. Share more tomorrow. 


Solving the energy challenge requires behaviour change and new technological 
approaches. And since a true solution requires more than the latest component, 
it's no wonder new intelligent energy companies are uniting systems, data 
management, and energy visibility in ways that were unimaginable a decade ago. 


Per capita income and energy use around the world: 
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Can we grow economically while reducing our energy intensity? Japan uses significantly 
less energy per person than the United States, yet its economy is as strong. All of us - 
individuals, corporations, and countries - need to work together and learn from each 
other to make a difference today. 





IS a watt shared 


Where can you start today? 


EcoStruxure™, our new energy management architecture, delivers 
Active Energy Management™ from Power Plant to Plug™, across all the 
domains of an enterprise: data centre management, power management, 
security management, building management, and process and machine 
management—integrated and optimized for maximum efficiency. 


When you use less energy for the same or better economic results, you win, 
your Customers win, and the planet wins. Keep the savings, reinvest it, or 
distribute it to your shareholders. Whatever your choice, know that when you 
work with Schneider Electric your efforts will be shared with those suffering 
from energy poverty. For areas in India and Africa, for example, this translates 
to access to education, modern medicine, and improved quality of life for 
potentially billions, Who knows, the next ‘Energy Einstein’ may arrive from this 
poo! of intellectual and creative potential. Let's give it a chance to happen. 


At Schneider Electric, we are ready, willing, and able to provide energy 
management with the industry's broadest portfolio of solutions and a global 
footprint second to none. Our commitment to efficiency starts in our own 
house, where we have set industry standards for RoHS/REACH compliance, 
corporate sustainability initiatives, and access-to-energy programmes. 

In fact, you're invited to tour our headquarters, one of the most energy- 
efficient buildings in the world. What we have done for ourselves, we can 

do for you. And what you do for yourself can make a world of difference 

to someone half a world away. 


You deserve an Efficient Enterprise™ 
EcoStruxure architecture delivers up to 3096 energy savings 
in buildings, industrial plants, and data centres. 


Buildings 

Intelligent integration of security, power, lighting, 
electrical distribution, fire safety, HVAC, IT, and 
telecommunications across the enterprise allows 
for reduced training, operating, maintenance, 
and energy costs. 


Industrial plants 

Open standard protocols allow for system-wide 
management of automated processes with minimized 
downtime, increased throughput, and maximized 
energy efficiency. 


Data centres 

From the rack to the row to the room to the building, 
energy use and availability of these interconnected 
d environments are closely monitored and adjusted 

0 in real time. 
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COLUMN-DIRECT TAXES CODE 


ARVIND P. DATAR 





There is no 

purpose in having 

a new code whose 
shelf life is going to 
be very limited. We 
are better off 

with the old Act, 
despite its 
frequently 
amended provisions 


АААЙ 





An Exercise in Futility 


he Direct Taxes Code, 2010 
(DTC) was introduced in the Lok 
Sabha two weeks ago. This Bill 
replaced the Direct Taxes Code 
Bill, 2009, which was intended 
to replace the existing Income Tax Act, 
1961. The 2009 Bill shocked everyone 
except perhaps the team that drafted it. 
Several provisions in that Bill were against 
elementary principles of taxation. The 
2010 replacement has removed some of 
the glaring discrepancies but one essential 
question remains unanswered: Why do 
we need a new ртс that substantially rep- 
licates the old Act? 

The statement of objects and reasons 
as given by the Finance Minister on 
August 27, 2010 explains that the 1961 
Act was amended no less than 34 times, 
resulting in “complexity in tax laws,” and 
the inability on the part of the average tax 
payer to comprehend it. The new tax code 
has the object of revising, consolidating 
and simplifying the language and struc- 
ture of the direct tax laws. 

However, a simple comparison of the 
2010 code and the 1961 Act shows that 
there will be no substantial structural 
change (see Complex Then, More Complex 
Now). A plain reading of the new prc 
shows that it does not result in either revi- 
sion, consolidation or simplification of the 
language and structure of the direct tax 
laws. Merely replacing “salary” with “em- 
ployment” and adding expressions like 
“tax base” is not simplification. The hard 
reality is that the new ртс is as complex as 
the 1961 Act. 





A Few New Provisions 

The new Bill has attracted a lot of praise for 
lowering tax rates. But this can be done by 
any finance Act and we do not need to 
discard the old law just to reduce or stream- 
line the rates of tax. Undoubtedly, there are 
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a few new provisions in the 2010 code. But 
these provisions could have been easily in- 
serted in the old Act without replacing it 
entirely with a new code. The corporate sec- 
tor, the Income Tax Department, auditors 
and tax professionals will now have to spend 
enormous amounts of time in comparing 
and analysing the difference between the old 
Act and the new code. Then, there are 
bound to be heated arguments on the ap- 
plicability of numerous case laws under the 
old Act. Adding to the confusion will be a 
spate of board circulars that will, of course, 
interpret every difference in favour of the 
revenue department. 

The Income Tax Act, 1961 repealed the 
1922 Act with the avowed object of placing 
the income tax law on a stable basis. The 
First Law Commission had spent several 
months in preparing the new draft. A par- 
liamentary Select Committee examined the 
Bill with a fine tooth-comb, after which it 
was debated in Parliament for many days. 
This was in stark contrast to the present 
day Parliament, where several Bills are 
passed without any discussion whatsoever. 
All hopes of a stable and simplified law were 
soon shattered and, as the late lawyer Nani 
Palkhivala pointed out, the 1961 Act was 
amended “more often and more drastically 
during the first six years of its existence 
than the 1922 Act had been during the 40 
years it had remained on the statute book”. 
In the first 15 years, the 1961 Act suffered 
560 insertions, 600 substitutions and 190 
omissions. In the next 35 years, the Income 
Tax Act suffered more than 2,500 amend- 
ments by way of insertions, substitutions 
and omissions. 


Execution is the Key 

The two components of good tax adminis- 
tration are understandable and reasonable 
laws, and effective implementation or exe- 
cution of these laws. If there is one special 


COLUMN-DIRECT TAXES CODE 


feature of the Indian Republic, it is the ex- 
clusive focus on the first component and 
complete neglect of the second. To keep on 
making new laws without executing them 
is as foolish as a company that keeps on 
rewriting its mission statement and does 
nothing thereafter. The fault is not with the 
1961 Act but with the failure to implement 
its provisions. 

An important provision is the proposed 
Clause 123 which introduces the General 
Anti Avoidance Rule. While similar provi- 


COMPLEX THEN, MORE COMPLEX NOW 


THE INCOME TAX ACT, 1961 


lee THE DIRECT TAXES CODE, 2010 





More than 300 sections 319 sections and 

and 14 schedules | 22 schedules = 
About 90 words and _ 297 words and expressions 
expressions defined have been defined in the 


"interpretation clause" (which is 
, atthe end of the Bill) 





Four heads of income: 





Four heads of income: from 


salaries; income from house employment; from house/prop- 
property; profits and gains of erty; from business and capital 
business or profession; income gains; from residuary sources 
from other sources 

Deductions (Section 80A-80V) Tax Incentives 


Special provisions relating to 











shipping companies, venture Similar/identical provisions 
capital companies = 

а Similar/identical provisions 
Settlement of cases and | 


advance rulings 





Similar/identical provisions 


öJ 


sions exist in several countries, it is highly 
likely that this provision will be abused and 
every contract that results in a lesser inci- 
dence of tax will be declared as "an imper- 
missible avoidance agreement”. This clause 
confers wide powers on the Income Tax 
Department to completely disregard con- 
tractual provisions and even make "con- 
nected persons" liable to tax. The depart- 
ment can treat share capital as a debt and 
"recharacterise" any kind of capital or 
revenue receipt, or any expenditure, deduc- 
tion, relief or rebate. The expressions 


"associated enterprise", "connected 
persons", "international transactions" have 
been widely defined. Clause 124 (19) can 
also have deadly consequences. It gives 
unlimited powers to the department to give 
a completely different interpretation to a 
contract. Surely, the years ahead are going 
to be fraught with extensive litigation. 


Other Deadly Provisions 

The code contains a few provisions that are 
either liable to serious abuse or will be 
wholly unworkable. One example is the 
proposal to make all managers liable to pay 
the tax arrears of their employer-company. 
So, if a large company runs into serious 
difficulties and its taxes cannot be recov- 
ered, the department can make the manag- 
ers liable. Similarly, going abroad can be 
extremely cumbersome as one will have to 
get a tax clearance certificate from the 
Income Tax Department. Shockingly, for- 
eign airlines can now be made liable for the 
tax liability of defaulting assessees if they 
permit persons to fly in their aircraft with- 
out a tax clearance certificate. 

Another dangerous provision is Clause 
159 which permits reopening of assess- 
ments even if a different order is passed by 
any authority or any court in any other 
proceedings. Shockingly, if the assessment 
of ‘X’ Ltd. is completed, and several years 
later a different view is taken in the pro- 
ceedings pertaining to 'Y' Ltd. (a wholly 
unconnected company), the assessment 
of 'X' Ltd. can be reopened. The provisions 
of the Direct Taxes Code destroy the sanc- 
tity of an assessment order. There is tre- 
mendous scope for extreme arbitrariness 
in reopening assessments. 

In the end, the new Direct Taxes Code 
is an utterly wasteful exercise. It is merely 
the 1961 Act in a new avatar. The Finance 
Minister has announced that the new 
Direct Taxes Code will come into force in 
2012. He would do the country a great 
service by scrapping the proposal for a 
new Direct Taxes Code and focusing his 
energy in better implementation of the 
existing provisions of the 1961 Act. © 


The author is a Senior 
Advocate of the Madras High Court 
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The eighth 

BT-Nielsen marquee 

B-school rankings. And the 

story of the churn Indian management 
education is going through. 

BY SHAMNI PANDE and SAUMYA BHATTACHARYA 
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Rank 2009: 13/ Score: 0.68 Score 2010: 0.63 


IIM Indore 


Rank 2009: 12/ Score:075 Score 2010: 0.62 
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barrelling econ- 
omy. Emerging 
business mod- 
els that have 
the interna- 
tional business 
community 
keenly watch- 
ing. At least half a dozen sunrise 
sectors shooting off the charts. Fast- 
clipping businesses chasing 
new markets both in India and over- 
seas. Outside-in foreign interest scaling 
record highs. 

The world of Indian business, it 
appears is in churn — in an enriching 
kind of way — like never before. That 
should be scintillating news for the 
aspiring managerial class. Especially 
the thousands waiting on the sidelines 
of India Inc. to dive into jobs that will 
bring them wealth and respect. Respect 
which can come through that much- 
chased stamp of an MBA, a Masters in 
business administration. A certificate 
from a business school, or B-school, 
that will fast-track them through the 
early decades of what is promised to be 
India's century. 

Hold on. That is the 10,000-foot 
view. Closer to terra firma, it's a churn 
of a different kind. One that has busi- 
ness graduates wringing their hands 
dealing with what hirers call “employ- 
ability" issues, B-schools changing 
themselves to reflect the rapidly mor- 
phing world of business, recruiters 
seeking custom-made programmes at 
management institutes to suit their 
workplaces and industries, and foreign 
B-schools gingerly feeling their way in 
the world's second-fastest growing 
major economy. 

Welcome to the context in which 
Business Today presents its Best 
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Gaining traction: The 
Department of Management 
Studies at IIT Delhi 


Annual fee 
range for Tier Il, 
Tier Ill B-schools 


Average annual 
Salaries offered to 
Top 20 B-schools 


Rs 8.5 lakh 
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IFT Delhi 


Rank 2009: 17/ Score: 0.56 Score 2010: 0.47 





IIM Kozhikode 


D Rank 2009: 15/ Score: 0.58 Score 2010: 0.45 


SIBM Pune 


Rank 2009: 4/ Score: 1.34 Score 2010: 0.43 
Falls 
JBIMS Mumbai 


Rank 2009: 5/ Score: 101 Score 2010: 0.39 
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ІІМ Shillong 
$соге 2010: 0.38 


DMS ит Delhi 


Rank 2009: 20/ Score: 0.49 Score 2010: 0.37 








DMS IIT Roorkee 
Score 2010: 0.37 


K.J. Somaiya Mumbai 
Rank 2009: 20/ Score: 0.49 Score 2010: 0.36 


SPJIMR Mumbai 


Rank 2009: 14/ Score: 0.59 Score 2010: 0.35 


IMT Ghaziabad 
ank 2009: 23/ Score: 0.42 Score 2010: 0.35 
























B-schools annual. As much 
as each of the above factors 
finds reflection in our rank- 
ings, put together with mar- 
ket researcher The Nielsen 
Co., sometimes it does not 
seem that way. That may 
sound confusing but is true. 
Rankings reflect the percep- 
tion of the target audience 
and the 2010 and 2009 sur- 
veys are the best examples of 
that. In a year of financial 
meltdown, the value proposi- 
tion was the top factor at 
work. Amity Business School, 
which charged a modest Rs 4 
lakh in fees compared with 
over Rs 10 lakh at the Indian 
Institutes of Management 
(1мѕ) and other top tier 
B-schools, vaulted to the Top 
10 list last year for the first 
time since our surveys began 
in 1998. It didn't seem to 
matter that Amity was per- 
ceived a clear rung below the 
aristocracy. 

This year the tables have 
turned, and Amity has come 
in at No. 27 in the rankings. 
The snoot club is back in the 
velvet, thanks to the strength 
of the economic recovery. 
And yet, the haute table has 
its surprises: we have three 
new place-cards in the 2010 
Top 10. The Faculty of 
Management Studies (FMs) of 
the University of Delhi has 
moved seven ranks to No. 4 
from No. 11 last year. (See No- 
Frills Favourite on page 68) 
Sure, FMS is not expensive at 
all, charging just Rs 10,000 
in annual tuition fees, but 
what about the Indian School 
of Business (isB), Hyderabad, 
which costs nearly Rs 12 lakh 
for a one-year programme: ISB 
climbed to No. 7 in 2010 from 
No. 13 last year. 
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Ghaziabad 


www.akgim.edu.in 


The AKGIM Advantage 


One of the promising B-Schools in National 
Capital Region, Delhi 

A good learning environment, supported by 
excellent faculty and good corporate network. 
Great learning and Career opportunities; 100 % 
placement for the batch 2008-10 

Under the aegis of Ajay Kumar Garg 
Engineering College Management (recipient of 
the Academic Excellence Award conferred by 
UPTU forthe 2" succcessive year in 2010.) 
Furnished and secured residential hostels for 
Boys and Girls separately 

Lush green campus and state of the art 
infrastructure 


PGDM Programme 


Is a Two Year Full Time PGDM Programme 
approved by AICTE 

Has Specializations in Marketing, Finance, HR, 
IB* & IT* (*Only Minor) 

Provides stimulating and rigorous learning with 
a blend of strong industry interaction 

Has AKGIM Academies which prepare students 
for the industry 

Includes Metamorphosis programme for 
personality development and soft skill 
development 

Has an emphasis on student driven Clubs and 
Activities for practice oriented learning 
Placements are supported and organized by 
AKGIM Placement Committee 


For Admissions 2011, Please Visit our Website www.akgim.edu.in or Contact Admissions Cell at admissions@akgim.edu.in 


Tel 91-120 – 2762592 - 99, Ext. No. 105/106 ; 91-120-3120611, 3122224, 3126005, 9310387798, Fax: 91-120- 2762604 
Address: 27th KM Stone, NH-24, Delhi-Hapur Bypass Road, Ghaziabad-201009 


Ajay Kumar Garg Institute of Management 
Ghaziabad, India 
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Rank 2009:18 Score 2010: 0.33 









|CFAI Mumbai 


Rank 2009: 25 Score 2010: 0.32 


NMIMS Mumbai 


Rank 2009:18 Score 2010: 0.32 





MDI Gurgaon 


Rank 2009: Score 2010: 0.32 


DMS ит капри P 25 
Score 2010: 0.31 

















The Lehman Effect: MDI В! М Tiruchirapalli 
Gurgaon has introduced Score 2010: 0.30 
papers on ethics 









| 
: Falls 
ABS Noida 
Rank 2009:9 Score 2010: 0.29 


CCIM Bangalore ena 


» Score 2010: 0.28 





Average annual salaries 
offered to next level 
50-100 B-schools 


RS 3 i | akh — Prin L.N. Welingkar 
s Rank 2009:15 Score 2010: -T 


Average annual salaries 
offered to Tier |! 


р 15 lakh 30 NIM Ahmedabad v 
S i d core z 
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пм Indore also makes its 
way back into the Top 10 after 
it fell to No. 12 last year. The 
upward march of these 
B-schools has pushed 
Symbiosis Institute of Business 
Management, Pune, and 
Jamnalal Bajaj Institute of 
Management Studies, 
Mumbai, to No. 13 and No. 14 
respectively, from a high No. 4 
and No. 5 last year. 

пм Ahmedabad stays over- 
all leader of the Indian 
B-schools pack by a mile, a 
position it has maintained for 
the last eight years. What is 
the secret sauce that keeps the 
school ticking? Nose to the 
grindstone execution, says di- 
rector Samir K. Barua. "The 
ability to do the basics of good 
academic processes right, day 
after day, year after year, is the 
reason why IIM-A continues to 
be able to deliver top quality 
education," he says. That 
courses are delivered on sched- 
ule by a competent faculty and 
programmes are continually 
updated help, he adds. 

'On schedule' and 'compe- 
tent' could well be the key 
phrases that set ПМ-А — and 
the top half of the pack — 
apart from the rest. Otherwise 
there is no dearth of courses 
and no shortage of pro- 
grammes that are on offer 
from a motley bunch of insti- 
tutes that range from the third 
rate to those bordering on the 
fraudulent. To understand the 
swirls and eddies that put 
B-school education at the 
crossroads in India today, 
some context is instructive. As 
a nation, India produces the 
highest number of MBAS in the 
world. If you shrugged at that 
saying India has more than 
1.1 billion people and produc- 
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G. L. BAJAJ 


Received the Prestigious 


BHARTIYA SHIROMANI PURASKAR and GOLD MEDAL for 


Excellence in Management and Technical Education presented by 


His Excellency 
Shri Shekhar Dutt 
Governor of Chattisgarh 


His Excellency 
Shri Devanand Konwar 
Governor of Bihar 


Shri К.Р S. Gill 
Former Director General 
PEAR of Police, Punjab 





E D 
Shri Pankaj Agarwal, the Vice-Chairman of the Group receiving the 
Bhartiya Shiromani Puraskar on behalf of the Chairman Dr. Ram Kishore Agarwal 


Quest for Knowledge is Our Passion 
P G D M The Group is dedicated to transforming India's 


. demographic dividend into competitive advantage. 
Two Year Full Time Programme 


"m We endeavour fo create eternal learners who will. adopt 
(Approved by AICTE, Ministry of HRD) holistic and ethical. ways to be torchbearers in their own right. 





titutes under R. K. Group Standing of the Group 


G. L. Bajaj Institute of 





С j Management & Research, Gr Not Honoured with Bhartiya Shiromani Award and Gold Medal for 
- Courses Offered: PGDM (Dual Specialization) Execellence in Technical & Management Education in the region. 
G. L. Bajaj Group of Institution Ranked Sth for Placement all over India by OUTLOOK 
Engineering College Rated amongst Four Best Engineering Colleges by The Sunday Indian 
| G. L. Bajaj Institute of Technology Adjudged as A+ + Business School by Business Sphere 
| 4 " & Management, Greater Noida Hailed among India's Best Engineering Institutes by Dalal Street 
uS Adjudged as among Best Emerging Business School by Career 360 
3 Rajiv Academy for Technology Top Choice Engineering Colleges in Demand by Mail Today Educatior 
М ~ В. & Management, Mathura (India Today Group) 





Rajiv Academy for Pharmacy 
Mathura 


K. D. Dental College & Hospital 
Mathura 





@ G. L. BAJAJ 


INSTITUTE OF MANAGEMENT AND RESEARCH 


Rajiv Academy for Teachers Campus: Plot No.2, Knowledge Park Ill, Greater Noida (U.P) 
Education, Mathura Cell: 9999945222, 9899138700 Ph: 0120-2323814, 3222164 
Website: www.glbimr.org E-mail: glbimr@rediffmail.com sms: 01053030 
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ing 200,000 MBA graduates is not a 
big deal, think again. Some estimates 
put the number of newbie "manag- 
ers" higher because there are scores of 
fly-by-night B-schools not certified by 
the All India Council for Technical 
Education, or AICTE, a statutory body 
governing technical and other higher 
education, or recognised by the 
University Grants Commission (UGC), 
which sets standards for university 
level education. 

China has 200 B-schools. India 
10 times that with some 2,000 
government-certified B-schools 
awarding MBA degrees, or an equiva- 
lent and, often, more valuable di- 
ploma versions (like those given by 
the ипм). Consulting group 
Technopak presents a more sophisti- 
cated look at the situation. India has 
nearly 100 management school 
seats per billion dollars of GDP, com- 
pared with about 11 in the us, 13 in 
Britain and some six in China. 
Technopak's estimate of 100 seats 
per billion dollars of national income 
in India is based on a conservative 


MBA Aspirants 








Ranks 
мл 8. 
им-в 48 M 
IIM-C Же Eum 164 


FMS Delhi 45 ry 


0.66 





GIREESH G.V. 


eum 2010 mm 2009 
JT 4.40 


2.54 


0.80 A big thumbs 
up to XLRI 


LIBA Chennai fke = == 1.34 Jamshedpur, 





$ 
mm 6^ 
Op 0,94 






\!М-1 








XLRI m dy 


м E d 






SIBM Pune Ace um 1:40 





0.54 
| 
SB Hyderabad Bie 0.39 


44 BUSINESS TODAY October 3 2010 


ISB Hyderabad 


Figures indicate BEI scores 


282 respondents 
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Highbrow institutes are back. We 


have three new entrants in the 
Top 10: FMS, ISB and IIM Indore 


120,000 "production capacity" of 
MBAs in India. Take that up to the 
more widely accepted 200,000 
number, and it rises to 160 manag- 
ers for each billion dollars of GDP. 
And there are no signs of slow- 
ing down. Experts reckon that be- 
tween 150 and 200 new institutes 
apply to the АІСТЕ for permission to 
set up B-schools every year. To be 
sure, you don't need AICTE or UGC ap- 
proval to set up a B-school or man- 
agement institute but do need a 
green flag from them if you want to 
award a post graduate degree or 


tom-tom that your B-schools is 
"government recognised", a stamp 
that still is a big draw among man- 
agement degree aspirants. "A 
number of institutes are set-up as 
study centres for distance education 
degrees. We estimate that capacity is 
growing up by over 20 per cent 
every year," says Bharat Gulia, a 
senior manager tracking education 
sector at audit and consultancy firm 
Ernst & Young. "Most B-schools are 
little more than finishing schools 
and, that too, poor at it." 

The result is that thousands and 
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Rank 2009: 24 
32 

Rank 2009: 27 


XIMBhubaneshwar 32 
Rank 2009: 28 


IIPM Mumbai 34 
Rank 2009: 26 


BITS Pilani 35 
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XISS Ranchi — 36 





SCMHRD Pune 37 








UBS Chandigarh 38 





FORE School Delhi ^ 39 
Rank 2009: 30 


LBSIM Delhi 40 











GIM Goa 41 


IMI Delhi 42 








DMS-NIT Tiruchirapalli 43 





GLIM Chennai | 44 
SIES Navi Mumbai 45 

SOSA Rank 2009: 29 
SJMSM-IIT Bombay 46 
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MCA 49 


TA Pai Manipal 50 
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Per 


RANKINGS ACROSS 


CATEGORIES 


thousands of business 
grads being produced are 
way behind on employa- 





Functional Heads 


Street by greedy banks 
and greedier bankers in 
2008 — when the ethics 


bility — or the ability to —— =m 2010 нан 2009 cf individuals and com- 
take managerial jobs with- ма E 534 pensation structures in 
out heavy doses of train- organisations were put 
ing. "While the top 30 to пм-в = under the scanner, the 
35 schools churn out one question that educa- 
good or industry-ready FMS Delhi tors and employers asked 
talent, the others struggle was: is there a need to re- 
to match up. We focus wee think business education? 
only on the top 25 to 30 ISB Hyderabad B-schools in the vs and 
schools to meet our staff- — Europe have been intro- 
ing needs," says a spokes- M-L specting on this deeply — 
person for Infosys Harvard Business School 
Technologies. Preety LIBA Chennai has instituted a Hippo- 
Kumar, Partner at head- cratic Oath for students 
hunter Amrop India, says — and changing how 
XLRI 
she finds a lot of chal- they teach. 
lenges around B-school IIM- So are Indian manage- 


grads. “I would any day 
hire an MA in Economics 
in place of an MBA who 
has unrealistic expecta- 
tions vis-à-vis his skillset,” 


ICFAI Hyderabad 








v 
she says. Tr ainers 
All this makes for a Ranks 
sweet spot for Nishant IIM-A 
Saxena. In an upcoming IIM-B 
locality of Gurgaon. 
south-west of New Delhi, FMS Deihi 
IIM-C 111 


is a nondescript office of 
Elements Akademia, 
which runs a chain of fin- 
ishing schools offering 
rigorous "employability" 
training. Among willing 
takers for its modules are 
Tier II and Tier III 
B-schools (Gyan Jyoti 
Institute of Management, 
Chandigarh, and Business School of 
Delhi, Greater Noida, to name two) 
that are mushrooming all over India. 
Saxena, Founder of Elements 
Akademia and himself an tm 
Lucknow alumnus, has not yet 
started to work with any of the top 
50 B-schools in the nT-Nielsen rank- 
ings, but that may just be a matter of 
time — apart from the top four on 
our list this year, all others have 
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ICFAI Hyderabad 
IIFT Delhi 





T „7, ICFAI Hyderabad 
XLRI 0 66 are surprise 
: names 


scores below 1 on the zero to five 
Brand Equity Index that Nielsen, the 
world's biggest consumer measure- 
ment company, uses while arriving 
at the rankings. (See the methodol- 
ogy. The Way We Did It, on page 54.) 
E&Y's Gulia predicts a shakeout 
among B-schools. 

At the top B-schools, the chal- 
lenges are different. In the aftermath 
of the slowdown — set off on Wall 






Figures indicate BEI scores 
229 respondents 


" е DMS-IIT Roorkee, 


Figures indicate BEI scores 
0.57 194 respondents 


ment institutes. FMs has 
introduced new syllabus 
that teaches new modules 
on corporate social re- 
sponsibility and ethics. 
What's taught as part of a 
course on ethics? Simply, 
5 81 what's the "right" way of 
doing business: how to 
replenish value that is ex- 
tracted from society and 
how to see beyond just 
shareholder value. In 
Gurgaon, Management 
Development Institute has 
introduced compulsory 
papers on ethics and cor- 
porate social responsibil- 
ity across its courses. 

им Kozhikode has new 
modules on social transfor- 
mation in India that talks about how 
villages work, how rural folk share 
resources. IIM-K, in fact, wants to be an 
equal opportunity institute through 
gender diversity and focus on the un- 
derprivileged. “nms can't be elitist; the 
idea is to globalise Indian thought," 
says Debashis Chatterjee, Director. 
(See Wanted: Women at the Top on 
page 106.) 

These changes have a strong con- 
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SKYLINE BUSINESS SCHOOL 


Established in 1996 


SKYLINE 


BUSINESS SCHOOL 


^ MBA:BBA 


‚ International Business . Retail Operations „ Tourism 
High Ranked Business School Marketing « Human Resource Management « Finance . Banking 


Ranked 11th 
in Industry Interaction 
by BUSINESS WORLD in 2010 









With every major political, social, economic and technological change, 
globalization brings about a change in every part of the world. A new 
world is formed. A world in which, the past is no longer an indicator of the 


Ranked A* future. As such, we expect that business executives will find themselves 
by BUSINESS INDIA in 2009 operating in a number of new worlds in their professional life. At Skyline, 
Ranked A our objective is to prepare our students to excel in every new world they 

by CRISIL in 2010 find themselves in. 
Ranked 9th Ability to analyze and apply the management knowledge to the 
in North India by Careers 360 in 2010 fast changing business world will be the key to success. And that is what 
students learn to do at Skyline through an appropriate mix of theory 


Study at and practice. 
SKYLINE UNIVERSITY COLLEGE 


Faculty with professional experience | Focus on soft skills 


at Dubai / Sharjah 


Extensive Library and research resource 





(UAE Govt. Approved) Close interaction with industry | Use of multiple learning tools 
Delhi Campus : Hauz Khas Enclave, New Delhi-1 10016 
Tel. : 011-2686 4848, 2686 6968 Call/SMS@Mobile 9810005021 
Gurgaon Campus: : 122, Institutional Area, Sector 44, Gurgaon- 122003 


Tel. : 0124-4361707, 4361708, 4361709 Call/SMS@Mobile 9810877385 
Dubai Campus (Associate) : Tel. : 009716 5441155 email : admissions@skylineuniversity.com 
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Perched at the top: !IM-A is 
No. 1 for the eighth year running 


skills, the gap 
between the 
top B-schools 
and those 
lower down 
will widen 


^ dw i 2 
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nect with B-school rankings. The in- 
stitutes that make a successful transi- 
tion meeting new management edu- 
cation needs will be the ones likely to 
retain or improve their standing. Sunil 
Rai, CEO of the 1 5-month-old Mumbai 
Business School, knows this well and 
is modelling the institute's pro- 
grammes on medical colleges. His 
experience-based approach to 
B-school pedagogy is based on context 
of "where to apply, when to apply and 
how to apply" theoretical concepts in 
real-life situations, says Rai, former 
Joint Director at S.P. Jain Institute of 
Management & Research, Mumbai. 
As business education matures 
in India and recruiters demand new 
skills, the gap between the top 
B-schools and those lower down will 
only widen. There will be a more 
cross-border selection by wealthy 


/INVMSOD HSAWN 


students as the fee differentials slim 
between Tier-I Indian B-schools and 
counterparts elsewhere and quality 
of exposure overseas attracts them. 
Even today "getting an MBA in India 
does not mean that things are 
cheap." says David Wilson, President 


urlo2'sogeuiÁPpojerput'MAM 


and CEO, GMAC, which conducts the 
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Upto 1000 TR available in single cell. 
Introducing 100% Non-corrosive FRP Towers. 
Also available Non-CTI ‘AL & TM’ Series Cooling Towers. 
Approved by "Indian Green Building Council" for Green Buildings. 


Advance Cooling Towers Pvt. Ltd. 


405, 'Span Centre', R.K. Mission Marg, Santacruz (W), Mumbai - 400054. INDIA 
Tel: 2600 1067/68 Fax: 2600 0303. E-mail: sales@advance2020.com, www.frpcoolingtowers.com 
Branch Offices: e Bangalore: 09900521598 e Delhi: 09953658971 € Chennai: 09445155645 


Visit us at Stall no.18, Green Building Congress 2010 Exhibition from 6th-9th Oct 2010, Chennai. 


Agarwal Ad 
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Rising competition: IIM-C (campus 
in picture) has FMS closing in 


Graduate Management Admission 
Test and counts over 30,000 appli- 
cants from India — more than three 
times the number in 2005. At over 
$40,000 for a programme "the fee 
in top-tier B-schools here is compa- 
rable to international education 
costs," he says. 

For the larger population of 
B-school aspirants, the road ahead 
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drops two ranks; 
IMT Ghaziabad, 
ПЕТ New Delhi rise 


Figures indicate BEI scores 
234 respondents 


IIM-L 

ICFAI Hyderabad 
LIBA Chennai 
XLRI 

IIM-I 


ISB Hyderabad 


will mean taking a hard look at re- 
turns from their MBA investment. For 
working executives, it will be mean 
factoring in the opportunity cost of 
taking time off from work, even if it 
is for one year. The truly interested 
and ambitious manager-aspirant 
will ask ever tougher questions 
about the quality of faculty, interna- 
tional affiliations and even the 





Kozhikode strong; 
SIBM Pune drops 


Figures indicate BEI scores 
226 respondents 





industry-specific courses on offer. 
Employability and potential prosper- 
ity will out-rank the temptation to go 
for a quick and easy piece of paper 
certifying nothing more than 
another frustrated job-seeker. When 
the hordes that knock on B-schools' 
doors begin to make more hard- 
nosed choices, the air will look 
less turbid.© 
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BANK OF BARODA, DUBAI - one stop shop for all your 
international banking requirements 

and the most convenient 

global banking destination 


* Accepting deposits at globally competitive rates in 
major international currencies 


e ECBs / Foreign Currency loans in major international currencies 
* Arranging Syndicate loans / Acquisition Financing 


e Finance for projects in UAE / India / Middle East / Africa / 
CIS countries / Other countries 


e Very competitive financing of overseas subsidiaries / JVs 

* Trade Finance / Buyers & Suppliers Credit 

* Full fledged Treasury Operations on Fridays also 

e All local banking requests for Corporates / SME / Individuals 

* Instant online remittances to India / other countries on Fridays also 


ADVANTAGE BANK OF BARODA, DUBAI 


e 8 am to 8 pm (India Time 9.30 am to 9.30 pm) 
• Just 3 hours away from India 
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8 symbiosis Pune : © XLRI . 4 Symbiosis 3 j 
pese . T JBIMS 3 5 IML : 3 MC | | 2009 
10 NMIMS Mumbai : 8 IIM-Indore . 6 IIM-Indore _ 4 Symbiosis ` TIMA 
Sg Ө FMS-Delhi . 7 JBIMS _ Э!Мшк 2 |IM-B 
THE BEST | 10 IiFT-Delhi ВХ 6 XLRI З ИМ-С 
| я: 9 CFAI Hyderabad ` 7 JBIMS . 4 Symbiosis 
| 10 NMIMS Mumbai S !Mindore . 5 JBIMS 
3 ; 9 FMS Delhi . 6ML 
10 ICFAl Hyderabad — | 7 XLRI 
SA CSB CFA Hyderabad 
inel . 9 ABS Noida 
: 10 LIBA Chennai 
The stranglehold of the top three IIMs — 
remains unchallenged through the years. “SSS 
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| strongly believe in the importance of personal relationships 
Great relationships are built when one person deals with another 
on the basis of respect, responsibility and trust y 
The new Mantri logo, therefore, is not just a logo, it is the signature 
MANTARI of our assurance 
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ndia's economy is firing on all 
its cylinders again, and quali- 
fied hands are needed in the 
boiler room. Recruiters are 
back in droves on business 
school campuses to pick graduates by 
the hundreds, if not the thousands. 
Still, the mood is wary among stu- 
dents and mid-career managers 
weighing an executive diploma pro- 
gramme to boost their marketability. 
There is good reason for the caution. 
Last year's graduating class across 
the country, except perhaps from the 
storied Indian Institutes of 
Management, was badly mauled in 
the job market. Most newly-minted 
managers had to settle for salary 
packages much worse than they had 
dreamed of. 
The question uppermost in the 
minds of those aspiring to be part of 


India's MBA Class of 2013, in other 
words those taking the Common 
Aptitude Test or other entrance ex- 
aminations to B-schools later this 
year, is whether an MBA is worth the 
few lakhs of rupees it costs and the 
two years it takes. 

What does Business Today's an- 
nual business school survey, the 
most-read in the country, look to do 
in this situation? Simply put, we de- 
cided to make our gold-standard 
survey even more rigorous, robust, 
and indispensable by dramatically 
expanding its scale and scope. 
Business Today and Nielsen surveyed 
1,449 people (nearly two and a half 
times the sample size last year), added 
a new category of respondents, 
broadened the geographical spread 
of the face-to-face research, and cov- 
ered more B-schools — 50 compared 


Why SO serious? 
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with 30 last year — to bring you 
richer findings backed by 
deeper data. 

Business Today pio- 
neered the B-school sur- 
vey in 1998, and this is 
the place for an impor- 
tant reminder about 
what makes the BT- 
Nielsen survey better 
than the dozens of 
print and television imi- 
tations flattering it: this is 
a perception survey. It cap- 
tures what respondents think 
about B-schools based on the 
information they have and their own 
experience. Our survey does not tee- 
ter on the more questionable “fac- 
tual” data on infrastructure, average 
salaries, or the total number of cam- 
pus placements while arriving at the 
rankings. Those figures are suscepti- 
ble to overstatement by the partici- 
pating colleges and there are no ab- 
solutely credible bases to validate 
them. We did not seek the participa- 
tion of the business schools, nor did 
we restrict the survey to a limited 
number of colleges that might deign 
to take part. 

Our methodology, honed and 
sharpened over the past eight years, 
broke up respondents into six cate- 
gories: MBA Aspirants, Current MBAS 
(or B-school students), Young 
Executives, HR Heads, Functional 
Heads and a new and important 
group added this year, the Trainers. 

The first group consists of “po- 
tential customers” of B-schools and 
reflects what they look for in an MBA 
programme. We ensured a mix of 
MBA aspirants with and without work 
experience. Of the 282 MBA aspir- 
ants, 87 had work experience and 
195 did not. Current MBAs consisted 
of 183 final-year students and 101 
first-year students from reputed 
B-schools. Nielsen teams also ques- 
tioned 226 executives with fewer 


56 BUSINESS TODAY October 3 2010 


Factors Driving B-school Brands 


Admission 
Eligibility 
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All figures in per cent 


New Dimensions 
BF-Nielsen expands scale and scope in its eighth edition 


BIGGER SAMPLE SIZE: Polled 1,449 stakeholders. Last year, the survey 
had 596 respondents 


WIDER FOOTPRINT: Added Chandigarh, taking the number of cities 
covered to 13. The dozen scoped last year were: New Delhi, Mumbai, 
Chennai, Kolkata, Lucknow, rest of the National Capital Region 

(Noida, Gurgaon and Ghaziabad), Ahmedabad, Pune, Indore, Bangalore, 
Hyderabad and Coimbatore 


NEW STAKEHOLDER CATEGORY: Included trainers from MBA coaching 
institutes - among the biggest influencers - for the first time 


FIRST-TIME QUALITATIVE TAKE: Deployed a Nielsen online tool 
‘BuzzMetrics’ to capture what MBA stakeholders are discussing online (See 
Business of Chatter, page 124). This does not influence the survey findings 
but does tell you which schools are in the buzz 


daaatoam 


\ place to learn; A chance to grow 
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"UNIVERSITY RSIIY 


(std. ws 30t СС Act 1956 
Vellore - 632 014. Tamil Nadu. India 
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One of the top engineering institutes of India 


now brings you a top business 


school 


VIT Business School is an arm of VIT, one of India’s premier engineering colleges that is UGC 


accredited and rated as the 8" best Engineering Institution in India by India Today. Rest assured 


that VIT Business School will offer similar standards of excellence in management education. 


* Over 65 faculty members with sound expertise, 
many of them with a PhD degree. Others have 
rich domestic and international industrial 
experience from premier institutes like IIMA, 
XLRI, IBIMS, етс, The ream is led by experienced 


Academic Administrators 


* An education system based on the best practices 


from the best institutions of the world 


ә Residential program fostering close interaction 


among students and between students and faculty 


Classy infrastructure and a serene ambience to 
pursue learning with hostels, smart classrooms, 


computers, databases and a well-stocked library 


Ample exposure with industry internships and a 
trip abroad. (Vellore is just 2 hours from Chennai 


and 3 hours from Bangalore by road or rail) 
Great softskills training 


Strong placement service 
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The Personal 
Preference Influence 


ACTUAL PERSONAL 


RANK PREFERENCE 





3 
4 
5 
XLRI Jamshedpur 6 
T 
8 
9 





ISB Hyderabad 10 
ІМ 6 
LIBA Chennai T 
ICFAI Hyderabad 9 
ЕТ Delhi 1 8 
IIM-K 12 30 
SIBM Pune 13 15 
JBIMS Mumbai 14 18 
IIM-S 15 36 
DMS-IIT Delhi 16 19 


DMS-IIT Roorkee 17 24 





К. J. Somaiya-Mumbai 18 


SPJIMR Mumbai 19 3l 
IMT Ghaziabad 20 29 
BIMTECH Delhi 21 13 
ICFAI-Mumbai 22 l4 
NMIMS Mumbai 23 23 
MDI Gurgaon 24 42 
DMS-IIT Kanpur 25 32 
BIM-Tiruchirapalli 26 12 
ABS Noida 21 17 


CCIMBangalore 28 20 
Prin. LN. WIM-Mumbai 29 21 


Nirma-Ahmedabad 30 27 
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than three years of work experience. 

The 229 functional heads were 
polled for their experienced views on 
the effectiveness of a B-school educa- 
tion, as were 234 HR managers from 
India Inc. who have been fishing in 
the expanding pool of business grad- 
uates over the past three years. We 
brought in the last group of 194 
trainers — typically administrators 
and teachers at B-school coaching 
institutes — as they have a big influ- 
ence on the admission choices 
students make. 


Get, Set, Go... 


The BT-Nielsen survey this year was 
conducted in one sustained period of 
time, unlike previous years when the 
study was spread over two phases. 
Teams from Business Today and 
Nielsen started by shortlisting the 
top 60 colleges based on our rank- 
ings from past years, data research 
and other published sources. With 
the widening array of colleges that 
MBA aspirants and recruiters choose 
from, we expanded our rankings 
list to 50. 

The rankings were based on the 
Brand Equity Index (BEI) scores 
constructed using the Winning 
Brands proprietary Nielsen tool. 
The scores were based on questions 
built around various B-school at- 
tributes classified into Reputation, 
Placements, Quality of Placements, 
Infrastructure, Faculty, Specialised 
Units, Teaching Methodology and 
Admissions Eligibility (see 
Classification of Attributes). Each of 
these eight attributes was further 
broken up into sub-attributes such 
as the difficulty of admission tests 
and the student-faculty ratio. 

The Winning Brands model can 
be used to measure the health of 
brands across practically any cate- 
gory, and is focused on understand- 
ing the key drivers of any choice. 
Taking into consideration parame- 


ters like the favourite B-schools, 
recommended B-schools and the 
price premium commanded by a 
brand, the model calculates the BEI 
based on multi-variate analysis. The 
index scores form the firm founda- 
tion for the B-school rankings. The 
higher the BEI score of a B-school, 
the more attractive it is to its stake- 
holders and therefore the higher its 
ranking will be. 

Based on the scores, B-schools 
were categorised as a Monopoly 


The scores were 
based on vari- 
ous attributes: 
Reputation, 
Placements, 
Quality of 
Placement, 
Infrastructure, 
Faculty, 
Teaching 
Methodology, 
Eligibility... 


Brand (with a score between 4 and 
6), Winning Brand (between 3 and 
4), Distinct Brand (between 2 and 3), 
Undifferentiated Brand (between 1 
and 2) and Others (lower than 1). 
This year, we also introduced a 
minor addition: we asked respond- 
ents to rank schools from the set of 
60 on our shortlist. The people 
Nielsen polled were asked to answer 
the question “Which do you think 
the best B-school is?” We then 
grouped such choices in descending 


INDIA'S FIRST FTWZ OPENS. 
ТО SHARPEN РЕСУР COMPETITIVE EDGE 
IN THE WORLD MARKET. 














India's first Free Trade and Warehousing Zone (FTWZ), 
across 165 acres at Panvel, Mumbai, now empowers you 
with a profitable edge in imports, exports, re-exports and value addition. 


pry 
„мее 


—I 
ДЕЕ EE Не 






Get ready to become а force to reckon with, in world trade. You now have the 
power of a game changer on your side, as Arshiya International Ltd. unveils India's 
first FTWZ. At a location the world recognises to be geographically ideal. It 
changes the equation considerably. For you to become more efficient and 
profitable with a distinct competitive advantage. 


Welcome to Free Trade and Warehousing Zone (FTWZ - sub section 7A of the 
Foreign Trade Policy 2004 - 09, governed by the SEZ Act 2005 and SEZ Rules 2006), 
Panvel, Mumbai (24 Km from JNPT) the first of a series of 5 strategically-located 
FTWZs envisaged to make you more competitive in the world market 


Duty Deferment plus tax incentives 
This deemed foreign territory will offer duty deferment benefits for 
upto 5 years, thus freeing up your working capital requirements 


24x7 customs clearance 
Round-the-clock customs clearance ensures an accelerated pace of 
processing for your goods. 


Networked road-rail-sea connectivity 

With 24 Km from JNPT, connected with Mumbai - Pune - Goa road 
network, dedicated Container Yard (CY) & Inland Container Depot (ICD), 
you achieve remarkable savings in cutting transportation time. 








Customised warehousing facilities 

Access a wide spectrum of warehousing facilities tailored to suit your 
specific needs, such as Racked, Temperature Controlled, Sanitised, 
Chillers, Freezers, Over Dimensional Cargo (ODC), Strong Room and 
Hazardous Storage. 





Cost-effective manpower 
Avail of easily-obtainable services of your choice of manpower. 
Trained, skilled or manual labour, all at very cost-effective rates. 





Essential amenities 
Get the added advantage of core support such as banking/financial 
services, insurance, manpower agencies, utilities, etc. 





e 


Arshiya International Ltd.'s FTWZ at Panvel, Mumbai could be your turning point 
to achieving unparalleled time and cost efficiencies, enhancing savings to boost 
profitability and being empowered to compete with the best in the world. The 
wings to your entrepreneurial spirit. 


If you haven't made your booking yet, please do not miss this opportunity. 
For understanding how FTWZ can be a game changer for your business, please 
call us at +91 9819884476 or +91 9773030626 
or email us at nitesh@arshiyainternational.com 


Arshiya FTWZ | Arshiya Rail Infrastructure | Arshiya Domestic Distripark | Arshiya Logistics| Arshiya Supply Chain Management | Arshiya Technology 


Registered Office: Arshiya International Ltd., 
Arshiya House, 3™ Floor, M.I.D.C, Road No. 13, 
Plot No.61, Andheri (East), Mumbai - 400 093, 

Maharashtra, India. Ph: +91 22 4048 5300. 


Infrastructure Partners Technology Partners 


O onere 
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Corporate Office: Arshiya International Ltd., 
301 Ceejay House, Level 3, Shiv Sagar Estate, F-Block, 
Dr. Annie Besant Road, Worli, Mumbai — 400018. 
www.arshiyainternational.com 
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Reputation 


High ranking institute 
i Thorough subject knowledge 
{ Tough admission exams 
| Alumni achievements 
| International recognition 
| Tie-up with foreign institute 
| Offers great internship opportunities 


| High speed Internet connectivity 


| Excellent library, computer labs 

| Enables financial aid 

| Convenient location 

| High standard hostel & mess facility 


Success of Placement 
10096 placement 


| Multiple placement options 


High quality research papers 
Í Visiting profs-industry captains 
{ Well-trained faculty 





Specialist Units 


Specialised programmes/curricula 
(can be in any stream like Marketing/ 
HR/Finance/ Operation/Mass Media/IT) 


| Average salary best in the industry 


{ Placement abroad & in MNCs 


Teaching Methodology 





Student-faculty ratio 
| Excellent teaching methods 
1 Good industry exposure 


Prefer students with work experience 
| Admission to engineers only 
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The surveyors: (L) Vinod К. Yadav, Client Solution Executive-Media IPG апа (R) 
Anupam Asthana, Sr. Manager, Client Solution-Media Practice, The Nielsen Company 


order of votes received and arrived at 
a more subjective "personal B-school 
preference". There is a subtle distinc- 
tion here: while the BEI captures the 
strength of a particular B-school 
brand, the straight-off answer cap- 
tures personal preference. 

For example, a student might rate 
пм Ahmedabad the highest with her 
index score. But if she knows that 
her competence, or her ability to re- 
locate, or her inability to finance an 
expensive graduate programme 
might not gain her admission into 
that school or any of its peers where 
competition is intense, she might 
consider a tier-II or tier-III B-school 
as top of her preferred list. In our 
ranking (see page 38), this dichot- 
omy becomes evident in the case of 
пм Kozhikode, which is listed No. 12 
by Nielsen's BEI but No. 30 in order of 
personal preference. пм Shillong (No. 
15 vs No. 36) or Management 
Development Institute, Gurgaon (No. 
24 vs No 42) are other examples. 


On the other hand, some colleges 
do much better on the personal scale 
than on the BEI rankings, for in- 
stance, Birla Institute of 
Management Technology. Delhi, 
which had an index score of 21 but 
a higher personal preference rank of 
13, Bharathidasan Institute of 
Management, Tiruchirapalli (No. 26 
vs No. 12) and Amity Business 
School, Noida (No. 27 vs No. 17). 

The BT-Nielsen B-school rank- 
ings are always much anticipated 
and much discussed. They carry 
weight with our audience because 
they are fair, comprehensive, dispas- 
sionate and unbiased. The rankings 
constitute our most prestigious study. 
Inevitably, they excite delight among 
the new stars on the firmament, or 
the comets that have flashed back 
into the sky; or they draw criticism 
from those whose lights have dipped 
below the horizon. Either way. dear 
reader, we welcome your feedback 
and participation. 9 
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Audio Conferencing solutions from TATA Teleservices 
gives you the platform to collaborate. 


e Instant and easy to avail through a phone call e Eliminates travel related costs 
e Eliminates travel time e Increases productivity of employees 
e Permits frequent, multi-party interactions € Zero capital investment 


FREE TRIAL OFFER* 


SMS «EBS AC> 





TATA TELESERVICES LIMITED 


|. ENTERPRISE BUSINESS SERVICES | 
all 1800 266 1800 or visit www.tatateleservices.com | 


We are the world's largest 
coal producing company 


We are the world's largest coal 


reserve holder 


We accounted for 81.9% of 
India's total coal production 
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WE ARE COA 


AUDITED AND RESTATED CONSOLIDATED RESULTS 
FOR THE YEAR ENDED MARCH 31" Rs In milion 


|. | 2007-08) 200809] 2009-10 


Total Income 3,86,166.97 | 4,60,640.65 | 5,25,922.92 
Net Profit 42,850.07| 40,628.05 | 98,294.09 
Share Capital 63,163.64 | 63,163.64 | 63,163.64 
Reserves & Surplus | 108,843.19 | 1,26,918.03 | 1,95,289.14 
Dividend (96) 27 27 35 
Basic EPS (Rs.) 6.78 6.43 15.56 
Diluted EPS (Rs.) 6.78 6.43 15.56 | 
Book Value 21.23 30.09 40.92 





Actual picture of afforesta 





* World's largest producer of coal based on raw coal produ: 


of 431.26 million tons in fiscal 2010 (Source: CRISIL Resee 
** As of April 1, 2010 (Source: CRISIL Research) 


*** Accounted for 81.9 96 of India's total coal productic 
fiscal 2009 (Source: CRISIL Research, Coal Outlook: 2X 
2010 to 2013-2014, Annual Review, November 2009) 


* Coal resources of 64,786 million tons as of April 1, 2 


(Source: CRISIL Research) 


YOU ARE A CO 





Coal India Limited is proposing, subject to market conditions and other considerations, a public issue of its equity shares and has filed a Draft Red Herring Prospectus ("DRHP") with the Se 
www.enam.com, www.kmcc.com, and www.morganstanley.com. Investors should note that investment in equity shares involves a high degree of risk and for details relating to the same, see ti 
securities for sale in any jurisdiction, including the United States. The Equity Shares have not been and will not be registered under the US Securities Act of 1933, as amended ("the Securities A 
Securities Act. There will be no public offering of the securities in the United States. Coal India Limited is not and will not be registered under the US Investment Company Act of 1940, as ame 
advertisement will not be accepted. 


' Eastern Coalfields Limited, Bilaspur 


ЧОТА LIMITED 


6 of 11 subsidiaries accorded Mini Ratna status 


Operates 471 mines across 8 states in India & exploring 


opportunities in Australia, Indonesia, South Africa & USA 


Our raw coal prices are significantly lower than the landed 


cost of imported coal in India 


Allocates 5 % of retained earnings of previous fiscal year, 


subject to a minimum of Rs 5/- per ton of raw coal | Coal India Limted 


production, for CSR budget www.coalindia.in 


e Board of India (SEBI). The DRHP is available on the website of SEB! at www.sebi.gov.in; and on the websites of the BRLMs at www.onlinecitibank.co.in, www.db.com/india, www.dspml.com, 
k Factors" in the Draft Red Herring Prospectus. The information contained herein is not for publication or distribution in or into the United States of America. This advertisement is not an offer of 
urities laws in the United States and may not be offered or sold within the United States except pursuant to an exemption from or in a transaction not subject to, registration requirements of the 
will not be entitled to the benefits of that Act. No money, securities or other consideration from any person is being solicited and, if sent in response to the information contained in their 
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On why people flock to B-schools, big and small. 
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"Discovering India is, 
perhaps, the most interesting 
part of my education. Even as 
a kid, I was always fascinated with 
India and her stories. When I heard 


about the India growth story, I got 
really excited. The course here is an opportunity to 
experience and understand that (growth story)... 
Back in the US, all of us worked for American companies. 
Here, in my study group, we have people working for Indian 
companies, American companies, multinational 
companies... the diversity of the experience is far more." 


Christopher Garnic, 27, ISB Hyderabad 


For more information, please 
contact your local IFA investment advisor 
on www.investinfrance.org 







~ OX HEEL 


« FRANCE IS A KEY MARKET. COMPANIES HERE ARE WORLD-LEADERS IN 
SEVERAL INDUSTRIES. As this economy opens up and becomes more and more global, companies 
are focusing on sharpening their competitive edge and are open to new ideas. This makes France a priority market 
for us. If you want to be a global player, France is an essential business destination to be in. » 


Suresh Vaswani Jt CEO - IT Business and Member of the Board, Wipro Ltd. 





1934 47328 434 EON 


FK NH М 
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— — Invest in France 


WITH SUPPORT OF THE FRENCH GOVERNMENT Aéenev 


MONEY SHARMA 
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„Verbatim 


"I started working from 
the age of 17, as a Railway 
Ticket Collector, doing 

my B.Com as well. Later, | 
joined the Indian Audit and 
Accounts Department and, 


“The focus 
then worked for SBI. My 


of the corporate sector coal was to oet an 


today is on rural markets... ШИ 
s, you have the 


think a local with a small-town MBA degree advantage of learning 
has a natural advantage in offering insights on from your teachers as 
consumer r behaviour and spending patterns.” well as your classmates. 
ni ], 27, Institute of Business Management, Darbhanga | have benefited greatly 
from this." 
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10, 25, FMS, Delhi As told to K. R. Balasubramanyam, 
T. V.Mahalingam, Anand Adhikari 


and Anumeha Chaturvedi 
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Moulding students 


into leaders of the 


corporate world 


| A | SCMS-COCHIN has been transforming students into professionals since 1976. From creating 
ASS ЧУИ career-focused curriculum to introducing new teaching modules and superior teaching 

: \ Же э systems, SCMS equips the students with the knowledge, skills and exposure to excel in today's 
; ' challenging corporate environment. 





Leadership through 


Eminence through excellence novel initiatives 


The only Accredited, AIU recognized and ISO certified business The only B.School in India to 
school in Kerala establish a Chair for Climate. 
PGDM recognised as equivalent to MBA by AIU Change 

Centrally air-conditioned world-class campus Ethical dimension and value 
Global Faculty: Academic tie-ups with Foreign Universities to give the orientation to professional 
programme global focus and innovation management education 

x Empowering students through 
powerful learning experience 





Success through performance 


Winner of Dewang Mehta Award for exceptional leadership 
training system 


Ranked as TOP B.SCHOOL IN INDIA by Business India-2009 and as Recipient of 
one among the best 25 by other business magazines OMAC'S 
Recipient of Grant from AICTE for track record in performance Global Award for 
Winner of National Awards for innovative curriculum Perfection and | 
One of the most preferred B.Schools for recruitment by Corporates 





Ideal Performance 






Academic tie-ups with foreign universities 





Application form & 
prospectus available at: 


OTIME. 


E tate 


You may procure the prospectus and application by sending a DD of Rs.950/- drawn 
in favour of the Director, SCMS-COCHIN or download the application and apply 


SLMS vw COCHIN 


East 1076 


(School of Communication and Management Studies) 


PRATHAP NAGAR, MUTTOM, ALWAYE, COCHIN — 683 106 , PH: 0484-2623803/04, 2623885/87, 
Fax: 0484-2623855, E-mail: scms@scmsgroup.org Website: www.scmsgroup.org 
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The No-Frills 
Favourite 





It's been a big jump for this pioneer. Bv ANUMEHA CHATURVEDI 


t's not just the rms tag that 
binds first-year batch- 
mates Shakti Prakash 
Chittara, Giriraj Meena, 
Samvedna Shirsat and 
Ashish Kumar. They 
share another link: all of 
them cracked the gruel- 
ling Common Admission Test (cAT) 
and sailed through the interviews at 
IIM-Lucknow, but chose the no-frills 
Faculty of Management Studies of 
Delhi University (DU). 

In doing so, it's as if these stu- 
dents pre-empted the findings of the 
latest BT-Nielsen B-school survey, 
which places rMs at No. 4, up seven 
positions from No. 11 last year. This 
year, FMS comes right after the 
creme de la crème of the ims — 
Ahmedabad, Bangalore and 
Calcutta — and above itw-Lucknow. 
In 2008, it was ranked No. 9. 

Though the students consider 
lack of good infrastructure a major 
shortcoming, rMs has its draws: a 
56-year-old pedigree, strong alumni 
base, the low tuition fee (a measly 
Rs 10,000 a year), a great placement 
record and a strong faculty. 

The smaller batches also matter, 
says Shirsat, a B.Tech from SNBP 
University, Mumbai. "It has a batch of 
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166 as opposed to over 400 in IM- 
Lucknow, so the competition is a lot 
less and we can forge better relation- 
ships with the faculty. It's easier to get 
placed here than in an пм, where we 
would have to figure in the top 50 to 
be able to get a package of Rs 13-14 
lakh,” she says. Meena, an M.Tech, 
agrees: “We'd be totally lost there.” 

The institute was one of India's 
first management institutes, begin- 
ning with courses for working pro- 
fessionals in 1954. With an alumni 
roll that reads like the Who's Who of 
the corporate world, PMs attracts ap- 
plications from 60,000 students 
every year, but admits only 166 for 
the full-time MBA programme. The 
institute offers two full-time courses 
— МВА and an MBA-MS (Management 
of Services) — but will merge these 
into one full-time MBA from 2011 
admissions. This will increase the 
seats to 226. 


Leena Nair, 

Executive Director, HR, HUL 

"FMS has arich 
diversity of student 
profiles in terms of 
work experience...” 


FACULTY OF 
MANAGEMENT 
STUDIES £ 


ESTABLISHED: 1954 


NUMBER OF SEATS: 166 
(Full-time MBA) and 75 
(MBA-MS) in the current 
first year batch and 144 
and 66 in the second year 


TUITION FEE: 
Rs 10,000 per annum 


FAMOUS ALUMNI: Shumeet 
Banerji, CEO, Booz & Co; 
Raghav Bahl, Founder and 
MD, Network18; Manoj 
Kohli, CEO, International 
Business Group, Bharti 
Airtel; R. Mukundan, MD, 


Tata Chemicals 
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FMS has been experimenting to 
make up for the paucity of faculty as 
is common across B-schools in India. 
"For the past two years, our teachers 
have been working extensively with 
industry experts. These experts are 
alumni of the institute and are invited 
to come and teach here," says 
Pradeep Nagraj, a second-year stu- 
dent and joint placement secretary. 

The rs faculty is a mix of econo- 
mists, sociologists, psychologists and 
engineers-turned-MBas. At the same 
time, it has built special relationships 
with leading companies and refers to 
them as legacy recruiters — compa- 











nies like Hindustan Unilever, Procter 
& Gamble, and Citibank. 

Recruiters seem to be happy with 
PMS products. “FMs students are driven 
by a strong value system,” says Sonali 
Roychowdhury, Associate Director 
and Head of Human Resources, P&G 
India. Adds Leena Nair, Executive 
Director, HR, HUL. "One distinguishing 
feature of FMS has always been the 
rich diversity of student profiles in 
terms of work experience as well as 
educational backgrounds. The stu- 
dents we have recruited consistently 
exceed our expectations.” 

The number of students with 


work experience has also increased, 
from 49 per cent in the 2005-07 
batch to 64 per cent in 2009-1 1. 
Companies often offer "live" 
projects in marketing and technology 
to students; this year, students com- 
pleted over 50 such projects from Cisco, 
KPMG, Grow X, O-Equip and others. 
The institute has also increased 
the component of internal evalua- 
tion from 30 per cent to 50 per cent 
with a new course this year, says 
Prof. K. Mamkoottam, Head and 
Dean. The new course has subjects 
like corporate social responsibility 
and business ethics. "MBA today has 





become a money-making exercise. 
We're trying to tell the students that 
the money doesn't belong to you, so 


use it responsibly,” he says. 

Manoj Kohli, сво and Joint мр of 
Bharti Airtel's International Business 
Group, says: "It's a family institu- 
tion...we were so closely knit with the 
faculty.” Kohli, an alumnus and a 
member of the FMS academic council, 
recalls: “They would always encour- 
age us to achieve more.” 

It is perhaps this thirst for more 
and the willingness to adapt to a 
changing environment that keeps 
the Fms flag flying high. © 
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Reporter's Diary/Darbhanga 


Enthusiasm, 
The Only Fuel 


What ranking? This institute 
does not even have plaster iN 
on its walls. But its faculty 
and students sure have 
fire in their bellies. 

BY ANAND ADHIKARI 


ocated along 
National High- 
way 57, the build- 
ing's red-brick 
facade gives it a 
distinct look, even 
though the side 
and rear walls are 
semi-plastered. The board proclaim- 





ing “Institute of Business 
Management” is the only indicator 
of yet another campus of dreams. 

The huge pile of sand, the goat 
destroying the small patches of 
grass...it is a work in progress. But it 
is also a building more confident of its 
future than its immediate neighbours 
— a mall planned by film-maker 
Prakash Jha of Rajneeti fame, and an 
airstrip dating back to the Raja of 
Darbhanga's days. 

The mall lies incomplete, caught 
in a political battle. The airstrip, once 
home to a private airline in the 
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1950s, is today used by the 
Indian Air Force. 
The address. Dillee More 
(buses plying to Delhi from 
Darbhanga used to take 
a turn here), NH-57, 
Bela, Darbhanga, is not 
even on the placements 
radar of corporate India. 
The 60 management graduates it 
turns out each year are mostly left to 
fend for themselves. It offers a full- 
time, two-year MBA, has a staff of two 
dozen, some 20 classrooms and 1 20 
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Source: AICTE 
students. 

But no one is complaining. The 
mood is vibrant, with young boys 
and girls in smart gray trousers, 
white shirts — and neckties. Ties are 
mandatory and learning how to 
make a smart knot is as exciting for 
the students as brushing up their 
spoken English. 

The nerve centre of activity is 
Room No. 20 on the ground floor. 
Hanging askew on the door is an old 
nameplate of the director, Prof. 
Ganga Kant Jha. Inside, it's a typical 
government office with a portrait of 
founder director L.K. Mishra, a 
former vice chancellor of Bihar 
University, half a dozen chairs and a 
big table. 

"We have a major resource con- 
straint,” says Jha, 64. "We operate 


G.K. Jha, Professor-cum-Director, Institute 
of Business Management, Darbhanga 


“We operate on a 
shoe-string budget 
that does not allow 
us to offer all the 
infrastructure that a 
B-school needs" 
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on a shoe-string budget that does not 
allow us to offer all the infrastructure 
that a B-school needs.” 

Constraint is an understatement: 
the institute survives on student fees, 
around Rs 80,000 per student for 
the two-year course. No grants from 
the government. The fee was in- 
creased last year from Rs 70.000. 
The institute is not allowed to take 
more than 60 students a year. Nor 
can Jha increase the fees any further, 
since most students come from very 
poor families. 

Closer to the Nepal border than it 
is to capital Patna, the institute 
draws its strength from its affiliation 
to the L.N. Mithila University, 
Darbhanga, which is recognised by 
the University Grants Commission. 
The institute is approved by the All 
India Council for Technical 
Education or AICTE. Since it opened in 
1984, it has had to shut down twice, 
the second time for nearly a decade, 
from 1998 to 2006. 

Infrastructure here means fixing 
potholes, not building gyms or tennis 


72 BUSINESS TODAY October 3 2010 





Th 
Tyee! oe 






Private sector institutes duly 
approved by the AICTE 


Run by politicians, educationists 
and corporate houses 


Fee ranges from Rs 50,000 to 
Rs 1 lakh for a two-year course 


No grants from the UGC or state; 
survives solely on students’ fees 


No infrastructure like auditorium, 
recreation and sports facilities, 
canteen or a hostel 


Students come from very poor 
families in small towns 


No assurance of campus inter- 
views; companies hardly consider 
such institutes for placements 
Faculty's focus on developing 

soft skills 





Small on amenities: 1. Students using a 
handpump for drinking water 


2. Cramped classrooms, no laptops 


3. An old gong still in use 


courts. Last year, the institute spent 
Rs 5 lakh to repair potholes in the 
compound adjacent to the service 
road, which gets flooded every year 
since it is below the highway’s level. 

Jha, who retired five years ago as 
head and director of the L.N. Mithila 
University's Department of 


Acharya's Bangalore B-School 


= Management Education + Faculty + Infrasturcuture + 29th Best 


Setpractices + Facilities + Placement and being in Bangalore is 


anybody to envy. We are a league apart.We have carved a niche. If 


the word one is looking for in choosing a B-School it has to be ABBS. ABBS 


meets all parameters that goes into the making of a good B-School 


МВА I PGDM - 


5. 


= Graduates with an aggregate of 50% from any recognized 
University in any discipline 


u MAT/CAT/KMAT Score 
в Written Test, Group Discussion and Personal Interview 


п Work experience, academic and extra curricular 
achievements, communication skills, etc are other 
parameters in the selection process. 


e Dynamic course structure 

© Alumnus of premier B-Schools from India and Abroad as faculty 

® State-of-the-art Infrastructure 

® Extensive Collection of Reference books, journals and magazines 
© Seminars and Guest Lectures 


(100 plus industry experts visited in the last academic year) 


ABBS 


B-School мМ 
Dainik Bhaskar's 5th Best 
right’ is Lakshya Emerging 
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HR, Marketing, Finance, International 
Business, ІТ, Retail Management and 


many more with Entrepreneurship focus 


Placements 

United India Assurance, Naukri.com, Think IMC, India 
Infoline, Fresh Ideas Entertainment, Ernst & Young, Kotak 
Mahindra, Edel Weiss, India Infoline, Oracle Financial 
Services, Aircel, 24/7 Learning Solutions Pvt Ltd, 
Infosource, Citi Bank, Sennovate Infotech, Faber Castell, 
Uninor , Bigflix , Airtel , OPI, ING Vysya. 


© Live Projects and Internships: Industrial Visits 
and Foreign Trips 


e Excellent Placement Records 
e Free Laptops 


è Hostel accommodation for Boys and Girls 


Acharya's Bangalore B-School 
(Affiliated to Bangalore University & Recognised by AICTE) 


acha a Campus: #3, Lingadheeranahalli, off Magadi Road, Bangalore - 560091. 
| y Tel: + 91-80-23245515 / 516 / 517 / 518 Fax: +91-80-23245519 


NURTURING THE FUTURE Admission Hotlines: +91-80-65666317 € 23543913 e 23543914 @ 23541416 
admissions@acharyabbs.ac.in 
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Commerce, was instrumental in re- 
opening the management institute in 
2006. “The campus was ravaged by 
floods and looked haunted,” recalls 
Jha. He roped in Seema Kumar, a 
former colleague, as programme co- 
ordinator., 

“We used our personal contacts,” 
says Seema. The duo managed to get 
36 students to enrol, after pushing 
the AiCTE and state to allow the insti- 
tute to reopen. For faculty, they 
brought in friends and colleagues. In 
the second year, the institute got 100 
applications for the 60 seats. 

“We have a very professional core 
faculty,” says Jha, who also manages 
to get guest and visiting faculty. 
“Every member of the faculty is an 
MBA at the least," says Seema, herself 
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Manish Kumar, a student of 3rd semester 


"More than the course material, the focus 
of the institute is to teach us soft skills like 
spoken English or wearing a tie. Simple 
manners make a lot of difference" 


an MBA with an M.Phil and Ph.D. 
Jagannath Mishra, a former chief 
minister of Bihar, is the institute's 
chief patron and L.K. Mishra, 
founder-director, now 9 3, is the presi- 


Seema Kumar, Programme Coordinator- 
cum-Placement in charge, Institute of 
Business Management, Darbhanga 
“We basically cater 
to academically 

very brilliant students 
from north Bihar 
villages belonging 

to the financially 
weaker sections 

of society" 


dent of the board of directors. The 
roll call of Jhas and Mishras is not 
unusual; this part of Bihar is home 
to highly-educated Maithili 
Brahmins, who go by surnames 
such as Jha, Mishra and 
Choudhury. 

As Jha steps out of his office to 
take us around, there is a flurry of 
activity. Students touch his feet 
and seek his blessings. Most of 
them are from poor families in 
places such as Begusarai, 
Samastipur, Chhapra, Hajipur and 
even Patna. "Anybody who has a 
little money goes to Mumbai and 
Delhi for higher studies," says Jha. 

Seema says the students are 
bright but need some polishing. 
She teaches soft skills like speaking 
English and wearing a tie. The stu- 
dents have science, commerce and 
arts background, and all have gone 
through the Management Aptitude 
Test or MAT. 

Manish Kumar from Samastipur, 
who is in the third semester, shells 
out Rs 1,200 a month for lodging 
and Rs 700 for food and travelling. 
"It suits my budget," says Kumar, 
explaining why he chose to be here. 

Director Jha does his best to en- 
sure that girl students are not put off 
by the location outside town limits: 
there is a bus for them. Nearly half 
the students are girls and the share 
is growing. 

Jha takes us up proudly to the 
recently-added first floor, ignoring 
the betel-juice stains on the walls of 





Sustainability is more than a single technology. It's the philosophy 
behind everything Siemens is doing around the world. 


In 1884, our founder made a simple vow: “1 will not sell the future for temporary gain” That's the philosophy we still live 
by today. In Ontario, our wind turbines generate clean, renewable power. Our smart building technologies dot the skyline 
in New York and Dubai. Our commuter trains reshape cities like Paris and Kuala Lumpur. And our affordable healthcare 
solutions help hospitals cut costs in Cairo and Colombia. We're building answers to today's toughest questions — and we're 


building them to last 


www.siemens.com SIEMENS 
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TWINKLE, TWINKLE, LITTLE STARS 





While the world prefers to be dazzled by the IIMs, XLRIs and ISBs, 

quite a few B-schools with low or no rankings have produced stars of 

corporate India. So don't write them off. Here are some people who | 
have defied the B-school pecking order to reach the top. | 


Gagan Banga 

Director & CEO, Indiabulls Financial Services 
Goa Institute of Management, 1998 
Ranked 41 in pr study 
What I learnt at the B-school 


"Discipline and the pressure to 
complete assignments within 
deadlines is something that I learnt while 
studying MBA" 


Ridham Desai | 
MD, Morgan Stanley, India | 
L.N. Welingkar Institute of Management Development, 
1992, Ranked 29 in pr study 
What I learnt at the B-school 


"Welingkar provided me with a platform 
of insights, whether it was in financial 







accounting or in a que A wd 
advanced subject of mar 
finance" 


ting 


Sanjay Verma 

CEO (Asia-Pacific), Cushman & Wakefield 
Management Development Institute 
Gurgaon, 1997, Ranked 23 in Br study 
What I learnt at the B-school 


"During the two years at the | 
business school, the quality of stu- 
dents and the group work based 
teaching philosophy gave me an 

opportunity to work with people from | 


diverse backgrounds" 










Anshuman Singh 

MD & CEO, Futures Supply Chain Solutions 
Institute Of Management Studies, Indore, 1995 
Not in the вт top 50 

What I learnt at the B-school 
"MBA gave a much broader 
perspective to my experience as an 
engineer. Missing out on an IIM-A 
brand tag was also a driving force 
to work harder in my career" 
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the stairwell. Upstairs is the computer 
room with a dozen machines, a li- 
brary of 4,500 books, and a guest 
house. "We spend Rs 3 lakh a year on 
books," says Jha. The guest house is 
for visiting professors. 

Placements are a big challenge. 
"We don't have a structured place- 
ment," admits Seema. The state- 
owned sugar and spinning mills in the 
district closed down long ago. "The 
big companies from the cities tend to 
go for big names," says Seema. Even 
so, she writes to prospective employers 
and uses personal contacts to place 
her students for the mandatory eight- 
week summer training. 

"This probably is the first step," 
says Seema, referring to the summer 
placements. Royal Bank of Scotland, 
Procter & Gamble, India Infoline and 
Star Union Dai-ichi have made offers, 
she says, but through direct interviews 
rather than campus placements. 

Tariq Raza, who graduated in 
October 2008, got a break with 

Royal Bank of Scotland 

through a direct interview in 
New Delhi. "It's difficult if you 
have an MBA degree from a small 
town," says Tariq, 26. 

Deepak Rai, who runs an auto 
ancillary unit, Tuff Seals Pvt. Ltd, in 
Jamshedpur, vouches for students of 
this management school. "They are 
simple in their approach, but far 
more effective," says Rai who took 
two students last year as summer 
trainees for the first time. 

"If you guide them properly, they 
are as good as any management grad- 
uate from big towns, "says Rai. 

Jha, the director, likes to think big 
despite his shoe-string budget of 
Rs 75 lakh: Wi-Fi on the campus, 
a 300-seat auditorium, a well- 
designed canteen and even a hostel 
building. He has plans to start 
diploma courses in media science, com- 
puter applications, human resource 
development and bio-informatics. 

"We are ambitious, but also cau- 
tious,” he says. © 


Institutes with eyes on future 


Two years' full-time AICTE approved 
programs of Pune University 


МВА МММ 


• Degree from globally renowned university 
e Academic Rigor * Excellent Placement Track Record 
* Mentoring by Practitioners * Year Round Value Added Activities 
e Strong Alumni Network e State of the Art Learning Resources 


Contact : Prof. Vivek Keskar : 09822876192 
Mr. Ganesh Thite : 09850283995 





VISHWAKARMA 
INSTITUTES 


VIM 


BRACT's 


Vishwakarma 
Institute of Management 


(An ISO 9001 : 2008 Certified Institute) 
S.No. 3 & 4, Kondhwa budruk, Pune - 411048, 
Ph.: 020-26932800/2900 


e-mail : admissions@vim.ac.in Website : www.vim.ac.in 


Vishwakarmass students : 


Responsible 
business 


Leaders 


„for tomorrow 


For over a quarter century, Vishwakarma Institutes 
under the aegis of Vishwakarma Institute of Technology 
have been on the forefront of quality education producing 
highly skilled & efficient professionals in various streams & 
spheres like IT, Management, 
Media / Design & Health Sciences 


Marine Engineering, 





Two years’ full-time AICTE approved 
Management Course 


PGDM 


e Mentor Faculty from Industry * è Contemporary Curriculum 
e ERP & MarkStrat Training * International Visit 
e Branded Laptop to each student e Global Placements & Support 
e Scholarship Scheme 


Contact : Ulka - 09011021172 
Prof. Radhakrishna Batule - 0989061 1130 






VISHWAKARMA 
INSTITUTE 


VGBS 


BRACT's 


Vishwakarma Global 
Business School 


S. No.3 & 4 Kondhwa (Bk.),Pune - 411048 
Ph.: 020-64783754, 26934999 


email : info@vgbs.edu.in 
"For more details, visit - www.vgbs.edu.in 
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Senior professionals are 
heading back to campuses 
to turbo-charge their 


Careers. BY RAJIV 
BHUVA, T.V. MAHALINGAM 
and K.R.BALASUBRAMANYAM 


t 37, Rajiv 
Nair is work- 
ing towards 
an MBA. But 
he is not a 
late starter: 
when he 
Ж < m completes 

the — яту Programme іп 
Management for Senior Executives, 
Or PGPMAX, from the Indian School of 
Business, or ISB, Hyderabad, in mid- 
2011, he would have earned his 
second MBA. Back in 1998, Nair 
pocketed his first MBA diploma from 
Mumbai's Narsee Monjee Institute 
of Management Studies, or NMIMS. 
And that MBA has served him well. 
Today, with a cumulative work ex- 
perience of 16 years in the retailing 
sector, Nair is the Business Head for 
General Merchandise & Apparel at 
Hypercity, a prominent hypermarket 
chain. Most would describe his ca- 
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reer as a successful one and yet Nair 
has chosen to go back to the world 
of classrooms, assignments and 
exams. Why? 

"I feel that the world around me 
has changed since I did my first MBA 
12 years ago. Just the business of 
retail has changed in the last 5-7 





ajiv Nair, Business Head, Hypercity 


"The education that 
| got 12 years ago 
has little relevance 
today. It’s important 
to stay updated” 
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explains Nair. “The 
education that I got 12 years ago has 
little relevance today. It's important 


years in India,” 


to stay updated," he adds. But how 
does Nair explain shelling out 
Rs 27.5 lakh as course fee for the 
Executive MBA programme at ISB — 
the costliest such course in the coun- 
try? Couldn't he have used that 
money better by investing in a one 
bedroom-hall-kitchen flat in a 
Mumbai suburb like Thane, where 
real estate prices are in fifth gear? 

"You see, that's the unfortunate 
part," sighs Nair. "When I speak to 
colleagues or friends about the 
course, they equate it with material 
assets. When you have 20 years left 
in your career, if you don't invest in 
yourself as an asset, you don't stand 
a chance,” he adds. 

One of his batchmates at the pro- 
gramme, who heads the national 
practice for a large multinational in 
financial services, agrees with Nair. 
"It's a long term investment... “Will I 
make Rs 2 crore in the next two 
years?’ may not be the right question 
to ask,” he says, on the condition of 
anonymity. “In my case, I report to the 
ceo directly. My next logical step-up is 
to become a Chief Marketing Officer or 
Chief Distribution Officer. But to get 
there, I need a more rounded perspec- 
tive of business and the course will 
help in that." 

That's the idea behind the 
PGPMAX of ISB, whose inaugural batch 
of 60 students started attending 
classes in June 2010. "In every 
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Yogesh Kumar Singh, Computer Science Engineer 


"Not a single day has any of us 
regretted having forgone a year's 
salary by joining this course or 


paying the course fee" 


organisation, there are functional 
leaders. But they lack the firm, wide, 
integrated perspective needed by 
business leaders. The course will help 
them bridge that gap,” says Deepak 
Chandra, Deputy Dean of isB, who 
conceptualised and launched the 
course, which requires participants 
to be on campus for a week of class- 
room learning every sixth week. "We 
were hoping to have average class 


The ISB 
Batch Profile 


55% 





of ISB's inaugural PGPMAX batch 
of 60 is self-funded 


SS 


is the age of the oldest member 
of the batch 








of the batch is between the age 
of 40 and 45 


27% 





of the batch has over 20 years of 
work experience 


experience of 14-15 years but the 
first batch’s work experience has 
worked out to an average of 18 
years, thanks to the interest shown 
by some senior professionals,” adds 
Chandra. The oldest student in that 
class was 55 (see The isB Batch 
Profile). PGPMAX differs from the more 
common PGPX, or Postgraduate 
Programme in Management for 
Executives, in that it attracts much 
more experienced professionals. A 
PGPX can be done by executives with 
3-5 years of experience. 

The isB is just the latest entrant 
into the Executive MBA programme 
space in India. Such programmes 
have been around for over half a 
decade now in a handful of business 
schools, in some form or the other. 
But a growing interest from senior 
executives, their willingness to pay 
out of their own pockets and in, 
some ways, the recession and the 
resultant eagerness to re-skill, have 
led more business schools to launch 
such programmes in the last few 
years. Other than ISB, NMIMS and пм 
Bangalore have also launched 
Executive MBAs in the last two years. 

"When the times were good, 
there was no looking back," says 
Rajan Saxena, Vice Chancellor and 
Distinguished Professor of Marketing 
at NMIMS. During and after the slow- 
down, Saxena has seen more 
Executive MBA enthusiasts from con- 
sulting, financial services and infor- 
mation technology. Executives used 
the slowdown as an opportunity to 
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SCT 


2 Years Full Time Residential Programme 
MBA (IT Business Management) 





30 Months Weekend Known for moulding managers to lead the IT Domain, 
Executive MBA (IT) Programme SCIT - The Premier IT B — School offers you this 
opportunity! 


e SCIT students have displayed shorter learning curves, thereby 
surpassing their peers in professional growth. We attribute this 
accomplishment to the key features of our curriculum 


© Rigorous Techno-Managerial Curriculum & Innovative Pedagogy 
through Domain Expertise, Pilot Projects, Industry Projects & 
Dissertation 


€ Flexibility to choose your electives from the following categories 
from the very Ist semester 


* Information Security Management 
* IT Infrastructure Management 

* Software Solutions Management 

* Systems 





€ Beyond the regular curriculum, value added industry-ready 
programmes are offered 


€ Eminent industry experts conducting guest lectures & workshops 


€ Weekend Executive MBA (IT) - Emphasis on developing 
General Management, Marketing, IT Project Management, 
Consulting and Leadership skills. Modular approach to Programme 
Design 


€ (A+ +) rating in the 10" Annual Best B School Survey by Business 
India in November 2009 





For details, visit: www.scit.edu 


Symbiosis Centre for Information Technology 
Constitutent of Symbiosis International (Deemed University) 
P -15, Rajiv Gandhi Infotech Park, Hinjewadi, Pune - 41 | 057 
Tel : 020 - 22934308 / 09 / 10 Fax : 020 - 22934312 

Email: admission@scit.edu 
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invest in their own career and get 
ready when the economy revives, 
explains Saxena. In most of these 
programmes, a majority of the stu- 
dents fund their own education. 
Take the case of 35-year-old 
Yogesh Kumar Singh. A Computer 
Science Engineer from National 
Institute of Technology, Allahabad, 
Singh joined пм-в'ѕ Executive MBA 
course after 12 years of working in 
the research & development, or R&D, 
departments of Sasken, Motorola, 
Synopsys and Yahoo! “Not a single 
day has any of us regretted having 
forgone a year's salary by joining this 
course or paying the course fee," says 
Singh, who has paid the Rs 18.75 
lakh fee for the one year, full-time 
residential programme out of his 
own pocket. Most students in IIM-B's 
Executive MBA programme are self- 
funded. At iss, more than half the 
batch is shelling out their course fee 
personally. And they have few 
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qualms about doing so because the 
faster track they get on to after the 
course will ensure that they recover 
this money in 3-5 years. Incidentally, 
IIM-B's course is among the few full- 
time Executive MBA courses. Most of 
the other programmes have a few 
weeks of classroom education spread 
across the duration of the course. 

"Most of the students who have 
joined this programme have interna- 
tional work experience and are from 
the levels of middle management like 
general manager or below," says 
Trilochan Sastry, Dean (Academic) 
at IIM-B. ISB's class includes some схоѕ 
from smaller organisations and vice 
presidents and general managers 
from larger companies. 

What's encouraging — at least 
from the пм-в and ISB point of view 
— is that most candidates prefer an 
Executive MBA in an Indian institute 
rather than going abroad for one. 
"One has to factor in the opportunity 


SOME EXECUTIVE 
MBA COURSES IN INDIA 


ISB, HYDERABAD 
'OGRAMME: One year, part-time 
Rs 27.5 lakh 


ENT PROFILE: At least 10 years 
of work experience 


JBIMS, MUMBAI 
RAMME: Three years, part-time 
Rs. 1.6 lakh 


NT PR Graduates with 
at least two years of experience 


IIM BANGALORE 


RAMME; One year, full-time 
E: Rs 18.75 lakh 


NENT PROF 


3 At least seven 
years of experience 


SPJIMR, MUMBAI 


RAMME: 21 months, involving 
60 full days of classes 


Rs 4 lakh 


DENT PROFILE: Graduates with 
at least five years of experience 


Age no bar: Now, executives 
are studying for an MBA degree 


cost of moving abroad and possibly 
putting a fast-track career on hold." 
says an ISB student. Economics also is 
a clincher. Even the most expensive 
Executive MBA in India costs less than 
one in Wharton or Harvard. IsB's 
PGPMAX costs about $59,000 
(Rs 27.5 lakh), while most American 
Executive MBAS are in the region of 
$60,000-110,000 (Rs 28-50 lakh). 

One key aspect that distinguishes 
the Executive MBA course from a 
plain-vanilla one is the profile and 
demographic of students. S.K. 
Palekar, Chairperson of Executive 
Education and Professor of 
Marketing at Mumbai-based S.P. Jain 
Institute of Management and 
Research (SPJIMR), says that main- 
stream MBA programmes are aimed 
at a narrow age group of 20-25. An 
Executive MBA, on the other hand, 
has got a much wider scope given 
that it addresses the 30-50 age 
group. "The fellow students are an 
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Noise in a modern day office is inevitable - whether it is phones 
ringing, loud conversation, people talking on the phone or loud 
footsteps. It is proven that noise has a negative impact on 
employee health and productivity. Designing your walls and 
ceilings with Class A sound absorbing materials helps reduce 


noise levels ond improves productivity significantly. 


Ecophor from Saint-Gobain Gyproc is a breakthrough sound 
absorbing system for walls and ceilings. Ecophor’ is a Class A 
sound absorption product with superior Sound Absorption 
Coefficient (equivalent to NRC) ranging from 0.80 to 1.00 
This enables it to absorb unwanted sound thus providing 


overall Room Acoustic Comfort " at your workplace. 


To know more about Ecophon, call us at +91 22 40212121 
or email us ot gyprocindia@saint-gobain.com or visit us at 


www.saint-gobaingyproc.in/ecophon.html 
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ndia is in the thick of the action as 
far as foreign universities are con- 
cerned. Yale University has many pro- 
grammes of faculty and student exchanges 
and research collaborations with India. 
"We will continue those activities with 
greater intensity and wider scope in the 
future," says George Joseph, Assistant 
Secretary of the University for Inter- 
national Affairs, Asia. 
The Yale School of Forestry and 
Environmental Studies has fac- 
ulty and student exchanges 
with The Energy and Resources 
Institute (TERI) in New Delhi. 
Yale University has also 
established many leadership 
education programmes, 
including the India-Yale 
Parliamentary Leadership 
Program, training pro- 
gramme for the Indian 
Forest Service, the Yale CEO 
Summit, the US-India 
Energy Partnership 
Summit, among others. 
Yet, Yale has no plans to 
establish a campus or to 


India 
Ahoy, 
But 
Campuses 
Can Wait 





















offer degree programmes in India. 
“Instead, we will continue to focus on 
establishing partnerships and collabora- 
tions between Yale and Indian institutions 
that advance the teaching and research 
activities of Yale's faculty and students," 
says Joseph. 

The Richard Ivey School of Business of 
the University of Western Ontario in 
Canada has recently launched partnership 
with Indian School of Business, Hyderabad, 
and IIM Bangalore for developing India- 
specific case material for use in business 
education globally. "Companies abroad 
must know about corporates in India," 
says Ariff Kachra, Director of India 
Development at the school. 

Richard Ivey also has plans to open 
its India office within six months. Its India 
strategy is two-pronged. It wants to be a 
leading publisher of India-based case 
studies and will tap the executive educa- 
tion market with its International 
Executive Programme. “We are currently 
looking at opening an office, but it will be 
a few years before we are open to a 
campus," says Kachra. 

SAUMYA BHATTACHARYA 


"Companies abroad must know 
about corporates in India" 


Ariff Kachra, Director of India Development at 
Richard Ivey School of Business 


additional source of learning, thanks 
to their diverse industry experience," 
Palekar adds. And that's one area 
where institutes aim for maximum 
diversity and seniority. 

It's early days yet, but the execu- 
tives appear to be getting adequate 
bang for their buck. "Almost 70 per 
cent of the candidates who have 
passed have got promoted faster, " 
says Palekar, who points out that 70 
per cent of every batch at sPJIMR is 
filled by candidates sponsored by 
partner companies like Tata 
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Chemicals, Larsen & Toubro and 
Mahindra & Mahindra. Corporates 
themselves see the Executive MBA 
programmes as a means to populate 
their leadership pipeline and retain 
talent. L&T is amongst the largest 
employers of engineers in the coun- 
try, many of whom find the need to 
pursue an MBA. "If we don't give 
them the opportunity, they will 
leave," says Mohan Madiman, Vice 
President of Corporate HR at L&T. 
Balkrishna Parab, a faculty 
member at Mumbai's Jamnalal 


Bajaj Institute of Management 
Studies, or JBIMS, for the Executive 
MBA programme, narrates an inter- 
esting incident. Two years back, 
Parab quizzed a senior executive 
about the value he hoped to draw 
from the programme. "He laughed 
and told me he was here to get a 
driver's licence," recalls Parab. 
What he meant: a licence to help 
him navigate to the next level of 
his career. © 
ADDITIONAL REPORTING 
BY N.MADHAVAN 


70% of businesses 
pay up to 50% 
too much for their 
data networks. 


You're in the 
smarter 50%, right? 


Right? 


САМ. Cop The game has er with Avaya Data Networks. 
^ e You didn't earn your title by being cavailier with money. So, for almost half of 
what most businesses spend, our data network delivers up to seven times 
А f better resiliency, 40% better energy efficiency, 20 times better performance. 


Which, to our way of thinking, makes very good fiscal sense. 
For more information, visit avaya.com/in. 


INTELLIGENT COMMUNICATIONS 


© 2010 A Inc. All rights reserved. ims based upon: 2008 Tolly Group report; 
Tolly Group report; 2008 Info-Tech report; Avaya/Cisco 2008 spec sheets. 
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ONE OF THE BEST EDUCATIONAL GROUP OF NORTH INDIA PROMOTED BY 
GOLD MEDALISTS FROM IIT KANPUR. 


Shri Ramswaroop Memorial College of Engineering and Management offers degree programs for engineering, computer 
application and management. It has become the most known platform in UP for companies to pick raw talent for numerous 
industries. In order to achieve the superiority in education, SRMCEM is making intensive efforts in variety of ways for 
improvement and broadening of its basic faculty system, educational environment and facilities. The goal is to prepare students 


to function as prominent and responsible members of an international community. 
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Salient Features: 

* RECIPIENT OF UPTU ACADEMIC EXCELLENCE AWARD 2009 

* Effective placement cell. quality campus placements in well known companies like TCS, 
Wipro, Infosys, Mahindra, Tata, Reliance, HCL, JCB, LANCO, Accenture, L&T, Indian Army, Air 
Force, Navy, BOSCH, NOKIA SIEMENS, Nagarjuna Cement Ltd, KRIBHCO etc, 

* Accredited by National Board of Accreditation, New Delhi. 

* Sprawling 50 acres campus in the precincts of Lucknow(U.P) 


* Quality faculty with rich academic background from IITs and IIMs. 
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Engineering graduates without an MBA 
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Masters degree holders (Engg, 
Science and Arts) without an MBA 
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Chartered accountants 
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Cost accountants 


m: 














Indian MBAs 
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Foreign MBAs 
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Lawyers 
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Doctorates 





EEA - 


Science Graduates 


CEOs without MBAs who attended 
short management programmes 





Three MBAs also have engineering degrees as their 
basic qualification - Lalit Jalan, Nitin Paranjpe and 
Arup Roy Chowdhury. Chanda Kochhar is a cost 
accountant as well as an MBA and Satish Sheth is a 
chartered accountant as well as a lawyer 
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BY SUMAN LAYAK 


une, 2009: An Indian 
woman with an MBA from 
a Us university is inter- 
viewed by the CEO of ап 
Indian telecommunica- 
tions company on a 
muggy Friday afternoon 
at its Mumbai headquar- 
ters. Realising that she has no telecom 
experience whatsoever, the CEO asks 
her to work on a report on the sector 





Most of the CEOs of India's top 30 companies that 
constitute the benchmark index on the Bombay 
Stock Exchange do not boast of MBA degrees. 


We don't need 





B-school 
education 


over the weekend and email it to him 
on Monday. The lady does exactly that 
— and she does it so well that she gets 
the job. "The kind of research and 
analysis she did over a weekend was 
amazing. Only an MBA could do that," 
says the СЕО — who never went to 
B-school himself. 

Every head honcho wants an MBA 
— to hire one, that is — even those 
heads of corporations who never 


came close to a B-school classroom. 
Indeed, the chief executives of many 
of India's most valuable companies 
didn't need that degree that's so cov- 
eted today to step into the corner 
room. Over two-thirds of the CEOS of 
the 30 companies that make up the 
benchmark index on the Bombay 
Stock Exchange, the Sensex, do not 
have an MBA, although a few did at- 
tend short management pro- 
grammes at prestigious universities 
like Harvard and Wharton. 

The non-MBas boast a delightful 
mélange of qualifications. There are a 
lot of engineers, a sprinkling of doctor- 
ates, chartered accountants, cost ac- 
countants — and even an MA in 
English among these 30. There are 
only three Indian management gradu- 
ates and a handful who have degrees 
from foreign universities. Another 
surprise — none of the Sensex compa- 
nies is led by a graduate from any of 
the ums. Two of the Indian manage- 
ment grads are from Jamnalal Bajaj 
Institute of Management Studies and 
one has a PG Diploma from irr Delhi. 





Degrees Don't Matter 

"Five years after starting your career, 
your qualifications do not matter, and 
to be сво you do not need any educa- 
tional qualifications," says Santrupt 
Misra, Head of нк at the Aditya Birla 
Group. who is also the cro of the car- 
bon black business of the group. 
Hindalco, the group company that is 
a part of the Sensex, is headed by Debu 
Bhattacharya, a chemical engineer 
from irr Kharagpur. Misra himself is a 
double masters degree holder with a 
double doctorate. Another top СЕО 
without an MBA is A.M. Naik, the feisty 
leader of engineering and construc- 
tion giant, Larsen & Toubro Ltd. Naik 
is a mechanical engineer from the 
Birla Vishvakarma Mahavidyalaya in 
Anand in Gujarat. "The chief qualifi- 
cation of a СЕО is leadership — his 
ability to anticipate changes and en- 
sure that his organisation stays ahead 


A.M.NAIK 


CMD, Larsen & Toubro, speaks about the importance of being an 
engineer first - and an MBA later. Excerpts from an interview to BT. 


“An MBA Is Not a Must" 





On the importance of an MBA degree 


if one has to rise to the CEO position. 
An MBA is an additional qualification. It is 
not a must. The chief qualification of a сво 
is leadership — his ability to anticipate 
changes and ensure that his organisation 
stays ahead of the curve. It is his ability to 
inspire and lead from the front that makes 


him a true leader. 


On MBAs becoming more 
relevant today than they 
were 20 years ago. 


Yes, 20 years ago, most CEOS were 


not MBAs. However, having said 
that, it is important to note that 
itis the mettle and corporate 
acumen of the person that 
helps him become а CEO — not 
just a degree. 


On whether an engineering 
company like L&T needs 
MBAs as leaders. 

L&T has had leaders who have 
not been engineers. But being 
an engineer certainly helps. 
After all our DNA 

is engineering. 


of the curve," says Naik (see inter- 
view above). 

O.P. Bhatt, Chairman of India's 
largest bank, the State Bank of India, 
has a Masters in English; and ONGC 
Chairman R.S. Sharma is a cost ac- 
countant — a fellow member of 
the Institute of Costs and Work 
Accountants of India, or icwAr. Deepak 
'arekh, Non-Executive Chairman of 
the Housing Development Finance 
Corporation, his deputy Keki Mistry 
(the current сво) and Aditya Puri, the 
head of uprc Bank, are all chartered 










accountants. As is Satish Sheth, 


Group Managing Director of Reliance 
Communications, who is also a law- 
yer, to boot. 

The engineers without an MBA 
include Azim Premji, who completed 
his degree in 1999 at Stanford 
University Engineering School after 
abandoning it in the 60s as he had to 
take charge of the family business of 
oil trading. H.M. Nerurkar, N. 
Chandrasekaran and Carl-Peter 
Forster, heads of Tata Steel, Tata 
Consultancy Services and Tata 
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Motors, respectively, are also engi- 
neers. Mukesh Ambani, too, is a 
chemical engineer who pursued an 
MBA at Stanford but did not complete 
it. acc chief Kuldip Kaura and 
Jaiprakash Associates CMD Manoj 
Gaur are both engineers from 
Bits, Pilani. Y.K. Hamied, 
Chairman of pharma major 
Cipla, is a doctorate in organic 
chemistry. К.Р. Singh who heads 

DLF is a graduate in science. 

The foreign MBA holders are 
M&M's Anand Mahindra (Harvard 
Business School), Lalit Jalan of 
Reliance Infrastructure (Wharton 
School) and Naveen Jindal of 
Jindal Steel & Power (Texas 
University). There are other pro- 
moters who went to foreign uni- 
versities but for short-term leader- 
ship programmes. Bharti 
Enterprises’ Sunil Mittal, a gradu- 
ate, underwent the Owner/ 
President Program at the Harvard 
Business School as did Navin 
Agarwal, Executive Vice 
Chairman of Sterlite Industries 
and brother of founder Anil 
Agarwal. Anil Ambani, Chairman 
of Reliance Communications and 
various other companies that consti- 
tute the Reliance-Anil Dhirubhai 
Ambani Group, is an MBA from 
Wharton. And Ratan Tata, Chairman 
of the 114-company Tata Group is an 
architect from Cornell who also at- 
tended a short programme at Harvard. 

Look beyond family-run India 
Inc., at a broader basket of listed 
corporations, and suddenly you find 
the number of cgos who are man- 
agement graduates — especially 
from the пмѕ — increasing sharply. 


Santrupt Misra , Head, HR, Aditya Birla Group 


CEOs with 
IIT or IIM 


EMA Partners, a global cEo search 
firm, did a study in 2009 which 
showed that among the top 200 
companies in India, close to half of 
their cEos were from either an пт or 
пм or both; and roughly 32.5 per 







degrees 
in top 200 es 0 
companies 90.2% 










Source: EMA Partners 


cent of the 200 companies had а CEO 
who was an IIM graduate. So al- 
though K. Sudarshan, the India 
Managing Partner of EMA Partners, 
says “track record is most impor- 
tant”, he does agree that an MBA 
“can be a door-opener”. Agrees 
Misra of the Aditya Birla Group, 
“The degree becomes a pedigree 
check when one is selecting a CEO, 
but an excellent track record is often 
more important." 

Sudarshan adds that the craze for 


“Five years after starting your career, your 
qualifications do not matter, and 

to be CEO you do not need any 
educational qualifications” 
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— 49.8% 


IIT or IIM degree 


— — 50% 


an IIM degree started in the late 1980s, 
but today many more options are con- 
sidered by a student; in fact, today the 
MBA halo has lost some of its lustre, he 
reckons. "The national law schools 
have opened a new and rewarding 
career option for students," he 
adds. Thiruvengadam P, Leader, 
Human Capital Advisory, 
Deloitte India, says, “It is ob- 
served that corporate leaders 
come from various disciplines, 
backgrounds and formal qualifi- 
cations. What matters ulti- 
mately is the right kind of expe- 
rience and cashing in on the 
available opportunities at the 
right moment." 
Thiruvengadam identifies 
qualities such as a willingness to 
say no, an analytical bent of 
mind and above average com- 


Among the Only IIMs munication skills as key to reach 
CEOs with the corner office. Adds Misra: "As 
IIT-IIM zh 50/5 2 world of ion ж com- 
: plex, no single discipline is 
combination v "— geared to understand all of it. A 
—— 3 5% сво needs to know how consum- 

Only IIT ers behave. Therefore, psychol- 


ogy and sociology need to be 

understood. Then there are tech- 
nical applications, finance applications, 
corporate governance, law, human 
behaviour and international politics. 
The MBA as a subject is multiple strands 
of knowledge and now even sustaina- 
bility is taught.” He says that while 
many of these strands are covered in 
an MBA, there are many surrogates that 
a non-MBA CEO aspirant can go for. The 
AV Birla Group often sends executives 
for management education pro- 
grammes like the advanced manage- 
ment programme of the Harvard 
Business School. 

It's a course that Y.C. Deveshwar 
attended after completing his engi- 
neering at rrr Delhi. Sandip Basu, 
Wholetime Director and CEO of Loop 
Mobile, says: "Being a CEO is not about 
an MBA but about leadership. Either 
you have it within you or you learn it. 


The End, 
Гле РІаветех 
Are EveryWwy. 
Jop Companies 
Aecruit ISB Gradwares 


_ MASTER OF BUSINESS 
ADMINISTRATION (MBA) 

E POST GRADUATE DIPLOMA 
IN MANAGEMENT (PODM) 


@ Collaboration with Edinburgh Institute of Leadership & Management Practice, Edinburgh Napier University, UK @ Dedicated team of faculty 
members drawn from academics and industry @ One of the largest B-Schools in India @ Innovative learning & teaching strategy @ Student 
centric and Industry ready learning strategy @ State of art infrastructure @ Workshops and seminars done regularly by renowned 
management gurus @ A Centre of Excellence of the IndiSmart Group- pioneered and driven by eminent educationist Dr. Suborno Bose, D.B.A. 
(Doctor of Business Administration) @ FREE LAPTOP FOR ALL STUDENTS. 


Placement of ISB students 2010 : e India Infoline ө Dr. Reddy's Lab ө Eureka Forbes e Times of India e Hindustan Times 
 Consuliree e HDFC Standard ө Bajaj Capital e Berger Paints ө Wockhardt ө Kotak Securities e Gannon Dunkerley ө Price Waterhouse 
Sl be Арине d реа e 111 © Intrasoft e Eli Lilly @ NIIT ө Zodiac e Pecon e Tata Indicom e Big Box 
e Bharti Systems ө Gloxo-Smith Kline e SMC ө Unichem Laboratories ө Assurance Info Management e Mafoi 
MEM many others. 
Candidates with valid scores of CAT/MAT/E-MAT/GMAT are eligible to apply. Candidates would be called for G.D. and Personal Interview. 


Eligibility : Candidates must have passed 3-year Graduation Degree Programme. Those in the final year in the 3-year course are also eligible to 
apply. Cost of Prospectus & Form Rs. 600/- (DD/CASH/CHQ) or download from website. 


INTERNATIONAL SCHOOL OF BUSINESS 
THE LEADERSHIP SCHOOL 
Kolkata Campus : IndiSmart Leadership Centre, EN 34, Salt Lake Electronic Complex 
sector - V, Kolkata - 700091, Ph: (0)9903859424, (0)9831259414, (033)23574209, 40101200 
E-mail : enquiry@isb.ac.in, Web : www.isb.ac.in, SMS ‘MBA’ TO 54646 
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Qualification Check 


A peek into the educational background of the top 
execs at the 30 companies comprising the Sensex. 





Aditya Puri, MD, HDFC 
Qualification: Chartered 
Accountant. An associate 
member of ICA! 


Kuldip Kaura, CEO, ACC 

Qualification: BE in Mechanical Engineering from BITS 
Pilani. Executive education at London Business School 
and Swedish Institute of Management, Stockholm 


Pawan Munjal, 
B. Prasada Rao, Chairman & MD, Bharat Heavy Electricals МО & CEO, Hero Honda 
Qualifications: Mechanical Engineering from Jawaharlal BE, Mechanical Engineering 
Nehru Technological University, Kakinada, AP, and Post 
Graduate in Industrial Engineering from NITIE, Mumbai 














Sunil Mittal, Executive Chairman, Bharti Airtel 
Qualification: Graduate from Punjab University 

in Economics and Political Science. Owner/President 
Management Program at Harvard 


Y.K. Hamied, Chairman & Managing Director, Cipla 
Qualification: PhD in Organic Chemistry, 
Christ's College, Cambridge 


K.P. Singh, Chairman and CEO, DLF 
Qualification: BSc, Meerut College. Pursued 


- aeronautical engineering in the UK before being 


selected for the Indian Army 


Naveen Jindal, Executive Vice Chairman, 
Jindal Steel & Power Ltd. 
Qualification: MBA, Texas University 


Keki Mistry, Vice Chairman and CEO, HDFC 
Qualification: Chartered Accountant 
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Debu Bhattacharya, MD, 
Hindalco Industries 
Qualification: Blech, Chemical 
Engineering, IIT Kharagpur 


Nitin Paranjpe, 
MD and CEO, HUL 


Qualification: BE, Mechanical 
Engineering; MBA, JBIMS 


Chanda Kochhar, 

MD and CEO, ICICI Bank 
Qualification: BA, MBA, JBIMS 
and Cost Accountant 


S. Gopalakrishnan, MD 
and CEO, Infosys Technologies 
Qualification: MSc (Physics), 
MTech (Computers), !IT Madras 


Y.C. Deveshwar, 
Executive Chairman, ITC 
Qualification: BTech, IIT Delhi; 
Harvard management course 


Manoj Gaur, 

Executive Chairman, 
Jaiprakash Associates 
Qualification: BE, BITS Pilani 


A.M. Naik, CMD, L&T 
Qualification: BE, 

Birla Vishvakarma 
Mahavidyalaya, Anand 


Anand Mahindra, vice 
Chairman & MD, M&M 
Qualification: BA, Harvard; 
MBA, Harvard Business School 


Shinzo Nakanishi, MD & 
CEO, Maruti Suzuki India 
Qualification: Law graduate, 


Doshisha University, Japan 


Arup Roy Chowdhury, 
Chairman & MD, NTPC 
Qualification: BE, BITS Pilani, 
PGDM, IIT Delhi 


R.S. Sharma, 
Chairman & MD, ONGC 


Qualification: Cost Accountant, 


Fellow Member of ICWAI 


Satish Seth, Group MD, 
Reliance Communications 
Qualification: Chartered 
Accountant, LLB 











Mukesh Ambani, 
Chairman & MD, RIL 
Qualification: BE, 
Chemical Engineering. 
Pursued MBA at 
Stanford 


Lalit Jalan, Director & CEO, Reliance Infrastructure 
Qualification: BTech, Electrical Engineering, IIT Kanpur, 
MBA, Wharton School 


O.P. Bhatt, Chairman, State Bank of India 
Qualification: Masters 
in English Literature 


Navin Agarwal, Executive Vice Chairman, 
Sterlite India 

Qualification: BCom, Owner/ President Program at 
Harvard Business School 


N. Chandrasekaran, CEO & MD, TCS 
Qualification: Masters in Computer Applications, 
RE College, Trichy. B.Sc in Applied Science, 
Coimbatore Institute of Technology 


Carl-Peter Forster, 

MD & Group CEO, Tata Motors 

Qualification: Diplomas in Aeronautical Engineering 
and Economics 


Prasad Menon, MD, Tata Power Company 
Qualification: BTech, Chemical Engineering, 
IIT Kharagpur 


H.M. Nerurkar, Managing Director, Tata Steel 
Qualification: BTech, Metallurgy, College of 
Engineering, Pune 


Azim Premji, CEO, Wipro 

Qualification: Electrical engineering | 
degree from Stanford, abandoned in 1966 * 
but completed in 1999 
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Breaking the Mould 


Specialised MBAs are in vogue, but only the top-flight institutes offer 
quality and campus placements. Bv sHAMNI PANDE 





wo years ago, after 
graduating with hon- 
ours in botany from 
St. Xavier's College, 
Mumbai, Apurva 
Mathur was clear 
about pursuing a vocation in envi- 
ronmental protection. While scout- 
ing for options abroad, she spotted 
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an advertisement of TERI University 
offering an MBA in business sustain- 
ability. She found a "perfect fit" for 
her ambitions. "I realised that I 
could combine my concern for the 
environment with a career in busi- 
ness management," she says. 
Apurva is not an isolated case. 
Niche MBA programmes are very 


The green brigade: Students 
at TERI University 


much in vogue now and extend 
beyond the basic grounding that 
students receive in core areas like 
business strategy, quantitative anal- 
ysis, marketing and finance. With 
increasing demand for such 
courses, both from MBA aspirants 
and industry, B-schools across the 
country are offering niche courses 


urloo'sogdeurÁAPpoje"ipUur'MMM/VINWHVYVHS АЯМОЙ 





А п: tion is mad 
when taxes are paid 


The nation values your contribution, 
Mr. Singh 





Mr. Manjeet Singh has a garment 
factory in Chandigarh. 

For the past 12 years he has paid 
all his taxes honestly & on time. 


His contribution has helped the 
government build roads, construct 
bridges, open more schools, provide 
medical facilities & overall contribute to 
the welfare of the nation. 





Nation building is not a one man show. Every one makes an 
important contribution to it, including you. By paying Customs, 
Central Excise & Service Tax honestly & on time you can play 


an important role in nation building. 





For more information on e-registration, e-payment & e-filing of 
Central Excise & Service Tax Returns log on to www.aces.gov.in 


DIRECTORATE OF PUBLICITY AND PUBLIC RELATIONS 
CUSTOMS & CENTRAL EXCISE 
C. R. Building, I.P. Estate, New Delhi - 110 109 


www.cbec.gov.in 
www.aces.gov.in 
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including everything from green 
manufacturing, carbon finance and 
facility management to pharmaceu- 
tical, retail and sports management. 

Consider the Management 
Development Institute or MDI 
Gurgaon. It offers a programme in 
energy management, including com- 
pulsory credit courses in subjects like 
power trading, distribution and man- 
agement. "We started this programme 
at the behest of the government and 
signed a three-year Mou with the 
Ministry of Power and usam in 2005,” 
says Atmanand, Dean and Professor 
of Economics and Energy Manage- 
ment. The USAID or us Agency for 
International Development funds a 
host of energy programmes. MDI be- 
gan by offering 50 sponsored seats to 
power and infrastructure companies. 
Now, it has started to offer self-spon- 
sored seats as well. 

"The response has been over- 
whelming in the way the industry 
has rushed to support the initia- 
tive," says Atmanand. Companies 
such as Reliance Infrastructure, 
Reliance Power, Suzlon Energy. GMR 
and Infosys are not just recruiting 
students, but also come to cam- 
puses to conduct programmes. "In 
fact, we had a unique situation 
when an NTPC employee actually 
resigned from the company and 
opted for the self-sponsored course 
once he was selected," he says. 
Enthused by the response from the 
industry, the institute is now offer- 
ing a course on smart grids as well 
and is now looking at having a stu- 
dent exchange programme with HEC 
Montreal, one of the top global en- 
ergy management institutes. 

Very often, special courses are 
grafted on to the regular manage- 
ment programme. "Our MBA has an 
added dimension of sustainability 
built into each course. As a result, our 
students gets a regular MBA curricu- 
lum with the advantage of being ex- 
posed to issues related to business 
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The Specialists 


A sample of tailor-made courses 
B-school Specialisations/ 
Electives Offered 





SPJIMR, Mumbai 
The Family Managed Business (FMB) 


MDI Gurgaon 


Executive PGDBM in Energy Management 





XIM Bhubaneshwar 





Post Graduate Diploma in Rural 
Management (PGDRM) 


NMIMS, Mumbai 


MBA Banking, MBA Actuarial Science, 
MBA Pharmaceutical Management 





Welingkar Institute of 


Development & Research, 
Mumbai 


PGDM E-Biz, PGDM Business Design 





What's 
on Offer... 


€ Niche courses by several institutes 
including the top B-schools 


€ Often specialised courses are 
electives, or optional subjects 


But... 


@ Only the best schools have quality 
faculty and infrastructure 


@ HR heads prefer to recruit from the 
top B-schools 





Source: MBAUniverse 


sustainability,” says Group Captain 
(retd.) Rajiv Seth, Registrar, TERI 
University. Or take the premier insti- 
tutes пм Ahmedabad and пм 
Lucknow, which offer students elec- 
tives in environment management. 
"Specialisations in programmes cer- 


tainly do help prepare candidates for 
the requirements of industries such 
as retail, for instance, as this is an 
area that has specific needs and talent 
needs grooming," agrees Mukul 
Rastogi, VP, HR, ITC. Most recruiters, 
though, prefer students from the 
frontline institutes. 

Placements can often be as good 
as those at the normal MBA pro- 
grammes. But HR heads are quick to 
point out that, for the top positions, 
they look at B-schools with a pedi- 
gree. So, a college like sies College of 
Management that offers a well rec- 
ognised programme on 
Pharmaceutical Management and 
Biotechnology, reported 100 per 
cent placements last year with aver- 
age salaries of Rs 4.5 lakh and the 
highest going up to Rs 6 lakh. 
Placements are also determined by 
the sector. Typically, pharmaceuti- 
cal companies tend to pay less, while 
energy companies are known to 
make better offers. But that is no re- 
flection on the reputation of the man- 
agement school itself, say observers. 
MDI Energy Management B-school 
graduates — who are typically people 
with the required five years of work 
experience — got average offers of 
Rs 12 lakh, with the highest going 
over Rs 35 lakh in 2009. 

But most second-rung institutes 
struggle to get recruiters on cam- 
pus. "There is a concern about how 
many of the new players are able to 
attract quality faculty and students, 
and design programmes that can 
offer real value," says Somnath De, 
Chief Engineer, Electrical, ONGC. 
Often the new institutes cropping 
up in Tier II and III towns are sad- 
dled with students who have MBAs 
without even the basic "employabil- 
ity" benchmarks required by the 
industry, say HR heads. 

So, the rules of the game remain 
the same for niche MBA aspirants: 
only the best colleges ensure quality 
education and good placements. © 
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SHRM Learning Systems 


HR professionals face new challenges everyday. SHRM's 
HR Certification Preparation Tools, designed by global 
subject matter experts, help them sail through the 
PHR® SPHR® and GPHR® examinations. The Tools 
combine workbooks and web-based 50у to give HR. 
professionals the edges "What's. Next se 


r4 


. Professionalin Human Resources - -PHR® | 
+ Senior Professionatin Human Resources - SPHR* 


—* — — Resources-GPHR* . ` 


" | for the participant to own a Learning System to attend the Certification Preparation Class. 


NEN 


cob. 14-16" October = 
|. 21*- 23" October 





r Last day to sign up for classes 
Mumbai- 1' October, 2010 
Dethi - 8" October, 2010 


Last day to apply for the examination 
8" October, 2010 


, > 1 


Register today! 
Dipti; +91-7738184995 
7 91 22.4247 2000 


- „+ , => «* — ss 
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Sangeetha lives with her 
husband, Balaji Rengarajan, ina 
studio apartment at the ISB 
campus. Sangeetha s day starts 
at seven a.m. Her classes begin 
after noon but mandatory pre- 

( | | reads (B-school lingo for home- 

e | g 7 work) take up most of her morn- 


| : Ж ing. ISB prefers students with 
| | А F 72 work experience. Many of them, 
s 





l ke Sangeetha, are married 
th 4. < 
life 

of... 


So what's life at 
B-school like? There's 
the predictable part: 

baby-faced 

professors, balding 
students, assignments, 

campus lingo and, of 

course, classrooms. 
Business Today spent 
a couple of days at the 

campus of the Indian mee 

School of Business at Sangeetha is no jogger. That's her 

Hyderabad and ina tearing hurry to get to class. 
sampled a slice ofthe ж... 

predictable and the ! 
unusual. 





DT ek 
T.V.MAHALINGAM 


Prof. Sambamurthy holds 


зз forthon Business and IT 


strategy. А student uses 
the word customerization’ 
while answering a question. 
“You should get that word 
patented, quips the 
protessor. By the time 

the year-long course ends, 
Sangeetha would have 

sat through 640 hours 

of classroom sessions. 


— —— 





OR 


Sangeetha loves PG Wodehouse. After 
sessions on quant models and marketing strategy, 
her favourite pick-me-up is leafing through a Psmith or 
Blandings novel. “1 like his golf stories in particular," 
she says. Ferhaps, that's why she tees offa few times 
a week. It's something her institute encourages. 
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ISP was among the earliest to 

set up offices in Gachibowli, on 

the outskirts of Hyderabad, ín 
1999. Today, it's a buzzing IT 

hub with companies like Infosys, 
Capgemini and Microsoft 

employing about 50,000 | 
people. Little wonder that 1/4th . 
ofthe 2010 batch at ISB 

works in the IT sector: 


> 


A 24-hour coffee shop ensures 
caffeine on tapfor the graveyard 
shifters. Sangeetha got her six hours 
of sleep on most days, even during the 
third term, also known as the hell 
term, without a caffeine fix. 
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The Class of 2011 has 570 students, They sharea 


260-acre wooded campus with40 full-time 
faculty members, their families and peacocks that 
are known to tap on window panes early in the morn- 
ing. Over a thousand people live on the campus: 


The Classis split into study groups of five 
students each, trom diverse backgrounds. 
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Chirag Rakshit has 

been selling parathas 

and cocktails on campus | 
fora week now. Chirag and | 
his group of four were given 
Rs 500 and asked to 
launch an entrepreneurial 
venture. By the end of 
week one, Chirag s group 
had made Rs 16,500. 

The margins: about 30 7. 
Аюга one -credit course 
on entrepreneurship. 
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Student clubs — 27 of them — abound. Just 
because the finance and business technology 
clubs are popular doesn't mean the campus is 
full of bespectacled bookworms. An impromptu 
birthday celebration shows the way. 
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There are too few women 
managers to choose from. 

Will this change anytime soon? 
BY SAUMYA BHATTACHARYA 


iscussing the glass 
ceiling while 
thoughtfully 
swirling a high- 
ball comes off 
rather nicely. But 
how do managers 
actually deal with 
the issue in real life? ceos often have a 
common reply to the question why 
they don’t hire more women manag- 
ers at the top: “We would love to but 
we can't find any." Disturbingly 
enough, they may be right. 

A couple of years ago a large 
multinational company approached 
executive search organisation 
Amrop India asking for women 
business leaders. They ended up not 


"12259 


Looking for more women CEOs? Go to 
the IIM Kozhikode for its batch of 2012 


HSHHH.IVS 
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SIBM, Pune- where knowledge is the driving force. 


Residential MBA Programme 
Two years full-time Master of Business Administration (MBA) 





[Specializations in Marketing / Finance / Human Resources / Operations] 








Highlights:- Eligibility: - 
* Consistently ranked amongst the top B Schools | A graduate from any statutory university with a 
in India minimum of 50% marks (45% for SC/ST) at 
* World-class Campus graduation level. Students appearing for their final 
* Beautiful hill top location in Lavale, Pune year can apply but their admission will be subject to 
* Environment, ideal for all round development obtaining a minimum of 50% marks (45% for SC/ST) 
* Innovative learning opportunities at qualifying examination. Candidates admitted 
e Several value adding courses provisionally does not mean acceptance of eligibility. 


Final eligibility for admission will be decided by | 
Symbiosis International (Deemed University). 





Visit www.snaptest.org and register with SNAP 2010 scheduled on 19th Dec. 2010. 








| Last date for registering with SNAP 2010:- 26th November 2010 
Last date for registering with SIBM Pune :- 18th December 2010 
| For further details on SIBM Pune, log on to www.sibm.edu 


Dr. Vivek Sane 
Director, SIBM Pune 


| | Symbiosis Institute of Business Management, Pune 
| Constituent of Symbiosis | International (Deemed University) 


| Gram: —, Tal. ——— Pune - 411042 Tel 020 39116000 / 08/09 





No capitation / donation is chai ved fc rae er to any programme at any y institute bof of Symbiosis Inte national (Deemed University) 


Paradigm Plus/PUN/09 1 0/01 
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hiring any — for the simple reason 
that there were not enough candi- 
dates to choose from. Naturally, 
nobody was discounting merit, and 
the truth is there just weren't enough 
women who fit the bill. 

"When, out of every 10 candi- 
dates for an opening, only one or two 
are women, statistically women fail 
to make it to the leadership levels,” 
says Preety Kumar, Managing 
Partner, Amrop. It is evidently an 
issue of numbers and not talent, as 
Kumar affirms, herself one of six 
girls in a class of roughly 60 in the 
1985 MBA batch of University 
Business School, Chandigarh. 

It is no secret that the ratio of 
students in business schools is 
skewed hugely in favour of boys. 
Samir К. Barua, Director, IIM 
Ahmedabad, says men outnumber 
women 4:1 at the application stage 
for admission to IIMS. 


Glass Ceiling or 
Blackboard Walls? 
If so few women are applying for 
B-schools, fewer still are available in 
higher rungs of management. 
Barua points out that, of course, 
this is also because as a nation we 
don't have enough women in high 
school and college to warrant their 
getting into higher studies. While 
this might well be true, at least a 
couple of B-schools in India are now 
consciously trying to find ways to 
balance the gender scales. Starting 
this year, the scenic campus of пм 
Kozhikode in Kerala just turned 
more colourful: the batch of 2012 
has flocked in. While girls haven't 
outnumbered boys yet, this could 
soon become a reality if the insti- 
tute's aim to become an equal 
opportunity institution fructifies. 
“For the first time, an пм has 
looked at changing the profile of 
students it takes in," says IIM-K 
Director Debashis Chatterjee. Girls 
account for a third of the Class of 
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COLUMN BY VEDIKA BHANDARKAR 
MD and Vice Chairman, India, Credit Suisse 


Re-engineer CAT 


1989. The total batch strength was 

180 and there were 24 women. The 
class after that, as | remember, had 
even fewer women. | have been à 
regular recruiter at IIM-A for the past 
many years. 

In the past, | used to recruit sum- 
mer interns, and some of them would 
be then hired for permanent posi- 
tions. Last year, when | was at IIM-A 
to hire summer interns, it seemed 
that the number of women had 
increased, but that’s probably 
because the total number of seats 
had increased. The percentage 
remains more or less the same. 

If the proportion of women is 
smaller in higher education, it 
becomes a challenge to hire enough 
of them. | would certainly look to 
hire both men and women. Diversity 


| graduated from IIM Ahmedabad іп 






of gender is a must for workplaces, 
but with so few women to choose 
from, getting numbers is always 
a challenge. 

| am against reservations for 
women in higher education and so 
are other women who have made it 
purely on the basis of merit. The 
issue is that the entrance test has a 
very high math component and it 
tends to favour engineers. Since we 
have fewer women coming into engi- 
neering colleges, the problem gets 
bigger. 

One way to alter this is to 
change the format of the entrance 
examination. For example, GMAT has 
logical reasoning, verbal ability and 
even essays. If the format of the 
test is not changed, it will be diffi- 
cult to change the numbers of 
women in the workplace. 


I am against reservations for women in | 
higher education and so are other women · 
who have made it purely on merit | 


(om eo -— 


2012. That's a first for any пм and 
definitely for most B-schools in India. 

At Delhi University's Faculty of 
Management Studies or FMS, girls 
account for a third of the incoming 
Class of 2012 against a quarter in 
the Class of 2011. Kuriakose 
Mamkoottam, Head and Dean, 
promises that there will be just as 
many girls as boys in the following 
year. "All things being equal, girls will 
clinch it at rms,” he says. 

FMS and IIM-K are putting in place 
a balanced classroom because they 
realise that they have to cater to 
increasing demands for a balanced 


workplace. Just like Amrop, more 
headhunting firms are beginning to 
get swamped by demands for women 
managers. Citibank, a big recruiter, 
has decided to do more than just 
demand. It has launched a talent 
hunt on nine exclusive campuses to 
nurture women leaders (see Citi in 
Campus Talent Hunt). 

At leading global B-schools, 
including Harvard and Chicago's 
Booth School, women form 30-40 
per cent of a batch. Compare this 
with M-A, where women form less 
than 15 per cent of the batch. 

Says Jessie Paul, former Chief 
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Kingfisher Airlines has partnered with British 
Airways to give you seamless connectivity to 
Amsterdam, Brussels, Paris, Manchester, 
Glasgow, Edinburgh, Lisbon, Aberdeen and 
Dusseldorf via London. Now, you can through 
check-in to your final destination and earn King 


miles on all these sectors. 


So, starting 1 Sth Sept. 2010 all you need to do 
is select your European destination and let the 
combined might of the world's two renowned 


airlines take care of the rest. 





All flights from London - intra UK/Europe are operated by British Airways. 
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Marketing Officer at 
Wipro, who is from the 
им Calcutta Class of 
1995: “Only 10 per cent 
of us were women. Even 
now it's a desperate situ- 
ation.” She now runs 
Paul Writer, a marketing 
advisory firm. 

Bakul Dholakia. 
former Director of ПМ-А 
and an expert in manage- 
ment education, says the 
number of applicants to 
MBA programmes is in- 
deed rising, but a lakh 
women taking CAT is still far 
away. Over 200,000 take the car test. 


More than Numbers 


While the admission figures are 


definitely disturbing. there are other 
factors at play as well. Says Rashmi 
Bansal, author, entrepreneur and 
alumnus of the IIM-A Class of 199 3: 
"Women compete on the same 
terms as men up to middle manage- 





systeins and nerves of 
steel can take the tradi- 
tional linear career path 
that men do and succeed. 
The rest need to create 
new kinds of career paths 
that allow for flexibility 
and where roles are not as 
narrowly defined. O 

course, there will always 
be the heirs apparent - 

the daughters of mag- 
nates like Kishore Biyani, 
Venu Srinivasan and Shiv 
Nadar - - who will make it 


N VUE G 


муа *: 


uv 


Jessie Paul, CEO, Paul Writer Strategic Advisory, Class of 1995, IIM Calcutta 


"Equal opportunity would be the same number 
of women applying to write the test as men” 


ment, that is, 8-10 years into their 
сап ёс. Alter that, the issue of 
motherhoud Veisus carcer comes 
into play.” 

She points out that only a hand- 
ful of Women with adequate support 


Citi in Campus Talent Hunt 


You would have heard of gender divei sity at work. Citigroup 
is taking gender diversity to Campuses 


given to one talented woman from each of these nine top-rated cainpuses 


T* Citi Woman Leader Award, the first and only proyianne of its kind, will be 


— IIM Lucknow, SP Jain Institute of Manageinent, IIM Calcutta, XLRI, IIM 
Ahmedabad, Faculty of Management Studies of Delhi Unive: sity, IIM Bangalore, IM 
Kozhikode and JB Institute of Management Studies. 


Five women will be shortlisted from each campus based on their acadeinic 
achievements, extra-curricular activities and leadei ship potential. Froin this pool, 
Citi will select 18 finalists across the campuses. The finalists will then be put 
through an assessment by Ernst & Young and then interviewed by a panel of Citi's 
leadership team. Citi will then select one Citi Woman Leader at each of the nine 
business schools. Each Citi Woman Leader will get a scholaiship to cover academic 
expenses for the second year. 

Says Citigroup's HR Head in India Stephen Cronin: “The objective is to encourage 
future women business leaders in India and promote a more balanced gender rep- 
resentation at top B-schools." The bank is not offering jobs to these leaders, but 
says the winners are free to apply. "We would be only too happy to consider 
them," says Cronin. At present, women account for 40 per cent of Citi's staff. 
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there up fairly smooth walkways. 

Amrop's Kumar seconds this. 
pointing out that the highest drop- 
oul of women professionals is at the 
8-10 year stage. "Companies might 
be in a rush to push gender diver sity. 
but what they епа up doing is hiring 
Моше in lai Bc numbers at junior 
levels. Diversity at dittcicnt levels of 
hierarchy is what matteis,” she 
points out. 

Students like Maanvi Ahuja. 2 3. 
of им-К. are already worried about 
long-term career moves. “The state 
of gender diversity is appalling.” 
Ahuja says, pointing out that theie 
is just a handful of women leadcis 
like Kiran Mazumdar-Shaw, Naina 
Lal Kidwai, Chanda Kochhar aud 
Indra Nooyi in the top echelons of 
business today. 

Gender diversity is something 
that cannot be artificially created. 
Until women-triendly policies such 
as flexible working hours, creches., 
and maternity/paternity leave are 
put in place, the efforts of the 
B-schools, while laudable. might go 
only so far. But it's a brave new 
beginning. © 
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Merit + Loan = | ream 


With bank loans difficult to come by, lack of funds is proving to be a big hurdle 
between talent and aspiration — especially for economically weak students. 


BY MANU KAUSHIK 


usham Panwar was 
clear about her next 
move. After completing 
her M.Sc. in Biotech- 
nology at Maharaja 
Ganga Singh University in Bikaner she 
wanted to pursue an MBA in 
Biotechnology. This course, in her 
opinion, offered a perfect blend of 
managerial and R&D skills. Fast- grow- 
ing biotech companies were in need of 
people with expertise in areas such as 

marketing management, licensing 

and intellectual property rights besides 

a strong scientific background. She 

applied for an MBA at Pune's MITCON 

Institute of Management and in 2008 

cleared the entrance exam. Soon after, 

she got a call from the institute asking 

her to submit the fees for the two-year 

course within 45 days. 

She applied for a Rs 5 lakh educa- 
tion loan at State Bank of Bikaner 
and Jaipur. The bank sat on her ap- 
plication for nearly a month and in 
the end denied her loan without cit- 
ing any reasons. She was left with no 
time to approach any other bank or 
financial institution and so had to 
give up her MBA dream. "We were in- 
formally told that since my father, a 
government employee, was already a 
guarantor for a loan my brother had 
taken for his engineering course, the 
bank did not feel comfortable lend- 
ing," she says, adding that they had 
no issues with the institute's reputa- 
tion or her past academic record. 

Education loans come under pri- 
ority sector lending and about 80 per 
cent of applicants for loans of all sizes 
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*Above Rs 4 lakh 


and for institutes in India and over- 
seas receive approval. But the picture 
becomes stark for loans more than Rs 
4 lakh — typically the loan amount 
needed by students pursuing an MBA 
or other post-graduate professional 
courses. Not only do they need to 
provide collateral for such loans, often 
income-based guarantees are manda- 
tory. The result, says Prashant A. 
Bhonsle, Country Head of Credila 


Applicants for post-graduate 
professional loans*: 200,000 





Percentage of loan 
applications sanctioned: 


Delinquency rate in 
such loans: 


TTR 


^ Te way forward: A dedicated 


ucation loan 





Source: Credila Financial Services 


Financial Services, is that two in three 
loan applications for amounts above 
Rs 4 lakh are estimated to be turned 
down by banks. 

Issues such as lack of tangible col- 
lateral, unsatisfactory third-party 
guarantors, and the lack of coordina- 
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tion between two branches of the 
same bank — the branch where the 
loan is sanctioned and where it is de- 
livered — come in the way of loans for 
students, too. 

Experts blame the government and 
not the banks. "Barring the case of top 
institutes, banks are not very flexible 
on rules because education loans are a 
high-risk business for them. That is 
why private sector and foreign banks 

have limited exposure to this sector,” 
says Bhonsle. 

Over the past four years, the 
Ministry of Human Resource 
Development has been talking about 
setting up a National Education 
Finance Corporation to help students 
pursue higher education but nothing 
has been done so far. 

Industry insiders argue that there 
are many ways to energise this sector. 
In the us, for instance, there are gov- 
ernment-funded specialised loan pro- 
grammes such as Stafford Federal 
Student Loan Program or the Perkins 
Loan Program that step in to ensure 
loans for all students who are good 
enough to get into any accredited edu- 
cational institutions. "In India, we can 
have similar institutions which can 
fund 70-80 per cent of the higher edu- 
cation loans, while reducing the bur- 
den (and risk) on banks to 20-30 per 

cent," says Harsh Roongta, CEO, 
ApnaLoan.com. Had such a system 
existed, Kusham would today be work- 
ing with the Biocons, Ciplas, Dr Reddys 
or DuPonts of the world and not hunt- 
ing for a job three years after complet- 
ing her Master's degree. (9 
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The Cutting. 


Indian B-schools are just about waking up to the imperative 


of doing research. Bv E.KUMAR SHARMA 


Incentivising research: А hag 
classroom at IIM.Abmedabad, 


F у he curricula at most 
Indian 
schools dwell at 


business 


length on psycholo- 

gist Abraham 

| he — Maslow's "Hierarchy 

of Needs" model that helps under- 
stand human motivation. Maslow, 
for the uninitiated, coined the term 
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"self-actualisation" to describe an 
individual's yearning for excellence. 
Now, it seems top Indian B-schools 
themselves have taken a leaf out of 
Maslow's books and are searching for 
their own "self-actualisation" to 
emerge as centres of excellence 
through groundbreaking research. 
Simply, India's B-schools want to 





be seen as thought leaders and not 
just disseminators of extant manage- 
rial wisdom. So, cutting edge res- 
earch by faculty is in. It not only 
enriches the pedagogy, but also pro- 
vides interface with the wider aca- 
demic and the corporate world, 
B-school administrators realise. 
Take India's best B-school пм 
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HOW THEY STACK UP 


IM Ahmedabad 


@ Incentive structure for research. 
Faculty paid Rs 5 lakh for papers in top 
journals and Rs 2 lakh for lower rung 
publications 


@ Short term collaborations with 
several global B-schools 


@Faculty development allowances and 
conference grants 


Ahmedabad. It has seen a steady in- 
crease in its research projects. From 
595 back in 1998-99, projects went 
up to 791 in 2009-10. It has evolved 
an incentive-based structure for its 
faculty who get paid Rs 5 lakh for 
research papers published in front- 
ranking journals. It also has a struc- 
ture in place for faculty development 
allowances and conference grants. 
Or, take the Indian School of 
Business (ISB). It has set up eight cen- 
tres of excellence, backed by endow- 
ments, focused on diverse streams 
— from analytical finance to leader- 
ship and entrepreneurship develop- 
ment — among others. The number 
of journal articles published by isp's 
faculty has doubled in three years to 
49 in 2009. In the past year alone, its 
faculty has had more than 20 publi- 
cations in top international journals. 

Sounds good, but these are still 
baby steps compared to international 
B-schools. It's the reason why Indian 
B-schools have been assiduously 
courting foreign faculty to visit their 
campuses. "At the MA the visiting 
foreign faculty are typically involved 
in the complete process including the 
course design and structure and stay 
on campus for the entire duration of 
the course," says Ajay Pandey, 
Dean, Faculty, at M-A. Ditto at ISB, 
where the foreign faculty teach full 
courses and have end-to-end re- 
sponsibilities — from designing the 
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© Joint research with Wharton School, 
Kellogg School of Management and 
London Business School 


€ Eight centres of excellence focused on 
areas ranging from analytical finance to 
leadership to information technology 

@ Faculty performance judged on both 
teaching and research output 


course structure to even grading 
— and also tend to end up working 
on research projects with resident 
faculty. ISB has Wharton School, 
Kellogg School of Management and 
London Business School as founding 
associate schools and pursues joint 
research with them. 

And students certainly aren't 
complaining. Take Bhavani Shankar, 


EEE ss, 
THE ROAD AHEAD 


@ B-schools need greater collaboration 
with the best global schools 


@ Visiting foreign faculty should be 
top-of the-line with end-to-end engage- 
ment — from course design to grading 


€ Change the current incentive 
structure for research and instead 
invest in building a research-friendly 


ecosystem 


a student from the Class of 2010 at 
the iss. He recalls the sparkling ses- 
sions of Prashant Kale, Associate 
Professor of Strategy, Wharton 
School at the ISB іп May 2009. “It 
gave us a totally new perspective on 
how one could leverage culture as a 
differentiation tool," he says. He be- 
lieves the interactions with Kale are 
proving invaluable for him while set- 
ting up his own start-up in the elec- 
tronics securities space. "Faculty 


@ Tie-ups with over a dozen 
foreign B-schools aimed at fostering 
collaborative research 


€ No specific research budget but select 
projects funds are liberally funded 


© Grants to faculty for attending 
seminal conferences and workshops 
around the globe 


needs to be used (by a school) for its 
knowledge and ability to compare 
and contrast across national bound- 
aries," says Harbir Singh, Mack 
Professor and Vice Dean for Global 
Initiatives, also at Wharton, who 
takes classes at ISB. 

But while Indian schools are 
striving to shore up their research 
initiatives, they have still to contend 
with obstacles. The slide in the 
teacher-student ratio in most 
B-schools has ensured a rising teach- 
ing load for faculty. At пм 
Ahmedabad, for example, faculty 
strength has remained around 80 to 
90 since 1980 but the student popu- 
lation has nearly doubled in the last 
few years. Most B-school professors 
Br spoke to also felt that the current 
incentive structure (getting payment 
as reward for publication in journals) 
alone is inadequate. "Most B-schools 
still need to invest in building an eco- 
system with liberal grants for 
research," says M.S. Sriram, Adjunct 
Professor at IIM-A. 

Then, the thrust on cutting-edge 
research remains the preserve of 
only the top-flight B-schools in India. 
Most second rung institutes pay only 
lip service — even interactions with 
foreign faculty are often just nothing 
more a branding exercise. 

Clearly, in the Bollywood lingo 
percolating into classrooms: Aal izz 
is not well. © 
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COLUMN BY SUMANT SINHA, CHAIRMAN, SAVANT ADVISERS 


The indian Way 


of Management 








s there an India Way to do 
business? To understand 
this, we need to first under- 
stand the Indian landscape. 
If you go back in time 
until the 90s — India was a closed 





economy. The general perception 


LNVAIHSIN 
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was that once the economy opens 
up, it would be taken over by the 
large multinationals. Instead, the 
opposite happened — Indian busi- 
nesses reacted positively to the 
opening of the economy. They re- 
structured, improved their capital 
structures, brought in good man- 
agement skills, and, over a period of 
time, they professionalised and 
globalised themselves as well. 

As Indian businesses have be- 


at the same time, Indian promoters 
also recognise the need for profes- 
sional managers. India, therefore, 
has a situation of both promoters 
and professional managers running 
a business and working seamlessly 
with each other. This is clearly visi- 
ble in family-promoted Indian con- 
glomerates such as the Tatas, Birlas, 
Mittals, etc. 

As a result, it's a mix of organi- 
sational capabilities, management 


More than a management style, it's rather the 
Indian managers themselves who are better- 
equipped to tackle a difficult environment 


come bigger and globally more im- 
portant, is there something that can 
be identified as The India Way of 
management or doing business? Is 
there something unique to Indian 
managers? Yes, there are quite a few 
unique aspects that can be attrib- 
uted to Indian managers and The 
India Way of doing business. 

First, unlike other countries, 
Indian companies are largely led by 
family promoters. Unlike in the us, 
an Indian entrepreneur tends to 
stay with his business till the end. In 
India, it is also a norm for the pro- 
moters' children to take over the 
business, which is less common in 
the us or other western countries. 
The legacy issues are much stronger 
here than in any other country. But 


practices, and company culture that 
sets Indian enterprises apart from 
firms in other countries. The Indian 
business is characterised by greater 
employee engagement, an ability to 
improvise and creatively deliver 
value to customers, and missions 
that extend beyond delivering 
shareholder value. 

The second uniqueness of India 
is the fact that we have developed 
very good management talent over 
the years and this is perhaps most 
aptly demonstrated by the gradu- 
ates from the Indian Institutes of 
Management (пм). Now there аге 
more students passing out of 
Indian B-schools and these young 
managers are collectively coming 
together with older experienced 
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managers to create a managerial 
cadre that has diverse skill sets and 
who are able to operate successfully 
both in India and internationally. 
There are roughly 30,000 пм grad- 
uates and they form the backbone 
of India's management talent. In 


built around a water pump, in Punjab 


fact, an attempt is being made to 
get all the им alumni and institutes 
together and form a global рап-пм 
network to put this combined tal- 
ent to better project the Indian 
management brand. 

The third uniqueness about 
India is the dexterity required to 
operate a business here. If you can 
operate a business in India you can 
do so anywhere. It's not that Indian 
managers are inherently more crea- 
tive than their counterparts else- 
where. But they operate in a com- 
plex, often volatile environment 
with much red tape. They, therefore, 
have to be nimble footed to be able 
to move with a constantly-chang- 
ing and evolving policy framework, 
low quality of infrastructure that 
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reduces smooth flow of physical 
and financial capital, corruption, 
bureaucratic procedures that in- 
crease transaction costs — all hur- 
dles for doing business in India. 
Indian managers are used to find- 
ing ways around obstacles, includ- 





style of management had Total 
Quality Management, or Just in 
Time Management, etc. In India we 
don't really have any such com- 
monalities across geographies or 
across different companies. 
More than an Indian manage- 
ment style, it's rather the Indian 
managers themselves who are 
better-qualified and better- 
equipped to run companies effi- 
ciently and successfully in a dif- 
ficult environment. 

There is pragmatism, flexi- 
bility, ability to work in a diffi- 
cult operating environment, 
knowledge of English and demo- 
cratic values, ability to work in 
mixed environments with pro- 
moters, etc. These are the im- 
portant facets in The Indian 
Way of management. 

As another facet, we can also 
increasingly see the emergence 
of entrepreneurialism as man- 
agement graduates with more 
experience leave their jobs and 
join newer graduates to start 
their own ventures. This will 
help to broad-base economic 
growth in India beyond the tra- 


There is a downside to jugaad — it often 
leads to solutions which do not create 


lasting improvements 


ing lack of resources. It's a mindset 
captured by the Hindi term "ju- 
gaad”, which refers to a willingness 
to persistently improvise creative 
solutions. But, there is also a down- 
side to jugaad — it often leads to less 
sustainable or lower quality solu- 
tions which do not create lasting 
improvements. 

The Indian management style 
is still being explored and devel- 
oped. We haven't yet identified a 
typical style of Indian manage- 
ment. For example, the Japanese 


ditional promoter families. These 
are changes that we are currently 
seeing taking place in India. 

Whether we have something 
that is definably "Indian" in our 
management style will require fur- 
ther exploration, research and ar- 
ticulation. But the thought process 
in this direction has certainly 
started. © 


Sinha is an alumnus of IIM 
Calcutta , Class of 1989 
(As told to Anusha Subramanian) 
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INVHVS IAVM 


IIMs and other B-schools 
still gravitate towards 
engineers — contrary to the 
trend in MBA admissions 
globally. BY MANU KAUSHIK 


ome November. and 

it'll be a familiar tour 

de force for teeming 

MBA aspirants. Over 

2.5 lakh candidates 

are likely to queue 
up for the Common Admission Test 
(CAT) for entry into the hallowed 
Indian Institutes of Management 
(пм) and only about 2,200 will 
eventually make the cut. 

Indeed, the number of car appli- 
cants has surged over the past decade 
— from about one lakh in 2000 to 
2.41 lakh in 2009 — and the number 
of seats at the ms, too, has almost 
doubled in the period. (Several other 
B-schools too select candidates based 
on CAT.) But amidst the churn, there 
has been an air of predictability about 
people with 
an engineering or technical back- 





the eventual outcome 


ground continue to crowd out candi- 
dates from other streams. For example, 
out of a 180-student batch in 2000 at 
пм Ahmedabad, 54, or 30 per cent, 
were non-engineers. In 2010, the 
percentage fell to just 5.6 per cent in a 
class of 390 students. 

The ums concede they would pre- 
fer a diversified batch and say they 
have taken proactive steps such as 
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changing the test patterns and 
reducing the cut-off marks in 
the quantitative sections for non- 
engineers. Says Himanshu Rai, 
CAT convener and a professor at 
IIM Lucknow, "It's a socio-cul- 
tural issue. Parents force bright 
students to join science or engi- 
neering courses. We have to live 
with this skewed ratio and it's 
not going to change in a hurry." 
But some experts argue that 
the car structure itself is inher- 
ently flawed — the degree of dif- 
ficulty of the quantitative section, 
in particular, is above Class XII 
levels, creating a strong bias in 
favour of engineers. Says Sanjeev 
Bikhchandani, мр and cro of Info 
Edge India, which runs sites such 
as Naukri.com and an alumnus 
of пм Ahmedabad, "When I 
wrote the САТ 20 years ago, the 
degree of difficulty of the quanti- 
tative sections was that of the 
tenth standard... So the good 
students from humanities also 
got in, resulting in greater diver- 
sity of the class. Today, the degree 
of difficulty of the quantitative 
section in some cases is above 
Class XIL" car in 2009 changed 
completely from what it used to 
be a decade earlier. Although the 
number of sections — verbal, 
quantitative and logical, and data 
interpretation — continue to re- 
main the same, the number of 
questions came down to 60 in 
2009 from 165 in 2000, leaving 
not enough options for candi- 
dates to pick and choose. The 
level of difficulty across all the 
sections has also gone up signifi- 
cantly over the last few years. 
The solution then could be to 
model the cAT on the GMAT 
(Graduate Management 
Admission Test), which most for- 
eign B-schools and some Indian 
colleges like the Indian School of 
Business consider for admissions. 
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KULDEEP 


THE BIG PICTURE 


Engineers are crowding out students 
from other streams at the IIMs... 


IIM Ahmedabad 







Engineers 


Non-Engineers 





„which is in stark contrast to the 
global trends... 


Stanford Graduate School of Business 


— — Engineering/Mathematics/ 
Natural Sciences 


— — Business 


Humanities/ 
Social Science 











Harvard Business School 

Humanities/Social Science 
Business 
— Others 


— — Engineering/ 
Natural Sciences/ 
Technical Disciplines 


and the reasons 
e High difficulty levels of the quantitative 
sections in CAT favour engineering students 


e Unlike foreign schools, the IIMs don't lay great 
emphasis on leadership, communication and 
people skills during the admission process 


Source: Career Launcher & BT Research 


It appears to be a more balanced test 
with equal emphasis on verbal and 
quantitative skills. In СМАТ, there are 
78 questions with 41 in the verbal 
section and 37 in the quantitative 
section. Besides, two essays also 
carry a significant weightage. 
Which, perhaps, explains why glo- 
bal B-schools have a more diversified 
batch. The Harvard Business School 
(HBS) and the Stanford Graduate 
School of Business (scsB), which 
accept GMAT scores, actually have 
more students from the humanities 
than engineering. For example, the 
Class of 2012 at ups has 43 per cent 
students from a humanities and so- 
cial sciences background compared 
to 33 per cent from an engineering 
and technical background. scsp's 
Class of 2011 has almost the same 
percentage of students from a hu- 
manities background and 36 per 
cent from engineering and mathe- 
matics background. 

"We have been examining 
whether car is the right test to get 
students with managerial skills or 
are we just eliminating the brighter 
students," says Asish Bhatta- 
charyya, Professor, Finance and 
Control, пм Calcutta. Info Edge's 
Bikhchandani offers a solution. He 
believes the пмѕ could retain the САТ 
in its current form, but the cut-offs 
for admissions to the пмѕ could be 
drastically lowered to about the 
92nd percentile (from 99.9 now). 

"Benchmarking studies have 
shown that a student who gets a 
high score of 720 in the cmar will 
typically get around 924 percen- 
tile in the car," says Bikhchandani. 
In other words, a 9 2" percentile in 
the cAT is adequate quantitative 
and verbal proficiency. Beyond 
that, Bikhchandani argues, the 
пмѕ should look at other factors 
such as leadership, communica- 
tion, expository writing, motiva- 
tion and people skills, among oth- 
ers. But are the пмѕ listening? © 


with 2000 years of inspiration, 
it was very hard to choose... 


cn re e оа. t 
ML n. ш. 
AN ; à ў эк; 4. a ГЕ 
д X 


аїгб-КҺап El Khalili d 


хь wwwegypt.travel 





R-scHooLs 
E 












BT and Nielsen listen in as B-school 
aspirants, students and graduates 
turn to the Internet in droves 

for counselling, sharing their 
experiences and improving 
prospects. BY KUSHAN MITRA 
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online chatter for a qualitative assess- 
ment of what is being talked about on- 
line, for the first time, using a proprie- 
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tary Nielsen tool called 


BuzzMetrics. 

The study covered nearly six 
million messages from India over a 
1 2-month period between end- 
August 2009 to the same time in 
2010 with the вт B-school 2009 
rankings as the consideration set. 

Among the results thrown 
up was the fact that the 
Indian Institute of Management 
Ahmedabad, does not top the 'Buzz 
Volume' charts for the most-dis- 
cussed B-school. That title goes to 
the Hyderabad-based Indian School 
of Business (ISB), possibly because 
the institute tends to solicit profes- 
sionals with work experience to join 
—the school has double the discus- 
sion traffic of IM-A (see graphic to 
the right). 
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experiences of campus life, 
educational experience, and 
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three months to end-August — has 
to do with B-school admissions and 
about 20 per cent on career pros- 
pects after the MBA (see graphic on 
the left). 

The survey also shows how one 
site, pagalguy.com, generates over 
90 per cent of the online traffic for 
MBA queries in India. The site gen- 
erated some 50,442 messages 
dispatched by 15,563 authors. 
Entrance-exam.net, the next most 
active site, generated just 914 mes- 
sages in the period, while Yahoo! 
Answers was the only general site 
among the top 15. 

By studying certain key words, 
Nielsen Online also classified posts 
as positive, negative, neutral or 
mixed (with both positive and 
negative comments). A great 
majority of posts, over 60 per cent 
in the case of all schools surveyed, 
and in some cases over 90 per cent, 
was neutral. 

But here, too, there are excep- 
tions: Management Development 
Institute, Gurgaon had a large 30 
per cent of all discussions that were 
positive, only four other schools 
had ‘positive’ posts that exceeded 
10 per cent of total posts. 

With the Internet fast becoming 
the norm among B-school aspirants 
and students, “most B-schools have 
become far more professional over 
the past few years when it comes to 
dealing with online forums, instead 
of the antagonistic attitude they 
had earlier,” says Allwin Agnel, 
Founder of Pagalguy.com and a 
Wharton alumnus. 

The BuzzMetrics report does 
make one thing quite clear: while 
some B-schools use so-called search 
engine optimisation techniques that 
border on the dubious in the belief 
that it might win them some credi- 
bility, the online community is a 
powerful beast. And this report 
gives an idea of what is being said 
and where. © 


From pigeon mail to email to MMS... 
connectivity has come a long way. 





Back in the 80's, we gave you 1200 bps. When only business houses were connected...we were involved. 

We give you 1 Gigabit today. When even rural areas are being connected...we are involved. 

We brought you TDM technology. When you draw money from ATM ...think of us. 

Today we bring you ETHERNET technology. Think of us when you get your train ticket on your home computer. 
We connected before mobile came into existence. When you transfer data to your branch office ...think of us. 

We are connecting when mobile is in full bloom. Think of us when you video conference with your customer overseas. 


We are the leaders in changing technology and will continue to lead. 
Our indigenous manufacturing and Government of India recognised R & D setup will ensure that. 


But one thing that will never change is our commitment to our customers 
and the trust they have reposed in us over the years. 
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In Praise of the Incomplete 
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No leader is perfect. The best ones don't try to be = 
they concentrate on honing their strengths and find 


others who can make up for their limitations. 


BY DEBORAH ANCONA, THOMAS W. MALONE, WANDA J. ORLIKOWSKI, AND PETER M. SENGE 


e've come to expect a 
lot of our leaders. 
Top executives, the 
thinking goes, should 
have the intellectual 
capacity to make 
sense of unfathomably complex is- 
sues, the imaginative powers to paint 
a vision of the future that generates 
everyone's enthusiasm, the opera- 
tional know-how to translate strat- 
egy into concrete plans, and the in- 
terpersonal skills to foster commit- 
ment to undertakings that could cost 
people's jobs should they fail. 
Unfortunately, no single person can 
possibly live up to those standards. 
It's time to end the myth of the 
complete leader: the flawless person at 
the top who's got it all figured out. In 
fact, the sooner leaders stop trying to 
be all things to all people, the better off 
their organisations will be. In today's 
world, the executive's job is no longer 
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to command and control but to culti- 
vate and coordinate the actions of 
others at all levels of the organisation. 
Only when leaders come to see them- 
selves as incomplete — as having both 
strengths and weaknesses — will they 
be able to make up for their missing 
skills by relying on others. 
Corporations have been becom- 
ing less hierarchical and more col- 
laborative for decades, of course, as 
globalisation and the growing impor- 
tance of knowledge work have re- 
quired that responsibility and initia- 
tive be distributed more widely. 
Moreover, it is now possible for large 
groups of people to coordinate their 
actions, not just by bringing lots of 
information to a few centralised 
places but also by bringing lots of in- 
formation to lots of places through 
ever-growing networks within and 
beyond the firm. The sheer complex- 
ity and ambiguity of problems is 


humbling. More and more decisions 
are made in the context of global 
markets and rapidly — sometimes 
radically — changing financial, so- 
cial, political, technological, and en- 
vironmental forces. Stakeholders 
such as activists, regulators, 
and employees all have claims on 
organisations. 

No one person could possibly stay 
on top of everything. But the myth of 
the complete leader (and the attend- 
ant fear of appearing incompetent) 
makes many executives try to do just 
that, exhausting themselves and dam- 
aging their organisations in the proc- 
ess. The incomplete leader, by con- 
trast, knows when to let go: when to 
let those who know the local market 
do the advertising plan or when to let 
the engineering team run with its idea 
of what the customer needs. The in- 
complete leader also knows that lead- 
ership exists throughout the organi- 


sational hierarchy — wherever exper- 


tise, vision, new ideas, and commit- 
ment are found. 

We've worked with hundreds of 
people who have struggled under the 
weight of the myth of the complete 
leader. Over the past six years, our 
work at the mir Leadership Center 
has included studying leadership in 





many organisations and teaching the 
topic to senior executives, middle 
managers, and MBA students. In our 
practice-based programmes, we have 
analysed numerous accounts of or- 
ganisational change and watched 
leaders struggle to meld top-down 
strategic initiatives with vibrant ideas 
from the rest of the organisation. 
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All this work has led us to de- 
velop a model of distributed leader- 
ship. This framework, which synthe- 
sises our own research with ideas 
from other leadership scholars. views 
leadership as a set of four capabili- 
ties: sensemaking (understanding the 
context in which a company and its 
people operate), relating (building 
relationships within and across or- 
ganisations), visioning (creating a 
compelling picture of the future). 
and inventing (developing new ways 
to achieve the vision). 

While somewhat simplified, these 
capabilities span the intellectual and 
interpersonal, the rational and intui- 
tive, and the conceptual and creative 
capacities required in today's business 
environment. Rarely, if ever, will 
someone be equally skilled in all four 
domains. Thus, incomplete leaders 
differ from incompetent leaders in 
that they understand what they're 
good at and what they're not and 
have good judgment about how they 
can work with others to build on their 
strengths and offset their limitations. 

Sometimes, leaders need to fur- 
ther develop the capabilities they are 
weakest in. The exhibits throughout 
this article provide some suggestions 
for when and how to do that. Other 
times, however, it's more important 
for leaders to find and work with oth- 
ers to compensate for their weak- 
nesses. Teams and organisations 
not just individuals — can use this 
framework to diagnose their 
strengths and weaknesses and find 


ways to balance their skill sets. 


Sensemaking 

The term “sensemaking” was coined 
by organisational psychologist Karl 
Weick, and it means just what it 
sounds like: making sense of the 
world around us. Leaders are con- 
stantly trying to understand the 
contexts they are operating in. How 
will new technologies reshape the 
industry? How will changing cul- 
tural expectations shift the role of 
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business in society? How does the 
globalisation of labour markets affect 
recruitment and expansion plans? 

Weick likened the process of 
sensemaking to cartography. What 
we map depends on where we look, 
what factors we choose to focus on, 
and what aspects of the terrain we 
decide to represent. Since these 
choices will shape the kind of map 
we produce, there is no perfect map 
of a terrain. Therefore, making sense 
is more than an act of analysis; it's 
an act of creativity. (See Engage in 
Sensemaking.) 

The key for leaders is to deter- 
mine what would be a useful map 
given their particular goals and then 
to draw one that adequately repre- 
sents the situation the organisation 
is facing at that moment. Executives 
who are strong in this capability 
know how to quickly capture the 
complexities of their environment 
and explain them to others in simple 
terms. This helps ensure that every- 
one is working from the same map. 
which makes it far easier to discuss 
and plan for the journey ahead. 
Leaders need to have the courage to 
present a map that highlights fea- 
tures they believe to be critical, even 
if their map doesn't conform to the 
dominant perspective. 

When John Reed was сЕО of 
Citibank, the company found itself in 
a real estate crisis. At the time, com- 
mon wisdom said that Citibank would 
need to take a $2 billion write-off, but 
Reed wasn't sure. He wanted a better 
understanding of the situation, so to 
map the problem, he met with federal 
regulators as well as his managers, 
the board, potential investors, econo- 
mists, and real estate experts. He kept 
asking, "What am I missing here?" 
After those meetings. he had a much 
stronger grasp of the problem, and he 
recalibrated the writeoff to $5 billion 
— which turned out to be a far more 
accurate estimate. Later, three quar- 
ters into the bank's eight-quarter 
programme to deal with the crisis, 
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Reed realised that progress had 
stopped. He began talking to other 
cos known for their change manage- 
ment skills. This informal benchmark- 
ing process led him to devise an or- 
ganisational redesign. 

Throughout the crisis, real estate 
valuations, investors' requirements, 
board demands, and management 
team expectations were all changing 
and constantly needed to be reas- 
sessed. Good leaders understand that 
sensemaking is a continuous process; 


they let the map emerge from a meld- 
ing of observations, data, experi- 
ences, conversations, and analyses. 
In healthy organisations, this sort of 
sensemaking goes on all the time. 
People have ongoing dialogues about 
their interpretations of markets and 
organisational realities. 

At IDEO, a product design firm, 
sensemaking is step one for all design 
teams. According to founder David 
Kelley, team members must act as 


anthropologists studying an alien 
culture to understand the potential 
product from all points of view. When 
brainstorming a new design, IDEO's 
teams consider multiple perspectives 
— that is, they build multiple maps to 
inform their creative process. One IDEO 
team was charged with creating a 
new design for an emergency room. 
To better understand the experience 
of a key stakeholder — the patient 
— team members attached a camera 
to a patient's head and captured his 
experience in the ER. The result: nearly 
ten full hours of film of the ceiling. 
The sensemaking provoked by this 
perspective led to a redesign of the 
ceiling that made it more aesthetically 
pleasing and able to display important 
information for patients. 


Relating 

Many executives who attempt to 
foster trust, optimism, and consensus 
often reap anger, cynicism, and con- 
flict instead. That's because they 
have difficulty relating to others, es- 
pecially those who don't make sense 
of the world the way they do. 
Traditional images of leadership 
didn't assign much value to relating. 
Flawless leaders shouldn't need to 
seek counsel from anyone outside 
their tight inner circle, the thinking 
went, and they were expected to issue 
edicts rather than connect on an 
emotional level. Times have changed, 
of course, and in this era of net- 
works, being able to build trusting 
relationships is a requirement of ef- 
fective leadership. 

Three key ways to do this are in- 
quiring, advocating, and connecting. The 
concepts of inquiring and advocating 
stem from the work of organisational 
development specialists Chris Argyris 
and Don Schon. Inquiring means lis- 
tening with the intention of genuinely 
understanding the thoughts and feel- 
ings of the speaker. Here, the listener 
suspends judgment and tries to com- 
prehend how and why the speaker 
has moved from the data of his or her 
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experiences to particular interpreta- 
tions and conclusions. 

Advocating, as the term implies, 
means explaining one's own point of 
view. It is the flip side of inquiring, and 
it's how leaders make clear to others 
how they reached their interpreta- 
tions and conclusions. Good leaders 
distinguish their observations from 
their opinions and judgments and 
explain their reasoning without ag- 
gression or defensiveness. People with 
strong relating skills are typically 
those who've found a healthy balance 
between inquiring and advocating: 
They actively try to understand oth- 
ers' views but are able to stand up for 
their own. (See Build Relationships.) 

We've seen countless relation- 
ships undermined because people 
disproportionately emphasised advo- 
cating over inquiring. Even though 
managers pay lip service to the im- 
portance of mutual understanding 
and shared commitment to a course 
of action, often their real focus is on 
winning the argument rather than 
strengthening the connection. 
Worse, in many organisations, the 
imbalance goes so far that having 
one's point of view prevail is what is 
understood as leadership. 

Effective relating does not mean 
avoiding interpersonal conflict alto- 
gether. Argyris and Schon found that 
"maintaining a smooth surface" of 
conviviality and apparent agreement 
is one of the most common defensive 
routines that limits team effective- 
ness. Balancing inquiring and advo- 
cating is ultimately about showing 
respect, challenging opinions, asking 
tough questions, and taking a stand. 

Consider Twynstra Gudde (тс), 
one of the largest independent con- 
sulting companies in the 
Netherlands. A few years ago, it re- 
placed the role of ceo with a team of 
four managing directors who share 
leadership responsibilities. Given this 
unique structure, it's vital that these 
directors effectively relate to one an- 
other. They've adopted simple rules, 
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such as a requirement that each 
leader give his opinion on every issue, 
majority-rules voting, and veto 
power for each director. 

Clearly, for TG's senior team 
model to work, members must be 
skilled at engaging in dialogue to- 
gether. They continually practice 
both inquiring and advocating, and 
because each director can veto a de- 
cision, each must thoroughly explain 
his reasoning to convince the others' 
that his perspective has merit. It's not 
easy to reach this level of mutual 
respect and trust, but over time, the 
team members' willingness to create 
honest connections with one another 
has paid off handsomely. Although 
they don't always reach consensus, 
they are able to settle on a course of 
action. Since this new form of leader- 
ship was introduced, Tc has thrived: 
The company's profits have doubled, 
and employee satisfaction levels have 
improved. What's more, TG's leader- 


ship structure has served as a model 
for cooperation throughout the or- 
ganisation as well as in the firm's re- 
lations with its clients. 

The third aspect of relating, con- 
necting, involves cultivating a network 
of confidants who can help a leader 
accomplish a wide range of goals. 
Leaders who are strong in this capabil- 
ity have many people they can turn to 
who can help them think through dif- 
ficult problems or support them in their 
initiatives. They understand that the 
time spent building and maintaining 
these connections is time spent invest- 
ing in their leadership skills. Because 
no one person can possibly have all the 
answers, or indeed, know all the right 
questions to ask, it's crucial that lead- 
ers be able to tap into a network of 
people who can fill in the gaps. 


Visioning 

Sensemaking and relating can be 
called the enabling capabilities of 
leadership. They help set the condi- 
tions that motivate and sustain 
change. The next two leadership ca- 
pabilities — what we call "visioning" 
and inventing — are creative and ac- 
tion oriented: They produce the focus 
and energy needed to make change 
happen. 

Visioning involves creating com- 
pelling images of the future. While 
sensemaking charts a map of what 
is, visioning produces a map of what 
could be and, more important, what 
a leader wants the future to be. It 
consists of far more than pinning a 
vision statement to the wall. Indeed. 
a shared vision is not a static thing 
— it's an ongoing process. Like sense- 
making, visioning is dynamic and 
collaborative, a process of articulat- 
ing what the members of an organi- 
sation want to create together. 

Fundamentally, visioning gives 
people a sense of meaning in their 
work. Leaders who are skilled in this 
capability are able to get people ex- 
cited about their view of the future 
while inviting others to help crystal- 
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lise that image. (See Create a Vision.) If 
they realise other people aren't joining 
in or buying into the vision, they don't 
just turn up the volume; they engage 
in a dialogue about the reality they 
hope to produce. They use stories and 


were charged with forging a new 
path for South Africa. 

When the team members first 
met, they focused on collective sense- 
making. Their discussions then 
evolved into a yearlong visioning 


metaphors to paint a vivid picture of process. In his book, Solving Tough 
what the vision will accomplish, even Problems, Adam Kahane, the facilita- 
if they don't have a comprehensive (ог, says the group started by telling 
plan for getting there. They know that stories of "left-wing revolution, right- 
if the vision is credible and compelling ^ wing revolts, and free market 


enough, others will generate ideas to 
advance it. 

In South Africa in the early 
1990s, a joke was making the 
rounds: Given the country's 


utopias. "Eventually, the leadership 


CREATE A VISION 


daunting challenges, people 
had two options, one practical 
and the other miraculous. The 
practical option was for every- 
one to pray for a band of angels 
to come down from heaven and 
fix things. The miraculous 
option was for people to 

talk with one another un- 

til they could find a way 


| Practice creating 

в a Vision in many 
arenas, inciuding 
vour work life, vour 
home life, and in 


community groups 
Ask yourself 
"What do | want 
to create? 


| Expect that not all people 
will share your passion. Be 





Э Develop а vision 
ke about something 
that inspires you 
Your entnusias 


will motivate vou 


and others. Listen 


to what they 


find exciting апо 


important 





forward. In EW. de Klerk's 
famous speech in 1990 
— his first after assuming 
leadership — he called for 
a nonracist South Africa 
and suggested that nego- 
tiation was the only way 
to achieve a peaceful transition. That 
speech sparked a set of changes that 
led to Nelson Mandela's release from 
Robben Island prison and the return 
to the country of previously banned 
political leaders. 

Few of South Africa's leaders 


agreed on much of anything regard- 
ing the country's future. It seemed 
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prepared to expiain why 
people should саге about 
vour vision and what can 

be achieved through it. If 
people dont get it, dont just 
turn up the volume. Try to 


construct a shared vision 


people will discover! 


all sorts 
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complex situations 
that will enable 
others to act 


team drafted a set of scenarios that 


like a long shot, at best, that a sce- described the many paths towards 
nario-planning process convened by disaster and the one towards sustain- 
a black professor from the University able development. 

of the Western Cape and facilitated They used metaphors and clear 
by a white Canadian from Royal imagery to convey the various paths 
Dutch Shell would be able to bring in language that was easy to under- 


about any sort of change. But they, 
together with members of the 
African National Congress (ANC), the 
radical Pan Africanist Congress (PAC), 
and the white business community, 
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stand. One negative scenario, for in- 
stance, was dubbed "Ostrich": A non- 
representative white government 
sticks its head in the sand, trying to 
avoid a negotiated settlement with the 


i Don't wori 

m you don't know 
how to accomplish 
the vision. If it ts 
compelling and 


credibile, о 


of ways 

to make it real 
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black majority. Another negative sce- 
nario was labelled “Icarus”: A consti- 
tutionally unconstrained black gov- 
ernment comes to power with noble 
intentions and embarks on a huge, 
unsustainable public-spending spree 
that crashes the economy. This sce- 
nario contradicted the popular belief 
that the country was rich and could 
simply redistribute wealth from whites 
to blacks. The Icarus scenario set the 
stage for a fundamental (and contro- 
versial) shift in economic thinking in 
the ANc and other left-wing parties 
— a shift that led the ANC government 
to “strict and consistent fiscal disci- 
pline,” according to Kahane. 

The group's one positive sce- 
nario involved the govern- 
ment adopting a set of sus- 
tainable policies that would 
put the country on a path 
of inclusive growth to suc- 
cessfully rebuild the econ- 
omy and establish democ- 

racy. This option was 
called "Flamingo," in- 
voking the image of a 


m 


y if flock of beautiful birds 


all taking flight together. 


This process of vi- 


yet sioning unearthed an 


extraordinary collective 
sense of possibility in 
South Africa. Instead of 
talking about what 
other people should do 
to advance some agenda, 
the leaders spoke about what they 
could do to create a better future for 
everyone. They didn't have an exact 
implementation plan at the ready, 
but by creating a credible vision, they 
paved the way for others to join in 
and help make their vision a reality. 
Leaders who excel in visioning 
walk the walk; they work to embody 
the core values and ideas contained in 
the vision. Darcy Winslow, Nike's 
global director for women's footwear, 
is a good example. A 14-year veteran 
at Nike, Winslow previously held the 
position of general manager of sus- 
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tainable business opportunities at the 
shoe and apparel giant. Her work in 
that role reflected her own core val- 
ues, including her passion for the en- 
vironment. "We had come to see that 
our customers'health and our own 
ability to compete were inseparable 
from the health of the environment,” 
she says. So she initiated the concept 
of ecologically intelligent product de- 
sign. Winslow's team worked at deter- 
mining the chemical composition and 
environmental effects of every mate- 
rial and process Nike used. They vis- 
ited factories in China and collected 
samples of rubber, leather, nylon, 
polyester, and foams to determine 
their chemical makeup. This led 
Winslow and her team to develop a 
list of "positive" materials — those 
that weren't harmful to the environ- 
ment — that they hoped to use in 
more Nike products."Environmental 
sustainability" was no longer just an 
abstract term on a vision statement; 
the team now felt a mandate to realise 
the vision. 


Inventing 

Even the most compelling vision will 
lose its power if it floats, unconnected, 
above the everyday reality of organi- 
sational life. To transform a vision of 
the future into a present-day reality, 
leaders need to devise processes that 
will give it life. This inventing is what 
moves a business from the abstract 
world of ideas to the concrete world of 
implementation. In fact, inventing is 
similar to execution, but the label 
"inventing" emphasises that this proc- 
ess often requires creativity to help 
people figure out new ways of work- 
ing together. 

To realise a new vision, people 
usually can't keep doing the same 
things they've been doing. They need 
to conceive, design, and put into 
practice new ways of interacting and 
organising. Some of the most famous 
examples of large-scale organisa- 
tional innovation come from the 
automotive industry: Henry Ford's 
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conception of the assembly-line fac- 
tory and Toyota's famed integrated 
production system. More recently. 
Pierre Omidyar, the founder of eBay, 
invented through his company a new 
way of doing largescale retailing. His 
vision was of an online community 
where users would take responsibility 
for what happened. In a 2001 
BusinessWeek Online interview, 
Omidyar explained: "I had the idea 
that I wanted to create an efficient 
market and a level playing field 
where everyone had equal access to 
information. I wanted to give the 
power of the market back to indi- 
viduals, not just large corporations. 





That was the driving motivation for 
creating eBay at the start." 

Consequently, eBay outsources 
most of the functions of traditional 
retailing — purchasing, order fulfil- 
ment, and customer service, for exam- 
ple — to independent sellers world- 
wide. The company estimates that 
more than 430,000 people make 
their primary living from selling wares 
on eBay. If those individuals were all 
employees of eBay, it would be the 
second-largest private employer in the 
United States after Wal-Mart. 

The people who work through 
eBay are essentially independent 
store owners, and, as such, they have 


a huge amount of autonomy in how 
they do their work. They decide what 
to sell, when to sell it, how to price, 
and how to advertise. Coupled with 
this individual freedom is global 
scale. eBay's infrastructure enables 
them to sell their goods all over the 
world. What makes eBay's inventing 
so radical is that it represents a new 
relationship between an organisation 
and its parts. Unlike typical outsourc- 
ing. eBay doesn't pay its retailers — 
they pay the company. 

Inventing doesn't have to occur 
on such a grand scale. It happens 
every time a person creates a way of 
approaching a task or figures out 
how to overcome a previously insur- 
mountable obstacle. In their book Car 
Launch, George Roth and Art Kleiner 
describe a highly successful product 
development team in the automobile 
industry that struggled with com- 
pleting its designs on time. Much of 
the source of the problem, the team 
members concluded, came from the 
stovepipe organisational structure 
found in the product development 
division. Even though they were a 
"colocated" team dedicated to de- 
signing a common new car, mem- 
bers were divided by their different 
technical expertise, experience, jar- 
gon, and norms of working. 

When the team invented a me- 
chanical prototyping device that com- 
plemented its computer-aided design 
tools, the group members found that 
it facilitated a whole new way of col- 
laborating. Multiple groups within the 
team could quickly create physical 
mock-ups of design ideas to be tested 
by the various engineers from different 
specialties in the team. The group 
called the device “the harmony buck,” 
because it helped people break out of 
their comfortable engineering special- 
ties and solve interdependent design 
problems together. Development of a 
"full body" physical mock-up of the 
new car allowed engineers to hang 
around the prototype, providing a 
central focal point for their interac- 
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tions. It enabled them to more easily 
identify and raise cross-functional is- 
sues, and it facilitated mutual problem 
solving and coordination. 

In sum, leaders must be able to 
succeed at inventing, and this requires 
both attention to detail and creativity. 
(See Cultivate Inventiveness.) 


Balancing the 

Four Capabilities 
Sensemaking, relating, visioning, and 
inventing are interdependent. Without 
sensemaking, there's no common 
view of reality from which to start. 
Without relating, people work in isola- 
tion or, worse, strive to- 
wards different aims. 
Without visioning, there's 
no shared direction. And 
without inventing, a vision 
remains illusory. No one 
leader, however, will excel 
at all four capabilities in 
equal measure. 

Typically, leaders are 
strong in one or two capa- 
bilities. Intel Chairman 
Andy Grove is the quintes- 
sential sensemaker, for in- 
stance, with a gift for recog- 
nising strategic inflection 
points that can be exploited 
for competitive advantage. 
Herb Kelleher, the former 
CEO of Southwest Airlines, 
excels at relating. He re- 
marked in the journal 
Leader to Leader that "We are not afraid 
to talk to our people with emotion. 
We're not afraid to tell them, ‘We love 
you. Because we do." With this emo- 
tional connection comes equitable 
compensation and profit sharing. 

Apple ceo Steve Jobs is a visionary 
whose ambitious dreams and persua- 
siveness have catalysed remarkable 
successes for Apple, Next, and Pixar. 
Meg Whitman, the сво of eBay, helped 
bring Pierre Omidyar's vision of online 
retailing to life by inventing ways to 
deal with security, vendor reliability, 
and product diversification. 
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Once leaders diagnose their own 
capabilities, identifying their unique set 
of strengths and weaknesses, they 
must search for others who can pro- 
vide the things they're missing. Leaders 
who choose only people who mirror 
themselves are likely to find their or- 
ganisations tilting in one direction, 
missing one or more essential capabili- 
ties needed to survive in a changing, 
complex world. That's why it's impor- 
tant to examine the whole organisa- 
tion to make sure it is appropriately 
balanced as well. It's the leader's re- 
sponsibility to create an environment 
that lets people complement one an- 





other's strengths and offset one an- 
other's weaknesses. In this way, leader- 
ship is distributed across multiple peo- 
ple throughout the organisation. 


Years ago, one of us attended a three- 
day meeting on leadership with 15 
top managers from different compa- 
nies. At the close of it, participants 
were asked to reflect on their experi- 
ence as leaders. One executive, re- 
sponsible for more than 50,000 
people in his division of a manufac- 
turing corporation, drew two pic- 
tures on a flip chart. The image on 


the left was what he projected to the 
outside world: It was a large, intimi- 
dating face holding up a huge fist. 
The image on the right represented 
how he saw himself: a small face 
with wide eyes, hair standing on end, 
and an expression of sheer terror. 
We believe that most leaders expe- 
rience that profound dichotomy every 
day, and it's a heavy burden. How 
many times have you feigned confi- 
dence to superiors or reports when 
you were really unsure? Have you 
ever felt comfortable conceding that 
you were confused by the latest busi- 
ness results or caught off guard by a 
competitor's move? Would 
you ever admit to feeling 
inadequate to cope with 
the complex issues your 
firm was facing? Anyone 
who can identify with 
these situations knows 
firsthand what it's like to 
be trapped in the myth of 
the complete leader — the 
person at the top without 
flaws. It's time to put that 
myth to rest, not only for 
the sake of frustrated lead- 
ers but also for the health 
of organisations. Even the 
most talented leaders re- 
quire the input and leader- 
ship of others, construc- 
tively solicited and crea- 
tively applied. It's time to 
celebrate the incomplete 
— that is, the human — leader. © 
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published in Harvard Business Review, 
February 2007. Copyright ($2010 
Harvard Business School Publishing 
Corporation. All rights reserved. 


BUSINESS 
SCHOOL 


27 . 7 офа 
(PROMOTED BY ЈК ORGANIZATION) 


ADMISSION OPEN 


2011-2013 BATCH 


2 YEARS 
FULL TIME 


PGDM 


(APPROVED BY AICTE, MINISTRY OF HRD, AND GOVT. OF INDIA) 








SALIENT FEATURES JKBS RANKING 


* JKBS has been ranked amongst top 50-B schools 
of India 
* Tie-up with Cll for strategic Corporate Social Responsibility (CSR) project | „ Ranked 47" by GHRDC-CSR Survey, 2009 


* Corporate Trainers for grooming students - Ranked 2nd best B-school in Haryana by CSR- 
* Chinese language offered as a special integrated programme GHRDC Survey 2009. 


* Lush green campus spread across 10 acres * Ranked 64th by Business World- Synovate best 
* Air conditioned classrooms with multimedia facilities B-school Survey, 2010. 


* Wi-Fi enabled campus 
* Digital Knowledge Resource Centre with exhaustive collection SPECIALIZATION OFFERED 


* Industry relevant curriculum and training * Marketing 


* Separate hostel facilities for Boys and Girls. - oe EE Management 


* International Business 
* Special focus on logistics & supply chain management. * Operations Management 


* 110 Companies visited Campus for Recruitment. * Information Technology Management 
* Rural Management 


* Distinguished faculty with rich experience in industry & Academia 


* Participation in national & international conference. 


CORPORATE PATRONAGE 


*India bulls Securities Ltd. * Yes Bank Ltd. • Hero Honda * Maruti Suzuki India Ltd *Bharti Retail Ltd.( Bharti Wal-Mart), 
«Artemis Healthcare Sciences *HCL Infosystems Ltd. * Varun Beverages Ltd. «Deutsche Bank *ITC Retail Ltd.*Indiamart 
Intermesh Ltd. *Naukri.Com *Escorts Ltd. •ЈК Cement Ltd *JK Technosoft, Ltd *Karur Vysya Bank Ltd. *Rolls — Royce 
India Pvt.Ltd. -BHEL *ONGC *PepsiCo *Dabur India Ltd. ‘American Express Services ‘Yamaha Motors India Pvt.Ltd. 
*Citi Bank. ‘Raymond, etc. 





CAMPUS- SOHNA ROAD, BHONDSI, DAMDAMA LAKE ROAD, GURGAON, (HARYANA)-122102 
TEL:-0124-2266519, TELEFAX:-0124-2266520, MOB.-9810557666, 9717223111 
EMAIL- admissions@ikbschool.org Website-www.ikbschool.org 







BEST B.scHooLs 


Po 


COLUMN BY BLAIR H. SHEPPARD, Dean, The Fuqua School of Business, Duke University 


India has Much to Teach 


Leading schools from around the world come to India to learn. 








fter the fall of the 
Berlin Wall, many 
pundits argued that 
the world was going to 
converge on a single 
model of political economy, 
business practice and business edu- 
cation. In its simplest terms, the 
world would become Anglo- 
American. A couple of decades later, 
it is clear the pundits were wrong and 
we are lucky they were. 

Instead of a monolithically con- 
sistent world, we have evolved a 
wonderfully diverse world with differ- 
ent institutional structures, different 
business models, different ideas; a 
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fascinating mélange of practice and 
concept from which we can all learn. 
Thus, unlike the view that derives 
from the pundits's prediction that us 
business schools should come to 
India to teach the country how to 
practice good business, leading 
schools from around the world 
should humbly and inquisitively 
come to India to see what we can 
learn, what we can teach and how 
we can connect the best ideas from 
everywhere into the local context to 


ness people around the world. The 
school that engages with India to 
watch this creative process in action 
will have a huge advantage over that 
which looks at India from afar and 
contemplates how business works in 
contrast to the one we know well. 
Three aspects of India seem espe- 
cially relevant as a platform for 
innovative business models. The 
combination of scale, price point and 
logistical challenge all require Indian 
firms to conceive of approaches that 


There are fascinating and creative solutions 
to business problems being created in India 
because of India's unique context 


learn from and help accelerate some 
fascinating things. India has much to 
teach, not just much to learn. 
Consider, for example, the evolv- 
ing use of the cell phone as a com- 
mercial device in Indian villages, the 
adoption of time shared computing 
as a business model, the invention of 
the Nano, the utilisation of local 
energy generation models, profitable 
small-scale finance and customised 
service delivery models in dense cit- 
ies. All of these entail a creative 
answer to the unique context that is 
India and involve the development of 
dramatically different and very effec- 
tive business models. From social 
entrepreneurship to finance, consult- 
ing to manufacturing, logistics to 
energy, there are fascinating and 
creative solutions to business prob- 
lems being created in India because 
of India's unique context that can 
provide ideas and insights from busi- 


would never be considered in other 
countries, that once discovered can 
be adapted with a clear advantage. 
As an analogy, many of the greatest 
innovations in us business practice 
over the last 20 years came from 
Wal-Mart's effort to provide afforda- 
ble products and services to the larg- 
est portion of the us population that 
could not afford the typical offerings 
at other stores. For example, how 
does one provide affordable artisan 
bread to someone who has only $65 
per month for food. Someone reading 
this example in India would laugh at 
what seems a trivially easy problem 
given the questions of scale, price 
point and logistics in India. We are 
seeing thousands of similar 
innovations in India to those few that 
made Wal-Mart so successful. 

Thus, it is with great humility 
and curiosity that we come to India 
to not only teach, but also to learn. 9 
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Times of Innovation 


Solving India's problems presents management aspirants an exciting opportunity. 








ndia seems to be back to more 
than eight per cent economic 
growth and the traditional 
industries of manufacturing 
and services are back to cam- 
pus hiring in a big way. As a young 
management graduate or aspirant 
ponders over his/her career options, 
the path taken by their seniors in the 
past to join multinationals, banks or 
the usual brand leaders in traditional 
functional roles may be attractive. 
But such a perspective can be 
myopic. Career opportunities in 
innovation and entrepreneurship to 
support India's unique growth curve 
are likely to be more exciting and 
morally satisfying. The growth pat- 
tern of developed economies that 
depended on consumerism and 
excessive consumption of resources 
at high price points cannot be 
imported to India with more than 
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half a billion people living in rural 
parts of the country. 

The challenge is to design busi- 
ness models and solutions with price 
and value propositions that create 
economic surplus and at the same 
time help address problems related to 
health care, education and quality of 


$70 (Rs 3,220) enable a better qual- 
ity of life in rural India. These solu- 
tions also generate profits. 
Opportunities for innovation are 
not limited to products. The success- 
ful Po of sks Microfinance indicates 
the confidence placed on this service 
innovation to reach a new market. 


A wave of opportunities for young managers 
in innovating business models unique to 
Indian problems may be beginning 


living. This is the emerging opportu- 
nity space for the young manage- 
ment talent. 

Some leading multinationals and 
Indian firms recognise this both as a 
business opportunity and social 
responsibility. The handheld electro- 
cardiogram from GE's research centre 
in Bangalore that costs less than 
$2,000, or Rs 92,000, a tenth of the 
cost of a standard machine, and a 
digitally-aided rural network for cata- 
ract surgery by Aravind Hospitals are 
some of the examples in health care. 

The concept of customised ferti- 
lisers to improve crop yields and land 
fertility by Tata Chemicals and an 
inclusive approach by rrc through 
connectivity with farmers to improve 
the rural ecosystem of agriculture 
and employment are further exam- 
ples of novel solutions to known 
problems in agriculture. A rice husk- 
based water purifier under $25 
(Rs 1,150) from Tata and Godrej's 
Chotukool refrigerator priced under 


Elsewhere, it would have been infea- 
sible to deliver phone services 
through copper lines to 600 million 
customers at the price point of the 
metal — a low-cost business model 
built on wireless technologies and 
outsourced networks was the only 
way. Such instances abound. 

I have limited the examples here 
to make the point that we may be 
witness to the beginning of a wave of 
opportunities for young managers in 
innovating business models and 
solutions unique to Indian problems. 
This does not mean that new start- 
ups are the only way. As noted in 
some of the examples, opportunities 
for innovation in large and 
established companies are plenty. But 
it requires a different approach to 
risk and capacity to face uncertainty. 

Still, if you look at these as 
opportunities for innovation and 
problem solving, this may be the 
best time to be a young manage- 
ment aspirant. © 
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We are also associated with and actively contribute to several philanthropic and 
community development projects including running of village schools, child 
adoption programs and artificial heart valve donation program. 


D. P. AHUJA & Co. Our firm actively supports Indian Art and artists and 
patents? dpahuja.com is the patron of Ahuja Museum for Arts in Calcutta. 


t А (si T i > 

о teom Pe T a We also publish World Patent & Trademark News 
info@dpahuja.com (WPTN™), a digest of Intellectual Property News and 
hr@dpahuja.com Articles from around the world. 
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disgraced cricketer 
declared unfit to 
manage Team 
India, a retired 
Bollywood actor 


a j who found little 
e e i m time for his constituency or 
Parliament, or goons out of jail on 


bail — all make for daily fare in 
Parliament. Politics in India has 
become the refuge of the mediocre, 
especially in the last two decades of 
tectonic economic change. 

The talent crunch in the political 
class is seen as the single-largest 
spoiler in a highly aspirational India, 
the missing glue that could have held 

. 7 . . together better the goals of high 

As the growing band of politicians with business growth and an equitable spread of 
degrees swells, the big question is: can B-schools wealth, Increasingly, though, a new 
contribute to the quality of governance in India? class of politician is emerging from 
the ranks — the professionally quali- 

BY PUJA MEHRA fied manager seeking his or her destiny 








BJP MP from Godda, Jharkhand 


BA (Н) from Marwari College, Bhagalpur, % 
Bihar and MBA fromFMS, University 
of Delhi 


PT 
WORK EXPERIENCE. ; NW 


Director at Еѕѕа меа — — 
SWEATING HIS MBA 

ا 
Working for Essar taught him „ат‏ 
how to deal with the bureau- 4‏ 
cracy. Within a year of becom- + s} |‏ 
ing МР he got the Planning 22 sy A „‏ 
Commission to hold quarterly‏ * 
meetings on development‏ 







— programmes for his constitu- 
ency – а rarity since the 
Commission normally works 
only at the level of states. 


in the rough and tumble of politics. 

At least 27 citizens holding an 
MBA or Master of Business 
Administration degree have been 
voted to the 15th Lok Sabha, a sea 
change from earlier elected houses. B1 
met some of them — from established 
political families to debutant politi- 
cians — to understand whether 
B-schools can contribute to, and in- 
deed make a change in the quality of 
the political class. 

Most are confident that top 
B-schools such as the Indian Institutes 
of Management can make politics an 
appealing career option for bright 
youngsters. If the pay package is com- 
petitive and the workplace profes- 
sional, a career in politics promises 
greater job satisfaction over selling 
soaps any day, says Deepinder Hooda, 
a graduate of the Kelly School of 
Business at Indiana University. 

Among politicians with MBA de- 
grees are Sachin Pilot, 33, Congress 
мр from Ajmer (Wharton); ђуагај 
Singh, 45, Congress MP from Kota 
(Columbia); Dushyant Singh, 37. BJP 
MP from Jhalawar-Baran (Johnson 
and Wales University, Providence, 
Rhode Island, and їнттї School of 
Hotel Management, Neuchatel, 
Switzerland); Dinesh Trivedi, 60, 
Trinamool Congress MP from 
Barrackpur (University of Texas); and 
Mukul Balkrishna Wasnik, 51, 
Congress MP from Ramtek and 


The MBA politician 

has arrived. Rahul 
Gandhi's back-room 
team in the 2009 
elections was headed 

by Wharton product 
Kanishka Singh, 

who quit Wall Street 
investment bank Lazard 
to plunge into politics. 


Minister of State for Social Justice 
(Department of 
Management, Nagpur University). 

Jyotiraditya Scindia, 39, Minister 
of State for Commerce and Industry, 
in the second United Progressive 
Alliance (UPA) coalition government, 
is a prime example of how an MBA 
degree has helped a politician deliver. 
The Stanford University MBA (Class of 
2001), as Minister of State for 
Information Technology and Posts in 
the uP^-I government, was the archi- 
tect of the award-winning Project 
Arrow that sought to modernise the 
Department of Posts. He roped in 
management consultancy McKinsey 
& Co. and ad firm Ogilvy & Mather 
for a corporate-like overhaul and 
branding of India Post. 

Almost immediately, key changes 
were introduced in the way post 


Business 


offices sort mail, packages and 
money orders. Back-end operations 
were integrated and performance 
reviews conducted through video 
conferences. Motivation levels of the 
dakias (postmen) jumped when their 
bag and cycle repair allowances were 
increased after decades and school- 
ing benefits for children available to 
government employees were ex- 
tended to them. The result has been 
speedier deliveries, a better customer 
experience, and fewer failed deliveries 
(down to decimal figures) in the 500 
post offices covered in the first phase 
of the project. A replica of Project 
Arrow is being implemented in 
South Africa under the same name. 

As the junior minister in charge 
of the Ministry of Commerce and 
Industry, Scindia is working on deliv- 
ering the much-awaited government 
portals aimed at reducing corrup- 
tion. These portals will help in start- 
ing, running and closing businesses 
without a human interface at local, 
state or Central government agencies 
by obtaining clearances (fire, labour, 
value-added tax, toll certifications. 
among several others) through sim- 
plified online forms. 

Precision delivery is something 
that Scindia shares with the other 
B-school minister in the UPA-II govern- 
ment: 65-year-old P. Chidambaram. 
The Union Home Minister, who made 
it big with the "dream budgets" he 
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Deepinder Hooda, 32 


Congress MP from Rohtak, Haryana 


B.Tech from Birla Institute, M.D. 
University, Rohtak, and MBA from Kelly 
School of Business, Indiana University, 
United States 

Infosys, Sabre Holdings, two-time MP 
from Rohtak - won with the highest 
margin ever of 4.75 lakh votes 


Is turning his constituency, 
| ү 77 "Г - Rohtak, into the education 
= > i VA = capital of India with cam- 


T 


_ аў 
* —— — 
—— — 
— 


— 


puses of AIIMS and IIM, a film 
institute bigger than the FTII 
in Pune, a fashion designing 
institute along the lines of 
the NIFT in Delhi, a medical 
college and other institutes 


presented as the United Front govern- 
ment's finance minister in the 1990s, 
is a top lawyer and also an MBA from 
the Harvard Business School (Class of 
1968). He has been criticised for be- 
ing a micro-manager but people who 
have worked with him vouch for his 
ability to focus on the task at hand. 
Right from his first day in the Ministry 
of Finance, in May 2004, as finance 
minister in UPA-I, “he was clear that 
this government's big plans for social 
spending-powered inclusive growth 
automatically defined the agenda for 
his ministry: raising tax collections," 
recalls a bureaucrat who worked with 
Chidambaram. Collections doubled 
in the first three years of his stint as 
finance minister in UP^-I. 

In his current assignment, which 
he accepted in December 2008 fol- 
lowing 26/11, Chidambaram has 
earned the distinction of being the 
only minister the Opposition lauds. 
"Few people know he is the biggest 
reformer," Prime Minister 
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Manmohan Singh had said in praise 
of Chidambaram in 2006. "As the 
commerce and industry minister, 
when we were undertaking economic 
reforms in the 1990s, he offered to 
(and went on to) shrink his ministry's 
and his own clout by a third." 

It's not that the grass-roots politi- 
cians are not sharp, but, as Prem Das 
Rai, a first-time Member of 
Parliament and sole representative of 
the Sikkim Democratic Front, points 
out, most are handicapped by the 
"missing ability to put in place frame- 
works that the bureaucracy (execut- 
ing class) can use to convert goals 
into effective policy". He may not be 
the Lok Sabha's poster boy but 15 
months into the term, Rai, an alum- 
nus of пм Ahmedabad (Class of 
1976) and the Indian Institute of 
Technology Kanpur, has already 
taken a crash course in Constitution 
Law from his lawyer friends, formed 
alumni networks of пт Kanpur and 
IIM-A for consultations, and hired a 





research team to assist him. He advo- 
cates training processes and orienta- 
tion for politicians based on the needs 
of the country. There is the Centre for 
Public Policy at пм Bangalore, and 
other institutes such as Gurgaon- 
based Management Development 
Institute that offer full-time resident 
programmes in Public Adminis- 
tration but mostly attract aspiring 
bureaucrats. However, a programme 
in public policy and management at 
пм Ahmedabad has been scrapped 
due to inadequate demand from poli- 
cymakers and government officials. 
Nishikant Dubey, first-time MP 
from Godda, Jharkhand, agrees with 
Rai's assertion that "the real govern- 
ment is the bureaucracy (and) an 
understanding of its functioning is 
important for politicians". The gradu- 
ate from Delhi university's Faculty of 
Management Studies (Class of 1994) 
made his way into politics after 15 
years in corporate climes — he was 
a director at the Essar Group before 


VIGNANA JYOTHI 
INSTITUTE OF MANAGEMENT 


(Approved by All India Council for Technical Education, 
Ministry of Human Resource Development, Government of India) 





* VJIM was setup in | 993 by a not-for-profit society recognised u/s 80G of Income Tax Act, 1961. 
* State-of-the-art campus, Wi-Fi facility, modern hostels, sports complex and amphi theatre. 


ANNOUNCES ADMISSION TO 


Two Years Full Time Programmes & Three Years Part Time Programme 


T E S 
* PGDM - Dual Specialisation (201 1-13) DISTINCTIVE FEATURE 


* One of the best governed 
B-Schools in the country 

*'Socratic Method' of 
learning process 

* Parent like Guidance to 









* PGDM - Marketing Specialisation (2011-13) 
* PGDM - Part Time (2011-14) 





ved 38° Excellent BeSchoolin io, sar > 
Ranke — ool in India offering value based Management Education 


* International Faculty: University * Course of Independent Study 
of Ottawa, Canada, Eastern (CIS) 

Michigan Univesity, SanFrancisco * Fully equipped computer lab 

State University, USA. * Well stocked library 

Competent and committed • [T Training 


Faculty Soft-Skills Development 






Eligibility: 
* Bachelors Degree from Recognised University 


* Final year students are also eligible 
(for Full Time Programmes only) 


* MONA — — Finishing School of English and ! e All India Admission Test Score: CAT / MAT / XAT 
* Emphasis on case-based learning Personality Development (for Full Time Programmes only) 
* Well researched and designed * Term Papers in all Courses 
pedagogy © Industrial Visits * Two years of work experience or post graduate in any 
* Workshops held by senior + Tie-upwith Top Corporates discipline may apply (for Part Time Programme only) 
business executives * Bank loan Assistance (HDFC) 
Co-curricular Activities Specialisations: For Full Time and Part Time Programmes i 
* Group Discussions *Management Games *Cultural Meets Dual Specialisation is offerred in all the major domains. 
*Extra curricular clubs *Seminars * Management Fora : : 
-Students meet festival * Quizzes «Быша Our major recruiters: WIPRO, DELOITTE, HCL, 
"Chrysalis" *Sports Meet * Magazines GVK BIO, CAPMARK, AXIS BANK, SBH, TMI Group, 
Students Achivements ICICI Securities, RAMKY, HELIX, DATAWISE, PANASONIC 


etc., 
* IIMs have no role in selection or in conducting the program 


a) First prize in all India Summer Internship Competition hosted by 
Association of International Management Schools (AIMS, USA). 


b) Best project formulations at TIE-ISB Connect, Conducted by 
Indian School of Business, Hyderabad. 


c) Best paper presentation award on Rural Marketing, conducted 
by IIM, Kozhikode. 


Note : Group Discussion and Personal Interviews will be held 
at the following places : 

New Delhi, Noida, Lucknow, Patna, Gwalior, Nagpur, Kolkata, 
Bhubaneswar, Vizag, Vijayawada and Tirupathi. 


Address for Correspondence : D. Srijanani, Faculty-in-charge - Admissions, Mobile: 0-98498 00819 


Vignana Jyothi Institute of Management, Vignana Jyothi Nagar, Bachupally (Via) Kukatpally, Hyderabad-500 090 
Phone 040-2304 4901 / 2304 4902. Fax 040-2304 4953. Email: admissions@vjim.edu.in Website: www.vjim.edu.in 
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he got a ticket for contesting the 

2009 election from the Bharatiya 

Janata Party. Few parliamentarians, 

he says, truly have a grip on signifi- 

cant pieces of legislation. 

Hooda, who as an engineer 
worked at Infosys Technologies and 
Sabre Holdings, has retained his 
B-school trait of focusing on projects 
rather than processes, which is con- 
trary to the norm in government of 
sticking to laid-down procedures even 
if it means delaying a project. “You 
can't just set up a desk for making 
demands in Parliament,” he says. His 
vision for his constituency, Rohtak, is 
to make it a modern-day Taxila, the 
ancient Indian city that was a centre 
of learning. Working with various 
ministries, he has managed to bring 


an 


Sikkim Democratic Front MP from Sikkim 


Engineering from IIT Kanpur (1972), 
MBA from IIM Ahmedabad (1976) 


Worked at Bank of America in Calcutta 
in 1978, but took a hefty cut in salary to 
return to Sikkim as a project manager 
in state enterprise Sikkim Flour Mills on 
the advice of B.B. Lal, 

the then governor of Sikkim 


SWEATING HIS MBA 


to Rohtak branches of the All India 
Institute of Medical Sciences and пм 
plus a Haryana government film in- 
stitute bigger than the Film and 
Television Institute of India in Pune, 
a Footwear Design and Development 
Institute, an Institute of Hotel 
Management promoted by the Union 
Ministry of Culture and Tourism, a 
school for fashion designing and a 
medical college. He has also brought 
together Kelly School, his alma mater, 
and пм Rohtak іп a collaboration on 
the lines of the one between the 


Leverages his IIM and IIT alumni networks and has hired a 
team for research. He is the voice of his one-member party 
in Parliament and uses skills acquired in IIM-A to optimise 
resource utilisation in his constituency. 





Harvard Business School and пм-А. 
"New Delhi is neutral as it doesn't go 
out of its way to push states nor 
would it stymie their efforts," Hooda 
says. "Anybody who is impatient as I 
am will succeed with them (Central 
government). 

Of course, a B-school degree is not 
a magic wand that can set right the 
political system. Dubey, for instance, 
can't think of even one instance so far 
when his MBA training has helped his 
political career. His home advantage, 
caste equations and party base bagged 
him the votes, he says, and he relies 
on his understanding of the local af- 
fairs to get New Delhi to devote more 
funds and attention to his Naxal- 
infested constituency. 

The MBA politician has clearly 
arrived, even otherwise, as 
Congress Party MP Rahul Gandhi's 
back-room team showed in the 
2009 elections. The head of Team 
Gandhi was Wharton product 
Kanishka Singh, who quit Wall 
Street investment bank Lazard to 
plunge into politics. With the latest 
generous hike in salaries for MPs, 
then, politics may just have become 
the latest career choice for the 
country's MBAs. (9 





India's dreams. Our power. 


Our reliability helps to keep 
the wheels of development turning. 





Our comprehensive portfolio of STAMFORD AC generators from 5 kVA to 2200 kVA — which are 
compatible with a wide range of engines, and conform to world-class standards — work continuously in 
diverse applications to help our customers achieve their business goals. 


That's because nobody understands the critical importance of power for business better than us. After all, 
we've dedicated ourselves to delivering superior power generation solutions for varied needs ...for decades. 


d 


World Leader in Brushless Alternators from 5 kVA up to 20,000 kVA 


Cummins Generator Technologies India Ltd. 

Regd. Office: Godrej Eternia - C, B' Wing, 5" Floor 

Wakdewadi, Shivajinagar, Pune 411 005 

Tel.: 020 66246700 * 
Plant I: C-33, MIDC, Ahmednagar 414 111 2 
Plant Il: G-06, Ranjangaon MIDC, Ranjangaon, Tal. Shirur 

Dist. Pune 412 220 


Wwww.cumminsaeneratortechnologies.in 
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АМІТҮ BUSINESS SCHOOL 
ADDRESS: Amity Delhi/Noida campus, 
Block E2, Amity University Campus, 
Sector-125, Noida-201303 
ADMISSIONS PHONE: 0120-2445252 
ADMISSIONS E-MAIL: admissions@amity.edu 
WEBSITE: www.amity.edu/mba 
TUITION FEE: NA 
ROOM & BOARD: NA 
SIZE OF INCOMING CLASS: NA 
ENTRANCE TEST REQUIRED: NA 
APPLICATION DEADLINE: NA 
APPLICATION FEES: Rs 1,100/- 


BHARATHIDASAN INSTITUTE OF 


MANAGEMENT 

ADDRESS: Bharathidasan Institute of 
Management, PB No. 12, MHD Campus, 
BHEL Complex, Trichy, Tamil Nadu-620 014 
ADMISSIONS PHONE: 0431-2520 
502/796/733 

ADMISSIONS E-MAIL: admissions@bim.edu 
WEBSITE: www.bim.edu 

TUITION: Rs 2.25 lakh p.a. 

OTHER FEE: Rs 36,000 p.a. 

ROOM & BOARD: Hostel rent Rs 12,000 p.a. 
Mess charges Rs 17,000 p.a. 

SIZE OF INCOMING CLASS: 120 

ENTRANCE TEST REQUIRED: Candidates 
shortlisted for the GD & personal inter- 
views based on their CAT scores only 
APPLICATION DEADLINE: Second week of 
January every year 

APPLICATION FEES: Rs 1,400 for general and 
Rs 920 for SC/ST/PD 


BIRLA INSTITUTE OF 
MANAGEMENT TECHNOLOGY 


ADDRESS: Birla Institute of Management 
Technology (BIMTECH), 5, Knowledge 
Park - 11, Greater Noida 

ADMISSIONS PHONE : 0120-2323001/ 
23233010 

ADMISSIONS E-MAIL: admission.queries@ 
bimtech.ac.in 

WEBSITE: www.bimtech.ac.in 

TUITION FEE: Rs 8,00,000 (for two years) 
ROOM & BOARD: Rs 1,68,000 for two years 
SIZE OF INCOMING CLASS: 180 
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ENTRANCE TEST REQUIRED: CAT 
APPLICATION DEADLINE: December 10, 2010 
APPLICATION FEES: Rs 1,700 


C 


CCIM-BANGALORE 

ADDRESS: Christ University Institute 

of Management, Hosur Road, 
Bangalore - 29 

ADMISSIONS PHONE: 080-4012 9100/9600 
ADMISSIONS E-MAIL: admission 
christuniversity.in 

WEBSITE: www.christuniversity.in 
TUITION FEE: Rs 2,40,000 p.a. 





ROOM & BOARD: NA 

SIZE OF INCOMING CLASS: 420 

ENTRANCE TEST REQUIRED: MAT, CAT 
APPLICATION DEADLINE: Session | — Jan. 20, 
2011, Session Il — March 15, 2011 
APPLICATION FEES: Rs 1,000 


DEPARTMENT OF MANAGEMENT 


STUDIES, IIT DELHI* 

ADDRESS: Department of 
Management Studies, IIT, Dethi, 
Vishwakarma Bhawan, Shaheed Jeet 
Singh Marg, New Delhi - 110016 
ADMISSIONS PHONE: 011-26591171 
ADMISSIONS E-MAIL: hoddms@dms.iitd. 


Test, Fee, Batch Size... 


ernet.in 

WEBSITE: www.dmsiitd.org 

TUITION FEE: NA 

ROOM & BOARD: NA 

SIZE OF INCOMING CLASS: NA 

ENTRANCE TEST REQUIRED: JMET (Conducted 
by IITs and IISc, Bangalore) 

APPLICATION DEADLINE: NA 

APPLICATION FEE: Rs 700 


DEPARTMENT OF MANAGEMENT 


STUDIES, IIT KANPUR 

ADDRESS: IME Department, IIT Kanpur, 
Kanpur - 208016 

ADMISSIONS PHONE: 0512-2597376 
ADMISSIONS E-MAIL: head_ime@iitk.ac.in 
WEBSITE: www.iitk.ac.in/ime 

TUITION FEE: Rs 35,792 per semester, 
likely to be revised 

ROOM & BOARD: Rs 4,000 per month 
SIZE OF INCOMING CLASS: 78 (sanctioned 
strength) 

ENTRANCE TEST REQUIRED: JMET (Conducted 
by 1175 and IISc, Bangalore) 
APPLICATION DEADLINE: October 8, 2010 
APPLICATION FEES: Rs 750 for General/ 
OBC) & Rs 350 for SC/ST/PD 


DEPARTMENT OF MANAGEMENT 
STUDIES, IIT ROORKEE 


ADDRESS: Department of 
Management Studies, IIT, Roorkee, 
Uttarakhand - 247667 

ADMISSIONS PHONE: 01332-285014 
ADMISSIONS E-MAIL: nangvfdm@ 
iitr.ernet.in 

WEBSITE: WWW.iitr.ac.in 

TUITION FEE: NA 

ROOM & BOARD: NA 

SIZE OF INCOMING CLASS: 60 

ENTRANCE TEST REQUIRED: JMET 
(Conducted Бу IITs and IISc, Bangalore) 
APPLICATION DEADLINE: NA 

APPLICATION FEES: NA 


DEPARTMENT OF MANAGEMENT 
STUDIES, NIT-TRICHY 


ADDRESS: Department of Management 
Studies, National Institute of Technol- 
ogy, Trichy, Tamil Nadu - 620015 
ADMISSIONS PHONE: 0431-2501801 
ADMISSIONS E-MAIL: mbaGnitt.edu 
WEBSITE: http://doms.nitt.edu 


TUITION FEE: Rs 34,500 p.a. for General; 
Rs 9,500 p.a. for SC/ST 

ROOM & BOARD: Rs 15,000 p.a. for first 
year; Rs 12,800 p.a. for second year 
SIZE OF INCOMING CLASS: 92 

ENTRANCE TEST REQUIRED: CAT 

APPLICATION DEADLINE: As per CAT deadline 
APPLICATION FEES: Rs 600 for General; 

Rs 200 for SC/ST candidates 
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FACULTY OF MANAGEMENT 


STUDIES 

ADDRESS: Faculty of Management Studies, 
University of Delhi, New Delhi - 110007 
ADMISSIONS PHONE: 011-27666382-88 
ADMISSIONS E-MAIL: admissions@fms.edu 
WEBSITE: www.fms.edu 

TUITION FEE: Rs 10,000 p.a. 

ROOM & BOARD: NA 

SIZE OF INCOMING CLASS: 165 

ENTRANCE TEST REQUIRED: FMS common 
entrance tests 

APPLICATION DEADLINE: NA 


APPLICATION FEES: Rs 750 for General; 
Rs 200 for SC/ST candidates 


FORE SCHOOL OF MANAGEMENT 
ADDRESS: Fore School of Management, 
B-18, Qutab Institutional Area, 

New Delhi - 110016 

ADMISSIONS PHONE: 011-41242415/ 
26569996 

ADMISSIONS E-MAIL: admissions@fsm.ac.in 
WEBSITE: www.fsm.ac.in 

TUITION FEE: Rs. 7.75 lakh ~ 

Rs 4 lakh for First Year and 

Rs 3.75 lakh for Second Year 

ROOM & BOARD: Rs 5,000 per month 

SIZE OF INCOMING CLASS: 240 

(four sections of 60 each) 

ENTRANCE TEST REQUIRED: CAT 

APPLICATION DEADLINE: 6th December 2010 
APPLICATION FEE: Rs 1,650 


GOA INSTITUTE OF MANAGEMENT 
ADDRESS: Goa Institute of Management, 
Ribandar, Goa - 403006 


ADMISSIONS PHONE: 0832-2490300/ 
2444813 

ADMISSIONS E-MAIL: admissions@gim.ac.in 
WEBSITE: WWW.gim.ac.in 

TUITION FEE: Rs 4,81,500 for six terms 
ROOM & BOARD: Rs 5,000 per term 

SIZE OF INCOMING CLASS: 229 (2010-12) 
ENTRANCE TEST REQUIRED: XAT (for the batch 
of 2010-12) 

APPLICATION DEADLINE: NA 

APPLICATION FEES: NA 


GREAT LAKES INSTITUTE OF 


MANAGEMENT 

ADDRESS: Great Lakes Institute of Man- 
agement, 19 North Mada Street, Srinagar 
Colony, Saidapet, Chennai - 600015 
ADMISSIONS PHONE : 044-43123126/ 
27/2/8/29 

ADMISSIONS E-MAIL: admissionsGgreat- 
lakes.edu.in 

WEBSITE: www.greatlakes.edu.in 
TUITION FEE: Rs 8.6 lakh * Rs 55,000 
ROOM & BOARD: Rs 1.8 lakh 

SIZE OF INCOMING CLASS: 300 

ENTRANCE TEST REQUIRED: CAT/GMAT 


LAL BAHADUR SHASTRI 
INSTITUTE OF MANAGEMENT, DELHI 


ANNOUNCES ADMISSION TO AICTE APPROVED 
1. Two Year eom Post Graduate Diploma in ig ires 2011-2013 


THE E INSTITUTE The Institute is a centre um 
excellence for value based 'Management' and 
'Information Technology' education. Core Faculty of the 
Institute with varied experience in Industry and Academics 
is augmented by Visiting Faculty from Industry, 
benchmarked National and International B-Schools. Being 
consistently ranked among the top 20 B-Schools in the 
country by all leading B-School Surveys, the Institute has 
academic collaboration with reputed B-Schools abroad. 


Ша 1. PGDM : The programme 
consists of six trimesters offering specialisation in Finance, 
Marketing, HRM, Operations, Systems, Information 
Technology, International Business, Management of 
Services and Entrepreneurship & Small Business. 


2. PGDM - Finance : This is a unique programme designed 
and developed keeping in view the need of financial 
expertise in national / intemational financial sector. The 
programme consists of six trimesters offering specialisation 
in Treasury Management, Investment Management, Risk 
_ пирит оние Accounting and Control. 


1 ШАЙ Atleast a three year bachelor's — or 
equivalent in any discipline recognised by AICTE. Students appearing 


forfinal examinations in 2011 can also apply. 


DES Lite 1101:13 *LBSIM applicants to appear 


inthe Common Admission Test (CAT) of IIMs. 


* Candidates are also required to register at LBSIM, Delhi through 


PARTICIPATIVE PLACEMENT 


maintains close liaison with potential 
employers. The batch of 2008-2010 
students placed in reputed Indian and 
Foreign companies. Full details in 
information brochure. 


application form available with Admission Coordinator*, LBSIM, 


Delhi both at Dwarka & R K Puram campuses from 10.09.2010 to 
27.11.2010 on all working days from 9:30 AM to 6.00 PM on 
payment of Rs.1600/- in cash or DD in favour of Lal Bahadur 
Shastri Institute of Management payable at New Delhi (Add 


ACCOMMODATION Separate 
Hostel is available for both boys and girls. 


from Banks. 


Rs.75/-forgettingthe form by postin India and Rs.200/- abroad). 


* The forms are also available at selected branches of AXIS Bank, 


SyndicateBank & IMS Learning Resources. 


* Application Form can also be downloaded from the Institute's 
website: www.lbsim.ac.in & submitted alongwith a DD for 
Rs.1675/- (Rs.1800/- abroad) in favour of Lal Bahadur Shastri 


Institute of Management, payable at New Delhi. 


* GD/PlatDelhi, Hyderabad, Kolkata, Mumbai and Bengaluru. 
* The Institute uses CAT Scores for short-listing the candidates; IIMs 
have no role either in the selection process or in the conduct of the 


programme. 


ttem emer reset 


IMPORTANT DATES 


* Issue of LBSIM Application Form 
starts : 10.09.2010 & Ends 27.11.2010 


* Last date for submission of completed 
LBSIM Application Form: 27.11.2010 


* Dates of Common Admission Test 
(CAT) : 27.10.2010 to 24.11.2010 


—— —— SERA A A — 


хао "Admission Coordinator, Lal Bahadur Shastri Institute of Management 


DWARKA CAMPUS: Plot No.11/7, 
Sector-11, Dwarka, New Delhi-110075. 


Mob.: 09560292297, Ph.: 011-24524745 | Ph.: 011-2619 1081, Fax:91-11-2619 1080 


R К PURAM CAMPUS: Shastri Sadan, Venkateshwara | E-mail: admission@lbsim.ac.in 
¦ Mandir Marg, Sector-Ill, R K Puram, New Delhi-110 022. 


| For further details visit website: 


| www.lbsim.ac.in Director 





Students’ driven Placement Cell 


LBSIM also facilitates education loans 






BEST B-SCHOOLS 


Fy 


APPLICATION DEADLINE: 31st December 2010 
APPLICATION FEE: Rs 1,500 


ICFAI BUSINESS SCHOOL, HYD 
ADDRESS: IBS Hyderabad, Donthanpally, 
Shankarapalli Road, RR District, 
Hyderabad - 501504 

ADMISSIONS PHONE: 040-23385000 
ADMISSIONS E-MAIL: info@ibsat.org 
WEBSITE: www.ibshyderabad.org 
TUITION FEE: Rs 9.5 lakh including 

Rs 80,000 for admission and 

Rs 8,70,000 for tuition 

ROOM & BOARD: Rs 20,000 per semester 
for accommodation 

SIZE OF INCOMING CLASS: 837 

ENTRANCE TEST REQUIRED: IBSAT/GMAT 
APPLICATION DEADLINE: 8th December 2010 
APPLICATION FEE: Rs 1,200 


ICFAI BUSINESS SCHOOL, MUMBAI 
ADDRESS: IBS, Hiranandani Knowledge 
Park, Off Technology Street, Opposite 
Hiranandani Hospital, Powai, 

Mumbai - 400076 

ADMISSIONS PHONE: 022-40434343 
ADMISSIONS E-MAIL: info@ibsat.org 
WEBSITE: www.ibsindia.org 

TUITION FEE: Rs 8.5 lakhs for two 

years including admission & tuition fees 
ROOM & BOARD: NA 

SIZE OF INCOMING CLASS: 291 

ENTRANCE TEST REQUIRED: IBSAT/GMAT 
APPLICATION DEADLINE: 8th December 2010 
APPLICATION FEE: Rs 1,200 


INDIAN INSTITUTE OF FOREIGN 
TRADE (IIFT), DELHI 


ADDRESS: Indian Institute of Foreign 
Trade, B-21, Qutab Institutional Area, 
New Delhi - 110016 

ADMISSIONS PHONE: 011-26857908 
ADMISSIONS E-MAIL: admissions@iift.ac.in 
WEBSITE: www.lift.edu 

TUITION FEE: Rs 4.15 lakh p.a. 

ROOM & BOARD: NA 

SIZE OF INCOMING CLASS: 281 

ENTRANCE TEST REQUIRED: ПЕТ conducts its 
own entrance test 

APPLICATION DEADLINE: 3rd September 2010 
APPLICATION FEE: Rs 1,500 


IIM AHMEDABAD 


ADDRESS: Indian Institute of Management, 


Ahmedabad, IIMA, IIMA Main Campus, 
Vastrapur, Ahmedabad - 380015 
ADMISSIONS PHONE: 079-6632 4633/34 
ADMISSIONS E-MAIL: ishita@iimahd.ernet.in 
WEBSITE: www.iimahd.ernet.in 
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TUITION FEE: Rs. 13,70,000 (excluding food 
charges) for two-year residential PG 
programme (2010-12) 

ROOM & BOARD: Rs 27,000 (hostel and 
electricity charges) per year 

SIZE OF INCOMING CLASS: 380 

ENTRANCE TEST REQUIRED: CAT 

APPLICATION DEADLINE: As per CAT deadline 
APPLICATION FEES: Rs 1,400 for General 
candidates, Rs 700 for SC/ST candidates 
and $100 for overseas candidates 


* 
IIM BANGALORE 
ADDRESS: Indian Institute of Management, 
Bannerghatta Road, Bangalore - 560076 
ADMISSIONS PHONE: 080-26582450 
ADMISSIONS E-MAIL: nasreen.s@iimb.ac.in 
WEBSITE: iimbernet.in 
TUITION FEE: Rs 11 lakh for two-year PG 
programme (as per our B-school survey 
in 2009 
ROOM & BOARD: NA 
SIZE OF INCOMING CLASS: NA 
ENTRANCE TEST REQUIRED: CAT 
APPLICATION DEADLINE: As per CAT deadline 
APPLICATION FEES: NA 


IIM CALCUTTA 


ADDRESS: Indian Institute of Management, 


Calcutta, Joka, Diamond Harbour Road, 
Kolkata - 700104 
ADMISSIONS PHONE: 033-24678300/8304 


ADMISSIONS E-MAIL: pgpadmissions@iimcal. 


ac.in 

WEBSITE: www.iimcal.ac.in 

TUITION FEE: Rs 4,11,000 for PGP-I and 
Rs 4,41,000 for PGP-II 

ROOM & BOARD: Rs 24,000 as hostel fee 
each year of PG programme; Rs 18,000 
for food charges each year 

SIZE OF INCOMING CLASS: 362 (2010-12) 
ENTRANCE TEST REQUIRED: CAT, followed 

by group discussions & personal 
interview for domestic candidates; also 


GMAT for overseas candidates 
APPLICATION DEADLINE: As per CAT deadline 
APPLICATION FEES: NA 


* 
IIM INDORE 
ADDRESS: Indian Institute of Management, 
Indore, Prabandh Shikar, Rau-Pithampur 
Road, Indore - 453 331, Madhya Pradesh 
ADMISSIONS PHONE: 0731-2439660 
ADMISSIONS E-MAIL: pgpadmissionsGiimidr. 
ac.in 
WEBSITE: www.iimidr.ac.in 
TUITION FEE: Rs 10,95,000 for two years 
(for Indians), and $61,950 for two years 
for international students 
ROOM & BOARD: NA 
SIZE OF INCOMING CLASS: NA 
ENTRANCE TEST REQUIRED: CAT/GMAT 
APPLICATION DEADLINE: As per CAT deadline 
APPLICATION FEES: NA 


IIM KOZHIKODE 

ADDRESS: Indian Institute of Management 
Kozhikode, IIMK Campus PO - 673 570, 
Kozhikode, Kerala 

ADMISSIONS PHONE: 0495-2809213 
ADMISSIONS E-MAIL: admissions@iimk.ac.in 
WEBSITE: www.iimk.ac.in 

TUITION FEE: Rs 4,00,000 p.a. (including 
room rent) 

ROOM & BOARD: NA 

SIZE OF INCOMING CLASS: 319 

ENTRANCE TEST REQUIRED: CAT 

APPLICATION DEADLINE: 30th September 
2010 

APPLICATION FEES: Rs 1,400 


IIM LUCKNOW 

ADDRESS: Indian Institute of Management, 
Prabandh Nagar, Off. Sitapur Road, 
Lucknow - 226013 

ADMISSIONS PHONE: 0522-2734009 
ADMISSIONS E-MAIL: admission@iiml.ac.in 
WEBSITE: iiml.ac.in 

TUITION FEE: Rs 4,05,000 for two years 
inclusive of hostel & others rents 

ROOM & BOARD: Rs 84,000 (two years) 
SIZE OF INCOMING CLASS: 389 for PG 
ргодгатте-! (2010-12); 340 for PG 
programme-ll 

ENTRANCE TEST REQUIRED: CAT 

APPLICATION DEADLINE: 30th September 
2010 

APPLICATION FEES: Rs 1,400 for General 
candidates; Rs 700 for SC/ST candidates 


ж 
IIM SHILLONG 
ADDRESS: Rajiv Gandhi Indian Institute 
of Management, Shillong, Mayurbhanj 
Complex, Nongthymai, Shillong - 793014 
ADMISSIONS PHONE: 0364-2308005 
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PGDM 


PROGRAMMES 


(Approved by AICTE, Ministry of HRD, Govt. of India) 


Two-Year Full-time PGDM Programme 


Two-Year Full-time PGDM (International Business) Programme 


Two-Year Full-time PGDM (Insurance Business Management) Programme 


Two-Year Full-time PGDM (Retail Management) Programme 





ELIGIBILITY: A recognized Bachelor's Degree in any discipline with minimum 5096 
marks in aggregate. Candidates appearing in the final exam of Bachelor's degree are 


also eligible to apply. 


SELECTION: Selection to all programmes is through CAT 2010 and for PODM 
(Insurance Business Management) and PGDM (Retail Management) programme is 


also based on MAT (Dec. 2010) 


APPLICATION: Application can be made by any of the following mode: 

1. Applying online on website of the Institute followed by payment of Rs. 1750/- 
through Credit card. 

2. Online application form can be filled using scratch card, which can be purchased 
from BIMTECH Admission office or Channel partner centers or Axis Bank 


branches (list given on www.bimtech.ac.in) on payment of Rs. 1700/-. 


«^ BIMTECH 





Accredited 
by NBA 
for 5 years 


Equivalence 
with MBA 
by AIU 


Alliance with 
B-schools of 
USA, Europe & Asia 


100% Placement 
Assistance in Indian & 
Multinational Companies 


Founded by 
B.K. Birla Group 


Landscaped Green 
Residential 
Wi-Fi Campus 
Associate of 
MDPS | 
Columbia University, USA 
Industry 


Partnershi p from 
India & Abroad 


All India 








Among Private B-School 





The Nielsen 
Business Today Ranking 
Survey, 2009 


All India 


Among Top Private 
B-Schools 


Source 
MBA Univers Ranking of 
B-Schools 2010 










BEST В снос: 


Fe 


ADMISSIONS E-MAIL: director@iimshillong.in 
WEBSITE: www.iimshillong.in 

TUITION FEE: Rs 2,50,000 (excluding 
boarding & lodging charges) 

ROOM & BOARD: NA 

SIZE OF INCOMING CLASS: 60 

ENTRANCE TEST REQUIRED: CAT 

APPLICATION DEADLINE: 30th September 
2010 

APPLICATION FEES: Rs 1,400 for General and 
Rs 700 for SC/ST candidates 


* 
IIPM MUMBAI 
ADDRESS: Indian Institute of Planning & 
Management, IIPM Tower, 32, S.V. Road, 
Bandra (W), Mumbai - 400050 
ADMISSIONS PHONE: 022-56987878 
ADMISSIONS E-MAIL: infomumbai@iipm.edu 
WEBSITE: www.iipm.edu 
TUITION FEE: NA 
ROOM & BOARD: NA 
SIZE OF INCOMING CLASS: NA 
ENTRANCE TEST REQUIRED: e-PAT 
APPLICATION DEADLINE: NA 
APPLICATION FEES: NA 


* 
IIPM NEW DELHI 
ADDRESS: India Institute of Planning & 
Management, IIPM Corporate Office, 
D-4, Level-4, Rectangle-1, Behind Select 
City Walk, Saket, New Delhi - 110017 
ADMISSIONS PHONE: NÀ 
ADMISSIONS E-MAIL: admissions@iipm.edu 
WEBSITE: www.iipm.edu 
TUITION FEE: NA 
ROOM & BOARD: NA 
SIZE OF INCOMING CLASS: NA 
ENTRANCE TEST REQUIRED: e-PAT 
APPLICATION DEADLINE: NA 
APPLICATION FEES: NA 


ISB HYDERABAD 

ADDRESS: Indian School of Business, 
Gachibowli, Hyderabad 

ADMISSIONS PHONE: 040-23187474 
ADMISSIONS E-MAIL: pgpadmissions@isb.edu 
WEBSITE: www.isb.edu/pgp 

TUITION FEE: Rs 19,50,000 

ROOM & BOARD: Rs 2,00,000 

SIZE OF INCOMING CLASS: 560 

ENTRANCE TEST REQUIRED: GMAT 

APPLICATION DEADLINE: 30th November 
2010 (for Indian passport holders), 15th 
January 2011 (for international passport 
holders) 

APPLICATION FEES: Rs 3,000 


* 
IMT GHAZIABAD 
ADDRESS: Institute of Management Tech- 
nology, Raj Nagar, PB No. 137, Ghaziabad 
ADMISSIONS PHONE: NA 
ADMISSIONS E-MAIL: admissions@imt.edu 


WEBSITE: www.imt.edu 

TUITION FEE: Rs 11,05,000 

ROOM & BOARD: NA 

SIZE OF INCOMING CLASS: NA 

ENTRANCE TEST REQUIRED: CAT 
APPLICATION DEADLINE: 30th September 
2010 

APPLICATION FEES: Rs 1,600 


IMI NEW DELHI 

ADDRESS: International Management 
Institute, B-10, Qutab Institutional Area, 
Tara Crescent, New Delhi - 110016 
ADMISSIONS PHONE: 011-47194176 
ADMISSIONS E-MAIL: admissions@imi.edu, 
ratnaashokan@imi.edu 

WEBSITE: www.imi.edu 

TUITION FEE: Rs 8,91,000 for two years 
ROOM & BOARD: NA 

SIZE OF INCOMING CLASS: 120 (PGDM) and 
60 (PGDM-HR) 

ENTRANCE TEST REQUIRED: CAT 





APPLICATION DEADLINE: NA 
APPLICATION FEES: Rs 1,500 for one pro- 
gramme, Rs 2,000 for both programmes 


J 


JBIMS MUMBAI 

ADDRESS: Jamnalal Bajaj Institute of 
Management Studies, H.T. Parekh Marg, 
Backbay Reclamation, Churchgate, 
Mumbai - 400020 

ADMISSIONS PHONE: 022-22024133 
ADMISSIONS E-MAIL: web@jbims.edu 
WEBSITE: www.jbims.edu 

TUITION FEE: Rs 1,00,000 

ROOM & BOARD: NA 

SIZE OF INCOMING CLASS: 120 

ENTRANCE TEST REQUIRED: CET, CAT 
APPLICATION DEADLINE: NA 

APPLICATION FEE: Rs 1,150 


KJ SOMAIYA INSTITUTE OF 
MANAGEMENT STUDIES & 


RESEARCH* 

ADDRESS: K.J. Somaiya Institute of Man- 
agement Studies & Research, Vidyana- 
gar, Vidyavihar (E), Mumbai - 400077 
ADMISSIONS PHONE: 022-67283000 
ADMISSIONS E-MAIL: registrar@simsr. 
somaiya.edu 

WEBSITE: http://simsr.somaiya.edu 
TUITION FEE: Rs 1,75,000 p.a. 

ROOM & BOARD: Rs 113,000 p.a. 

SIZE OF INCOMING CLASS: 120 

ENTRANCE TEST REQUIRED: CAT 

APPLICATION DEADLINE: NA 

APPLICATION FEES: NA 


L 


LAL BAHADUR SHASTRI 


* 
INSTITUTE OF MANAGEMENT 
ADDRESS: Lal Bahadur Shastri Institute 
of Management, Shastri Sadan, Sri 
Venkateshwara Mandir Marg, Sector-lll, 
RK Puram, New Delhi - 110022 
ADMISSIONS PHONE: 011-26191081 
ADMISSIONS E-MAIL: info@lbsim.ac.in 
WEBSITE: www.Ibsim.ac.in 
TUITION FEE: Rs 4,94,000 (for full course) 
ROOM & BOARD: NA 
SIZE OF INCOMING CLASS: 120 (General), 60 
(Finance) 
ENTRANCE TEST REQUIRED: CAT 
APPLICATION DEADLINE: NA 
APPLICATION FEE: Rs 1,675 


LOYOLA INSTITUTE OF BUSINESS 


ADMINISTRATION, CHENNAI 
ADDRESS: Loyola Institute of Business 
Administration (LIBA), Loyola College, 
Nungambakkam, Chennai - 600 034 
ADMISSIONS PHONE: 044-28177116/ 
9444028418 

ADMISSIONS E-MAIL: admissionsGliba.edu 
WEBSITE: www.liba.edu 

TUITION FEE: Rs 2.47 lakh p.a. 

ROOM & BOARD: Rs 50,250 p.a. 

SIZE OF INCOMING CLASS: 120 

ENTRANCE TEST REQUIRED: XAT 

APPLICATION DEADLINE: 29th January 2011 
APPLICATION FEE: Rs 1,000 


M 
MDI GURGAON" 


ADDRESS: Management Development In- 
stitute, Mehrauli Road, Gurgaon-122007 


IMIS 


G HAZIA BA b, 
NAAC ACCREDITED 
An ISO 9001:2008 Certified Institution 


EVERY Courses Offered 


Post Graduate Diploma in Management (PGDM) 


| @ C | 9 à n n Two Year Full Time Program (Fully Residential) 


Post Graduate Diploma in Management-Information 
UO mad Ke... Technology (PGDM-IT) 
Two Year Full Time Program (Fully Residential) 
Post Graduate Diploma in Management- 
20 Years of Excellence in Marketing Management(PGDM-MM) 
Management, Information туо Year Full Time Program (Fully Residential) 
Technology and Travel & Tourism post Graduate Diploma in Management-Tourism 
Management(PGDM-TM) 
.- F ! Two Year Full Time Program (Fully Residential) 
[A tradition of education that's future strong Post Graduate Diploma in Management (PGDM-P/T) 
Ranked 2" іп U.P., 9" in North India & 19" in top B-Schools of Excellence in All ^ Three Year Part Time Program 
India as per CSR-GHRDC Survey (Nov. 2009 issue), and 42" in Best — All above programmes are Approved by AICTE. 
of India as per Hindustan Times Survey (1" Sep. 2010). 








2 Eligibility 
An applicant should have a minimum of three year Bachelor's degree with 50% marks or equivalent in any discipline recognized by 
the Association of Indian University/ AICTE. Candidates appearing for the final examination for the Bachelor's degree (or equivalent 
examination) can also apply subject to furnishing evidence to that effect latest by 30" October 2011. 


I Admission Procedure 
* IMS uses CAT/MAT/ATMA/GMAT for short listing candidates for all the above programmes. 
e IIMs have no role either in the selection process or in the conduct of the programme. Interview centers 
* Apply to IMS by filling in a separate application form for each programme. 
* Foreign/NRI applicants can apply by submitting valid GMAT scores. NRI applicants residing 





/ 
/ 


in India will have to appear in CAT/MAT/ATMA. Delhi, Raipur, Kolkata, 
* Final Selection will be based on the performance in CAT/MAT/ATMA/GMAT, group discussion/ Chandigarh, Banglore, 
simulation exercises, personal interview and some other parameters. Guwahati, Indore, Patna, 
а IMS Prospectus and Application Form Available At: Ranchi, Ahmedabad, Pune 
• IMS Ghaziabad, C-238, Bulandshahr Road Lal Quan G T Road Ghaziabad- 201009 (О.Р) and Jaipur. 
(Ph.: 0120-4170600, 2866035-39) The Institute reserves the 


* Application Form and Information Brochure are also available at the branches of Oriental Bank of Commerce. right to cancel any interview 
For the address of branches, please visit our website at url: http://www .ims-ghaziabad.ac.in/admission/obc.html centre. 

• Application forms can either be downloaded from IMS Website (www.ims-ghazabad.ac.in) or can be filled up 
and submitted online. 


2 Application Fee 

The application form along with prospectus can be obtained from the counter of IMS, Ghaziabad by paying an 
amount of Rs. 1,100/- in cash, as evaluation & processing charge. The candidate who desires to get the same 
by post should send a DD of Rs. 1,150/- in favour of IMS Ghaziabad payable at Delhi. It can also be downloaded 
from the website and sent along with a DD of Rs. 1,100/-. Prospectus once sold will not be taken back. 





° * Global teaching: . Free study tour abroad» Amazing gloabal exposure * Wi-Fi environment i in | campus . 25. acres s lush green hi- tech - 3 
ik: : 9 campus e Free laptops are provided to all students + 24-hour net surfing facility for the students « Facility of Bank/ATM in the campus : 
• 100% mediclaim coverage for resident students « Seprate hostel for boys & girls to accommodate 2000+ Students : 


100% placement track record (India and Abroad) 


For admission and further details. contact: Admission Cell 


INSTITUTE ОЕ MANAGEMENT STUDIES 


C-238, Bulandshahr Road, Lal Quan, Ghaziabad (U.P.) 
Ph.:0120-4170600, 2866035-39, Fax: 0120-2866034 
E-mail: director(@ims-ghaziabad.ac.in, Website: www.ims-ghaziabad.ac.in 









BESTÎ PF SCHOOLS 
E. 


ADMISSIONS PHONE: 0124-45600000 
ADMISSIONS E-MAIL: admissions mdi.ac.in 
WEBSITE: WWW.Mdi.ac.in 

TUITION FEE: Rs 5,33,000 for first year & 
Rs 5,62,000 for second year 

ROOM & BOARD: NA 

SIZE OF INCOMING CLASS: NA 

ENTRANCE TEST REQUIRED: CAT/GMAT 


APPLICATION DEADLINE: NA 
APPLICATION FEES: NA 


MANAGEMENT GROUP, 
BITS PILANI* 


ADDRESS: Management Group, 

Faculty Division - |, Birla Institute of 
Technology & Services, Vidya Vihar, 
Pilani - 333031 

ADMISSIONS PHONE: 01596-245073 
ADMISSIONS E-MAIL: anilkbhat@bits-pilani. 
ac.in 

WEBSITE: http://discovery.bits-pliani.ac.in 
TUITION FEE: NA 

ROOM & BOARD: NA 

SIZE OF INCOMING CLASS: NA 

ENTRANCE TEST REQUIRED: Engineering 
graduates from BITS Pilani or other 
institutes 

APPLICATION DEADLINE: NA 

APPLICATION FEES: NA 


MUDRA INSTITUTE OF 
COMMUNICATIONS AND 


* 
ADVERTISING, AHMEDABAD 
ADDRESS: MICA, Shela, Ahmedabad, 
Gujarat - 58 
ADMISSIONS PHONE: 02717-237946 
ADMISSIONS E-MAIL: admissions@micamail.in 
WEBSITE: Www.mica-india.net 
TUITION FEE: NA 
ROOM & BOARD: NA 
SIZE OF INCOMING CLASS: NA 
ENTRANCE TEST REQUIRED: MICAT 
APPLICATION DEADLINE: 24th January 2011 
APPLICATION FEE: Rs 1,750 


NARSEE MONJEE INSTITUTE OF 


MANAGEMENT STUDIES* 

ADDRESS: SVKM's Narsee Monjee Institute 
of Management Studies, V.L. Mehta 
Road, Vile Parle (W), Mumbai - 400056 
ADMISSIONS PHONE: 022-42355555 
ADMISSIONS E-MAIL: varsha.parab@nmims.edu 
WEBSITE: www.nmims.edu 

TUITION FEE: NA 

ROOM & BOARD: NA 

SIZE OF INCOMING CLASS: 300 (MBA - Core) 
ENTRANCE TEST REQUIRED: NMAT 

APPLICATION DEADLINE: 31st October 2010 
APPLICATION FEE: NA 
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э. 
NITIE, MUMBAI 
ADDRESS: National Institute of Industrial 
Engineering, Vihar Lake, Mumbai - 87, 
ADMISSIONS PHONE: 022-28575590 
ADMISSIONS E-MAIL: admissions@nitie.edu 
WEBSITE: wWww.nitie.edu 
TUITION FEE: Rs 75,000 p.a. for PGDIT 
ROOM & BOARD: Rs 18,000 p.a. for PGDIT 
SIZE OF INCOMING CLASS: 127 seats avail- 
able for PGDIE (their flagship course) 
ENTRANCE TEST REQUIRED: GATE for PGDIE, 
CAT for PGDIM 
APPLICATION DEADLINE: 10th December 2010 
APPLICATION FEES: Rs 1.000 for General and 
Rs 500 for SC/ST/PD candidates 


NIRMA INSTITUTE OF 
MANAGEMENT, AHMEDABAD 


ADDRESS: Institute of Management, Nirma 
University, Sarkhej Gandhinagar High- 
way, P.0. Chhaordi, Ahmedabad - 382481 
ADMISSIONS PHONE: 02717-241900--04 
ADMISSIONS E-MAIL: admissions@imnu.ac.in 
WEBSITE: www.imnu.ac.in 

TUITION FEE: Rs 2,80,000 

ROOM & BOARD: NA 

SIZE OF INCOMING CLASS: 180 

ENTRANCE TEST REQUIRED: CAT 

APPLICATION DEADLINE: 30th November 2010 
APPLICATION FEE: Rs 1,500 


P 


PRIN L.N. WELINGKAR INSTITUTE 


OF MANAGEMENT, MUMBAI 
ADDRESS: Prin. LN Welingkar Institute of 
Management Development & Research, 
L. Napoo Road, Matunga, C. Railway, 
Mumbai 

ADMISSIONS PHONE: NA 

ADMISSIONS E-MAIL: admissions welingkar. 
org 

WEBSITE: www.welingkar.org 

TUITION FEE: Rs 2,50,000 

ROOM & BOARD: Is not mandatory, 

Rs 1,00,000 for AC room and Rs 88,000 
for non-AC room per year 

SIZE OF INCOMING CLASS: 420 





ENTRANCE TEST REQUIRED: CAT/XAT/ATMA/ 
MH CET 

APPLICATION DEADLINE: February/March of 
the academic year applied for 
APPLICATION FEE: Rs 1,400 


SP JAIN INSTITUTE OF 


MANAGEMENT AND RESEARCH 
ADDRESS: SP Jain Institute of Manage- 
ment & Research, Munshi Road, Dadab- 
hai Road, Andheri (W), Mumbai - 400058 
ADMISSIONS PHONE: NA 

ADMISSIONS E-MAIL: admissions2011@ 
spjimrGac.in 

WEBSITE: www.spjimr.org 

TUITION FEE: Rs 8,10,000 for the entire 
programme 

ROOM & BOARD: Rs 80,000 for the entire 
programme 

SIZE OF INCOMING CLASS: 180 

ENTRANCE TEST REQUIRED: CAT/XAT or GMAT 
APPLICATION DEADLINE: 30th November 2010 
APPLICATION FEE: Rs 1,200 


SHAILESH J MEHTA SCHOOL OF 


MANAGEMENT, IIT BOMBAY* 
ADDRESS: Shailesh J Mehta School of 
Management, IIT, Mumbai, Powai, 
Mumbai - 76 

ADMISSIONS PHONE: 022-25722872 
ADMISSIONS E-MAIL: admissions som.iitb. 
ac.in 

WEBSITE: www.som.iitb.ac.in 

TUITION FEE: Rs 8,86, 902 for four semes- 
ters (General) and Rs 4,86,902 for SC/ 
ST candidates 

ROOM & BOARD: NA 

SIZE OF INCOMING CLASS: NA 

ENTRANCE TEST REQUIRED: JMET (Conducted 
by 1175 and IISc, Bangalore) 

APPLICATION DEADLINE: NA 

APPLICATION FEES: Rs 750 for General/OBC 
& Rs 350 for SC/ST/PD candidates 


SIES COLLEGE OF MANAGEMENT 


STUDIES, NAVI MUMBAI 

ADDRESS: SIESCOMS, Plot 1-E, Sector 5, 
Nerul, Navi Mumbai - 400706 
ADMISSIONS PHONE: 022-27708376, 
21108385 Ext. 222 

ADMISSIONS E-MAIL: Siescom@siescom.edu 
WEBSITE: WWW.Siescoms.edu 

TUITION FEE: Rs 1,48,500 p.a. (MMS); 

Rs 99,000 p.a. (MCA); Rs 90,000 p.a. 
(PGDM); Rs 75,000 p.a. (PGDM-Pharma 
& Biotech) 

ROOM & BOARD: NA 

SIZE OF INCOMING CLASS: 271 

ENTRANCE TEST REQUIRED: MMS-Maharashtra 
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x Education meets global standards. x Accreditation by NAAC (UGC, Govt. of India) 
x Adegree recognised globally. « Students Exchange Programme in International 
universities. x Hi-tech Wi-fi campus x A clean environment to study well and —— ы = 
enhance your image x Infrastructure confirms to international standards. | 
x Smart class rooms with advanced technological facilities. 
x International Hostel facilities beyond comparisons, 
for boys and girls 








BEST В снос! 


СЕТ, PGDM-MAT 
APPLICATION DEADLINE: 30th June (MMS); 
15th February 2011 (PGDM) 


APPLICATION FEES: Rs 1,200 (MMS); 
Rs 1,400 (PGDM) 


SYMBIOSIS CENTRE FOR MAN- 
AGEMENT & HUMAN RESOURCES 
DEVELOPMENT* 


ADDRESS: Symbiosis Centre for Manage- 
ment and Human Resources Develop- 
ment, Infotech Campus, Plot No. 15, Rajiv 
Gandhi Infotech Park, MIDC, Hinjewadi, 
Pune - 411057 

ADMISSIONS PHONE: 020-22934304 
ADMISSIONS E-MAIL: director&scmhrd.edu 
WEBSITE: www.scmhrd.edu 

TUITION FEE: Rs 2,85,000 

ROOM & BOARD: NA 

SIZE OF INCOMING CLASS: 180 

ENTRANCE TEST REQUIRED: SNAP-Symbiosis 
National Aptitude Test, Group Discussion 
and Personal Interview 

APPLICATION DEADLINE: NA 

APPLICATION FEES: NA 


SYMBIOSIS INSTITUTE OF BUSI- 


NESS MANAGEMENT, PUNE 
ADDRESS: Symbiosis Institute of Business 
Management, Pune, Symbiosis Knowl- 
edge Village, Gram: Lavale via Sus Road, 
Tal: Mulshi, District: Pune - 411042 
ADMISSIONS PHONE: 020-39116000/ 
39116007/39116008 

ADMISSIONS E-MAIL: admissions 'sibm.edu, 
admissions sibm.net 

WEBSITE: www.sibm.edu 

TUITION FEE: Rs 3,75,000 p.a. 

ROOM & BOARD: Rs 1,15,000 p.a. 

SIZE OF INCOMING CLASS: 209 

ENTRANCE TEST REQUIRED: SNAP - Symbiosis 
National Aptitude Test, Group Discussion 
and Personal Interview 

APPLICATION DEADLINE: 26th November 
2010, Institute Registration: 18th Decem- 
ber 2010 

APPLICATION FEES: Rs 1,550; 

Institute application fees: Rs 1,000 


T 
TA PAI MANAGEMENT INSTITUTE 


ADDRESS: TA Pai Management Institute, 
Manipal, Udupi District, 

Karnataka - 576104 

ADMISSIONS PHONE : 0820-2701008/ 
2511359, Mobile No.: 097434 89093 
ADMISSIONS E-MAIL: admissionsGtapmi. 
edu.in; sudeep.s@tapmi.edu.in 
WEBSITE: www.tapmi.edu.in 

TUITION FEE: Rs 8,25,000 (two years) 


158 BUSINESS TODAY October 3 2010 








oy 


паты == — = 


ROOM & BOARD: МА 

SIZE OF INCOMING CLASS: 180 for PGDM, 60 
for PGDM-Healthcare (New) 

ENTRANCE TEST REQUIRED: CAT & GMAT 
APPLICATION DEADLINE: 10th December 2009 
& 10th December 2010 (proposed) 
APPLICATION FEE: Rs 1,300 


TISS, MUMBAI" 

ADDRESS: Tata Institute of Social Sci- 
ences, Deonar, Mumbai 

ADMISSION PHONE: NA 

ADMISSIONS E-MAIL: ndabir@tiss.edu 
WEBSITE: www.tiss.edu 

TUITION FEE: Rs 1,12,334 

ROOM & BOARD: NA 

SIZE OF INCOMING CLASS: NA 

ENTRANCE TEST REQUIRED: All India entrance 
test in mid-December 

APPLICATION DEADLINE: NA 

APPLICATION FEES: NA 


THE INSTITUTE FOR FINANCIAL, 
MANAGEMENT AND RESEARCH 
ADDRESS: Institute of Financial Manage- 
ment & Research, 24 Kothari Road, 
Nungambakkam, Chennai - 600034 
ADMISSIONS PHONE: 044-28303400 
ADMISSIONS E-MAIL: pgdm@ifmr.ac.in 
WEBSITE: www.ifmr.ac.in 

TUITION FEE: NA 

ROOM & BOARD: NA 

SIZE OF INCOMING CLASS: NA 

ENTRANCE TEST REQUIRED: CAT/XAT/GMAT 
APPLICATION DEADLINE: 25th February 2010 
APPLICATION FEE: Rs 1,200 


UNIVERSITY BUSINESS SCHOOL, 
CHANDIGARH* 


ADDRESS: University Business School, 
Arts Block II, Punjab University, Sector 


14, Chandigarh - 160014 

ADMISSIONS PHONE: 0172-2534701 
ADMISSIONS E-MAIL: arubs@pu.ac.in 
WEBSITE: www.ubs.puchd.ac.in 
TUITION FEE: NA 

ROOM & BOARD: NA 

SIZE OF INCOMING CLASS: NA 

ENTRANCE TEST REQUIRED: CAT 
APPLICATION DEADLINE: November 26, 2009 
APPLICATION FEES: Rs 1,600 for General 
and Rs 800 for SC/ST candidates 


X 
XIM, BHUBANESWAR 


ADDRESS: Xavier Institute of Management, 
Xavier Square, Bhubaneswar - 751 013 
ADMISSIONS PHONE: 0674-3983806/ 
3012345 

ADMISSIONS E-MAIL: amisn@ximb.ac.in 
WEBSITE: www.ximb.ac.in 

TUITION FEE: Rs 3,23,750 

ROOM & BOARD: Rs 39,600 p.a. 

SIZE OF INCOMING CLASS: 180 (PGDM) 
ENTRANCE TEST REQUIRED: XAT 

APPLICATION DEADLINE: 31st December 2010 
APPLICATION FEE: Rs 1,000 


* 
XLRI, JAMSHEDPUR 
ADDRESS: Xavier Labour Research Insti- 
tute, C.H. Area (E), Jamshedpur - 831001 
ADMISSIONS PHONE: 0657-3983203 
ADMISSIONS E-MAIL: admin@xtri.ac.in 
WEBSITE: wWww.Xlri.edu 
TUITION FEE: NA 
ROOM & BOARD: NA 
SIZE OF INCOMING CLASS: NA 
ENTRANCE TEST REQUIRED: XAT 
APPLICATION DEADLINE: 31st December 2010 
APPLICATION FEE: Rs 900 


* 
XISS, RANCHI 
ADDRESS: Xavier Institute of Social 
Service, Dr. Camil Bulcke Path, PO Box 7, 
Ranchi - 834001 
ADMISSIONS PHONE: 0651-2200873 
ADMISSIONS E-MAIL: XiSS@xiss.ac.in 
WEBSITE: WWW.xisS.ac.in 
TUITION FEE: Rs 38,800 for General and Rs 
33,300 for SC/ST candidates 
ROOM & BOARD: NA 
SIZE OF INCOMING CLASS: NA 
ENTRANCE TEST REQUIRED: XAT 
APPLICATION DEADLINE: NA 
APPLICATION FEE: NA 


*Data from B-School website 
-Compiled by Vijaylakshmi Vardhan 
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Easy business set ur 
First free ndi istrial.z onê | in Caucasus, 
— cation b side d 1e Poti Sea Port 


RAKIA Georgia FIZ LLC (Poti Head Office) RAKIA Georgia FIZ LLC (india Representative) 
47 Aemashenebeli Str, 4400 Poti, Georgia E-mail: pka rakhiageorgia-freezone.com 
Tel: (995 191) 25 25 LT: Mob: +91 9840 787 982 
Fax: (995 393) 25 251/9 

E-mail: infoa rakiageorgia-freezone.com 
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LUXURY-WEBSITES 


ffordable 
Luxury 









Members-only fashion websites are doing brisk busine 





deep discounts on high-end products. BY ANUMEHA CHATURVEDI 


hen not clinching deals for 
the Who's Who of corpo- 
rate India, Shruti Rajan, a 
corporate lawyer at one of 
India's biggest law firms, likes to de- 





Chic appeal: Ashok 
Malik (sitting, right), 
Head, Brand 
Consulting, the 
privatesales, with 
his team 


stress with highheelconfidential.com, 
a blog chock-a-block with front row 
gossip and Bollywood celeb styles. It 
was here, earlier this year, that Rajan 
spotted advertisements of members- 


only, online sales clubs, brandmile 
and fashionandyou, and got invited 
by them. From everyday brands like 
Esprit and Levi's to designer fra- 
grances and handbags from Chanel 
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. REASONS 


. (TO SAVE 


OPEN A SAVINGS BANK AGCOUNT 
AND GET THE SBH ADVANTAGE. 


• FREE EMAIL ACCOUNT STATEMENT 
• FREE SMS ALERTS 
• FREE INTERNET BANKING 
• FREE DEBIT/ATM CARD 
• FREE MOBILE BANKING 
and many more! 
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ÁA че 
mA 
è 


For details sms FEEDBACK to 9000 222 444 


O SBH 


State Bank of Hyderabad 


www.sbhyd.com Gall: 1800 425 4055 


Modern 
Innovative 
Dependable 








Earn more with 
interest on daily 


balances 


SHEKHAR GHOSH 


LUXURY-WEBSITES 


and Moschino, these websites prom- 
ised spectacular merchandise at 
throwaway prices. She was both 
amazed and hooked. 

Rajan now shops at least twice a 
week on fashionandyou, and consid- 
ers the website a boon given her 
hectic schedule, as most of the 
brands are just a click away. "As a 
lawyer, I have long hours, and shop- 
ping through this website is like re- 
































A 


warding yourself after tough hours 
at work,” she says. 

Launched in January 2010, the 
website claims to have a staggering 
four lakh members, with sales orders 
touching Rs 20 lakh a day. Data 
compiled by comScore Inc., a 
Nasdaq-listed marketing research 
company, shows fashionandyou is 
India's leading luxury, fashion, 
beauty and style site — it attracted 
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528,000 unique visitors in May 
alone. Other such websites are 
catching up, too. While 99labels 
claims its sales orders have been 
growing at over 100 per cent 
month-on-month, three-month-old 
theprivatesales expects to break even 
by December this year. 

Offering both high fashion and 
luxury brands at discounts ranging 
from 30 to 80 per cent, websites like 


fashion- 
andyou, thepri- 
vatesales, 
brandmile and 
99]abels are 
changing the 


face of online 
shopping in India. "The market dy- 
namics are changing, and the 
Internet is now a great medium to 
promote high-end brands in tier II 
cities," says Jeslin Panakal, Group 


Head, Marketing, The Rose Group. 
which has partnered with fashion- 
andyou and 99labels to promote the 
high-fashion watch brand Antonio 
Bernini. 

Panakal says people who have 
bought high-end luxury brands ear- 
lier know what they are all about, and 
so the touch and feel aspect can be 
neglected. And the other advantage is 
that such people can shop for their 
favourite high-end products 
from the convenience of 
their homes, he adds. 

Shoppers are invited to 
these clubs by the existing 
members or by the web- 
sites themselves, which sell 
everything from fra- 
grances, apparel and ac- 
cessories to home furnish- 
ings. You can get a Rs 
18,000 DKNY watch for Rs 
4,000, Paul Smith shoes 
for Rs 5,000 and a Calvin 
Klein suit for Rs 15,000! 

What explains such 
steep discounts? These web- 
sites are modelled on the 
French online sales club 
vente-privee.com that offers 
off-season stock of designer 
brands at discounted rates. 
Launched in 2001, vente- 
privee has been a big hit and 
a win-win proposition for all 
— for consumers who got 

steep discounts on luxury 
brands, for suppliers look- 
ing to liquidate excess 
stock, and for the website 
that sells the excess stock 

and keeps its margins 

even after discounts. 

"Every brand — be it 

premium, high street or luxury — is 
sitting on excess stock and has very 
few avenues to liquidate that stock," 
says Ishita Swarup, co-founder of 
99labels.com. 

Adds Abhay Gupta, Executive 
Director of Blues Clothing Company, 








There's more in store customers to begin printing 
from HP LaserJet's this іп as little as two minutes? 
season! by simply conneding a 
The world's №. рппіег deski sd 
op PC to the printer 

brand for business, HP with a USB cable - no CD 
market lead f for r required. HP Smart Install 
— orbs eliminates the need for CD 

и а hed tech drivers and also provides an 
: nd ance it intuitive interface for users to 
delivers HP's latest inou connect printers fo FCs via 
al load fd Pa USB cable. Just plug in 
| NS ХОФ the USB cable to the printer, 
industry-first innovations as обманет егне ане 
ue дате nd installation will begin 
other imaging and printing automatically 
company can Mw — нер 

ri mart Insta 
rwr day PA include ће HP LaserJet Pro 
m ea jg 1136/MI213nf Multifunction 
"wow, бна Printer (MFP) and the HP 
J laserjet Pro 1566/P l606dn 

versus sleep mode. idor anion 
Auto-On technology 
intelligently senses activity НР”ѕ most affordable 
such as when a print job line-up of LaserJet 
is sent to the printer and M ction ters 
awakens the device that can 
automatically from ‘off contin a, А less 


mode. This complements HP 


than 60 days?. Based 


Auto-Off technology, which оп qualitative research 
automatically adjusts he conducted in developed 
power settings and tums ^ and developing economies 
the printer off when there on SMB printing behaviour 
is no print activity. With this and device usage, HP has 
innovative technology, calculated that replacing 
SMBs can configure their ^ their current printing, 
device to automatically tum scanning and copying 

off either when it senses devices with an HP Laser 
there is no activity after Multifunction printer can 

a set interval, or at a help SMBs recover the cost 


did lime each oftheir — - 

p save energy, enerate paybac eir 
using less than one watt —— in as little as 60 
of power consumption in days. The savings are 


Auto-Off mode. derived in 5 key segments 
HP Auto On/Auto ОЁ viz. electricity, maintenance, 
technology can be found consumables, real estate 
in HP sera Pro and leasing costs. 
M1136/M1213n ina 4-in- 
Multifunction Printer (MFP) yv оао 
and ће НР LaserJet Pro AiO) and НР CM1312nfi 
P1566/P 1606dn Printer (Colour Laser AiO) were 
series. selected for benchmarking 
HP 37 Technol data in this study. 

is available on HP Colour 

LaserJet CP5225 series, або MM riti 
HP's most affordable A3 Tachnoloay uses 

are d —— fuser 

and print’ 

technology-Smart 

Install 

HP Smart 


technology to produce the 
first page faster when a 
rinter is coming out of 
bw Save so the 
print job is done sooner. It 
uses 50% less energy than 
traditional fusing while 
offering up to 50% faster 
first page out speed. 
Average office print jobs of 
3-5 pages can be finished 
on HP Laserjels before 
many printers have even 
started printing. With 
Instant-on Technology, HP 
printers are always ready 
lo print, even in power save 
mode. You'll also save 
money by — energy 
lo warm up, without 
compromising the 
and quality ol your print 
jobs. 


Instant-on technology is 
available across the entire 
range of HP LaserJet 
printers. 


White LaserJet Colour 
can make business 
documents look more 
professional and improve 
readership by up to 40%. 
No wonder all around us 
newspapers to mobile 
phone bills printed 
communication is goi 
colour. Now оп" 
to deny your business ће 
power of colour, even if 
most everyday documents 
are Black & White. With 
the new generation of HP 
Colour LaserJets you can 
print Black & White pages 
at the same cost as a 
comparable Black & White 
LaserJet while having the 
option of professional 


looking laser colour on 
demand. Mono CPP parity 
is available on the new 


generation of HP 
























ColorlaserJets with MRP 
starting from Rs 19,899. 
wer = monitor and 
control color usage in your 
office using HP's 
complimenting solutions like 
Colour Access Control and 
Web Jet admin. According 
to a Gartner study 
“organisations spend 
between 1% and 3% of 
their revenue on print" 
cutting down a significant 
chunk of those costs by 
managing your print 
ended better. Using 
Ihe new range of HP 
LaserJets can translate into 
thousands of rupees in 
savings even for small to 
medium businesses besides 
maximising offi 

productivity. When it comes 
to business printin 

Demand More with an 

HP LaserJet! 


More Exciting Offers 
for customers 
from HP! 





HP LaserJet 101 Gifts 

Everyday offer 

Now you can take home 

attractive prizes when you 

—— and register your 
P Laserjet printer. All you 

have to do i se any 


27th July and 31st October, 
2010 and register your 
product to get a chance to 
win 101 gifts EVERY DAY 
including a car, 
motorcycles, LCDs elc. 
HP LaserJet P1007 3 
year warranty offer 
Enjoy 1 year standard + 2 


years warranty 
carry-in to service centre on 


HP LaserJet P1007. This offer 


is valid for customers 
rchasing between 19th 
uly and 
on product registration. 
You can avail any of the 
above offers via 3 easy 
ways. Register 
your 










st October, 2010 





ADVERTISEMEN 


Demand More with HP LaserJets. 


purchase online at 
www.hp.com/in/laserjet or 
SMS <LASER> <10 digit 
rinter serial number> (e.g. 
[ASER VNC3F01874) 
to 56070 or e-mail your 
пне n number 
a igit printer 
serial ide lo 
HPlaserjets.inGedenred.com 
T&C apply. For more 
details visit 
www.hp.com/in/laserjet 
Disclaimer: 


‘For desktop HP Laserjet printers, 
HP's Auto-On/Auto-Off feature 
will help imaging and printing 
use 3 times less energy than in 
a device's normal sleep mode, 
automatically powering down 
printers after a period of activity 
and putting them into a mode 
that uses less than one watt of 
power. HP will reconfigure 
printers to power down 
automatically after a set amount 
of time, ranging from one to 

30 minutes, 


off times for the printer. This 
proprietary technology works in 
concert with HP's Instant-On 
Technology, which enables 
customers to produce the first 
page faster when a printer is 
coming out of sleep mode 
based on comparison to the 
HP LaserJet P1005 Printer. 


*Actual time depends on 
computer hardware and OS 


environment. 


The calculations are based on 
comparison between retail price 
of HP Laserjet 1213 NF AiO and 
dollarized monthly median 
savings of consolidating single 
function or competitive AiO 
printing, copying, faxing and 


scanning devices into HP Laserjet 


1213 NF AiO Loser printers, 

as reported by Asialnsights study 
commissioned by HP in 2009 of 
40 small medium businesses of 


various ownership and profiles in 


Singapore and Shanghai. Select 
HP Laserjet MFPs can pay for 
themselves in as little as 17 days 


or 60 days depending on mature 


or emerging markets, 
The 60 day payback for India is 
derived from average costs 
prevalent in India for 
electricity, maintenance, 


real estate. 


leasing paper and 
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LUXURY-WEBSITES 


a retailer of international premium 
and luxury brands: "These websites 
establish a market for us in the smaller 
cities, help track buying behaviour 
patterns and create awareness for our 
brands where we don't have a reach." 
Blues Clothing has sold shirts and 
shoes from Italian brands Cadini and 
Cerruti on 99labels. 

These websites adopt a sell-and- 
procure model. Typically, the procur- 
ing and sourcing team from a web- 
site approaches brands and distribu- 
tors to discuss the inventory and 



























MONEY SHARMA 


work out the margins and the con- 
tract. The contracts range from six 
months to a year, and the brand 
promises to reserve a certain 
amount of inventory for the website. 
Once the website starts getting or- 
ders, payments are made to the 
brands or the distributors and the 
blocked inventory is shipped to the 
website's warehouses. Goods reach 
the consumers between seven and 
20 days of placing an order. 

A website's margins depend on 
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the discounts. “Apparel, a category 
that attracts higher discounts, gives 
us margins of 20-25 per cent, while 
in the case of watches and precious 
jewellery, the discounts are lower and 
so are the margins — 10-15 per 
cent,"says Swarup. 

Access to suppliers and retailers 
across the globe allow these websites 
to introduce international designers 
and lesser known foreign brands to 
shoppers in India. Brandmile sells 
creations of New York-based design- 
ers Elizabeth and Jones as well as 


Beirn bags, 

made famous 
in popular us 
sitcom Sex and 

the City. 
Bangalore-based 
theprivatesales, 
the sole website 
that buys its stock іп advance, 
claims to procure merchandise from 
brands, suppliers and distributors in 
Paris. "The idea is to bring the high- 
street fashion of Paris to India. Apart 


“VAY 


| " 


from well-known brands such as 
Paul Smith, Hugo Boss, and Clive 
Christian, we also sell high fashion 
labels like Balenciaga and Miu Miu, 
which are not available in India," 
says Ashok Malik, Head of Brand 
Consulting at theprivatesales. 

However, there are a few dis- 
gruntled customers. A journalist at 
a leading fashion magazine says that 
a Gucci wallet and Bvlgari cufflinks 
she ordered from fashionandyou 
turned out to be imitations. "The GG 
logo was upside down, the product 
brochure had incorrect spell- 
ings and Chinese lettering 
and the cufflinks were hardly 
sterling silver," she says, ask- 
ing to stay anonymous. 

But the websites brush 
aside these claims and insist 
that their products are pro- 
cured from authorised dis- 
tributors and retailers of 
these brands across the 
globe. Says Uppal, "We don't 
deal in the grey market and 
the bulk of our procurement 
is directly from brands and 
distributors in India." 99la- 
bels, on its part, states that it 
rarely works with distribu- 
tors. "The majority of our 
merchandise comes directly 
from the brands," maintains 
Swarup. 

Shoppers, though. could 
take a leaf out of lawyer 
Rajan's book. "I always pick 
the cash on delivery option 
so that I can touch and 
feel the product before 
paying. The websites 
have a "no questions 
asked" return policy 
and give you virtual 
credit points for buying something 
else if you cancel your first pur- 
chase," says Rajan. 

So, if it's still hard to ignore the 
allure of a Chanel or a Dior at bargain 
prices, happy clicking. 9 
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CAMPUSES: CHENNAI 


Once again, SRM Engineering 
College ranked as one of the 


top 15 Engineering Colleges 
in India by 


dna & ES 
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We thank our students, alumni and faculty 
for making this achievement possible. 
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For admission and further details, contact: 


Admission and Administration Office, No.1, Jawaharlal Nehru Road 


(100 feet Road, Near Vadapalani Signal), Vadapalani, Chennai - 600 026 
Phone: 044 - 2362 0776, 4396 9999 
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UNIVERSITY 


(Under section 3 of UGC Act 1956) 
DELHI 
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8 [Established under Act No. 10 of The Haryana Private Universities (Amendment) Act 2010] 


—— 
Carrying forth the Apeejay legacy of over 40 years 


"At Apeejay Stya University, we realise the need to prepare 
students to be not only academically proficient, but also 
experienced in critical thought, appreciative of creative 
expression, aware of ethical standards and proficient in 
effective communication. To achieve this objective, each of 
our Programmes would have a significant component of liberal 
arts, so that our graduates become both technologically and 
culturally literate, and take their places as responsible and 
enlightened citizens in countries across the globe" 


Mrs. Sushma Berlia, 
President, Apeejay Education Society 
Chancellor, Apeejay Stya University 





THE APEEJAY LEGACY 


* Over 40 years of Excellence in 
Education 

* Quality Education from Pre- 
Nursery to Doctoral Level 

* 29 Institutions 

* Over 32,000 Students 

* Over 2,200 Teachers 

* 60,000 Strong Alumni Network 

* Excellent Placement record 
within India and abroad 
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*MBA 2 yrs. 
*Ph.D. (Full time/Part time) 





Management courses are also available 
at the — i Apeejay Institutes 


Apeejay School of Management, Dwarka, New Delhi 
WWW. apeoja y. adimi 
Among Top 2% Private Management Institutes in India 


Offers AICTE approved courses: 


* PGDM (Equivalent to MBA) 2 yrs 
* PGDM-CRM 2 yrs 
* PGDM-IB 2 yrs 
| ATTRACTIVE SCHOLARSHIPS AVAILABL Apeejay Institute of Technology- School of Management, Gr. Noida 
| A range of Merit Scholarships available across al www. apeejay.edu/aitsm 
Affiliated to UP Technical University 
4-based financial aid Offers AICTE approved courses: 
* PGDM (Equivalent to MBA) 2 yrs 
* PGDM-IM 2 yrs 
* PGDM-IB 2 yrs 
_ *PGDM-B&F 2 yrs 
www.apeejay.edu/asic 
In collaboration with University of Greenwich, U.K offers 


* MBA in International Business 2 yrs 


be fF Tarhan C cha © Ma " wt Far Waman Gr M E 
кот епп SCHOO C ападегпепт тог YYOITIOEH, э чота 


f реејау Ul чу” 
www.apeejay.edu/aitw 

Offers AICTE approved courses: 

* PGDM 2 yrs 
Ареејау Svran Institute of Management, Jalandhar 
www.apeejay.edu/asim 

Offers AICTE approved courses: 

* PGDM 2 yrs 


Apee| y In titute of Ma 
www.apeejay.edu/aim 

Affiliated to Punjab Technical University offers 
* ВВА * MBA * Ph.D. in Management 


* BCA* MCA 


For admission and other queries, you can either visit the ASU Campus at Sohna, or our City Office at Gurgaon. 
Campus Office: Apeejay Stya University, Sohna-Palwal Road, Sohna, Gurgaon, Haryana - 122103 
City Office: Plot no. 23, Sector 32, Institutional Area, Gurgaon, Haryana - 122001 
salate nin. edu • asstmgr.od@apeejay.edu * asu.counselor(cDapeejay.edu + asu.counselor2@apeejay.edu 





edu, Landline: +91-124-4286870/1/2/3/4 (Five Numbers) 
TOLL FREE шин. 18081837838, Mobile: +91-9650439222, -+ 91-98650845222, 4-91-9650473222 
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' 


Eliminating ‘avoidable 
mistakes: A simple checklist in 
operation theatres can help 
slash the risk of infection 





Hospital-acquired infections caused by drug-resistant bacteria are the 
latest target of drug makers and medical suppliers. sy E.KUMAR SHARMA 


n April 30 this year, 
Hyderabad-based Bharat 
Biotech was given a blood 
sample of a patient at a 
local hospital. The patient 





had stopped responding to antibiotics 
and the hospital wanted to know if 
the culprit was the multi-drug resist- 
ant strain of Staphylococcus aureus 
bacteria. The staph is often present 
on human skin and in nostrils, but it 
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can infect wounds and become a 
flesh eater when it morphs. 

Bharat Biotech's team spotted 
a strain of the Acinetobacter bau- 
mannii instead, a bacterium resist- 
ant to most antibiotics and which 
is also increasingly becoming a 
cause of hospital-acquired infec- 
tions. But infection of the blood- 
stream set in and the patient died of 
multiple organ failure before the 


doctors could start a course of new 
antibiotics. 

Hospital-acquired infections 
can be picked up during simple or 
complex procedures — from a car- 
diac catheterisation to a day sur- 
gery, from a stint in the intensive 
care unit under a ventilator to a 
night spent in an air-conditioned 
hospital room. 

While drug-resistant bacteria 
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We'd rather let our 
work do the talking... 


But sometimes, 
awards say it all. 





Europe Asia Business School is proud to have bagged prestigious awards for excellence in education. These awards 
were presented by Dainik Bhaskar and DNA to EABS for 'Best Teaching Methodology' and 'Innovative Leadership'. 


Today, as other institutes concentrate on staying in the competition, we believe in setting our own standards. EABS has 
been conceptualized by leading industrialists and academicians of high repute, hailing from acclaimed Universities like 
Harvard and Cambridge. 


The institute's unique pedagogy is not just about an MBA, it concentrates on Innovation, Industry Interface and 
Leadership that leads to the over-all development of the students. 


What sets EABS apart from the other B-Schools? 


* One of the few institutes to offer a one year РСРМ. * Learn alongside experienced professionals hailing 
* Faculty of national and international repute with from MNCs like Essar, Nokia, Fidelity, IBM, TCS etc. 
minimum PhD or 10 years of industry experience. * Alliance with major companies like Mercedes, Zensar 
* Highest placement package of 12.8 lacs p.a, the Technologies etc. 
average being 7 lacs p.a. * Access to licensed MBA course material from 


Harvard Business School. 


e 1 year full-time Post Graduate Program in Management (Next Batch starts in June 2011) 


e 2 years weekend Executive MBA Program (Next Batch starts in December 2010) 
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e MRSA or Methicillin-resistant 
Staphylococcus aureus 


e Streptococcus, Enterococcus: 
lungs, internal tissues, 
bloodstream 


e Acinetobacter baumannii: 
lungs, bloodstream 


e Clostridium difficile: 
intestines 


e Salmonella, E. Coli: abdomen, 
kidney & urinary bladder 


e Pseudomonas aeruginosa: 
urinary bladder, tissues 





e Urinary tract infection 
from catheter tubes 


e Pneumonia in patients 
with low immunity 


e Ventilator-acquired 
pneumonia 


e Post-surgery infections 
e Cardiac catheterisation 
e Any central line insertions 





e Use a simple checklist 
of precautions in 
operation theatres. 
Peter J. Pronovost of the 
Johns Hopkins School of 
Medicine has worked out 
such a checklist 





e Avoid prescribing antibiotics 
indiscriminately 

e Track use of antibiotics 
prescribed for a patient 


e Prefer lower-level 
antibiotics, if possible 


e Complete full course 
of antibiotics 


e Patients must not 
self-medicate 
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Kiran Mazumdar-Shaw, 


"Biocon's comprehensive care division has been set 
up to counter this growing challenge” 


have been tracked for a decade now, 
it was the recent alarm over a gene 
reportedly traced to New Delhi that 
has put the spotlight back on bacte- 
ria that have conquered generations 
of antibiotics. In India, estimates of 
hospital-acquired infections vary 
widely, from 5-12 per cent of patients 
to up to 30 per cent. 

Bharat Biotech got the blood 
sample because the hospital knows it 
is trying to develop a vaccine and a 
biotechnology drug for the Staph. 
Krishna M. Ella, Bharat Biotech's 
Chairman and Managing Director, 
says there are no real estimates of 
the market for such a vaccine or drug 
because hospitals are unlikely to 
reveal their levels of infection. 

But going by the fact that any- 
body going into a hospital for more 
than 48 hours is a potential user, 
he sees the market size at up to 
Rs 5,000 crore. (That's 10 per cent 
of the population multiplied by the 
price of the drug, say Rs 500.) 

Bharat Biotech is not alone on 


the battlefront. In August, Biocon 
launched a division for critical 
illnesses and hospital-acquired 
infections. According to Biocon, 
10-30 per cent of those admitted 
to hospitals in India are affected 
against five per cent in the 
developed countries. 

"Biocon's comprehensive care 
division has been set up to provide 
affordable and new solutions 
to such patients," says Kiran 
Mazumdar-Shaw, Chairman and 
Managing Director. Biocon is intro- 
ducing products to treat sepsis and 
hospital-acquired pneumonia, 
among other things. 

Bharat Biotech's Ella says the rise 
of drug-resistant bacteria can be 
attributed to improper prescription of 
antibiotics, self-medication and poor 
hygiene in hospitals, among other 
things. "We need strict regulation 
and enforcement of the microbial 
load in a hospital," he says. 

Companies like Johnson & 
Johnson Medical India are pushing 
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for better hygiene. "Today, (only) 
about 30 per cent of all hospitals use 
disposable surgical gowns, masks, 
and caps,” says A. Vaidheesh, mp. A 
disposable gown is made of a liquid- 
repellent fabric so blood does not 
stick to it. Reusable gowns develop 
pores over time in which microbial 
organisms gather to survive any- 
thing but the most stringent sterilisa- 
tion process. 

The hitch is that j&j's disposable 
gown costs Rs 350 apiece (there are 
cheaper local varieties). So, J& is 
working on a cheaper version. In 
wound management, it is bringing 
down the price of haemostats, an 
arterial clamp to reduce excessive 
bleeding, to less than Rs 2,000 from 
up to Rs 5,000 each. For such 
initiatives, it is relying on tie-ups with 
local manufacturers. 

Whatever the price, the sheer 
numbers make it a huge business. 
"Given the prevalence of hospital- 
acquired infections and other critical 
illnesses, this (the addressable market 
for Biocon and its rivals) could itself 
be worth over Rs 3,000 crore," says 
a Biocon official. 

While a discriminate administra- 
tion of antibiotics, a focus on proc- 
esses and better drugs can help, there 
is need for government intervention, 
say some like K.V. Subramaniam, 
President and cro of Reliance Life 
Sciences. “We need to restrict the use 
of higher-end antibiotics to hospital 
settings and patients with severe 
infections,” he says, calling for a 
national policy. 

But M.K. Bhan, the top bureau- 
crat in the Department of 
Biotechnology under the Ministry of 
Science and Technology, says regula- 
tions bring with them the tricky 
issue of enforcement. “It is more of 
a behavioural issue... and given the 
large number of hospitals, it will 
call for a huge enforcement system,” 
says Bhan. 

Peter J. Pronovost, a critical care 
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researcher at the Johns Hopkins 
School of Medicine in the United 
States who has pioneered the use of 
simple checklists to reduce surgery 
deaths in diverse settings, points out 
that awareness levels among Indian 
physicians have increased ten-fold 
over the past few years. “As against 
just two or three contacting us in a 
year for guidance, today about 


Dr Devi Shetty, 





"It is a concern but not 

an alarming situation in 
India today... there is no free 
access to expensive 
antibiotics, like in the West, 
so the question of 
developing resistance 
to them is low” 


PAWAR 


DEEPAK G. 














30-odd physicians contact me in a 
year (and these are mostly from pri- 
vate hospitals)," he told nr. 

Pronovost, whose programme on 
patient safety has been called the 
polio campaign of the 21st century, 
says his checklists can be fine-tuned 
for India, with more detailing on the 
use of catheters or tubes used to 
deliver medication and fluids to pa- 
tients in a hospital. Such catheters 
can introduce dangerous bacteria 
directly into the bloodstream. 

Hospital groups such as Apollo 
Hospitals say all is well, but decline to 
give any numbers. Raman Sardana, 
who heads the microbiology function 
at Apollo, says: "A stringent antimi- 
crobial policy is followed where many 
antimicrobials are restricted and 
would not be released for use till it is 
approved by the infection control 
team/microbiologist. That apart, 
there is a review call from the micro- 
biology/infection control team for 
certain antimicrobials after 48-72 
hours of usage." 

Others such as Dr Devi 
Shetty, Chairman of Narayana 
Hrudayalaya Hospitals and a 
renowned cardiac surgeon, see 
things differently. "It is a concern but 
not an alarming situation in 
India today and this is simply 
because of pure economics. 
There is no free access to 

expensive antibiotics, like in 
the West, so the question of 
developing resistance to them 
is, therefore, low," he says. 
As rising disposable 
incomes and medical insur- 
ance coverage spur the use 
or abuse of antibiotics, are 
more drugs, vaccines and dis- 
posable gowns the only way 
forward? Why not focus 
resources on eliminating 
avoidable mistakes? As 
Pronovost says: "Medicine is 
supposed to heal patients and 
not harm them." © 


























# 


NICH 





We are looking for 
CEO's/Leadership Talent 


e; CEO - POWER (Thermal) / CEMENT- Process Industry 


Power: Candidate should ideally been in the role of a CEO with P & L responsibility and understanding of a Mega Power Project. 
He must have the energy and passion to set up a green field project which is environment friendly with a 
low cost per unit facility and do a financial closure. 

Cement: Candidate should have been a CEO of Rs 500 cr + Company 

Qualification: Eng and MBA, below 55 yrs, Metro Location, СТС not a constraint. 


oaching 
©) CEO IN TELECOM/ INFRASTRUCTURE BUSINESS — ilable for 
People with good B to B or B to C exposure coming from 1 leader 5. ation 
Operations / Sales / Distribution background (must have handled P&L), who have the For more ger to 
commercial acumen to grow and maintain SLA with customers are required. у. ysnl.com 
Qualification: Eng and MBA, below 50 yrs EET 
©) FINANCE PROFESSIONALS from TELECOM/ ITES / MANUFACTURING 


For specialist roles in Financial Planning & Analysis, Internal audit & revenue assurance. 
Qualification: CA, below 42 yrs, only candidates from co's wherein US доор / IFRS has been followed. Location: Mumbai/South Africa 
NB: Candidates NOT meeting requirements kindly do NOT apply 


Please apply with CV in word format to leadersnkh@gmail.com 


Cutting-edge business anal ysis м arp insight 
and a unique perspective, for the po to see X па 
No wonder those who know ead the best 


India’ 5 No. 1 Business Máàgazine 


bscribe log on ti ;inesstoday.in or email at wecarebg@intoday.com 


W GA (Tai av^ Gatmed ma 





mlITYPAC Treature 


PREPARING —— FOR GLOBAL COMPETITIVENESS 





PANKAJ AGARWAL 
VICE CHAIRMAN 


excellence in imparting quality education. It has seven institutions 
under its banner, prominent with 700 highly qualified faculty and 
enrolled with over 9000 students. The 4500 alumni are examples of distinction 
in their respective fields, majority is recruited in top positions in leading 
companies while many have become technocrats and entrepreneurs. 
The RKGI has its two campuses at Greater Noida and five campuses at 
Mathura. Under the aegis of R. K. Group of Institutions (RKGI), G. L. Bajaj 


R K. Group of institutions during its 13 years of journey, has proven 


Institute of Management and Research (GLBIMR) is an autonomous School of 
Management spreading over 11.5 acres of lush green campus at Knowledge 
Park Ill, Greater Noida. GLBIMR offers Post Graduate Diploma in Management 
(PGDM) - A Two Year Full Time programme, approved by AICTE, Ministry of 
HRD, Govt. of India with dual specialization in the area of Marketing, Finance, 
Human Resource Management, Operations Management, International 
Business, Retail, Banking and Insurance. The vision of GLBIMR is to be a 
world-class school of management education and research through 
innovative pedagogy and professional competency building. 
FAIR (Foundation, Application, Integration and Reinforcement) model is 
adopted to make the institute distinct from other business schools. 
The syllabus is reviewed every year to maintain track on latest trends in 
industry and research. 

The Group stands out in courses provided: 6th in UPTU results, 5th in 
placement, and 8th in the NCR top B-schools (exclusive survey conducted in 
2010 by B &M Chronicle), 37th among India's best B school survey by Human 
factor Magazine, 38th among India's best B school survey by The Sunday 
Indian, rated A+ + B-School, 19th rank among top 50 best B-Schools by ЕҒҮ 
listed in Top Choice Colleges in Demand' by Mail Today. The institute has 
recently received award for the ‘B-School with Meritorious Results and 
Qualified Faculty' from Dr. Farooq Abdullah, Minister of New and Renewable 
Energy, Govt. of India. 

The Group Vice Chairman has received 'Bhartiya Shiromani Puraskar and Gold 
Medal for Excellence in Management & Technical Education' from Sh. Shekhar 
Dutt, Governor of Chattisgharh, Sh. Devanand Konwar, Governor of Bihar, Shri 
K.PS. Gill, Former Director General of Police Punjab. 





THE INSTITUTE OF COMPANY SECRETARIES OF INDIA (ICSI) 
IN PURSUIT OF PROFESSIONAL EXCELLENCE 





E 
VINAYAK 5, KHANVALKAR N.K. JAIN 
PRESIDENT SECRETARY AND CEO 


| he Institute of Company Secretaries of India (ICSI) is a premier national 





professional body (imparting education primarily through distance 
learning) established by an Act of Parliament (Company Secretaries Act, 

1980) to develop and regulate the profession of Company Secretaries. It 

provides postal and oral coaching and training to students to qualify as 

Company Secretaries. The ICSI has on its rolls over 25,000 qualified members 

both in Employment & in practice. Nearly 1.5 lac students are currently 

enrolled in the Company SECRETARIES Course. 

THE COMPANY SECRETARY IS: 

* Anin-house legal expert; a compliance officer of the Company, An expert in 
corporate laws, securities laws & capital market and corporate 
governance, Chief advisor to the board of directors on best practices in 
corporate governance, Responsible for all regulatory compliance of 
company and Corporate planner and strategic manager. 

* Aqualified Company Secretary has openings in employment and can also 
practice as an independent professional. 

PAY PACKAGE: 

Campus Interviews are organised by the Institute wherein various companies 

participate and select suitable Company Secretaries on attractive salaries. 

Salary packages, of course, depend upon the capabilities and capacities of a 

person and vary from sector to sector. 
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A PROMISING B-SCHOOL 
WITH A DIFFERENCE 


A: Kumar Garg Institute of Management, Ghaziabad (AKGIM, 





Ghaziabad) in a very short span of time has emerged as a promising B- 

school in the National Capital Region (NCR). It aspires to establish its 
credentials for its academic excellence, quality research, executive 
development and industry interface. It's major strength lies in a strong team of 
highly qualified faculty, students, dedicated staff members and state-of-the 
art infrastructure. 
AKGIM is an initiative of Indian Institute of Management and Engineering 
Society, recipient of Academic Excellence Award as the best Engineering 
College in U.P under U.PT.U., second successive year in a row. The driving 
force behind AKGIM's high level of academic excellence and research is the 
dedicated team of its faculty members — core and visiting, drawn from 
academia as well as industry, known for their academic credentials and 
research contributions. Students often initiate and become part of national/ 
international level conferences and symposiums. These conferences are not 
only enriching in their content but also a great learning opportunity for those 
who organise it. International Conference on Challenges of Globalization and 
Strategy for Competitiveness 2011 scheduled on Jan 14-15 2011 is one such 
big initiative. 
The placement cell has been able to achieve 100 percent final placement for 
2008-10 batch with multiple job opportunities in companies like Future Group, 
Maruti, Kotak Life 
Insurance, etc. At present 
the cell is engaged in. 1 
providing support to` 
summer internships of 
the students. 
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ASIA-PACIFIC INSTITUTE OF MANAGEMENT 
AIMING TO NURTURE GLOBAL BUSINESS LEADERS 


A.K SHRIVASTAVA 
CHAIRMAN 





achieved a status of distinction by following the path envisioned by its 

founders. Today Asia-Pacific is ranked amongst the top Business 
Schools in the country. It has attained the much coveted A+ category and is 
rated as the best in “Programme Delivery” among the super league of Top 20 
business schools in India. Asia-Pacific has recently achieved the 
accreditation from National Board of Accreditation (NBA) for its flagship 
programme Post Graduate Diploma in Management (PGDM). 
Asia-Pacific includes a fine mix of core faculty with experience in academics 
and industry and visiting faculty with a unique blend of academicians, 
consultants and senior executives from diverse backgrounds. The core faculty 


Д: Institute of Management was established in 1996 has 


APEEJAY STYA UNIVERSITY 


comprises of eminent academicians who are from Boston University, FMS, 
117-0, IISC, IIMB, IRMA, BITS-Pilani etc. 

The world class centrally air conditioned and Wi-Fi enabled campus is 
conveniently located near an upcoming district centre at Jasola in South 
Delhi and is well connected by road and metro to the rest of Delhi NCR. 
Asia-Pacific offers six AICTE approved programmes. Two year full-time 
programmes includes PGDM (NBA Accredited and equivalent to MBA), 
PGDM (Marketing), PGDM (International Business), PGDM (Business & 
Financial Services). Asia-Pacific also offers Three Year Part-Time 
Programmes which include Executive PGDM and Executive - PGDM 
(Marketing) 

Asia-Pacific is supported by Centre for Corporate Relation (CCR). Which is 
responsible for organising final placement for the graduating students, is 
proud of its achievements in placement record which has witnessed the 
same acclaim despite of the recession. 

Asia-Pacific has collaborated with IDRAC for a student exchange 
programme and has sent seven of its students to the European Marketing 
Management Program at IDRAC's International School of Management, 
France this year. To promote the Institute as a centre of international level 
business studies. 

Asia-Pacific endeavour to bring the best in academia, industry interface and 
infrastructure to build a truly world class facility in order to unleash the 
potential of young minds to excel in their life pursuits after education. 





ADOPTS A NEW APPROACH OF IMPARTING EDUCATION 


MRS. SUSHMA BERLIA 





education, started their University at Sohna, Gurgaon “Apeejay Stya 

University”. Sponsored by the Apeejay Stya Education Foundation, the 
University is currently located in a sprawling picturesque campus with the 
state-of-the-art infrastructure. The academic system of the Apeejay Stya 
University is representative of its unique vision. It encompasses the three 
interdisciplinary pillars, Technology, Research and Liberal Arts, while allowing 
scholars to truly explore their potential in the manner they wish. It represents 
our belief that individuals should take ownership and responsibility for their 
learning, and that no one once admitted should be limited in their quest for 
knowledge. It is guided by our commitment to innovation and industry, to 
academic freedom and diversity, and our motto of man making and nation 
building. We wish to create complete individuals that become the leaders in 
their fields. Some of the important fixtures are: 
Freedom to choose which degree you want: As long as you finish the 
requirements of that degree with minimum required marks, along with 
the other graduation requirements, you can graduate with any available 
degree in the university. 


Е Apeejay Education Society, with over 40 years of Excellence in 


PRESIDENT, APPEJAY EDUCATION SOCIETY 


Freedom to graduate when you want: While we expect most students to 
graduate with a degree in four years, you have the flexibility to choose when 
you want to graduate. Semesters off: You have the flexibility to drop out at 
anytime during your program and rejoin within two years of dropping out. 
Freedom to take any subject at anytime: You are free to take any subject at 
any time as long as there is space in that subject and you meet the 
prerequisites (which will be published). Yes, this means you can look up the 
list of subjects being offered in the semester and chose any you want. 
Plagiarism: All work that you generate must be original. From time to time 
you may choose to use the work of others — please cite these. ASU 
uses a variety of software to check for copying from the internet and other 
journal sources. If you are caught taking text without properly giving 
credit to the original author serious disciplinary action will follow. 

According to Mrs. Sushma Berlia, Pro Chancellor, Apeejay Stya University: 
“Our main objective for the university is to provide our students not only 
‘education for living and livelihood’, but also ‘education for life’ by focusing 
on the inculcation of human and moral values through the curriculum. 
Our achievement is in empowering learners and providing them world-class 
education coupled with a fundamental foundation in leadership and 
professional skills to face the new liberalized global economy.” 

The AES has 29 institutions across the country with over 32,000 students, 
2200 teachers and a 60,000-strong alumni network. It provides 
more than 85 courses to choose from, shaping the talents and aspirations of 
bright young generations, right from the formative years in schools 
to Post-graduate aspirants. With the launching of the Apeejay Stya 
University, the Apeejay Education Society continues to stay true to its motto 
"Soaring High is My Nature", emphasizing the fact that the sky is 
the limit in the pursuit of excellence. 
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BIRLA INSTITUTE OF MANAGEMENT TECHNOLOGY 
FOSTERING RESPONSIBLE MANAGERS 


۱ |: air waves, columns of erudite journals and lay press are awash with the theme of 






re-fashioning MBA education. The context is the aftermath of 2007-08 global meltdown, 

which in the view of many experts showed up the deficiencies of the conventional MBA 
education. The business school communities are facing pressures from employers who view the 
existing MBA programmes as arcane; graduate students on the other hand, are yet to fully come 
to terms with the need for drastic reinvention of their role from one of entitlement to one of being 
a useful contributor. The world at large is increasingly concerned with the disconnect between 
the MBA curricula and the skills and techniques needed to be a responsible professional 
manager in the real world. BIMTECH and its distinguished faculty are aware of the gap that 
alluded to. We have taken many corrective measures. Such as exposing our students to the 
concept of CSR, green environment, rural India's problems and expectations, visions of social 
activists in person at our campus etc. If | may use the term, ‘elitism’, it is being done away 
with.Simultaneously ‘must have' skills in the areas of global perspectives, ERP quality 
management, ethics, responsible business, social awareness etc form the academic inputs and 
areas of practice at our Institute. 


Our students are being readied for the paradigm 
shift of new, 'responsible management' practices. 


DR. H. CHATURVEDI 
“ў DIRECTOR 
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ROLE OF CORPORATE HOUSES’ 
IN HIGHER EDUCATION 
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INSTITUTE OF MANAGEMENT STUDIES (IMS), GHAZIABAD 


NURTURING GLOBAL LEADERS 
THROUGH EXCELLENCE 


stablished in 1990, the founding fathers of the Institute of 
Management Studies (IMS),Ghaziabad had already nurtured a strong 
vision & mission in their mind: to emerge as a premiere business 
management institute in the northern region with the mission to churn out 
global leaders in the field of management and technology through 
innovations in education and excellence in research. 
As per recent CSR — GHRDC B School Survey (November 2009), IMS has 





DR. REENA RAMACHANDRAN 
DIRECTOR GENERAL 


) K Business School UKBS) which is promoted by JK Group (leading private 





sector groups in India) with a great history of its contribution in business 

and diverse industries and also initiatives in the field of Education, was 
established in the year 2006 in Gurgaon (Haryana) to train fresh graduates in 
the field of management. JK Business School (JABS) is working towards 
equipping the future managers and develop business leaders capable of 
responding to challenges in the emerging markets. Industry-interface is an 
important ingredient in the training process. JKBS is offering PGDM(AICTE 
approved), and BBA, BBA(II), BBA(BE), BCA programs through a UGC 
recognized university. 
JKBS provides new, exciting and highly relevant ways to learn business skills 
and apply them globally. JKBS treat students as professional managers and 
try the best to facilitate them in every possible manner. The contemporary 
curriculum and enabling environment at the institution provides the corporate 
world with managers who are good as strategists and are equipped to analyze 
competitive realities. 


emerged 2" in U.P, 9" in North India & 19" in top B-Schools of Excellence in 
All India as per CSR-GHRDC Survey (Nov. 2009 issue), and 42" in Top B- 
Schools of India as per Hindustan Times Survey (1" Sept. 2010). The key 
reason for such sterling performance is our core strengths: highly qualified & 
experienced faculties, high quality students and structured Corporate 
Resource Centre (CRC), which is a symbol of academia — industry interface. 
IMS is fully equipped with modern infrastructure, the state of art Wi-Fi 
enables campus and infrastructure developed over the years includes 
spacious, furnished, air-conditioned lecture halls, equipped with latest 
audio-visual aids and multimedia technology. There is a fully air 
-conditioned auditorium with a capacity to accommodate 500 people at a 
time. We emphasize highly on producing 'techno-savvy' leaders. 

IMS introduces compulsory modules, like Foreign Languages and PPSP 
(Professional & Personnel Skills Programme), tremendously enhances 
acceptability of our future managers by the industry. 
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What is Worryi 





ng Indian CEOs 





Business heads in India are not yet ready to splurge on new markets, reveals a survey. 


s it time for India Inc. to pursue 
new business opportunities after 
ecovery from the slowdown? 
Perhaps not. Caution still remains the 
buzzword, or at least that is what CEO 
Views 2010 India, a survey of 30 CEOS 
carried out by executive search firm 
BTI Consultants, reveals. 

"The clear signals to emerge from 
the survey are that growth is not 
assured; that threats linger, and the 
focus will be largely on existing markets 
and customers," says James Agrawal, 
Consulting Director and Head of вті 
Consultants in India. Leading global 
search firm Kelly Services, the hold- 
ing company of gri Consultants, has 
been studying the views of ceos in 
India for the last 15 years. 

This ceo survey is the first of its 
kind. "After the recovery, business 
confidence was perceived to be posi- 
tive and growing. But when we 
would meet business leaders, they 
would sound cautious and hence we 
decided to understand their con- 
cerns," says Agrawal. 

According to the survey, there are 
both near term business concerns as 
well as more deep-seated labour mar- 
ket issues confronting corporate lead- 
ers. The nervousness about the global 
economy and a shortage of skilled 
personnel are the key concerns in 
terms of immediate outlook for busi- 
ness activity. 

Also, the своѕ plan to focus on 
existing customers and markets, and 


Improving Existing Markets is the Most Important Task 


mum Least 


mw? ШШ) —54 om Most 


Improving existing markets и C 50 


New product development 7 


33 43 


Expansion in overseas market 13 30 23 17 
Joint ventures & strategic alliances (iy Sy = ES 13 
Mergers & acquisitions | 18 33 33 13 





Flight of Talent is the Biggest Worry 


Talent retention/attraction 43 
Disruption of workforce 23 
Workforce retraining ош ш | аш 13 

More demand for work/life balance 7 
HR outsourcing 13 


All figures in per cent 


will avoid higher-risk expansion strat- 
egies. Their key challenge is to main- 
tain profitable growth. “With one eye 
turned to the financial crisis in 
Europe and the other on the tentative 
recovery in the United States, Indian 
CEOS are not yet ready to splurge on 
new ventures in such an uncertain 
market,” says Agrawal. 

The single biggest нк issue facing 
the своѕ, however, is talent retention 
and acquisition. Skills shortage is 
another top of the mind concern with 
the industry and is considered a long- 


Source: BTI Consultants 


term obstacle to national develop- 
ment. Over a third of the CEOS sur- 
veyed rank it as the most pressing 
workforce issue. 

The next critical issue is "dis- 
ruption of workforce". "The mis- 
match between the industry's needs 
and the output of skilled workers 
remains chronic, and one that 
impacts productivity and profitabil- 
ity.” says Agrawal, adding that lack 
of employable talent is hurting the 
plans of the CEOS, © 
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' Aricent Technologies Limited 
| IP Soft India Pvt Ltd | ! | Senior Engineering Project Manager 
| Head -R&D (Next Generation Technologies | Location: Chennai 
Location: Bangalore | Job ID: 8385986 
Job ID: 5499235 A ARICENT | ыйы, 


| | Description: Experience in design 
1 1 . ЭС гм с { > Faeto A ә Š 
| Description: [PSoft,one of the fastest implementation of Layer2/Layer3 Protoc« 





growing MSPs 15 the World is looking Head- | IEEE802.1d, VLAN (IEEE802.1Q), RS’ 
— — —  R&D(NextGenerationTechnologies) to help "МЕТР, IEEE802.3ad (Li 

shape the future of infrastructure Aggregation), IGMP, IPv4, IPv6, DHCP 

management. Unicast/ Multicast Routing Protocols 


Red Hat 
]Boss Frontline Support Engineer 
Location: Pune 


| M Location: Hyderabad 
Infotech Job ID: 8557072 © redhat Job ID: 8304020 
| 


Description: The position is for a JF 


Infotech Enterprises Limited 
Ssr.Manager-Corporate Communications 





Creating Bus ress impact D * А е А * 
escription: Professional should have exp. in $42" dst i qt - 
Р кең Frontline Support Engineer in the GSS (Gk 
handling corporate communications, 5 EE DE SEO : 
х Support Services) division of Red Hat 
- Content/ Brand Management, Public 1 | 
з —S | provide technical support to global custom 
Relations, Client Servicing, Relationship * 
The position requires some amount 
Management, Marketing. ! : 
programming skills. 
INDIABULLS | Amazon 
| | Operations Manager Regional Sales Manager 
~ | Location: Mumbai Location: Bangalore, Mumbai 
| ИЙИШ Job ID: 8609554 AMAZON „тр. 8650828 
Description: Responsibilities: Improve the Description: The ideal candidate will po: 
operational systems, processes and policies in both sales & technical background that enal 
support of organizations mission, support ° them to drive an engagement at the CXO | 
better management reporting, information as well as with software developers and 
flow etc. architects. 
Capgemini — Yahoo Software Development India 
| | IBM Tivoli Monitoring Architect | Ltd 
| B ^ * * 
Location: Bangalore Senior Director 
AC Apgemini Job ID: 8629693 "YAHOO! | Location: Bangalore 
"tst ne ewe AT 8 teve "t . ^ 
Description: Resource must have very strong Job ID: 8396537 
experience with IT systems (Windows, Description: He must have exp. in set 
Networks, Storage, Unix, Databases) which ч са - software engineering, mgmt positi ms Som« 
support enterprise infrastructure and it in products/organizations involving hig 
applications. scalable, large-footprint, distributed syste 
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IT Jobs brought to you by monster.com 


Virtusa 


Keane 


enabling transformation 


firstsource 








Jobs I oday 


Virtusa Software Services Pvt Ltd 

PRPC Architect /'Techlead 

Location: Chennai 

Job ID: 8365109 

Description: Applicant must have exp. in 
designing PRPC applications, Integration 
Services of PRPC; Good knowledge of PEGA 
Guardrails; experience in JavaScript and/or 
J2EE. 


=BrickRed 


Keane Inc 

SAP_BW Professionals 

Location: Bangalore, Chennai 

Job ID: 8262556 

Description: Looking for SAP BW 
professionals with expertise and relevant work 
experience in the required field. 


INFORMATICA 


Firstsource Solutions Limited 

Customer Care Associate 

Location: Kolkata = 

Job ID: 8553185 ciber 
Description: Aspirant with relevant 

experience and good communication skills. 


Applabs 

Performance Testing Experts 

Location: Chennai, Gurgaon 

Job ID: 8573396 

Description: Candidates should have 
experience in Performance testing using load 


9 symantec. 


runner; Performance monitoring and tuning, 
must possess very good communication skills. 


monster сот 






BrickRed Technologies 

Engincering Manager - Documentum 
Location: Noida 

Job ID: 7721582 

Description: Duties: Planning & Tracking; 
Requirements Management; Estimating 
Efforts; Creating, Maintaining & Tracking 
Project Plans; Risk Identification. & 
Mitigation/CM Planning etc. 


Informatica Corporation 

Senior Software Engineer 

Location: Bangalore 

Job ID: 8358371 

Description: Engineer must have IT 
experience. in product development; Strong 
knowledge of OOAD & design patterns, Java 
programming skills, Java UI technologies, Unit, 
Java unit testing tools. 


CIBER INC 

]2EE developers / designers /architects 
Location: Chennai 

Job ID: 8113220 

Description: Incumbent must have 
experience in Java, XML, EJB, Servest, JSP, 
JDBC, database, Unit, UML, Eclipse, WSAD, 
Web logic, | В‹ ISS, Glassfish, OOAD etc. 


Symantec 

Software Engineer 

Location: Pune 

JobID: 8650878 

Description: Aspirant must have hands on 
design and coding experience, C++ on 
Windows platform, Windows System 
Pre gramming, GOC xd debugging skills, Multi- 
threading, COM progg ete. 


10 apply for above jobs logon to www.monster.com >> Type the Job ID in the "Search Jobs" box >> And click the "Go" button. 
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For the fastest, easiest and most 
economical way to get to the 
perfect resume, call us or email 
at sales@monsterindia.com. 
We'll get you 
the right candidate, 
no matter what. 


monster:com 


Right Jobs. Right Candidates. 
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Sales and Marketing Jobs brought to you by monster.com 


ABB Limited 


Religare Technova IT Services Ltd 
Sales Exec/ Sales Representative 


Telemarketing Executives 














ORACLE 

















Cognizant 


Description: The incumbent should have 
good Communication and Convincing skills 
would be responsible for educating the 
customers regarding the Products/Services. 


Nous Infosystems Pvt. Ltd. 

Marketing Executive 

Location: Bangalore 

Job ID: 7853049 

Description: Key Responsibilities: Marketing 
related activities such as: Customer and 
Competitor Analysis, Business case analysis 
and business development, Market research 
etc. 


Oracle 

Product Sales Representative 

Location: Bangalore 

Job ID: 8427598 

Description: As an Product Sales 
Representative you will sell products and 
services to an assigned geographic or national 
account base territory to achieve assigned 
objectives. 


Cognizant Technology Solutions India 
Private Limited 

Java/J2EE Architects 

Location: Chennai 

Job ID: 8599098 

Description: Java/]2EE Architects with 
proficiency in Struts, Spring, Hibernate,design 
patterns,designing & architecture for our Ever- 
growing verticals. 








LA | 
sunquest-« 








Description: Candidates should | 
electrical background with experience 
Selling, Marketing low voltage clect 
products; flair for product promot 
understanding on the local market. 


| Location: Delhi, Noida Location: Delhi, Mumbai 
SERELIGARE | Jon 1D:7667165 ABB гн 


Sunquest Information Systems (T) Pvt I 
Software Engineer 

Location: Bangalore 

Job ID: 7816518 

Description: Responsible for Design, C 
unit test for the assigned mod: 
independently. Troubleshoot issues repo 
by clients. Provide documentations as 
quality systems. 


McAfee Software India Pvt Ltd. 

Inside Sales Account Manager 

Location: Mumbai 

Job ID: 8651884 

Description: Duties: Proactively prospec 
new business opportunities, up-sell to exis 
customers (displacements and new pro 
sales) and renewals within the mid ma 
sector, 


Quadlabs Technologies Private Limitec 
Business Development Manager 
Location: Noida 

Job ID: 3482203 

Description: Duties: Working closely wit 
Marketing team to finalize the strategy 
sales; Target based sales & revenue generat 
Traveling for client meetings (nation: 
international) etc. 


World Class Technology 
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MagicSearch and Magi 


find you the right с; 


Magic Search" 
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| Syntel Inc 


SYN Tel 


>Consider IT Done 


. Practice Manager - Capital Markets 


Location: Chennai, Mumbai 
Job ID: 8201358 
Description: Applicant must have In-depth 


| understanding of US Capital Market processes 
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Deloitte. 





To apply for above jobs logon to 








(buy side), products and systems, Fixed Income 
securities and Derivatives. 


Websol Software Private limited 
Accountant Assistant 

Location: Mumbai, Pune 

Job ID: 7550005 


Description: Graduate candidate (B.Com) 


| with good communication skills. Having 


knowledge of accounting up to finalization, 
exp. in Banking & Taxation, Basic accounting 
(Tally 9.0), Payroll. 


Impetus Infotech India Pvt Ltd 

Erection & Commissioning Engineer -ICS 581 
Location: Surat 

Job ID: 8453537 

Description: Diploma Engineer in 
Mechanical/Civil with experience in Erection 
& Commissioning of equipments for utilities. 


Deloitte Touche Tohmatsu India Pvt Ltd 
Taxation - Manager 

Location: India 

Job ID: 8636060 

Description: CA with at least 5-8 years of 
experience in M&A space with a BIG 4 or other 
tier 2 firms; Knowledge of applicable Tax laws, 
SEBI, FEMA and FDI regulations. 


www.monster.com > 
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| WNS Global Services 
| Finance Manager 


Location: Pune 
Job ID: 8520301 
Description: Functions: Organize and Deliver 


| Trainings to F&A teams across locations; 


expertise in IFRS, GL, AP, AR & basics of 
accounts; preparing documentation for FNA 
projects. 


Sapient 
Senior Associate Clearing & Settlements 


Location: Gurgaon 


Job ID: 8641681 
Description: Applicant must be Proficient in 


_ Microsoft Excel, Word and SharePoint; 


Excellent communication and collaboration 
skills; Familiar with financial markets and 
instruments. 


у ADP India 
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> Type the Job ID in the "Search Jobs" box 


Tax Processing Specialist 

Location: Hyderabad 

Job ID: 8513592 

Description: Ideal candidate will have 


| sales/use tax filing exp. as a service provider, 
. Le, а firm that provide sales and use tax service 


to other businesses (business process 
outsource provider). 


1 Tech Mahindra 


Executive /Senior Executive - Indirect Tax 
Location: Pune 

Job ID: 8649975 

Description: Candidate should be B.Com / 
M.com with exp. in Service tax and STPI 
related activities; able to handle this profile 
independently. Candidate from IT Sector 
would be an advantage. 


»» And click the "Go" button. 
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economical way to get to the 
perfect resume, call us or email 
at sales@monsterindia.com. 
We'll get you 
the right candidate, 
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MONEY-CONTRA FUNDS 





ontrary to perception, 
investing in contrarian 
funds does not involve a 
complex strategy. Yet, 
these are consistently 
shunned by investors. To under- 
stand why it is so, one must first 
understand the philosophy behind 
contrarian investing. It involves 
buying into companies that are 
being rejected by most investors 
because of short-term concerns. 
Since these stocks are out of favour, 
one can buy them cheap relative to 
their long-term fundamental val- 
ues. Therefore, the reward-risk bal- 
ance is quite attractive for investors. 

"People tend to chase what is 
popular in the market, which, 
therefore, is also expensive," says a 
senior fund manager at Tata Contra 
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nvesting Against 
he Market 


Given their ability to balance risk and reward and 
contain losses during a downside, contrarian funds 
can be a good pick for investors. BY TANVI VARMA 


Fund, who does not want to be 
named. The reward-risk proposition 
is unfavourable if stocks are bought 
at high valuations. Take the tech- 
nology boom in 1999-2000, when 
tech stocks were in demand. Their 
valuations were so high that even 
top performers have not been able 
to repeat the peak prices of that 
period. For instance, Wipro today 


DO» 


The fall in returns of contra 
funds, compared with 64% 
of BSE-200, from January 2008 
to March 2009 


quotes at half its peak price of 
February 2000 (after factoring in 
stock splits and bonus issues) 
despite having performed extremely 
well over the past 10 years. 

Hence, a contrarian approach 
is advisable whenever the market 
goes from cheap to fairly valued 
or is slightly rich in valuations, 
according to Vetri Subramaniam, 
Head of Equity Funds at Religare 
Mutual Fund. 


Consider the banking sector 


during the downturn in 2008, 
when stock prices of financial com- 
panies plummeted. Most contra 
funds bought banking stocks at the 
time owing to the strong fundamen- 
tals of the Indian banking system 
and their discounted valuations. 
Tata Contra bought нрес Bank, 
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Choose from a wide range of equity schemes from DSP BlackRock Mutual Fund 
3 у 


^ 


INDIA =” MICRO A 
TIG.E.R. FUN UAP FUND 3 


THE INFRASTRUCTURE GROWTH VALUE TODAY. COULD BE 
AND ECONOMIC REFORMS FUND INVALUABLE TOMORROW 


DSP BLACKROCK S 34 DSP BLACKROCK 


Last 1 Year 21,59% 17.05% Last 1 Year 66.94% 
Last 3 Years 7.16% 7.00% Last 3 Years 16.91% 
* : Years = * Since Inception 16.75% 

ince Inception % % - 
NAVI index Value 7 49.269 9627.72 NAVI index Value |. v 10494 
Date of Allotment 11th June 2004 Date of Allotment 14th June 2007 


"Benchmark for the respective schemes. Performance figures are Compounded Annualized Returns as on August 31, 2010. As per the © 


performance reporting, ‘since inception’ returns are calculated on Rs. 10/- invested at inception, viz. date of allotment. All returns are for Regular Plan - Growth Option. For 


DSP BlackRock Micro Cap Fund, returns for the last 1 year are higher largely due lo market recovery. Past performance may or may not be sustained in future and 
should not be used as a basis for comparison with other investments. 


1 


WW w.dspblackrock.corr 


ons ron alate on fly MIF _ |101 FREE NUM DSP BLACKROCK 


1800 200 4499 


MUTUAL FUND 


DSP BlackRock India Т.1.6.Е.К Fund (The Infrastructure Growth and Economic Reforms Fund) (DSPBRITF) is an open ended diversified equity Scheme, seeking to generate capital 
appreciation, from a portfolio that is substantially constituted of equity securities and equity related securities of corporates, which could benefit from structural changes brought about by 
continuing liberalization in economic policies by the Government and/or from continuing investments in infrastructure, both by the public and private sector. Asset Allocation: Equity & 
equity related securities: 90%-100%; Debt, securitised debt & money market securities 0%-10%; ADR, GDR & foreign securities: 0%-25%. DSP BlackRock Micro Cap Fund 
(DSPBRMCF) is an open ended equity growth scheme, seeking to generate long term capital appreciation from a portfolio that is substantially constituted of equity and equity related 
securities, which are not part of the top 300 companies by market capitalisation. Asset Allocation: Equity and equity related securities which are-(A) not part of top 300 stocks by market 
сар: 65% - 100%, (B) in the top 300 stocks by market cap: 0% - 35%; Of 1(A) & 1(B), investments іп ADRs, GDRs & foreign securities: 0% - 25%; Debt and Money Market Securities: 0% 
- 35% (Debt securities may include securitised debt upto 10% of the net assets). Common Features: Minimum Investment: Rs. 5000/- in Regular Plan and Rs. 1 crore in Institutional Plan 
Entry Load: Nil. Exit Load: For DSPBRMCF: 1% for holding period < 24 months; NIL for holding period >= 24 months. For DSPBRITF: 1% for holding period < 12 months; NIL for holding 
period >=12 months. Statutory Details: DSP BlackRock Mutual Fund was set up as a Trust and the settlors/sponsors are DSP ADIKO Holdings Pvt. Ltd. & DSP HMK Holdings Pvt. Ltd 
(collectively) and BlackRock Inc. (Combined liability restricted to Rs. 1 lakh). Trustee: DSP BlackRock Trustee Company Pvt. Ltd. Investment Manager: DSP BlackRock Investment 
Managers Pvt. Ltd. Risk Factors: Mutual funds, like securities investments, are subject to market and other risks and there can be no assurance that the Schemes' objectives 
will be achieved. As with any investment in securities, the NAV of Units issued under the Schemes can go up or down depending on the factors and forces affecting capital 
markets. Past performance of the sponsor/AMC/mutual fund does not indicate the future performance of the Schemes. Investors in the Schemes are not being offered a guaranteed or 
assured rate of return. Each Scheme/Plan is required to have (i) minimum 20 investors and (ii) no single investor holding>25% of corpus. If the aforesaid point (i) is not fulfilled within the 
prescribed time, the Scheme/Plan concerned will be wound up and in case of breach of the aforesaid point (ii) at the end of the prescribed period, the investor's holding in excess of 25% 
of the corpus will be redeemed as per SEBI guidelines. The names of the Schemes do not in any manner indicate the quality of the Schemes, their future prospects or returns. 
For scheme specific risk factors, please refer the SID. For more details, please refer the Key Information Memorandum cum Application Forms, which are available on the website 
www.dspblackrock.com, and at the ISCs/Distributors. Please read the Scheme Information Document and Statement of Additional Information carefully before investing. 





MONEY-CONTRA FUNDS 


which had been punished by the 
market because of the sizeable own- 
ership of its shares by foreign insti- 
tutional investors, or Fils, during 
this period. It is currently the top 
holding in the fund's portfolio. 
Religare Contra Fund's exposure 
to metal companies during the 
trough last year as well as its over- 
weight stance in real estate through 
stocks like Phoenix and Mahindra 
Lifespace enabled the fund to give 
a superior performance. Now, con- 
tra fund managers are bullish on 
the telecom industry due to the 
negative view of the sector prevail- 
ing in the market following intense 
competition in this space. Despite 
the broader market gaining mo- 
mentum this year, sectors such as 
telecom continue to be beaten 
down. This is an opportunity for 
contrarian investing. In spite of the 
fact that stocks in this sector are 
facing selling pressure, they could 
offer good long-term value, accord- 
ing to Tata Contra's fund manager. 


Contrarian Strategies 

There are several investment strate- 
gies followed by contra fund manag- 
ers. Religare Contra Fund's 


REDUCING LOSSES DURING LOW PHASES 


UTI and Kotak Contra funds contained the downside to 45% and 51%, 
respectively, during the previous down phase 


Fund Name 3 months 
L&T Contra 11.15 
ING Contra 6.31 
JM Contra 6.88 
Kotak Contra 10.79 
Religare Contra 8.95 
Tata Contra 957 
UTI Contra 6.80 
SBI Magnum Contra 7.89 | 
Sensex À 7.22 
Eq. Div. category 9.74 
Returns as on Aug. 16, 2010 


Fund Manager at Magnum Contra 
Fund, invests in companies whose 
fundamentals differ from the mar- 
ket perception. 

But while these funds prefer to 
be contrarian, they still end up knit- 
ting a portfolio that has large-cap 
stocks, much like a diversified 


VETRI SUBRAMANIAM, Head of Equity Funds at Religare Mutual Fund 


“Тһе contrarian approach not only 
means going against the market, but 
also a willingness to take on risk early” 


Subramaniam specifically looks for 
companies that have valuable assets 
or ones that are in a turnaround 
phase and where the core business 
is their intrinsic strength. He also 
looks for absolute and cheap valua- 
tions relative to the sector while 
screening for underperformance, as 
well as limited public holding rela- 
tive to the market. Pankaj Gupta, 
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equity portfolio, says Fahima 
Shaikh, Research Analyst at India 
Infoline. Defending this strategy. 
Subramaniam says the contrarian 
approach does not only mean going 
against the market. "It is supported 
by a willingness to take on risk 
early," he says. Tata Tea, for 
instance, became the top holding of 
Religare Contra Fund on account of 





Absolute Returns (%) CAGR (%) 
6 months 3 years 
16.43 “2.37 
11.68 11.3 
12.23 N.A. 
16.33 11.89 
11.58 N.A. 
13.82 12.19 
9.19 11.16 
10.38 12.33 
11.24 6.76 
15.64 9.61 

Source: Accord Fintech 


its cheap valuation and limited 
public holding. Reliance Industries, 
омсс and Reliance Infra were added 
to (or their exposure increased in) 
the fund due to their underperform- 
ance relative to the market. 
Similarly, Apollo Hospitals is also a 
top holding as it is in a sector that 
has potential for growth but has 
been underperforming the market 
for some years, says Subramaniam. 

Bad news can strike even the 
bluest of blue-chip companies, says 
Tata Contra's fund manager. At 
such times, contra funds buy into 
companies that have strong funda- 
mentals but are discounted because 
of short-term performance issues, 
he adds. So, even though Tata 
Contra's portfolio has stocks that 
are blue-chips, they were bought 
when the stocks were struggling in 
the market. 

Fund managers feel this con- 
trarian strategy always remains 
relevant and works in all market 
phases. "This is because we don't 


MONEY-CONTRA FUNDS 


BLUE-CHIP INVESTMENTS 


Though a ma of the top five holdings are blue-chip ies, their 
stocks were bought when they were struggling in the ma 
Scheme Launch Date Top 5 holdings (company-wise) 

L&T Contra Mar. 10, '06 LAU Bharti Airtel, TCS, Hindalco 
industries, Petronet LNG, YES Bank 

ING Contra Sept. 7, '07 ІА: Reliance Industries, ITC, HDFC Bank, 
ONGC, Indraprastha Gas 

JM Contra July 27, '05 ЖЕЛ: Cipla, Bajaj Electricals, Jaiprakash 
Associates, ICICI Bank, IHC 

Kotak Contra Mar. 16, '06 SJÆL Wipro, TCS, GlaxoSmithKline Consumer 
Healthcare, RIL, Zensar Technologies 

Religare Contra Apr. 12, '07 TUBE ONGC, BHEL, Grasim Industries, 
Tata Consultancy Services, Bharti Airtel 

Tata Contra July 7,'99 EATA HDFC Bank, Hindalco, Bharti Airtel, 
Hindustan Unilever, GSFC 

UTI Contra Nov. 14, '05 ZK: infosys, ICICI Bank, BHEL, Vardhman Textiles, 
Union Bank of India 

SBI Magnum Contra Арг. 18, '06 PYAR: Reliance Industries, ICICI Bank, SBI, 
Bharti Airtel, ONGC 


AUM, top 5 companies as on July 31, 2010 


buy into broad markets but indi- 
vidual companies, and at any given 
time, some sectors or companies are 
out of favour," says the Tata Contra 
fund manager. 

However. the contrarian philoso- 
phy may not work well when the 
market goes from being slightly rich 
to being extravagantly overpriced in 
terms of valuations. This explains 
why contra funds were overlooked 
during the bull market between 
2004 and 2008. In fact, the category 
manages a meagre Rs 350 crore in 
assets under management (AUM), 
which is barely five per cent of the 
total equity category. 

So, should you invest in contra 
funds? According to Shaikh, one 
would be better off investing in a 
basket of blue-chip funds that have 
a proven track record with strong 
credentials. Catching a trend before 
the herd is not possible at every 
market cycle. However, contra funds 
expose a part of the portfolio to de- 
fensive stocks, which enable them to 





sail smoothly during the trough, she 
adds. During the down phase 
between January 2008 and March 
2009, the contra fund category 
delivered a negative return of 56 per 
cent, even as the BsE-200 fell 64 per 
cent. UTI Contra Fund contained its 
downside to 45 per cent, while spi 


On the flip side, this defensive 
approach makes these funds under- 
performers during a bull phase. "If 
an investor is looking to make a 
quick buck in 3-6 months by invest- 
ing in momentum stocks, then this 
is not the fund for him," says the 
Tata Contra fund manager. In the 
contrarian theme, one is always 
trying to get the reward-risk bal- 
ance in one's favour. So, it is best for 
investors who have a low-risk ap- 
petite and a suitable investment 
horizon such as the one advised for 
any diversified equity fund. A five- 
year horizon would be ideal for an 
equity fund because equity markets 
can be volatile in the short term. 
Such a period helps an investor 
capture the gains from the underly- 
ing business growth of a company 
even if he is caught on the wrong 
side of volatility. 

Also, the risk of the stock calls 
not panning out is quite high owing 
to the contrarian strategy that such 
funds adopt. There are times when a 
sector or a stock takes long to turn 
around; there's also the possibility 
that it never finds favour in the mar- 
ket. For instance, Magnum Contra 
Fund's high exposure to telecommu- 


FAHIMA SHAIKH, Research Analyst at India Infoline 


"Contra funds expose a part of their 
portfolio to defensive stocks, which enables 
them to sail smoothly during the trough" 


Contra and Kotak Contra fell by 53 
and 51 per cent, respectively, during 
the same phase. While Tata Contra 
has been the best performing fund 
in the category, the Religare and ING 
Contra funds have outperformed the 
BSE Sensex and the average diversi- 
fied equity category over the past 
one year. These funds have done 
well as far as three-year returns are 
concerned, too. 


nication stocks has hurt the fund's 
performance of late, as have the calls 
taken within the energy sector, such 
as on oil marketing companies. 

So, pick out-of-favour compa- 
nies with strong fundamentals and 
you are bound to land some win- 
ners in due course. Going against 
the market is not such a difficult 
strategy after all. © 

Courtesy: Money Today 
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Privilese Matrimony 
Helping you find a suitable life partner 


е MV EVEICISB: [o 1 Wanted Grooms ‹ 





Tall and handsome Gujarati, Lohana, 28 yrs old, 
living in Mumbai, B.Com from Mumbai University, 
assistant manager in ICICI, seeks fair and good- 
looking bride from same caste, age 23 – 27, should 
be professionally qualified. Contact Relationship 
Manager at *91 9320407211. 


` Urdu speaking Sunni Muslim boy, 28 yrs, living | 


in Bangalore, M.S General Surgery, wealthy family, 
seeks fair and good looking bride from same caste, 
age 23 — 27, should be professionally qualified, 
preferably M.B.B.S/M.S. Contact Relationship 
Manager at *91 9381102918 


Tamil, Yadav 28 yrs, Malaysian citizen, BBA 
Hons, MBA, wealthy industrial background, seeks 
suitable bride from same caste, age 22-27 yrs, 
preferably MBBS doctor from similar rich 
background and willing to settle in Malaysia. 


Contact Relationship Manager at *91 9380017828 | 


Proposals are invited for 25 yr old, Nadar, living 
in Madurai, MBBS, doctor, wealthy family, seeks 
fair and good-looking bride from same caste, age 
20-24 yrs, should be well educated. Contact 
Relationship Manager at +91 9345685700 


Brahmin-Kanyakubj, 29 yrs / 185 cms, living in 
Baroda, B.Tech from IIT Bombay, director of a pvt 


company, wealthy family, seeks good looking | 


bride, age 23 - 28 yrs, height 170 — 178 cms. 
Should be professionally qualified. Contact 
Relationship Manager at *91 9327027561. 





. Beautiful Punjabi, Aggarwal, 27 yrs, living in 


Chandigarh, M.Com, Degree in Fashion Designing, 
wealthy family, seeks suitable groom, age 27-30 
yrs. Should be professionally qualified, preferably a 
masters degree from top institute. Contact 


| Relationship Manager at +91 9316003416 





25-year-old Hindi speaking Kayastha, living in | 


Kanpur, graduate, law degree from U.K, wealthy 


| family, seeks fair and good looking groom from 


same caste, age 26-30. Should be a business 
professional. Contact Relationship Manager at 


+91 9320407212 





D 


Beautiful Maratha, 22 yrs, living in Pune, BE, 
wealthy family, seeks fair and good looking groom 
from same caste, age 24-26 yrs. Should be 
professionally qualified from a business family. 


Contact Relationship Manager at +91 9320407212 





27-year-old Hindu Gupta, 5'4" tall, living in 
Bangalore, graduate, director of a reputed concern, 
seeks suitable groom from same caste. Should 
come from a business / professional background. 
Contact Relationship Manager at +91 9003155266 


| 








Beautiful and slim Punjabi, Sikh – Jat, 30 yrs, living 


in Faridkot, pursuing 3rd yr MD Path in a reputed 
medical college, many family members are in medical 
fraternity, seeks suitable Medico professional groom, 
age 31 – 35 yrs, height 5'6" and above. Contact 
Relationship Manager at +91 9311419198 


To know more call 1800 3000 3456 





Matchmaking now made easy 
with a Relationship Manager 


PrivilegeMatrimony - Assisted Matchmaking 
Service From BharatMatrimony 











Successfully servicing thousands 
of professionals, entrepreneurs, 
businessmen and HNis. 


PrivilegeMatrimony is an assisted matchmaking service from BharatMatrimony, where you will be 
assigned a personal Relationship Manager who will search, shortlist and send you suitable matches 
on a regular basis based on your requirement. The Relationship Manager can also initiate the 
conversation on your behalf and ensure regular follow-ups to help find the perfect match for you. 


* Higher Success Rate • Handpicked Matches • Exclusive Relationship Manager 
e Individual Attention « Regular Follow-ups • 100% Confidential Service 


privilege 


matrimony 





ASSISTED MATCHMAKING SERVICE FROM BHARATMATRIMONY 





PERSONAL TECHNOLOGY 


One D Too Many 


Should you buy a 3D TV? ev коѕнлн mitra 


his column has seldom been a 

critic of technology — quite the 

contrary, in fact. Yet, the cur- 
rent trend of consumer electronics 
firms such as Samsung, LG and Sony 
promoting 3D televisions leaves us 
cold. Not because the technology 
itself is inferior, but because it 
doesn't yet have a supporting 
eco-system and is unreasonably 
expensive to boot. 

A few years ago, if you were to 
buy a high definition Tv, you would 
have run into the same argument 
— lack of content. While game con- 
soles such as the Sony PS3 and 
Microsoft Xbox 360 had up output, 
that was not reason enough to spend 
stupendous amounts on them. Now, 
however, there is a lot more — from 
HD channels to downloadable Hp 
videos. But 3D is still stuck in a 
desert, and the hardware to play 
back 3D is still far too expensive. 

How expensive? As for Samsung 
products, the price of a 40-inch 
Full-HD LCD panel is Rs 65,900. A 
much-slimmer Full-HD LED ту of the 
same size starts at Rs 86,000 and a 
3D тер panel is Rs 130,000. Note 
that these are maximum retail prices, 
actual prices could be lower, but not 
by much. To play back 3D content, 
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far between — unless you enjoy 
B-grade Hollywood horror flicks such 
as Piranha 3D. 

There is another, and rather irri- 
tating, problem with 3D — the 
glasses. Different manufacturers are 
using different technologies to display 
3D on their screens and this means 
that the glasses are not necessarily 
inter-changeable. One of the joys of 
having a big-screen ту is having a lot 


3D TV will become standard over the next few years - in itself a good 


reason to hold out, particularly as goggle-less TV is also being developed 


you will also need a newer Blu Ray 
Disc (Bb) player that supports 3D — 
that will add another Rs 20,000. 
Simply put, you pay double the HD 
price to enjoy a small pool of 3D 
content. And while more content is 
being shot in 3D, releases are few and 
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of people over to watch a movie or a 
sports event. So if you want to watch 
it on 3D you will need a lot many 
glasses. And the glasses are not cheap 
red or blue cellophane ones, either. 
Still, we do believe that 3D will 
become standard over the next few 


years. Given the speed at which tech- 
nology is evolving, it should not take 
too long, either. No doubt more 3D 
content is on its way — Sony for one 
is looking at developing 3D games 
for its PS3 console by 201 1. This in 
itself is a good reason to hold out 
against buying a 3D ту right now, 
particularly as goggle-less Tv is also 
being developed. And just as HDTV 
prices have dropped from strat- 
ospheric levels over the past two 
years, 3D tv prices will also drop. 
maybe to the point where 3D be- 
comes a standard feature on most 
flat-panel televisions. For the mo- 
ment, however, if you wish to be at 
the digital vanguard, we suggest that 
you buy an iPad instead. © 
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BOOKS 


Rethinking 





he us financial meltdown 
in 2008 and the spread 
of the contagion, the 


consequent clamour for new 
models of business education 


Rethinking the MBA: and India's steps to revamp 
= ѕіпеѕѕ Educationata the education system form 
me the perfect backdrop for this 
AUTHORS: Srikant M. Datar, : ре Р 
David А. Garvin, timely and compelling book. 
Patrick G. Cullen Datar et al. have put together 
PUBLISHER: Harvard Business comprehensive analyses of 
Press the world's six best-known 
рейн B-schools — Chi 's Booth 
PRICE: Rs 895 ТЕРСИ — 


School of Business (disci- 
pline-based and flexible curriculum), INSEAD of 
France (globalisation and the fast-track pro- 
gramme), University of North Carolina (creative 
leadership development), Harvard (general 
management and practical case study), Yale 
(integrative approach and large-scale change) 
and Stanford (elite, customised programmes). 

The book uses information from a host of 
sources, including interviews with deans, to 
present a comprehensive and constructive 
discussion on rethinking the MBA curriculum. 

For each of the B-schools examined in the 
book, there is a case study on its innovations, 
apart from analysis and interpretation. The 
chapters dealing with the MBA marketplace, the 
demand-supply equation, curriculum and peda- 
gogy, identification of the concerns and gaps 
and meeting global and leadership challenges, 
have all been well researched. 

My only mild gripe, if you want to call it 
that, is that Indian and Chinese schools have 
not found a place in the book. I truly believe 
that India and China are integral to any discus- 
sion with a global perspective. The им 
Ahmedabad is a case in point. The authors 
could have included a case study on the IIM-A, 
which boasts of a stellar list of alumni, includ- 
ing C.K. Prahalad and Datar himself. 
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Perfect Timing 


The book addresses the gaps in B-school education and provokes 
thoughtful discussions, says BALA V.BALACHANDRAN 


But the book does address the gaps in MBA 
curriculum and its current needs, and pro- 
vokes thoughtful discussions. Chapter 4 is 
perhaps the most important as it delves into all 
the value-additions that MBA courses must 
contain. These include: 

m The two-cultures problem — academic 
elegance vs business relevance 

m The balance between offering knowledge and 
placement opportunities 

m Understanding of the global perspective 

m Opportunities mapped with the unmet needs 
of a changing market 

a Leadership development vis-à-vis managerial 
emphasis 

The authors summarise their research under 
three broad aspects: knowing. doing and being. 
These are seen as the crux of the New Age MBA. 

I am in complete agreement with all their 
arguments, but will go on to add that while we 
are at a crossroads, we may do well to integrate 
another level of meaning to the MBA or Master 
of Business Administration degree. The New 
Age MBA is about the Mind (integrated and in- 
novative curriculum), Body (pedagogy and 
delivery) and Attitude (the ethos and value 
systems critical in today's world to keep away 
greed and profiteering). 

The next model may not be a linear exten- 
sion originating from the West, but may very 
well be suggested by the East and particularly 
India because of our strong heritage in value 
systems and principles. 

The ease with which Datar et al. have articu- 
lated their thoughts is commendable. The format 
is an instant hit — the integration of the case 
studies to explain vital points is a great way to 
retain reader interest while ensuring an instant 
connect and understanding. A must-read for 
academics, practitioners and students.© 

The reviewer is Founder and Dean of Great 
Lakes Institute of Management, Chennai 











Behind the Berkshire 
Hathaway Curtain: 
Lessons from Warren 
Buffett's Top Business 
Leaders 


Pages: 178 

Price: Rs 1,233 

Over the years the 
guru of investment 
has accumulated a 
fine blend of managers 
to multiply wealth. 
This book attempts to 
showcase their culture 
of achievement. 





peni 


Retooling HR: Using 
Proven Business Tools 
to Make Better 
Decisions About Talent 
By John W. Boudreau 
Harvard Business Press 
Pages: 212 

Price: Rs 995 


If talent is scarce, HR 
rethink is the order of 
the day. With examples 
from Google, Micro- 
soft, IBM and Disney, 
this book offers tools 
that help managers 
retain talent. 


SMART EXECUTIVE 


How to Get an Offer 
You Can't Refuse 


Peer comparison is the biggest mistake executives make when 
negotiating pay packets with potential employers. Bv sauMYA BHATTACHARYA 





ow does one negotiate salary in a new job? Asim 

Handa, Country Manager of Futurestep, a firm that 

specialises in mid-level executive search, is often 
asked this question. Candidates sail through interviews 
but flounder when organisations begin discussing the 
compensation expectations with them. “I have seen people 
messing it up right at the end. Negotiating salary is an art 
and not everyone has it," says Handa. True, while every- 
one wants to earn more, very few have the knack for 
walking away with a good bargain. 

HR experts will tell you that it is about demand and 
supply. Your negotiating powers go up if companies are 
looking for talent with the specific skillsets you have and 
if there's a shortage of that skillset in the market. But 
this rule applies to senior-level salary negotiations, and 
is person- and company-specific. What we are con- 


cerned with here are the broad dos and don'ts that one 
can follow while negotiating a pay packet for a job at the 


junior and middle levels. 

First and foremost, should you at 
all negotiate the salary? Use your judg- 
ment. Some organisations have reason- 
able salary structures and you may not 
need to negotiate at all. On the other 
hand, some organisations may view à 
candidate with suspicion if he does not 
negotiate — they may think the candi- 
date has something to hide. "Some 
organisations look askance at a person 





who is not negotiating," says Padmaja 
Alaganandan, India Business Leader, 
Human Capital, at Mercer. 

What is a reasonable hike? "That may 
depend on a lot of factors in term of the 
economy and the demand for your profile. 
But an acceptable hike is 25-30 per cent 
across most sectors," says Handa. If some- 
one wants a 60-70 per cent hike, he had 
better have a good reason for it, adds 
Handa. Also, be very prudent about basing 
your demand on what your peer group is 
earning. In most cases, such a yardstick 





Don't reveal your salary 
expectations. Wait for 
the company to make 
an offer 


Look at the compensa- 
tion structure closely. 

If it is reasonable, there 
is no need to negotiate 


That said, negotiating a 
salary package is 
acceptable across most 
industries and levels 


If you are not comforta- 
ble with the package, 
convey that it's proba- 
bly not up to the mark 


Gauge your skills and 
also understand the 
employer requirement 





does not work to one's advantage. 

Self-esteem and recognising your 
worth are virtues in today’s workplace, 
but don't measure these only by the com- 
pensation you can command. When you 
are moving jobs, you should be cognizant 
of your value and what you bring to the 
organisation, but at the same time you 
should respect the internal equity (pay 
structures and designations) that exists in 
the organisation. Some companies may 
not want to compromise on internal eq- 
uity even for outstanding candidates. Get 
to know the organisation you are going to, 
says Alaganandan. 

Sometimes, putting a high value on 
what you bring to the organisation can 
turn out to be counterproductive. A hefty 
hike can work to your disadvantage, par- 
ticularly if you take time to settle and 
start contributing. “You then tend to be 
an outlier with a lot of pressure to per- 
form,” says Alaganandan. © 
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he flash floods that were triggered by the freak 





cloudburst on the night of August 6 in Leh 
caused massive destruction, claiming 180 lives, 
besides severely damaging the District Hospital, 
the BsNL office, the bus stand, the secondary 
school and markets. Over 1,500 houses were destroyed and 
many families were rendered homeless. Those affected need 
shelter and adequate clothing to safeguard themselves from 
the coming harsh winter. 

Ihe natural calamity wreaked havoc in 36 villages, 
devastating crops and making agricultural land useless. 
Cleaning the agricultural land and repairing the water 
supply systems that were severely affected are critical to 
survival of the farming communities. Responding to 


the needs of children, pregnant women and lactating 





mothers, CARE TODAY has provided a grant of Rs 2.5 lakh 
to Save the Children, a well-known NGO, to purchase 
10 special tents. This grant would help set up Child 
Friendly Spaces to support their education activities, 
besides providing safe spaces for pregnant women and 
lactating mothers. It will also support psycho-social care 
activities of Save the Children. 

Thanks to the generous contributions from the public, 
CARE TODAY has in the past been able to help the affected, 
be those ravaged by the war in Kargil, earth-quake in 
Gujarat or by the Kosi Hoods in Bihar. CARE TODAY is 
sure that this appeal to support relief and reha-bilitation 
activities among the affected communities in Leh will 
generate the same response. All contributions of Rs 5,000 
are being acknowledged. 


.LIEF FUND 





CARE TODAY appeals to the readers to 
donate generously for the rehabilitation 
of the flood-affected people in Leh 


Contributions of Rs 5,000 and above to care ropav's “The 
Leh Flash Floods Relief Fund" up to August 30, 2010 





Living Media India Limited Rs 5,00,000 В.Міеһип Vardhana Rs 10,000 
TV Today Network Limited Rs 5,00,000 Lt. Col. Arunendra Kumar 510,000 
Ajit Chaudhuri Rs 5,000 Gaurav Gupta Rs 5,000 
Randeep Singh Rs 5,000 Subhash Chandra Rs 5,000 
Jugal Kishore Anand Rs 5,555 Qamar Waheed Naqvi Rs 11,000 
$.C. Gupta Rs 5,000 Rahi Bags Rs 5,100 
Kannu Prasad Baldev Bhai Rami Rs 5,211 Nikhil Agnihotri Rs 5,000 
Pawan Kumar Malik Rs 10,000 Gulshan Kumar Rs 5,001 
Deepak Chatterjee Rs 10,000 Ashok Tanwar Rs 5,000 
Mahesh Chandra Rs 5,001 Sandeep Bhatnagar Rs 5,000 
Miss Jia Noor Singh Rs 50,000 Yogesh Anand Rs 5,000 
Master Jehan Vir Singh А5 50,000 Kanhaiya Lal Rs 6,000 
Dr Madhu Bala Rs 21,000 Major Singh Transport Rs 5,100 
Sahil Raina Rs 5,100 Pankaj Jha Rs 5,001 
Prashant Kumar Srivastava А5 5,000 Asit Singh Rs 10,000 
Ramesh Shekhar Rs 5,000 Neha Parasher Rs 5,001 
Manmeet Singh Khurana Rs 5,000 Geeta Kampani Rs 10,000 
Fine Art Export Rs 5,100 Shailja International Rs 5,100 
Lekhraj Rs 11,000 Swasti Systems Rs 7,000 
Neeraja Shetty Rs 5,000 Gaurav Enterprises Rs 51,000 
Yogesh Dutt Rs 10,000 Вітіа Soni Rs 10,000 
Umashankar Dixit Rs 5,000 Dr Vandana Lal Rs 21,000 
Amin Thakkar Rs 6,000 Ashwaghosh Gaikwad Rs 5,000 
Chandresh Saxena Rs 5,555 B.S. Dadhwal Rs 5,001 
Smith and Sowmy Industries Rs 20,000 Miranjit Mukherjee Rs 10,000 
Anika International Pvt. Ltd. Rs 10,000 Sunil Kumar Sharma Rs 15,000 
Janak Enterprises Rs 10,000 Harsh Lata Sharma Rs 15,000 
Ambrish Kumar Rs 10,000 Dharni Sampda Pvt. Ltd. 510,500 
Happy Montessori School 5 11,000 К. Sampath Kumar Rs 15,000 
MAKE A DIFFERENCE 
Please draw cheques or demand drafts in favour of 
CARE TODAY A/c The Leh Flash Floods Relief Fund and send to: 
CARE TODAY 
9th Floor, Videocon Towers, E-1, 
Jhandewalan Extension, New Delhi-110 055 
All contributions are eligible for tax exemption under Section 80(G) of the 
Income Tax Act. We do not accept cash or money orders. j 3, 7, 
For further queries, please contact C. Balaji Singh at a d а 4 


011-23314216/23355007 or email balaji.singh@intoday.com ФЕ TOOY = 
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VIVAN MEHRA 
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СЕО, MakeMyTrip 


Base Camp 
at NASDAQ 


it was the day the traders saluted the trippers. 
On August 12, when DEEP KALRA Clanged the open- 
ing bell on the NASDAQ stock market in the 
United States, it was a gratifying moment for 
the founder and CEO of MakeMyTrip.com, and 

its 750-odd employees (who call themselves 
‘trippers’). Arguably India's best-known online 
travel portal, the decade-old MakeMyTrip raised 
$70 million via a wildly-successful IPO that 

was oversubscribed several times over. In the 
process, the company now rubs shoulders with 
Google, Yahoo!, eBay and Amazon, as well as 
Chinese search engine stocks Baidu and Sohu. On 
the day the stock listed, its price went up from 
$14 to close at $26.25, a climb of 89 per cent, 
making it one of the most successful opening 
days on the US exchange since the dotcom bust 
in 1999-2000. On September 8, a day before 

BT went to press, MakeMyTrip was still headed 
north, closing at $33.65. But why did Kalra make 
the trip to the NASDAQ and not to good old Dalal 
Street? "The NASDAQ is the spiritual home of 
technology companies,” says Kalra, who turned 
39 recently. ‘We are the first Indian 
consumer-oriented company to list in the US. 
Investors have heard of the Indian consumer 
story and this was an opportunity to invest in 
it," he adds. Kalra reckons ~ with his tongue 
firmly in his cheek ~ that the happiest people 


Should be his competitors because “by going 
public, we have shown the way." So who's 
next in line to make the trip? 


KUSHAN MITRA 







Autos Rally 
This Man 


In early August, a motley 
crowd of Americans, 
Canadians, Australians, 
New Zealanders, 
sritishers and Africans 
was seen test-driving 
autorickshaws along 
Chennai's beach. They 
were in India to partici- 
pate in the Mumbai Xpress, 
a 14-day rally from Chennai 
to Mumbai, a distance of 
some 2,000 km. There were 
no maps or GPS gadgets and the participants 
had to find their own way by making enquiries 
and savouring local food on the way. ARVIND 
BREMANANDAM, 33, the man behind this unique 
event, says: "It is for fun and to get the loreigners 
to experience the real culture of India and meet 
the man on the street." Five years ago, when he 
decided to set up Chennai Event Management 
Services, a business involving rallies, corporates 
showed little interest. But that's changing. Now. 
he plans to go national to tap pan-India sponsors. 
NITYA VARADARAJAN 
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PEOPLE, PLACES, PRODUCTS 


Rishad Premji 
Chief Strategy Officer, Wipro Technologies 


Wi ti 
| Wipro Chairman Azim Premji's son RISHAD, 33, 
a Harvard B-school graduate. is in the final 


MISHRA/ MINT 







HEMANT 


stages of his ascent to the top of the company. 
Recently, he was made Wipro's Chief 
Strategy Officer. With MNcs on the march in 
India and rivals like Cognizant snapping at 
Wipro's heels, his biggest challenge may 
f just be around the corner. 
^ RAHUL SACHITANAND 


MONEY SHARMA 


Sudarshan Maiya 
Proprietor, Maiyas, Bangalore 


Ego.ld.Superldli 


It was a childhood dream for SUDARSHAN MAIYA, 27, to take over MTR 
Foods, which his father Sadanand Maiya had built. But Maiya 
Senior was keen on his son leveraging his degree in Computer 
science. One fine morning in early 2007, Sadanand sold off 
his business. Sudarshan was disappointed but firm. He soon 
registered 'Maiyas' as the name of the restaurant he proposed 


to open. Today, the five-floor vegetarian restaurant, which 
serves multiple Indian cuisine, has turned out to be a 
landmark in south Bangalore. 

K.R.BALASUBRAMANYAM 
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Kate Robertson 
Chairman, Euro RSCG UK 


You're Only 
as Young 


KATE ROBERTSON, Chairman 
of the UK advertising agency i 
Euro RSCG and Co-founder of 
One Young World forum, was 
in Delhi recently to launch 
the One Young World's India 
chapter. Billed as the ‘Young 
Davos’, the forum drew over 
800 youngsters from 100 
countries to London earlier 
this year. They got to interact 
with — and suggest solutions 
on various issues plaguing 
the world — former United 
Nations Secretary-General 
Kofi Annan, Nobel laureate 
Archbishop Desmond Tutu, 
among others. "The hoo-haa 
has been necessary. Do you 
know of any international 
association that highlights the 
youth," asks Robertson, who 
will turn 55 shortly. 

SHAMNI PANDE 
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E Delegative 


Ша Participative 
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| remember the best 
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The difference between 
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